





iiO STATE 
J N 1\/ Cc Fe . TY 


i 
MAR L 9 1947 











oS Oa eee 

























tow 


NG wiTH EASE 








fier 


To DO sPEED cooK! 
simply s¢ the MIRRO-M ATIC control at the Flavors are finer, colors brighter. mineral and 
recommended pressures 5, 10 oF 15 pounds, Na cad MIRRO- 
, high When the proper pressure MATIC cooked, the perfected, simplified way 
jon control 
At deparements hardware. and housefurnishing 
h rack $12-95 west $13-95 7 
Vi 


and turn hea 
ched, this ind 
Then 
stores: 4 qt. w* 


is rea 
a distinctive jigglio’ sound 


signals ; 
urn the heat low, so that the control jigeles two 
or three times 4 minute That's all there } to it 
ymatically limits the pressure 10 
meals are 
mat y! 
fc 
ti 


rhe control auto 
ed Delicious r 
_ and results 















are € 
cipes is 


wiscONsiN 


fail-proot re 


° manitowoe: 
ooking Utens 


TRAI 


advertisi MIRRO ha 
F Ing. The , s never st 
in national above is one of opped national 
al women’s, hom of a series curre vedieaitesd 
e service, and esi appearing The Na 
magazines : 
3. 
THE YA 
LE 


rt ehe 
ae 
s 


FEBRUA 
pana iang 
ae ri oe, 
















Products of Unmistakable 
QUALITY and Sales Appeal, 
such as the new YALE 040 
“One-Arm” Springlatch. 


























Advertising that Builds REP- 
UTATION for the Name 
“Yale”. The YALE 040 “One- 
Arm” Springlatch is featured 
in SATURDAY EVENING 
POST advertising. 


Tested PROMOTION Mate- 
rial Helps Make the Sale. Ask 
your jobber for the latest in- 
formation on Yale promo- 


; 
AUXILIARY @ 
LOCKS 


tions—including free 
window displays, counter 

; displays, “merchandisers”, 
direct mail material. 


BB Ise tho selling sentence’ 
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P THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 
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A constant flow of clever new designs account for the all- sy 4M fone 


MaVERCORTA, CALS | 


season, fast selling popularity of Meyercord Decals. And uni- 


formly high li lains tl l f t sales. B You y. Us eAdop ie, 
ormly high quality explains the volume of repeat sales. Be 
° 1 Brit I * EASY ro Appty. i) WATER 


sure to add the frequent new designs to your staple numbers... ae 
complete stocks and new designs will produce more volume. ASY To rrr) os MMs 
*® EASY TO APPLY... ace sew a - 


NATIONALLY ADVERTISED innate amma tek 
IN FULL COLOR .. . 


Spectacular and consistent campaigns of —_——- 
national advertising in leading women's 
magazines presents Meyercord Decals in 


full color to millions of women... for is Zz 
our mutual benefit. i 


REMOVABLE. . . . . | READY-PASTED BORDERS 


While designed for lasting durable service 




























ALL Meyercord Decals can be easily and e 

quickly removed. No special Decals to Companion Money - Maker to Decals 

stock ... no unnecessary inventory... r ’ , : ? . Cotto 
Meyercord supplies ALL your Decal needs. There’s equally fast turnover, excellent markup and sleet 


profit in Trimz Ready-Pasted- Borders. They’re all- 
season sellers, too. Continuous national advertising 


DYNAMIC DISPLAYS . . plus dynamic counter and window displays sell 


Display them and sell! That’s Meyercord’s Trimz to millions of prospects. Tie in with this pro- 


merchandising creed and it’s backed up WI} >11 Mevercord Decals and Tri 
with the greatest display program in the motion. When you sell Meyercord Decals and Trimz 
company’s history. Be sure you have your Ready-Pasted Borders, you sell the finest decora- 


full quota of counter and window displays. tion merchandise available. 


"THEY SELL THEMSELVES” ins tic sotestected ccconmen, 


Meyercord Decals and Trimz Ready-Pasted Borders are 
an ideal decorative sales combination. Adequately stocked 
and properly displayed, they practically sell themselves. 
Meyercord’s merchandising display fixtures are designed 
to suggest ideas for use, explain simple application and 
assist customers in selection. Regular dealers . . . be sure 
to order new designs . . . prospective dealers are invited to 
write for prices and ‘‘opening assortment”’ details! 

















©1946, Meyercord Co., Chicago 


THE MEYERCORD CO. 


Sole distributors of Trimz Ready-Pasted Borders and manufacturers of Meyercord Decals 
S323 WESTLAKE STREET. ° . CHICAGO 44, I Saweeo 





HARDWARE AGE 














‘ A Finished Product 
ERS se and com pordware atin 28 honor oo 
Mm m 
Decals * e N e is the ae jobb ‘ quality. 
; the i ‘ 
wi 

Si al Cotton cords are tested. for 

acd ssi strength and elasticity. 
ey’re all- 
ivertising 
lays sell 

this pro- 
nd Trimz 
t decora- 


World’s Largest Manufacturer of Garden Hose 
AT STRICTLY COMPETEREVE PRICES 
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Roll ’Em 
on the 
Floor! 








The Coleman Flood- 
light Laniern is built 
to take it. Demon- 
strate its rugged con- 
struction of brass 
and steel... how it 
can’t spill fuel even 
if tipped over. ame 









/ Model 220C 


Dramatic 
Gelling 


MEANS QUICK PROFITS! 





















Show it lighted! Show how the Coleman Lan- 
tern lights “‘right now” at the touch of a match. 
Floodlights 100-foot area. 





Show ’Em How! Show the rugged construction 
of Coleman Floodlight Lanterns—how they will 
give the floodlight service they were made to 
give under the toughest conditions. Use these 
demonstration pictures as a guide. 


Tell "Em How! Coleman Lanterns flood the 
night with brilliant light—up to 300 candlepower. 





se ¥ It’s windproof! A 105-mile gale can’t put it 
Floodlight a 100 foot area so bright you can read out. Hold lighted lantern in front of strongest 


electric fan to show how wind can’t put it out. 


a newspaper 50 feet away. Lots of light for any 
nighttime job. 


You'll Sell ’Em! You'll boost your Coleman 
Lantern sales and profits quickly and easily. That’s 
the sales history behind years of dealer expe- 
rience with Coleman Floodlight Lanterns. 


Three Quality Leaders to fit any lighting need 
—one and two-mantle models—at popular prices. 
Order from your jobber! 

THE COLEMAN COMPANY, Inc. 


Wichita 1, Kansas; 401 N. Broad St., Philadelphia 8, Pa. 
Los Angeles 54, Calif.; Honolulu, T. H.; Toronto, Can. 
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THE FIRST REAL PROFIT-ASSURED PROGRAM 
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The United States Rubber Company has recently developed 
a compact, simplified line of garden chemicals. 


These United States Rubber Company’s Garden Chemicals 
offer the home gardener complete protection against com- 
mon destructive insects, weeds and plant diseases. 


Better still, they offer you the chance to earn substantial 
profits on a comparatively small investment, 


THOROUGHLY TESTED. These Garden Chemicals have been 
tested and proved in the United States Rubber Company’s 
laboratories at Bethany, Connecticut, and in those of many 
state and university experiment stations. 


CONVENIENTLY PACKAGED. These Garden Chemicals are 
offered in simple, handy containers. There are only six 
chemicals—eleven items. This means a small inventory for 
you. Full instructions for use are given on every package. 


NEEDED BY GARDENERS. Every suburban and rural com- 
munity offers an attractive market potential for these new 
Garden Chemicals. 


BACKED BY GENEROUS ADVERTISING. Home owners will 
read about these new Garden Chemicals, throughout the 
year, in the agricultural, garden and flower publications 
They will hear them mentioned on the Philharmonic-Sym- 
phony radio program over the CBS network. 


DISPLAY MATERIAL TO HELP YOU SELL. Attractive counter 
cards, window streamers, display cards and descriptive 
booklets will be supplied free on request. You will be able 
to feature them in your store early in the Spring. 











INVESTIGATE! You owe it to yourself to learn all about 
this new, nationally-advertised line of Garden 
Chemicals. For further information — write to: 





AVE THE CED ‘s ences 
INCREASE THE YIELD 


Safe and Easy © wit 











UNITED STATES RUBBER COMPANY 


Agricultural Chemical Division 
1230 Avenue of the Americas - Rockefeller Center, New York 20, New York 
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Ferfectly Matched! _. 





READY-MADE CUSTOM-MADE 


for your stock to your measurement 


The Right Way to Sell Venetian Blinds! 














Carry in stock the Artcraft Ready- 
Made blinds in either flexible enam- 
eled aluminum, galvanized bonder- 
ized steel or kiln-dried seasoned 
wood... exactly the same materials 
which go into our Custom-Made 
blinds. In this way, give your cus- 
tomer immediate service, at lower 
prices, on as many blinds as you 
can fill from your stock. To complete 


THE VENETIAN BLINDS YOU the order, write direct to your nearest 
SELL WITH CONFIDENCE Artcraft factory, which will custom- 


build for you any larger sizes for a 
perfect match, to give your customer 
complete satisfaction. 





ARTCRAFT VENETIAN BLIND MANUFACTURING CO. 


Write for detailed information to the factory nearest you. 


MAIN OFFICE 
PITTSBURGH, PA. ST. LOUIS, MO. CHICAGO, ILL. 
72 First Avenue 3958-66 Olive St. 1528-38 Armitage 
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Aluminum paint sells so readily for all 
kinds of work that it will pay you to 
sell the right kind for each job. 

Today, with “3 types for 3 uses” 
becoming available from paint manu- 





facturers—you can sell the right type 
every time. 

Ask your supplier about good alumi- 
num paints now being made in “3 types 
for 3 uses”. It will pay you, in more 
sales and better satisfied customers. 
ALUMINUM COMPANY OF AMERICA, 1984 
Gulf Building, Pittsburgh 19, Pennsyl- 


vania. Sales offices in principal cities. 


MAKING 3 TYPES FOR 3 USES 














NOW! Sell the Right 





Paint Every Time! 


These “3 types for 3 uses” are 
being produced by paint manu- 
facturers, using the best aluminum 
pigment—Alcoa Albron Pigment 
—made of metal more than 99% 
pure. The Alcoa Albron Shield on 
their packages assures you top 
pigment quality and ties up these 
paints with the big Alcoa national 
advertising program which is 
featuring them. 
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Permanent wave is reason why the Rubberset Nylon 
Brush picks up more paint than finest hog bristle 
brushes. This exclusive Rubberset development places 
a series of waves scientifically in Rubberset Nylon 
filament, providing more open spaces for picking up 
paint than best hog bristles . . , much more than 
ordinary nylon! 


Covers a greater area! Rubberset Nylon Brushes 
paint more surface per dip than best hog bristle 
brushes—9.5% more! Scientific tests, conducted by 
independent laboratory, show that dip for dip 


this great new brush paints a greater area . .. saving 
you more time and effort! 


Smoothest pick-up and delivery! Not only does the 
Rubberset Nylon Brush pick up more paint—it 
delivers it more smoothly, with less brush marks! 
Because Rubberset’s exclusive auto-grind process 
tapers filament to a soft, fine tip, resulting in a 
smoother, more uniform film. 


Costs less! It’s true—Rubberset Nylon, the brush that’s 
so many ways better, costs less than hog bristle brushes. 
And that’s only half of it. Rubberset Nylon costs less 
when you buy it, much less when you consider all the Famo 
time and money it will save you through the by th 
years you use it! ; 
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NYLON BRUSH 


The brush* with the permanent wave 


Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. 






Needs no breaking in! Thanks to Rubberset’s 
“chisel tip”, this remarkable brush comes to you 
already broken in with the chisel tip that ordinary 
brushes acquire only after weeks of tedious effort. 






L-o-n-g on wear! The great new Rubberset Nylon Brush 
wears 5) times longer than finest hog bristle brushes, as 
shown in bristle wear tests. After 1 million strokes, hog 
bristles wore 11/16 of an inch . . . Rubberset Nylon 

only 2/16 of an inch. That’s 514 times less wear... 

51% times more service! 





*Patent Applied For 


Rubberset Company—56 Ferry Street, Newark 5, New Jersey—FEstablished 1873 


Branches: Los Angeles, California, St. Louis, Missouri. 


Famous for hog bristle brushes, too. Not only nylon brushes, but world-renowned hog bristle brushes, are produced 


by the Rubberset Company. Since 1873, in fact, our famous trade mark name Rubberset has meant “The finest in brushes”. 
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FOR PROFIT AND GOOD WILL 
sell the ropes 
your customers know; ¢ 


AL 


LYMOUTH is no stranger to the American rope-using > PRO 


TOY 

























public. Ever since the company started operations—123 






years ago— Plymouth advertising has helped Plymouth dealers 






to sell more rope, more quickly, to more people. 






Today, even though rope is still scarce because of the world 






fiber shortage, Plymouth advertisements continue to give 






millions of hardware customers the facts about “The Rope 
You Can Trust Because It Is 


Engineered For Your Job.” 





























As fiber conditions improve, 
Operating costs sre 4s critical in the competitive struggle 
at sea as ashore. That is why so many deep water sxip- 
pers eye their coils of “‘Slevelay"’* so complacently these 
days. For Slevelay is something special—a Plymouth 
marine rope of unique design and super’ performance. 

Slevelay combines great tensile strength with 6 other 
vital advantages — soft, easy handling — flexibility —tough- 
ness under rough treatment—freedom from dangerous 
back-kink—long life—and lower operating cost. Slevelay 
is one of many specialized ropes engineered by Plymouth 
for hard jobs. 

Slevelay's exclusive construction—made only by 
Plymouth—is one of the major improvements in rope- 
making of the past 50 years. 

YOUR OWN WORKERS who use rope may boost your plant 
Safety Record, and cut costs, by using Plymouth's famous 
“Rope Size—Strength Chart,” 
free upon request. Plymouth 


we hope to help you fill all the \ 


orders you will get for 





Plymouth. The rope your cus- 


tomers know. 


Ply th Cordage Company a Soft heart 
North Plymouth, Mass. q Ves longer { 


a + 2 
District Offices: 296 State St., Boston Most wire ropes have invisible but 


9, Mass.; 420 Lexington Ave., New vital hearts of fiber rope, which Cordage Company, Plymouth, 
Me ie ile cushion and support the metal Massa husetts— makers of rope, PLYMOUTH 
Y ork 52, N. ¥.s 105 W. Adams = Chi- strands, giving them longer useful tying twing, binder twine and 











y : life and greater flexibility. baler twine 
. : ve. 
cago 3, Ill; 1006 W ashington Ave., Making fiber “centers” for pro- onepiarres, U. 3. Pesees Stes, 
Houston 2, Texas; 70 Sacramento ducers of wire ropes is one of Cross 
a a . . Plymouth's most exacting tasks. ‘ 
Street, San Francisco 11, Calif. In Can- Rugged, superior fiber is firmly Wes ROPE YOU CAN TRUST SECANSE £T 1S ENOMNNRED Foe Your Jos 
. r lz d Ontario: Sal Of laid to close tolerances—in pre- ae 

ada: Mill, Welland, Ontario; Sales Of- precbectennadrysoneaar Peet. 9 

=a ° ° a ec for long wear under tremendous 
fice: Cordage Distributors Limited, 500 pds gl 7 mt 
King St. West, Toronto 2, Ontario. Plymouth “centers” are silent P 

partners of millions of men who PK 


use wire ropes in industry, on 
farms and at sea. They are a 
striking example of Plymouth 
rope-engineering—the right ma- 
terials, proper scientific construc- 
tion and rigorous testing—to fit 
them for the tough work they 
must perform. 


Plymouth mekes many other fiber 
ropes for highly specialized uses. Our 
booklet —“Lift It Safely” will help 


your feremen and workers to use 
those ropes longer, more safely, at 


(Recent Plymouth advertisements in 
Consumer Magazines.) 


\ 





















2) lower cost. Write us, or ask your Be Sure YQ 
polio Plymouth Rope Supplier, for « free X 
7 Se occ oa pe Sen the 
saben a ogi binder twine New Red ] 
ROPE: TYING TWINE BINDERTWINE —_——ii ; poets 





BALER TWINE THE AMERICAN 








THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 
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THE 1947 “BUYLINE” FOR BUILDING YOUR SALES 


Toy dealers throughout the country have acclaimed the Red Rascal Line as the “hottest 
line’’ moving over their counters. Almost a million beginners skates, scooters, Red 
Rascal Riders and ball bearing skates prove their ‘acceptance. This phenomenal 
growth is proof of wide consumer acceptance. Red Rascal Toys for all children sell 
well because they’re designed, developed, produced and priced right. 

NOW Red Rascal is proud to announce the approval of another authority . . . 
the awarding of the Good Housekeeping Guaranty to the Red Rascal Line. Thousands 
upon thousands of consumers who use this seal as a buying guide will know that 
every claim for Red Rascal Toys is a tested claim. Millions will soon read about Red 
Rascal Toys in the pages of Good Housekeeping and other publications. More mer- 
chandising aids to help every toy dealer selling these fast moving items . . . to build 
more profits for you. Better join this profit parade now. Write... 


New Red Rascal Line GEORGE K. GARRETT CO., INC. 1421 CHESTNUT ST., PHILADELPHIA 3 


4 ROOM 1100 
Se THE AMERICAN TOY FAIR» MARCH 10th—22nd 


FASTEST SELLING LINE OF ITS KIND IN TOYLAND 
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‘IT’S FAST BECOMING © 
The Nydar Shotgun Sight being A ‘ M U S T ; 0 N G U N S 2 
pub anor nineties FOR HUNTERS” ‘ 


Headquarters for Northwest 


Sportsmen on the second floor 
of Warner Hardware Company, 


13 So. 6th Street, Minneapolis, says Mr. Leon Warner about the 




















‘ 
* 








Minn. Mr. Leon Warner, President, ‘ 
shares the enthusiasm of sales- ‘ 
h Nydar Shot =r 
— e new Nydar Shotgun NEW Aw . 
TRADE MARK wi . 
é 
SHOTGUN SIGHT , 
















© Every successful sporting goods dealer is always on the alert for a ‘‘natural”’ in 
his field—a new item that fills a real need, catches the imagination, and is within 
reach of the average pocketbook. That’s what the Nydar Shotgun Sight has proved to 
be—a real sensation in its ready acceptance by shotgun shooters, and in the way it 
brings new traffic and profit into the store. 


WHAT IT IS 


© The Nydar Shotgun Sight is a new reflector-type sight built around precision 
optics on the same basic principle so thoroughly proven for split-second aiming of 
aircraft guns. It puts a “‘bullseye-in-the-sky’’—projects a dot and circle into space 


THERE’S GOOD PROFIT which indicates the exact center of impact of the shot charge. This permits quick, 





— — 









h NYDAR sure aiming, with both eyes open; and more accurate gauging of range and lead. No 
on the lini , are ee as Re 
ining up of guns or sights is necessary. It gives the hunter more good, clean hits, with 
SHOTGUN SIGHT less crippling of game and less waste of shells. 

and it’s Fair Traded © Display a gun mounted with a Nydar Shotgun Sight so that your customers can 
The Nydar Shotgun Sight look at the intriguing “‘bullseye.”’ Very often just one look makes the sale. But do 
retails at $27.45 plus in- it now, for the current hunting season. 
stallation cost. Any good Se 


gunsmith can mount it. THE PERFECT GIFT 


Full, detailed information 


on mounting sent with 
each dealer order. Effec- 

NATIONALLY ADVERTISED 
in Leading Sports Magazines 





Suggest the Nydar Shotgun Sight for we 
every hunter or sportsman. Or, for the be 
man who already has a sight, a hand- 

some, genuine-leather Nydar case. > S 


ere, 






tive dealer newspaper 
mats also available on 
request. 










The Nydar Division 


SWAIN NELSON CO. 
2326 Glenview Rd., Glenview, Ill. 
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THE CUB for ages 5 to 8: Nickel-plated, single 
action Reel. A Rod of solid spring steel, 25 yds. of 
line, six Hooks, two pinch-on Sinkers, one cork 
and wood Float, one bright nickel Spoon with 
double hooks. List $2.50. 


pamyfre 2 by x 
q == z 
L es A eS 






























THE CAMPER for ages 8 to 12: Double multiply- 
ing, nickel-plated Reel, a two-piece, solid spring 
steel Rod, 25 yds. of line, 1 enameled casting 
Plug, 2 snelled Hooks, 3 pinch-on Sinkers, 1 flashy 
metal Spoon,! enameled Floof. List $4.50. 


ig national advertising 
touch with your jobber 


THE RANGER for ages over 12: Level Wind Reel. 
Ranger Rod—off-set handle, two-piece topered 
spring steel blade, 50 yds. Reytex Line, one enameled 
Casting Plug, 3 snelled Hooks—4 pinch-on Sinkers, 
1 flash metal Spoon, 1 enameled Float. List $6.75. 


Every kit contains an illustrated folder pre- 
pared by Art Nuss, famous casting cham- 
pion, on how to use these kits to catch 
fish. Made by the makers of the best in 
fishing reels for fishermen of every age. 


Nationally advertised: Saturday Evening Post, Collier’s and Sports Magazines 


For the Younger Generation 
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A & Somerset Sts - Phila. 34, Pa. 








Available Now 
High Carbon Steel Blades 


Superior Finnish cutlery steel .. . 
attractively engraved with blood 








grooves for easier sticking of game 






and livestock. Hand honed... 

















razor sharp. 
Form Fit Handle Design of polished hard birch for hunters, fishermen, campers, farmers or ranch- 
bark, or birchwood, reinforced to the blade 3 ways... ers. Ruggedly built for hard work in the field or on 
tang in handle is square to prevent turning, it is flange- | the farm. Valued for sports trophy collections, too. 
locked at handle top and has engraved brass bolster 
for additional reinforcing. 


SELL THEM INDIVIDUALLY... 
OR IN COMPLETE SETS OF 4 


Available now . . . these famed national knives... 
Pride of Finland’s cutlery experts—superior products 


made in the country outstandingly famous for hunting (Colorful, self-locking sheathes included at no 
knives. 4 styles, wide or narrow, long or short blades extra charge with each knife. 


: 
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WITH THE FAMOUS 


BLUE BLADE | 


















Finest Swedish Steel... 
It’s a Champion in Performance and Sales 


Offered in this country for the first time, the 
(A B L U E s TR E A K C U T 5 New BUSHMAN Blue-Streak Saw—with the 
faster-cutting BLUE BLADE—brings to you 
the finest tool of its kind. A development of 
Swedish master craftsmen—men long ex- 
perienced in the production of superior cut- 
ting steels, and in the design and manufac- 
ture of finer wood-cutting saws. 
Only the BUSHMAN Blue-Streak Saw has 
the exclusive patented" BLUE BLADE. The 





1. SWEDISH STEEL | 
Highest quality tem- 
pered saw steel. i 

i 


2. WIDE SETTING 








Prevents binding, teeth main- teeth are expertly sharpened and set to cut 
tain the set. all dry and sappy, green wood faster, easier 
3. RAKES SAWDUST and smoother. The BLUE BLADE retains its 
Rakes on forward and back strokes. razor-sharp edge longer and under hard use. 
4. BLUE BLADE—Razor-sharp teeth achieve Heavy-duty tubular steel frame is oval- 
or ranch- the cutting speed of 2-man saws. shaped to maintain tension . . . handles are 
* rounded at both ends for a sure, easy grip. 
ield or on V/ | TUBULAR STEEL FRAME Available in 36-inch size only. 
ions, too. For lightness, perfect balance and | . 
\ strength. Maintains blade tension. j It Cuts Like It Sells—FAST! 
~ 4 Call your distributor, or write to us, today. 





. STTTyT STEEL WAREHOUSE on INC. 
1830 N. KOSTNER AVENUE « . CHICAGO 30, ILLINOIS 
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Model 340—The perfect grinding 
unit. Takes 3 to 44” x 6” 


die for 
ing spindle for 
ip is, ond 





ble saw. Table 


raises and lowers from 0” to 17”. 
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DARRA-JAMES YOUTHCRAFT’ 


Mode! 370 -The co 
to produce fine 


mplete 


New Power Tools...New Market Plan Jaga 


NOW! ... Darra-James, specialists in build- 
ing fine power tools, offers a new popular 
priced line backed by a new profitable mar- 
keting plan. ITIS... 


A COMPLETE HOME WORKSHOP 
IN ONE UNIT... 


With “Youthcraft”, you sell in one assembly 
a complete home workshop consisting of a 
table saw, lathe, drill, grinder and buffer, 
and sander...a workshop capable of produc- 
ing fine work in all essential shop operations. 
OR, YOU CAN... 


SELL “YOUTHCRAFT” 4 WAYS 


For those of your customers who prefer less 
than the complete woodworker, Youthcraft 
is available in separate components: as a 
lathe; table saw; or as a grinder and buffer. 
Any of these basic tools is a nucleus around 
which the entire unit can be assembled, tool 
by tool, at any time! THIS FLEXIBILITY 
MAKES... 


home workshop Engineered 


work in all essential shop operations 


“YOUTHCRAFT” EASY TO BUY... 
EASY TO SELL... 


The versatility of this new D-J line as a 
complete all-in-one power tool; the easy-to- 
buy, easy-to-add-to features are combined 
with surprisingly low prices. Yet, each tool 
incorporates all standard D-] features: solid 
rustproof structural aluminum throughout; 
permanent mold castings, (no die castings— 
no stampings); modern functional streamlin- 
ing; the built-in skill found in all D-J power 
tools. Each tool bears the standard D-J label. 
“YOUTHCRAFT” OFFERS THE BEST 
BUY IN HOME WORKSHOP 
POWER TOOLS! 

For more information and complete specifi- 
cations, see your jobber. Be one of the first 
to display this new line! 

Complete “YOUTHCRAFT” Woodworker 
PIO viccsccnemncsnmetviatinivid ONLY $49.95 

(standard retail price) 


For your nearest D-J distributor, see 
your local classified telephone directory. 
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BUILD SALES VOLUME OF ALL BRUNO TOOLS 


WITH THESE 


BRUNO HOLE CUTTER 
i 2200 with 
ial Display Deal No. 
si FREE DISPLAY 
Two No. 100 Bruno Hole Cutters 


o No. 100-B Bruno Hole Cutters 
o Hole Cutter 


Hole Cutter 


Tw 
One No. 101 Brun 
One No. 101-B Bruno 
All in attractive 
picture packages 


List Price 
Your Cost 
Your Profit 


This Display FREE 
Total shipping weight 5 POUNDS 


BRUNO AUGER BIT DISPLAY 
FREE WITH 3000 DEAL 


3 No. 340-B Auger Bit Sets 


yl (hiplays 


These Bruno displays pack a sales punch that literally 
moves tools right out your door. Each display is ready to 
go to work immediately — all set up and shipped as a 
unit — no fuss, no trouble to set up. It tells the Bruno story 
even when you’re busy! Remember, Bruno Tools are 
engineered by experts in the cutting tool field... they‘re 
top quality, nationally advertised products... backed 
by the reputation and guarantee of one of the country’s 
best known manufacturers of fine cutting tools. 


3 No. 350-B Auger Bit Sets 


Shipping Weight 312 Ibs. 


0-8 B 
1-8 Bruno Exp 


Five No. 20 
$30.00 


Five No. 20 
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QUICK-ACTION COUPON! 


RUNO TOOLS 9330 Santa Monica Blvd., Beverly Hills, Calif. 


mPlease rush the following deals with free displays: HA-2 
. , | Hole Cutter 2200 Deal L) Expansive Bit 4000 Deal 
LJ Auger Bit 3000 Deal () Hole Cutter Kit 4800 Deal 
33 A-T Deal [1] 40 A-T Deal [] Hole Cutter Kit 4800-B Deal 
ame 
ddress 
ity 
y jobber is (1st choice) 
ddress 
2nd choice) 
ddress—— 


coupon today or order from your jobber! 
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24” x 32” all-metal 
display with 
mounted tools for . 
wall or counter FO 
NLY $59 
06 


47 
#'S yours 


40 A.T 
Quantity . , 
‘$s 
: $ 30.00 
8 5.00 
2 30.00 
é 7.00 
9 36.00 
9 22.50 
4 31.50 
4 32.00 
8 24.00 
@ 32.00 
2 24.00 
2 11.00 
7s >—76.00 
Your Coss 20 
15 
OUR PRoF;7 $118.85 
MORE PROFIT Fop 


BRUNO TOOLS ¢ BEVERLY HILLS, CALIF. 








HOLE CUTTER KITS 


No. 790 and 790-B* Now only $6.00 
Fair Trade Minimum $5.85 


ff 


ADJUSTABLE HOLE CUTTERS 
No. 100 and 100-B* Now only $2.50 
Fair Trade Minimum $2.45 


No. 101 and 101-B* Now only $3.50 
Fair Trade Minimum $3.45 





BORING BAR HOLDER 


No. 600 Only $5.50 
Fair Trade Minimum $5.45 








BORING BAR SET AND 
ADJUSTABLE HOLDER 
Kit No. 650 Only $13.00 













Fair Trade Minimum $12.95 


Be 


BRUNO 


EXPANSIVE BITS 


No 200-B* Now only $2 50 
Fair Trade Minimum $2.45 
No 201-8 Now only $3 50 


Fair Trade Minimum $3.45 











HEAVY DUTY EXPANSIVE BIT 
No. 221 Now only $4.00 
Fair Trade Minimum $3.95 





BORING BAR SET 


Only $8.50 
Fair Trade Minimum $8.45 


No. 559 





: i 
ADJUSTABLE CIRCLE CUTTER 


No. 105 Now only $6.00 
Fair Trade Minimum $5.95 


AUGER 
No. 340 and 34' 
Heads 

Fair Trade 
No. 350 and 350 


Heads 
Fair Trade 





PRICES REDUCED 25%! 


That’s right! In the face of a rising 
market and general advances, prices 
on the popular BRUNO Tool line have 
been reduced to bring your customers 
these nationally advertised precision- 
made tools at prices that are really 
competitive. 


NO REDUCTION IN DISCOUNTS! 
Your percentage of profit remains the 
same. And remember — with BRUNO 
your profit is protected. Minimum re- 
sale prices to dealers and consumers 
ore set by BRUNO Tools under Fair 
Trade Agreements so your margin of 
profit is assured. No one can under- 
sell you on this volume line. 


NEW BRUNO SELLING HELPS! 
Store displays, catalog sheets, sales 
literature, packaging and advertising 
on all BRUNO tools are ready to help 

you get sales with a 
minimum of effort. 
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BIT SET 
0-B* with six Boring 

Only $4.00 SEE other side for 
Minimum $3.95 special BRUNO Dis- 


_B* with eleven Bor! 


Minimum $5.95 





*Hand Brace Models. All oth 


TOOLS - 


use in bench drill, drill press or portable drill. 


ers straight shank for 


ORDER TODAY from your jobber or write direct to Dept. HA-2 


THE BIG BUY IN TOOLS 


BEVERLY HILLS, 


ng 
$6.00 
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-10 DAYS ... | 
all gt oxi gor | 
2 popular | 


ragon TITER 


GLIDING DRAINBOARD 
| | _———* FORMICA TOP 
" NATIONAL <i. £3 Say ee i STEEL CABINET SINKS 


TAIL PRI “op ae cy i Oe TOrm ines 
vite sim C 5 on 3 door steel undersint =36s)-§-« WITH ENAMELED STEEL SINK BOWLS 
$195 00 ‘ hs ) Faucet, h. cru 5 ees *Available in BLACK; RED LINEN, BLUE LINEN, 
ss aae eg ee ete a, and MOTHER-OF-PEARL [VORY. 














DON'T DELAY 
ORDER NOW! 


and send for Illustrated 1947 Catalog | 
showing complete line and prices « 


Call, Write 1 Wire to: 
DEPT HA 


Paragon Utilities Corp. 
50 VAN DAM STREET, BROOKLYN 22, 4K. Y 


PERMANENT DISPLAYS 











NATIONAL 4g 4"sa5"" Shotatocs Steel deoie ; 
IL aamm — Countertop on 2 door -stee 
3 cabinet. Has ledge® faucet, cup NEW YORK FURNITURE EXCHANGE * CHICAGO FURNITURE MAR 
$170 TG strainer and 1 large flot strainer. Ty Space \ Space 
+) = full: size’ sinks. 4f sink and tray’ ane. 
specify — Traywall. 488. MP vi SAN FRANCISCO WESTERN MERCHANDISE MART 


Space 565 
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— A Remarkable Zu Invention 


The Seoich Heater CONSOLE GAS FIRED HEATER 


FOR L-P GAS 

Here is automatic winter air-conditioning—cleaned— 
filtered—humidified heating—in a unit no bigger than 
a console radio! At an unbelievably high efficiency and 
low cost, COROAIRE heats a one-floor five to six 
room space without extreme temperature differentials. 
It’s the perfect heater—not only for homes, but for 
stores, offices and all kinds of small business places. 
And it’s easy to install! 


5 Profit-Points for Dealers 
1. Exclusive patented Venturi tube heat exchanger, 
made of cast iron. 


2. Five-to-one wiping surface that heats more eco- 
nomically—holds heat longer. 


3. Patented restricted inside-flue travel that holds 
gases—retards escape of heat. 


4. Patented adjustable revolving grill. 


5. Proved economy of operation. 


*Read what people say: 


A user: “The economy of its operation is astonish- 
ing.” 
A dealer: “Our service problems have been prac- 


tically nil. Coroaire is far superior to 
any heater we know of.” 


OWLS A builder: “I’ve installed many types of heating 
LUE LINEN, | equipment in homes I have built, 
but Coroaire is the most efficient and 
es economical.” * 
te en- 
heat exchanger “After two heating seasons, we 
with CORO- unqualifiedly recommend Coroaire 
he heart of equipment. Hope others will prof 
unit. a : by our experience.” . 
*Letters on file 
Catalog 
ices ¢ 





go: CHECK THESE FEATURES: 


Winter air conditioning Humidifies 100% thermostatic and Economy 
Heats No larger than console automatic Compact small size 

or p . Filters radio Control Design and finish 
Cleanses Capacity High efficiency Complete safety controls 





: a 





NITURE MAR 
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. || THE COROAIRE HEATER CORPORATION 


CLEVELAND 15, OHIO 
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Serving 


Profits for You 


ENTAGON profits aren’t guessed-at profits. They’re based on known 
sales. Thousands of restaurants are using PENTAGON Flatware. 
Reach out, and help yourself to your share of PENTAGON profits. 

This handsome, stainless steelware is available to housewives. They'll love it, 
and no wonder. PENTAGON is bright, and always will be. In fact, the more 
you use it, the brighter it gets! It won’t rust, corrode, or stain. Pores unseen by the 

_ naked eye are sealed for perfect sanitation. Simple design, and no sharp edges . . 


nowhere for dirt to lodge. And, PENTAGON Flatware is guaranteed for life. 


PENTAGON Flatware comes in a 24-piece Pack- 
ette. You may have immediate delivery. Dealers con- 
tact your jobber, or write direct. We will send you 
a sample set for your inspection, returnable if it does 
not win your complete approval. 





PENTAGON PRODUCTS, INC. 
1316 Venice Bivd. © Los Angeles, Calif. 
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*% Based on consumer survey prepared by Independent Market Research Organization. 
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ys CHERRY AND 
} OLIVE PITTER 


VS New Sales . . . New Utility in a practical 
kitchen tool with proved homemaker 
appeal. 120 million* cherry pies will 

be made by busy housewives this year 


Bs . . . imagine how they'll go for the speedy Krasco Cherry 
' Pitter that’s so easy to operate. 
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The Krasco serves double duty . . . does perfect pitting job 

on every size and type cherry or ripe olive. Simply press 

plunger down and presto—seed or pit falls into jar. No muss! 
: No fuss! Action of special stripper removes the seed or pit, 
i, leaving cherry or olive firm and in its original shape. 


instant Appeal Cheerful red of lid and 3-colors of label 
combined with bright and shining, burnished nickel- 
plated mechanism stops ’em—and sells ’em! 

Ready Market Your market is 
ready soon as cherries are ripe. Be 





prepared to boost your summer . 
sales by stocking Krasco Pitters 1 | 
now! | 
© ORDER FROM YOUR JOBBER | \ 
a > 
a ® 


Krasberg Precision Built 


Mechanism of heavy gauge steel 
with burnished nickel-plated finish. 
Thoroughly tested and proven for 
efficiency and durability. Assem- 
bled complete on standard pint jar. 
Screw top permits easy cleaning 
and inverting mechanism inside jar 
for compact storage. Packed 1 
dozen to carton—shipping weight 
101% lbs. per dozen. 






SUGGESTED 
RETAIL PRICE 


R. KRASBERG & SONS MFG. CO. 


2501 W. Homer St. + Chicago 47, Illinois 






ACTUAL SIZE 


FEBRUARY 27, 1947 











































































































SpACE-SAVING DES 


space. 


FULL DISPL 


sizes. May be serve 


RICH AP 


ish hard wood with Ma 


BIG STOR 


VERSATILE ME 


island displa 


BARGAI 


for only $13.20, 


knocked -do 


assembly. 







AY! Six full length bi 
d from either side. 


PEARANCE! Const 
gonite panels. 


AGE SPACE 


y or wall unit. 


N PRICE! A piece © 
hipping point. 


ructions for easy 


f.o.b. 8 


wn with 


for understock—makes neat and at 


IGN! Needs only 





a2 S 4’ 


ns for assorted 


ructed of natural-fin- 


1 Plenty of room P 
tractive display- 


RCHANDISER! Ca 


complete inst 


rovided 


n be used as an 


f fine store furniture 


Shipped 


A MERCHANDISER 
THAT SPEEDS UP 
LAMP SALES 


Thi 

Sie : compact, attractive lam 
: e is a natural for Scodinion. 

oe and department 

. It’s a complete i 
st sellin 
— and a top-notch irked 
sman all rolled into one 


We've priced thi 
— to move. You a 
s a ms at anywhere near 
— . Order one now for quick 
= ee with Westing- 
manag and see for yourself 
me increases your sales— 
m profits. Lamp Divisio 

estinghouse Electric Corp. 


Bloomfield, N. J. 








NORTE ee 
area 


er en 
Res Sacra 








FEBRUA 


he | Westin nghouse Lamp 
| Qeluce 2x4 Bulb lable 


ono nouRs 
SEABIITY 

















” Cranks Gr ? See-abalily @ 


~~ 
gS g Mexinghouse f Westingrouses 
AD a 2. ~ 
ey e mal 


LAMPS % 


at POLE 


LA eo. 


6 ae o -, 
AMP Para 
Ww 
¢ MP& 
Neston P a iy 
— oF 


Westinghouse Electric Corp. 


Lamp Division, Bloomfield, N, J. ' 
a ee 


Please ship me at once the Westinghouse Deluxe 2’ x 4’ (X-305) bulb table | 
at the price of $13.20 f.0.b. shipping point. 
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... when 


OUR farmer customers will 

appreciate learning how 
DDT can help them make money. 
You can help them. You can show 
them the figures and graphs in 
this advertisement. The success 
that they are bound to achieve 
with Pestroy DDT will also be 
reflected on you and your store. 
And remember, Pestroy is produced 
by the world’s largest insecticide 
makers, has a bigger reputation, 
more merchandising, more adver- 
tising than other DDT products! 


WHY PESTROY IS BETTER 


Pestroy is a safe DDT concen- 
trate! It contains no heavy oils, 
will not harm animal hide when 
used as directed. Pestroy mixes 
quickly, easily with water. This 
means that every drop of Pestroy 
spray has the same DDT concen- 
tration—every animal, from first 
to last, gets correct even DDT 
application! Pestroy does not 
settle, cake in container, will not 
clog any type spray equipment. 
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HELP YOUR CUSTOMERS MAKE MORE MONEY FROM 


UvesTock WITH ECT OAY Oho nT 


CONCENTRATE 


they profit, you profit! 



















FARMERS CAN GET up to 50 extra Ibs. of beef 


per head, per season! 













UNTREATED | TREATEDCATTLE 
TTLE 


50 EXTRA LBS 

















up to 20% more milk! 


















TREATED Cows 





UNTREATED 
cows 


\\ 






20% MORE MILK 













To spray thoroughly wet the entire animal 
from head to tail—the top, underline and 
: sides — using about 2 quarts of spray 
The cost of aye cattle mixture on each mature animal. One 
with Pestroy is only a few Pestroy spraying lasts for weeks, only a 
cents per animal per year! few are needed for entire season. 


























) 
~~ 
HEALTHIER BIRDS! 


/ 


Pestroy DDT destroys 
lice, poultry ticks, mites, 
flies, bedbugs and many 
other insects. Poultry 
farmers everywhere re- 
port that by using Pestroy 
around hen-houses, roosts, 
coops, etc., they have 
boosted egg production, 
speeded coms! It’s also 
advisable to use Pestroy 
around barns, stables, ma- 
nure piles and for general 
farm insect protection. 





MORE MEAT! 















Acme White Lead & Color Works, Detroit » W. W. Lawrence & Co., Pittsburgh « The Lowe 
Brothers Co., Dayton « John Lucas & Co., Inc., Philadelphia « The Martin-Senour Co., 
Chicago « Rogers Paint Products, Inc., Detroit « The Sherwin-Williams Co., Cleveland 
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THIGH WEEDS & GRASS 


% Saves time and labor in cutting grass and — 


Here it is... that timely “Clipper lawnmower”. . . weeds. 
designed, engineered and constructed to promote % Eliminates the use of scythes, sickles, 


real sales and enthusiastic customer satisfaction... shears and grass whips. 


assuring you continuing profits. A 

Customers welcome this low cost, long-life, all- *& Cuts high, tough grass and weeds, crab 
purpose “Clipper” for quick, easy and efficient grass, water grass, dandelions, and buck 
lawn and yard care. plantain. 

Ready now for immediate delivery. % Cuts along sides of buildings and walls. 


Precision built, solid rubber tires vulcanized to 10” wheels, 
sidearms and wheels of high grade cast aluminum, four Chrysler The versatility of the new clipper lawnmower will make 


oilite bearings, cutting knife of high carbon hardened steel, 15’ or . 
18” adjustable cutting bars. Folds neatly for shipping or storage. it your BEST SELLER IN 1947. 


The only manually operated lawnmower for complete care of lawn and yard 
... Our only claim—none better. Place your order for this fast seller now. 


Copyright 1947 1893-1947 
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Every piece of equipment used in deep-sea diving undergoes thorough 
testing in its manufacture. But diving crews take no chances, they 
re-check it at the last moment before use . . . to be sure. Chain buyers 
double-check on quality, too, by specifying Hodell. A sixty-year 
record of dependability, of staying power in every link, is a reassur- 


ing guarantee. In 157 varieties—welded and weldless—Hodell chains 








have been doing better jobs in more places, in homes, on farms and as 

“ To be sure... oo 

in industry. Since 1886, Hodell has been the name spoken with SELL HODELL 
assurance by those who want the best in chains... to be sure. ---to be SURE! 

To be certain of maximum chain sales ae 

Heavy current demand for our products prevents us from assuring immediate display Hodell chains prominently. There's iar 

delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- a type to fit every chain need, And their oe 

tive literature on the complete line, with a promise to fill your orders as reputation and popular acceptance will es 

identify your store to your customers as oa 


fast diti it. : 
sa a a buying center for quality merchandise. So 


(Reprints for the asking. Use your own letterhead.) sell Hodell for their sake . .. and for yours! 












JACK - SASH + SAFETY - LADDER - PUMP - LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL + PASSING LINK - BULLDOG - SAMSON - FLAT LINK - REGISTER - DREDGE 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 32, OHIO 
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MODEL NO. 30 


Get Facts S Write tor 


Sell the Best! Sqr-Mist Model No. 30 Adjustable Lawn 
this Descriptive Circular Today! 


Sprinkler—Sprinkles in Squares or Rectangles. 






This Sqr-Mist Model sprinkles. a square pattern 30’ x 30’— 
or can be adjusted to sprinkle a rectangle 15’ x 30’. De- 
signed to give long, efficient, trouble-free service. A real 
sales booster! 





Popular Priced Sqr-Mist Model No. 25 


Incorporating the basic Sqr-Mist principles, this 





model sprinkles a square pattern 25’ x 25’. And it's 





priced for the thrifty! 






Square Pattern Sprinkler Heads—for Underground 


Plenty of Sales Action with Sqr-Mist Model No. 20 and Overhead Irrigation...to meet the exacting 
Multiple Lawn Sprinkler requirements of every irrigation problem. 







Each of three units sprinkles a square pattern 20’ x 20’; the my 
most flexible means for square pattern lawn sprinkling obtain- VAVER CORPORATION | 
| 


able. Your answer for quick sales and fast turnover! 2437 South Kolin Ave., Chicage 23, Ill. 
| want to boost sales with Sqr-Mist Lawn Sprinklers and 


Nationally Advertised! | Sprinkler Heads. Please send circular. 


Name 






Sprinkler 


VAVER CORPORATION oiisin | EEouum 


t and No. 
Makers of Vaver Dial Micrometer Rifle Sights Sheet an . 


- CHICAGO 23, ILLINOIS i nnsceniaiinmemanine een State 





2437 SOUTH KOLIN AVENUE 
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Spot field surveys reveal that 5 out of 6 homes need 
waterproofing . . . and KAY-TITE is the waterproofing 
that really stops water leakage through all masonry sur. 
faces . . . brick, stucco, cinder block, stone or cement, 


HOW DOES KAY-TITE WORK? It’s ‘easy as pie to apply’ . . 

mix KAY-TITE with water and brush on like paint. | gal. & 
lon can makes enough to cover 100 to 150 square feet 7 
of masonry. It really seals the pores of all masonry sur- 
faces by penetrating, expanding and hardening. Water A 
stays out, warmth and dryness stay in! KAY-TITE at con. 9 
struction-lime prevents damage to new masonry! Full 
instructions on label and in every package. Yaa 


WHAT'S THE PITCH? The KAY-TITE Company makes profits 7 
easy for you! Their $20.88 plan helps you set up a com. 
plete waterproofing department in your store with no ~ 
more trouble than clipping a coupon. Order the KAY-TITE x 
$20.88 Deal today or ask your jobber for complete Be 
SA info and merchandise. KAY-TITE Co., West Orange, N. J, a 


a ‘ fae aay aS pie to apply 


™ 


Makes water roll off masonly 


ces like water 
ck's back! 


/ 
/ SS 


KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal 

6 cons White — 6 cans Grey. My cost 
$20.88. Total Selling Price $34.80 — 


Also available in 50-lb. drums. List price $11.00 
NAME o ee Sears 
ADDRESS 
CITY eT Se eS ee ee 
JOBBER’S NAME __ saieanchlclcatipiniicateasn iat 
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What do you want in a paint display? Eye Appeal! These 

handsome new Martin-Senour paint displays have it! For nothing 
will reach out and catch the eye like this new rainbow-hued insignia! 
(The picture doesn’t show actual colors). See below how many ways 
the new Martin-Senour insignia can be used. And wherever 

it’s used it’s highly distinctive, easy to remember, and an instant 
identification of your store as headquarters for Martin-Senour 

paints. Along with these colorful displays, we’ve planned a 

complete program of paint merchandising and promotion, based 

on a realistic survey of your needs—get the whole story from your 
Martin-Senour Distributor! Or write The Martin-Senour Co., 

2520 Quarry Street, Chicago 8. ‘ ‘, 


@ 


Road Sign Overhead Sign 


=p = 
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Window Valance Neon Sign Door Decal 



















Your Martin-Senour Distributor Isa Good Man to Know! 


MARTIN 
SENOUR 
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REALLY SELL PAINT—WITH 






TRIAL SIZE 59¢ RETAIL 
Contains one pad for wall- 
paper cleaning and one tube 
for grease and oil removal 


DEAL NO. 4 LARGE 
ECONOMY PACK $1.00 
Contains three pads and 
one tube 


A OWL & GREASE 
SPOT REMOVER > 


: = F 
Deal No. | Dry Cleaner Deal No. 2 sold 


DIRT, pees 
SOOT REMOV 


eparate 3 if 
es at — : Reta wt he 
: This DRY Cleaner : ee 
& Cleans Easier — No com- # Coverage 
plicated operations. Just | tube 
once over lightly! __ 
Cleans Faster — Just rub 





over surface to be cleaned 
. and it ist 


scam Safer—Even a 
child can use this pad. 
Filled with eraser particles. 


/ *& Cleans Better — Reali 


removes all surface dirt, 


dust and soot. 


* Cleans — Wallpaper, win- / 


dow shades, books, pic- 


tures, paintings and w’ Ae : 


shoes. 


DURASOL CHEMICAL CO. 


hands and wall. 
paper. oo 
wk Fast — Cleans 
fast. in a few r 
utes the e : COHAN AND OLSON COMPANY 
done. pele : ay 
*& Permi-seal pa 
— Tube will not 
dry out or leak. 
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1 i 
THE VEHICLE 


Make more Rees Rigen 
aluminum os 
paint sales 

' with... 

" PERMITE’S 
CO 








Dont miss profitable sales by carrying just one type of aluminum 
paint. Stock Permite’s COMPLETE-3 and you will have a complete line 
for more sales and more profits. 

Permite OUTDOOR — for all exterior surfaces. Permite CHROME FINISH 
— a satin-smooth, chrome-like finish for interiors. Permite HOT-SEAL — 
for hot surfaces. That's Permite’s COMPLETE-3. They meet every cus- 
tomer demand -for good aluminum paints. 

Permite Aluminum Paints are completely ready-mixed. Just open the 
can and use. Each is scientifically blended of 99+% pure aluminum 
pigment and an exclusive, specially processed vehicle developed by 
Permite aluminum paint specialists. 
The vehicle makes the difference! Perfect 
multiple leafing insures easy flowing 
application, a brilliant finish, long ‘wear. 
Meet the growing demand for alumi- 
num paints by stocking Permite’s 
COMPLETE-3. See your distributor or 
write direct. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


PERMIT 
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Stock Permite's 
GOLD PAINT, too 


Permite PERMA-GOLD is a ready- 
mixed pure bronze pigment paint. 
Special vehicle insures easy appli- 


cation and a lasting, lustrous finish. 


elie tte | 
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AMERICA'S FINEST ALARM CLOCK! 


Without doubt, the LUX Chilton is the 
outstanding alarm clock in the Lux line. 
Gracefully streamlined from delicate 
hands to widely sweeping pedestal, it 


has a baked synthetic enamel finish that 
is too tough to peel, chip or even scratch MINUTE MINDER NO. 60 R 


easily. Its metallic dial has large, bold A necessity in every home, especially for 
numerals . . . easily read from a room’s timing pressure cooking. Setting it .. . 
: jae winds it. At expiration of set period a 

length away. The precision Lux move- pleasant sounding bell is struck. White die- 
ainstakingly engineered as a fine cast case... finished in baked synthetic 

ment, painsta $1) & enamel. Same LUX movement that is in use 


watch, gives years of accurate service. on millions of ranges and stoves. re 1 Win 


PACK 


t dz. 
{ dz, 
6 dz. 


tHE LUX clock MANUFACTURING COMPANY, INC. re 


t dz. 

SALES OFFICE: DEPT. A-1107 BROADWAY, N. Y ° FACTORY: DEPT. A-WATERBURY, CONNECTICUT 3 ae. 
(ie 

{ Win 
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The New 
Sherman 
“Gold 

Label” 


Nozzle proved design, 


with extra wide 
knurls, for easy 
operation, Exclu- 
sive, patented 
Sherman non-ris- 
ing sleeve pre- 
vents packing 
wear and leak- 
age. Extra heavy, 
all-bronze. 


Garden Hose Fittings are high profit merchandise — and you can ring 
HOSE GOODS in 2 up a rousing volume of Spring sales on these items, if you stock and 
New Convenience Packages display this handsome, improved Sherman line. 


For Fast Deliveries . . . Your wholesaler has these good Sherman Brass Hose Nozzles, Sprinklers, 
PACKAGE No. 1 — Contents Couplings, etc., for you. You can purchase whatever items you want on 


ica - "ae an open stock order, or get selected, fast moving items quick, in either 


i dz. No. 5%" Female End ° 
2 dz. No. © qr" Menders of two new Convenience Packages. 
I dz. . Ye" Couplings . 


iVabimes- Don't delay! Better order now, because the demand is very heavy. 


PACKAGE No. 2 — Contents 


t ae + 185 Gold Labet Nozztes H. B. SHERMAN MFG. CO. 


Dart Nozzles 

. SSCL 5%" Couplings 

. 8SCLF %" Female Ends 

. 12CL Ye" Menders 

. 85 5%" Couplings 

. 14 %” Brass Clamps 

‘ Mo. 78A Hose Washer Clips 
Ya dz. Mo. 156 “Tulip’’ Sprinklers 


(vete tuneup =n BATTLE CREEK, MICHIGAN 
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RIDE... to Profit | 
on {Rikty! PRODUCTS | 


REC.U.S. PAT. OFF, 





THE NEW 1947 MODEL " 
BILLY BOY PEDAL-CAR 


Still Further 


Improved ! INSPIRING 
ENTHUSIASTIC 
CONSUMER 
ACCEPTANCE 


+ 


MEETING THE 
SUPREME TEST 
* All Metal Construction : OF SELECTIVE 
BUYING FOR 
CONTINUING 


PROFIT | 
% Three Color Baked Enamel Yes! 


Red — Blue — Cream “QUALITY SELLS” a 
mater 
We 


WE SELL ONLY TO JOBBERS can ag 
IMMEDIATE DELIVERY ties of 


increa 
(Room 331 Breslin Hotel Is A MUST During Toy Fair) ductic 


oa OAKLAND ENGINEERING COMPANY, Inc. ne 
be -™ 600 - 100TH AVENUE QAKLAND 3, CALIFORNIA CHIC 


* Streamlined Seat 
* Streamlined Steering Post 








— ee 23-7 
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No. 181 

The most successful Rubber Tires ever devel- 
oped for ““‘CHICAGO” Roller Skates. The 
outwear ordinary steel wheels. NOT YET 
AVAILABLE. 


Solid Steel Wheels mounted on two-row Hig 


cHICAGo Fe: sC SCOUT Speed Ball Bearings. NOT YET AVAILABL e 
FLYING. Roller Skates : : a us 


W Roller Skates 


Best low price skate ever made. Same as No. 
101 except lighter materials. NOT YET 
AVAILABLE. 


«CHICAGGC” 


TRADE MARK REG.US PAT.OFF 


WHEELS FIT ALL MAKES 





Yes! “CHICAGO’S” are now available in limited quan- 
tities. The No. 101 Flying Scout is the only model coming 
off our assembly lines at present due to the shortage of 
materials which meet our high standards of quality. 
We are doing our best to apportion what is available, 
to our Jobbers and Dealers, so that as many as possible 
can again serve the public. Just as soon as larger quanti- 
ties of quality materials are obtainable, we will be able to 
increase our volume on the Flying Scout and begin pro- No. 75 
duction on our Silent Flash, Zephyr and Ware Bros. Jr. fcc BP 
You may be able to obtain a few “CHICAGO” Flying Scouts -— } 
by contacting your Jobber Now! 


CHICAGO ROLLER SKATE CO. | tx ‘ oe 


4456 WEST LAKE STREET e CHICAGO 24, ILLINOIS a ee Rs 2g 
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Paul Bunyan moved fast... 


Pau.t BunyYAN Balts! 


PAUL BUNYAN baitsmove 
fast! . .That’s the exper- 
ience of thousands of dealers 
everywhere who stock Paul 
Bunyan’s great line of quality 
fishing baits. Rapid turnover 
and resultant big profits for 
dealers is based on three im- 
portant facts. 


Improved Products 


Paul Bunyan has always 
designed and built more 
effective, durable and prac- 
tical baits. As new improve- 
ments are created and 
developed, they are quickly 
passed on to dealers. The 
results speak for themselves 
—Paul Bunyan Baits are 
everywhere recognized as 
tops in quality, performance 
and effectiveness. 


Consistent Advertising 


Over 20,000,000 advertise- 
ments in 15 leading maga- 
zines will carry Paul Bunyan 


Bait advertisements in color 
throughout 1947, reaching 
practically every fisherman 
in the country. This means 
thousands of sales leads, 
sales and profit for Bunyan 
dealers. 


Practical Dealer Cooperation 
In addition to referring leads 
and requests to dealers, Paul 
Bunyan provides catalogs, 
one attractive sales dis- 
wd cards and sales helps. 

hese, plus Paul Bunyan’s 
national acceptance by 
dyed-in-the-wool fisherman, 
further insure increased sales 
and profits for dealers. 

Stock and display Paul, 
Bunyan Baits! It will pay 
you big profits. Contact your 
jobber today for complete 
information or write direct 
for catalog. 


PAUL BUNYAN BAIT COMPANY 
1307 Glenwood Avenue 
Ai, Ji, 5, AAl. *, 





Pau. Bunyan 


“Made for Fishermen by Fishermen" 





iit tint the LL Ss 


for fast sales -- | 


Quick 
Profits, 


Add up the number of chil. 
dren between the ages of} 
years and 15 years in you 
§ trade area —and you have 
the answer to your potentid 
market for Stay-A-Float. 





Youngsters learn in @ few minus ome 
afraid of the water boceses “aa body - 
SO wit Sy he This fast-selling, nationally. 
advertised specialty is « 
live leader for your out. 
door sports equipment 


department. 





or down 
slipping LY STAY-A- SFLOAT has this very 
safety feature. 


Pay ON WATER PLAY SAFE 


STAY-A-FLOAT 


take the children with 
With Stay-A-Floet you con. or fear. it 

yes boating ond ond tubing —e rine of heolth- 
will be good for 


ia wae pe wasnt 


Simple, i mosirened tos 
; Kiesler, world’s iaroke ovine 
hows how 10 wach 


—hew to develop — 
speed arches. Write todoy! 





THE AMERICAN PAD & TEXTILE a | 
CANADIAN BRANCH — ~“ ontanio_f 


STAY-A:FLOAT 


comes in 4 sizes to fit children? 
to 15 years, packed 12 to carton 
— assorted sizes, priced to retail 
profitably at $3.70 to $4.25. Sey 
your drug, hardware or sporting 
goods jobber, or write us dir 

if they cannot supply you. 





TA-PAT-CO fe 
LIFE-SAVE VEST Be 
for ADULTS 
LIFE PRESERVER 
CUSHIONS 


Every fisherman or boat 
owner is a prospect for one 
or. more of these colorful 
Ta-pat-co Life-Save 
Cushions. Ask your jobber. 


Wears like a topcoa® 
never binds, leave 
arms free for swit 
ming, fishing, rowing 
etc. Ask your jobbe 
for Ta-pat-co Spot 
ster No. 10-A Ves 
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HURD LOCK 
FEBRUAR 





imber of chil. 
the ages of ? 
years in you 
ind you have 
your potenti 
1y-A-Float. 


g, nationally. 
pecialty isa 
or your out- 
; equipment 
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» fit children? 
d 12 to carton 
riced to retoi 
to $4.25. Seek 
re or sporting 
write us dired; 
ly you. 


A-PAT-CO 
E-SAVE VEST 
for ADULTS 


rs like a topcod 
r binds, leave! 

free for swit 
, fishing, rowing 
Ask your jobber 
a-pat-co Sport 
No. 10-A Vest 
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TACKLE 
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Optional, interchangeable tips 
of varying lengths and flexi- 
bility provide a selection to 
meet the full requirements of 
every user—an added source 
of potential profit. 





W/L 


To keep pace with the rapidly changing market for fishing tackle you 
must sell the Hurd Super-Caster—outstanding success of 1946. Modern 
and exclusive features, including in-built reel, interchangeable tips 
and thumb-button control have already proyed a revelation to thou- 
sands of fishermen throughout the country. It is the most “talked-about” 
fishing equipment of recent years. Consult your jobber now about 
your 1947 requirements. It is the only way to insure having an ade- 
quate stock on hand for the big fishing season ahead. “Fair-traded”’ to 
retail at $45.00. Price includes one rod, carrying case and Federal Tax. 


Patent?D145625. Other Patents Pending. The right to make specification changes is reserved, without obligation. 


HURD 


SUPER-CASTER o BUILT-IN REEL 


WITH INTERCHANGEABLE RODS 


HURD LOCK AND MANUFACTURING COMPANY, SPORTING GOODS DIVISION, NEW CENTER BUILDING, DETROIT 2, MICHIGAN 
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MODEL B-105 


MODEL L-11) 


Ask Your Jobber For These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP — 2 in | 
clip for toe and finger 
nails. Model T.F. 51. 


(B) ALUMINUM FOLDING 
RULES — 6 Ft., Model 
RL-113; 3 Ft., Model 
RS-113. 


(C) *ADJUSTABLE LEVEL Jr. 
Model L-111. 


(D) CARPENTER SQUARE — 
with level. Model C-102. 


(E) HACK-SAW FRAMES — 
Heavy Duty. Model 
H-103. 


(F) SLIDING BEVEL—Model 
B-105. 


(G) No. 13 — JOBBER’S 
DRILL GAGE — Model 
G-115. 


(H) Electricians & Plumb- 
ers HACK-SAW FRAMES — 
Heavy Duty. Model 
H-109. 


*Pot. Pending U.S.A. 


(1) *PROTRACTOR & DRILL 
GAGE — Model P-108. 


(J) COMBINATION SQUARES 
with levels and scriber. 
Model 100. 


{K) DEPTH MARKING GAGE 
— Model D-106. 


(L) ADJUSTABLE BENCH 
LEVEL (10 inch) — Model 
$-107. 


(M) PISTOL GRIP HACK-SAW 
FRAME — Heavy Duty. 
Model H-116. 


5° )” MODEL RL-113 


 MODEE RS-113 7) 


WATCH FOR ADDITIONAL TOOLS. NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st 





STREET + LONG ISLAND CITY 1, 
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2 BIG REASONS FOR STOCKING 
Bull Dog Friction Tape! 


Consumer acceptance and quick turnover are 
the two important reasons why it pays to stock 
Bull Dog Friction Tape. There’s constant 
demand for it year after year, because the 
quality is always dependable. Every roll has 
high tensile strength, great adhesion proper- 
ties and long-aging characteristics. That's 
why electricians and mechanics, as wel! as 
householders who make their own repairs, 
prefer Bull Dog Tape for all their work. Take 
advantage of this big market. Phone your 
local distributor for a supply today. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS.,U.$.A. * P.O. BOX 1671, BOSTOM 3, MASS. 
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PACKED SALES FEATURES! 


BOX WRENCHES 


‘ 

i 

1 \ 

|  5-Piece Set, 
1 %”" to 7" 
Openings 


Drop Forged, 
Special Analysis 
Tool Steel... 
Extremely Tough 


~ Handy, Bright 
Red Metal Clip 
to Hold Set 


_-Proper Offset 
Ends that get into 
Difficult Places! 


_--Better, Quicker , 
12-Point Gripping 
... Precision 
Machined Ends 


Bright nickel finish and polished ends that 
add to their sales appeal! Why not investi- 
gate the profits in these popular Barcalo 
tools? Simply write us, Dept. HA, now! 


- 





MANUFACTURING COMPANY ~ ei 
BUFFALO 4, N. Y. JENKIN 
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NEARLY 150,000 
(HALLOWELL] KITS 





NEW LOW 


US) ) Ps y_ RETAIL PRICE 


rs | cele) 5 
in the handle 


al 
. a 


GIMLET 


a, Meee ( 


anf 


TACK LIFTER 


INVESTIGATE THIS- AND OTHER HALLOWELL KITS 


KNIFE BLADE 


ea yi ! The Hallowell “Home” Kit is only one of a new line 

of ultra modern tools. It is compact, lightweight, ex- 

PHILLIPS SCREWDRIVER tremely durable, with 7 interchangeable quality steel 

tools in its hollow plastic handle. Handle has good grip, 

is impervious to heat and cold, shock-proof and corro- 

sion resistant. Other Hallowell Kits are the ‘Socket 

“’" FLAT SCREWDRIVER Wrench” Kits, the “Socket Screw” Kits and the ‘“Auto”’ 

Kits ... all with swivel bit chucks. Universal joints and 
extensions available. 

Keep up with the times . . . write for our interesting 

5/1" CHISEL dealer proposition and illustrated literature describing 


4 
Y 


these unique Kits. 


sii 
' " f STANDARD PRODUCTS ... UP TO STANDARD SPECIFICATIONS 


1/16” FLAT SCREWDRIVER sbu 4 le ul Gift 


Above: Phantom views 
of tools in chuck 


Kits: Pat's Pending OVER 43 YEARS IN BUSINESS 


/ 


/ / 


JENKINTOWN PENNA., BOXBErg - BRANCHES: BOSTON «+ CHICAGO «+ DETROIT + INDIANAPOLIS «+ ST. LOUIS « SAN FRANCISCO 
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With the n 
kitchen ra 


FOR ACCURATE, DEPENDABLE OVEN HEAT CONTROL 


FREE! Write for copies of ‘“More Income for Range Sales- 


men”. A sales course in modern range selling for your Mare 
vif 


salesmen... packed with useful cookery facts and sell- 


COM 


ing ideas. Every range salesman should have a copy. 


For 


MULL a 


ROBERTSHAW THERMOSTAT CO. Is 
YOUNGWOOD, PENNSYLVANIA 


Specify whether you sell gas 
or electric ranges or both. 


HARDWARE AGE 





EASY TO INSTALL 
FITS ANY RANGE 
WORKS LIKE GAS 


THE ONLY POT-TYPE 
RANGE BURNER WITH 


Aorigontal {Lame 








Baw 
i e! 
WN 


The QUEEN Automatic Starter Control ( Pat. Appl. For ) Brings Flame te Full Cooking Heat Almost Instantly 


Convenient 

With the new Superflame (Pot-Type) Range Burner, the 
kitchen range becomes the most modern of labor-saving 
home appliances. No more toting fuel, no chopping 
wood, no carrying ashes, no smoke, no noise—simply 
turn on the valve and drop in a match. Instantly you 
get the perfectly-controlled ‘“‘horizontal flame’’ for sim- 
mering, boiling, baking, or roasting. A hot-water coil 
is also available for connection to a range boiler. 


Different 

Superflame, the only (Pot-Type) Range Burner, outdates 
all other types of conversion burners, operates on the 
same principle as the oil-burning space heaters—no 
carbon, no cleaning, no service. By replacing the heavy 
Grates and linings with this amazing burner, the kitchen 
range heats instantly, cools quickly. It means cool cook- 
ing in summer—warm kitchens in winter. 


Easy to Tunstall 


The Superflame (Pot-Type) Range Burner is the result 
of over 25 years of scientific development by the Queen 
Stove Works... used in tens of thousands of homes... 
now finer than ever... redesigned for easy installation 
... readily adjustable to fit in any range with a firebox 
of ordinary size. 


Zuich, Economical Heat 


The Superflame (Pot-Type) Range Burner heats the 
cooking top instantly... heats the oven to a baking 
temperature in 20 minutes... will maintain a 300-deg. 
oven temperature for 12 hours on two gallons of low cost 
fuel oil (No. 1 distillate) ... burns up to 24 hours 
on two gallons. Available with a three-gallon wall 
tank or can be connected easily to a large outside 
supply tank. 


NO WICKS 
NO RINGS 
NO NOISE 
NO CLEANING 


NO ELECTRICITY 
































Equipped with oil level 
. control valve. 


Adjustable Stand supports burner— 
makes installation easy — quick. 


3-galion white enameled 
wall fuel tank. 


in A Big Market—volume profits the year ‘round. 


4799 T Tw 
Circulating Heater. 


Write for literature and name of nearest jobber. 


(YUEEN STOVE WORKS, Inc., ALBERT LEA, MINN. 


MANUFACTURERS OF THE FAMOUS Superflome CIRCULATING OTL HEATERS and RANGE BURNERS 
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LEADERSHIP THAT 














 RROOF IN FEATURES / 
The New Universal 2-Speed Washer Offers Sensationally Different Features! — 


to fourteen minutes; shuts off current automatically 
sive Speedselector gives you two-speeds for every when time is up. 
gh stuff :..one for the 4 Safe-T-Switch automatically shuts off motor in- 


1 Two-Speed Washing Action with the new exclu- 
washing need—one for the rou 

fluff stuff. stantly in case of overload or stalled Wringer. 

2 Super-Safe Wringer with Patented Control-O- 5 Red Plastic Sterilator long, wide, triple vanes 
Roll Feature for easy feeding, no jamming, faster scientifically designed for thorough, gentle washing. 
washing and greater safety. 3 6 Heavy Duty Porcelain Tub. ..non-clog strainer, 
3 Time-A-Matic Timer times any period from one friction drive kwik-pump and everlast mechanism. 
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BUILDS YOUR DEALERSHIP! x 


chy WASHER 
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Sauce Pan Colander Catalog 
No. 9662, 2 qt.—16 gauge 


BUCKEYE Aluminum Sauce Pan Colander 


HIS sauce pan colander, strainer, son—the finest utensil made for 
and drainer has selling points —_ washing berries. 
galore. For straining soup, gravy; for Order now for immediate delivery. 
preparing baby food; for sieving apple 
sauce; for making purees; for blanch- 
ing any food. Excellent for draining 
spaghetti, for steaming rice. 


Invaluable too during canning sea- 


CHICAGO SALES OFFICE—11-110 MERCHANDISE MART 
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is the name on profit-building products from 


NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, INDIANA 
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You THINK If A GOOD OBVIOUSLY 
LINE TO HANOLE DocTor WATSOC 


MR HOLMES ? 


Ominion 


TRADE MARK 


1. Steady growth in sales over a period 
of 26 years. 


2. Distributed through reputable whole- 
sale houses across the nation. 


3. Well made—well thought of — priced 
right. 


THE DOMINION LINE 


Flat Irons, Waffle Irons, Curling Irons, Toast- 
ers, Sandwich Grills and Grid-A-Bouts, Table 
Stoves, Heaters, Poppers, Hair Driers, Mixers, 
Heating Pads, Infra-red Lamps and Fans. 


DOMINION ELECTRICAL MFG., INC. 


MANSFIELD, OHIO 
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To Assure Your Store a Really Profitable 
Housekeeping Glove Business... 


The Popular Repeat-Sale 
Glove, Backed by 


50,000,000 
National Advertisements 
in 1947 


The Glove with the 


USIVE 
6 EXCr MPROVEMENTS 


that meet women’s 
objections to old-style 
household gloves 





I 
s 


j 


7. . 
de—no wggins 
4——no floppy 


oomy 


i 
satinized ins 
f 
on. Short’ finge § 
; ors atl 
Curved fingers at = 
pi f maz 
sa for comfort. A 
p4 I 


- of 
. Made © 
sositive: BP ™ fe in all 
: »—saic 
nt neoprene—> : 
Du Po You enjoy 


ids. 
houschold 7 5 lovely— 


nish. 


buy 
ard- 


More women are demanding Ebon- 
ettes, including thousands who won’t 
use ordinary rubber gloves— because 
Ebonettes give them what they’ve 
long wanted. (1) Easy on and off as 
a cotton glove—satinized inside, no 
tugging. (2) Short fingers fit every 
hand to tips—no floppy ends. (3) 


ein 


ed 


les ® Hee Creel sale namie tgg: 


Curved fingers and (4) roomier palm 
for more comfort. (5) An amazing 
really non-slip finish. (6) Made of Du 


s #2 


SN OO Rt m2 ete RR ER RE A 2k Sony 
Pte Oe Regs op Re A Pity Ree ee eon) 


onrantrt 1 — Pont neoprene that /asts in all house- z 
Good te ae ; lity (zloves hold liquids. ; 
ao ua 
years of S It Pays You to Feature Ae 5 
Easy -to-Wear Ebonettes “A 
Ebonettes repeat. National advertising creates new customers. Only 3 
sizes — small, medium, large, fit all hands. Attractive display cartons, dozen 
assortment that sells out. Retail at 59¢ MFT, full profit. For profitable glove 
business, buy from your Wholesaler; he has or can get them, now in supply. 
THE PIONEER RUBBER COMPANY 
306 Tiffin Road, Willard, Ohio Los Angeles 
. 
...You can sell MORE C beucttes 
Most Popular Household Glove in America— 
FEBRUARY 
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DEEP, ROLLING-TYPE 
CORRUGATIONS 
Strongest type known—well-round- 
ed, closely pitched, full length 
corrugations, assure freedom from 

cracks or weak spots. 


ae 


—~ 
ZN — ZA. i 
ONE-PIECE BODY SHOCK-ABSORBING 


Lock-seamed and electrically welded STEEL BANDS 

—tough, durable, wear-resistant, —at top and bottom of Can, provide 
leak-proof. spring-like action, hold body of Can 
firm and rigid even under heaviest 


iy a 
ie 


. 
= “tae 
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LARGE SIDE-HANDLES 


Formed of high-grade steel. Provide 
ample space for largest hands. 
Handle stops at right angles, 
preventing pinching the hands. 
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ONE-PIECE LID HOT-DIPPED GALVANIZED 


lid is solidly constructed, with A special hand process that com- 
strong 16-gauge handle riveted in pletely covers the Can inside and out 
center. Lid fits, retains its shape. with the thickest possible coating of 
lids are interchangeable. rust-proofing zinc ... helps prolong 
the life of Witt Cans. 








The beauty of WITT Cans, in addition to their trim, attractive 

appearance, lies in the fine materials and careful workmanship 

that goes into their production. 

These durable Cans are-made from heavy-gauge steel, formed in 

one piece, lock-seamed and electrically welded, resulting in an 
exceptionally strong and leak-proof body. Top and 
bottom of Can is reinforced with solid-beaded steel 
bands making this Can even more rugged. After 
complete assembly, the WITT Can is hot-dip galvan- 
ized with an extra-heavy zinc coating, sealing all 
cracks and crevices. 2 
The WITT Can is a quality product throughout... 
ruggedly built and protected against the ravages of 
weather, rough handling and abuse. Proved in 
independent laboratory tests, it outlasts ordinary 
Cans three to five times. 
When you sell a WITT Can, your customer is guaran- 
teed lasting service and complete satisfaction. Anda 
satisfied customer will return time and again to buy 
still more and more. 





WHY THEY BUY 





SAFETY FIREPLACE CURTAINS 


& EVERY FIREPLACE OWNER A PROSPECT... 


Not only every prospective home owner, 
but everyone who has a fireplace is a prospect 
for Flexscreen’s beauty, safety and conven- 
ience. 
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IN 125 PARTS 






















é EYE AND BUY APPEALING FEATURES . . . 


Flexscreen is an eye-stopper in any store display. 
Its sheer, graceful folds have a striking beauty 
that’s Flexscreen’s alone. It’s absolutely spark-proof, 
but lets more firelight shine through its flexible, 
woven-metal curtain. There’s a style, type and 
finish for any fireplace—and it’s built for lifelong 
service, satisfaction. Exclusive Unipull control 
slides curtains open or closed at the touch of one 
hand—there’s nothing to lift aside when fuel is 
added. 


e QUICK TURNOVER, GREATER PROFITS ... 


Flexscreen’s powerful customer appeal leads to 
quick, on-the-spot selling ... of a quality item! 
Strong national advertising, backing up Flex- 
screen’s inherent sales appeals, has created an 
unequalled, constantly growing demand. 














About 125 high precision parts 
in every Gilbert alarm clock 
must be made carefully, tested 
and inspected carefully, to meet 
Gilbert quality standards. 

This takes time and limits the 
rate of production but results in 
a product worth waiting for. 

If your wholesaler has been 
unable to supply you, ask him 
again. He will be glad to do so 
as soon as he has a stock of 
Gilberts to share with you. 













































For you, the great Flexscreen demand can mean 
an unprecedented turnover—and greater profits! 













THE | WM. L. GILBERT CLOCK CORP. 
WINSTED, CONN. 
Laconia, N.H. 


551 Fifth. Avenue 141 W. Jackson Bivd. 
New York 17, N.Y. Chicago 4, Ill. 


Write us at 227 North Street for our Catalog or 
ask our Representative to call. 














Makers of Fresh-Aire Fireplace Units 
ry BENNETT - IRELAND ENC. rY 


NEW YORK 
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Style Sells 


HOUSEWARES, 


Kromex 


FOR THE: REALLY MODERN LOOK 
Cleveland 8, Ohio  ~ 


FEBRUARY 27, 1947 


- 
Thousands of women in every community 
are waiting for new streamlined kitchens. While 


they wait for new equipment, you can profitably sell 
them the idea that KROMEX is the first, 


inexpensive step toward giving their kitchen the 

modern look they want. 
With its gleaming aluminum and hand-customed 
handles in sleek. black bakelite, KROMEX 
design is in tune with the modern kitchen idea . . . gives 

any kitchen the modern look. 
Dramatic, full-color KROMEX national advertising is hitting 
this theme hard. For bigger traffic and profits, display 
KROMEX and talk style . . . for women buy style—and style 
sells housewares, too! 





Potents Pending 
T.M. Reg. U.S. Pat. Off, 
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CHEF MODEL 
PRESSURE COOKER 


Like the famous Hostess EKCO Pressure Cooker that stays to dinner... 
New Chef Model EKCO has two covers for twofold usefulness. With one cover 


it’s a perfect pressure cooker! With the other it’s a perfect utensil for re-heating 


pressure-cooked meals, warming canned foods and doing all saucepan cooking. 


New Chef Model EKCO Pressure Cooker has all the wonderful features 
you expect from EKCO .. . Finger-Tip Knob, sure Pressure Control and absolute 
Safety. And, remember, the extra cover gives housewives extra value. . . and 


brings you extra sales. 


There's a LINE of Ekco Cookers... for mere sales in more homes? . 


Ys ee el (iletltltlté‘“‘éiaSlS SS 


CHEF MODEL—Another EKCO two-cover “First’’—one cover for pressure cooking, one cover for 
oll saucepan cooking. Large 4'/2-quart capacity. _ | 


4%2-QT, HOSTESS MODEL—The famous original EKCO Pressure Cooker with extra cover - ay NATIONALLY 
for fable service. Casserole handles save space on stove and shelf. * 

a ADVERTISED 
2%4-QT. HOSTESS MODEL—Ideal for smaller families . . . and as a second cooker a IN LEADING 
‘or additional vegetables or other dishes. Furnished with special serving cover MAGAZINES AND 


NEWSPAPERS 


THE BIGGEST NAME IN HOUSEWARES 


EKCO PRODUCTS COMPANY, 1949 North Cicero Avenue, Chicago 39 
Sold in Canada by Ekco Products Company (Canada) Ltd., Montreal 


FEBRUARY 27, 1947 
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Sell the Craps 


THAT ARE BEST 


TO GET RID OF 


VICTOR MOLE TRAP 


Every gardener and home owner 
plagued by moles is a prospect 
for the Victor Mole Trap. An 
easy-to-set, sensitive spear and 
plunger type trap, it harpoons 
moles... kills instantly. Victor Mole 
Trap is equipped with six sharp 
prong spears. Attractively finished 
with rust-resisting coating. Ex- 
treme length when sprung, 16% 
inches. Advertised in American 
Home and Better Homes & 
Gardens 


OUT O’SIGHT MOLE TRAP 


Many of your customers will prefer 
this highly efficient scissor jaw type of 
trap. Its powerful jaws are fast in action. 
Expertly made of heavy malleable iron. 
Included with each trap are setting 
levers and instructions. Height, 8 4 inches; 
Jaw Spread, 2% inches. 


NEWHOUSE 
GOPHER TRAP 


Wherever there are gophers, this trap is sure to sell. The Oneida 
Newhouse Gopher Trap is as simple as ABC... all steel... easy- 
to-sef...<¢ letely d dabi 


Available through your jobber... order them today. 











Gladding’s sparkling plastic | ‘i 
spools, introduced with return; & 


la aij 

of silk bait casting lines, are me G5 
rugged and weatherproof, 5S iM 
clinch many a sale! Inviting 00 iy : + 
a 


on your counter... and useful i 
in any fisherman’s kit. hs 


Sales helps make your business prosper and... Gladding 
is introducing one sound help after another! 

Gladding led the way in national advertising... . 
widening your market as never before. 

Next Gladding led the way by featuring fishing lines 
as Christmas gifts. 

Now Gladding leads again with the most attractive, 
most practical spool ever introduced. It’s a sales knock- 
out. And you'll see the sales difference immediately. 


Ask your jobber . . . today. 


NATIONAL ADVERTISING 


Gladding’s consistent adver- 
tising in the Saturday Eve- 
ning Post, Collier’s, and all 
leading outdoors publications 
sell your neighbors on Glad- 
ding . . . send them to your 
store. 





Gladding’s Invincible 
Casting Line in 
nylon or silk. World 
famous. Permanent 
waterproofing. Pre- 
cision braided of 
uniform threads. 
Smooth, easy cast- 
ing. 


Gladding's Sligo 
Excellent quality— 
moderately priced. 
Genuine Irishlinen, 
special Cuttyhunk, 
25’s lea yarn, ex- 
pertly laid and 
twisted. 


Gladding's Dauntless 
Nylon Fly Line. A 
floater! Completely 
oil tempered, satin- 
surfaced. Does not 
require use of 
dressing! 


B. F. GLADDING & CO., INC. 


Established 1816 


South Otselic, New York FREE! new iflustrated booklet _ 
showing Giadding’s complete 
line. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 
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MODEL 106 


Lott the Demands 
of 80% of All 
letric Fence Buyers 


A PERATES FROM EITHER 


These Tw. M 
BATTERY CURRENT : Two Models compli 
COMMON sEN ge Ele 
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Model 106. 6v- 
Size 7x 11x10. 
List Price $27.7 
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2 Peerless 


DOMESTIC WATER SYSTEMS... 


Peerless 
Jet System 


Peerless 
Water King 


YOUR SALES 
? step fa YOUR PROFITS 
| your FUTURE! 


Peerless Dealers Wit SELL AGOOD 


SHARE OF DOMESTIC WATER 
SYSTEMS 


PEERLESS WATER KING For shallow well 
pumping. Capacities: 275 to 860 gallons per hour. 
The only Domestic Water System applying the 
“magic” water lift principle for simplicity and 
economy of operation. 100% automatic. Pumping 
element is integral part of pump base; only needs 
connection of suction pipe over well. 


PEERLESS 

sET SYSTEM 

For deep or shallow well 
pumping. Capacities: 
400 co 5000 gallons per 
hour. Lifts: Up to 120 
feet. Highly advanced, 
precision built for ut- 
most economy and effi- 
ciency. Installed over- 
well or offset. 100% au- 
tomatic. 


Write tovay 
FOR FULL DETAILS 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORP, 


Cotten 6, Chie © Gelazy; Wi. 0:. Les Angeles 31, Coll 
Bronch Offices: Ardmore, Pa.; Decatur, Ill.; Atlanta, Ga.; Dallas, Texas 








WHAT KIND 
OF CHAIN 


(oes your 
y\" Trade Want? 


2 


know it is good 
business to use 
CM Chain 
Products:..you 
will find it 
equally good 
business to 
sell them 
:CM Chain 
Products: 


a 
\ ‘| Your customers 
$ 
is 


t. it’s the best a2 

on the market, 

then CM Chain 
Products are the 
answer. For there is 

a CM chain to meet 
every type of appli- 
cation...and every CM 
chain has a service-prov- 
en record for economy, de- 
pendability and long life. 


@ For practically every chain 
use there is a CM product de- 
signed specifically for that job. 
AUTOMOTIVE AGRICULTURAL 
HARDWARE INDUSTRIAL 
MARINE 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


Son Froncise los Angeles 


HARDWARE AGE 











Peerl 
BRAS! 


Precision 
tolerance: 
-—%" Co 


FEBRUAR 


READY FOR IMMEDIATE DELIVERY 


These precision-machined 
solid brass nozzles supply 
every type of spray from 
Q-U-A-L-]-T-Y fine to coorse. Self-lecking 
Knuried screw cap and noz- 
tle bese. High quality noz- 
Y Engineered and precision rles in every respect. 
built tike a fine watch! 


Nothing to get ou? of or- 
der—will last indefinitely 


with proper care! Packed 24 Per Box —One Gross Per Carton 


Vn seless in o tion! ° 
 accae\ on con LAWN SPRINKLER wk BASE and SPIKE 


Aerates the water by 
spinning action—breaks 
up water into a fine mist! 


 etanters ground with 
water within a 30 ft. 
radius! 


TERMS: 2% 10 Days 
F.O.B. Factory Showing use in series 


Pertessouicxonsouwn HERE THEY ARE!  Zeertess quicktt-quickon 


BRASS HOSE COUPLINGS HOSE ACCESSORIES By eerlese 


Precision made to exacting Lasts a lfetime—no wearmg parts—no rubber to wear out. For use on: 
tolerances: Sizes ‘2° — Ve" Garden Hose faucets—loundry Tubs—Hose Connections—Hose Nozzles 
—%" Complete Couplings Beoutful counter display card, holding six Connectors showing uses. Furnished 
with each order of one dozen or more. 
Packed one half gross or more per carton 


MANUFACTURED BY Peeves IND USTRIES 


HOSE CONNECTOR 


Fost, Positive, Pull-proof, No tools 
necessary —jvs! press together 
in slots and twist—“% turn 


PHONE 
TY 7-9800 


DETROIT 10, MICHIGAN 


5141 MILITARY 


FEBRUARY 27, 1947 
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TWO LEADERS 
in: the — 
DIAMOND LINE 













@ Here are five big favorites from the 










* complete line of Dobbins Superbilt Sprayers 
‘ and Dusters . . . favorites with the con- Diamalloy 
sumer because of their dependability and Linemen's Side 
e their easy-to-use features... favorites Cutting Pliers 
a with dealers because of their consumer 
% acceptance and demand, resulting in fast 






turnover and more profits. If you don’t 

® = already stock and sell Dobbins Superbilt . . . 
@ | see your jobber today for the Complete Linel 
% DOBBINS MANUFACTURING COMPANY 


DEPT. 201, ELKHART, INDIANA 
















Diamalloy 
Long Nose Side 
Cutting Pliers 
















Write for Catalog! 










Diamond tools are strong and tough, 
made for hard and exacting require- 
ments. Drop forged of tool steel or 
special alloy steel. Adjustable 
wrenches, auto and monkey 
wrenches, combination pliers, side | 














No. 132 Pressure 
Gu , 






cutters, linemen’s long nose pliers, 
nippers, crate openers and utility 
tools. 


DIAMOND CALK | 
HORSESHOE CO. | 


4622 Grand Ave. Duluth 7, Minn. 
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e LOW: COST 


e LIGHT WEIGHT 








HIGH QUALITY 
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Designed especially 
for farmers and light 
trackers! 


FORGED BALL-AND- 
SOCKET SWIVELS CAN 
NOT BE PULLED APART 


It's the NEW LeBus Type “A” Alloy Steel Load Binder 


Here’s a light weight load binder with all the fea- 
tures found in the heavier LeBus Type L and Type 
€ Binders. 


LeBus Type ‘‘A’’ Load Binders are drop-forged 


of alloy steel... they’re heat-treated for strength 
and durability . .°. they have forged ‘‘ball-and- 
socket’’ swivels that cannot be pulled apart... 
and they’re fully guaranteed against failure in 
normal services for which they are designed. Yet, 


with all of these high quality features, they sell 
at a new low price ... readily acceptable to 
farmers, light truckers and others whose needs 
do not justify the heavier, higher priced binders. 

Place your orders now for March delivery of 
the new, profit-making LeBus Type ‘‘A”’ Load 
Binders. Sales Literature furnished upon request, 
free of charge. Distributed only through recog- 
nized jobbers and wholesalers. 


LEBUS LOAD BINDERS ARE ADVERTISED IN EVERY ISSUE OF HARDWARE AGE 


LEBUS ROTARY TOOL WORKS 


9 Retailers: 

He edrantoge of our free direct mail service. 
At no-cost to yeu, we will mail, direct to your 

Customers or Lrhayer ar literature eet <= fags in- 

Srease your sales of LeBus Load B . Just 


D ~* 
Se to whom you wish our literature sent. 
‘0 your wholesaler or jobber . 
it to us and we will do the rest. 


P. O. BOX 2352 


FEBRUARY 27, 1947 





PHONE LD 5 LONGVIEW, TEXAS 















a : N-] treamlir 


U.S. Pat. No. 2,040,751 ra in We 
It hoes; it digs; it eoaien tet. ass tool in a box—!/ gross to a carton. “rns al | ana 
for the home gardener. If sells itself—every weight: '/2 gross 55 Ibs. Boost your Garden : 
— enthusiast will see its — age! Tool Department sales with this three-way h e gliste 
oF Ter et ee clded nae" tool. The tool illustrated is No. 31. A simi- reatlye 
rugged steel shank, nickle plated nck. lar tool—No. 32—is available with a hoe 


fitted with hard wood handle. Packed—I2 length handle. 
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he ease 
esigned 
unction | 
$s made | 
lating, c 
o keep 
vantities 


what every 
farsighted 
merchant knows! 
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BRUSH WORKS, P INC. “Py Stes ATION 


Manufacturers of Maintenance, Household and Personal Brushes since 1909 


'EBRUARY 2 
66 HARDWARE AGB 





Here is the modern touch 
for lustrous beauty! 


streamlined kitchens of today present a new 
pra in working efficiency with ample, spacious 
all and base cabinets at your finger tips. 
he glistening beauty of enameled surfaces is 
yreatly enhanced by modern chromium-plated 


National 


ABINET HARDWARE 


the ease with which these smart, modernly 
tesigned latches and door and drawer pulls 
unction is a pleasing revelation. Hardware 
s made of solid brass with heavy chromium 
plating, assuring rich, glistening beauty. Easy 
© keep clean, too. Available only in limited 
yuantities for the present. 





No. 107 Drawer Pull No. 108 Drawer Pull 
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ATIONAL MANUFACTURING COMPANY 


STERLING * ILLINOIS 
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No. 106 Door Pull 























AMERICA’S FINEST 
AND MOST COMPLETE 
LINE OF STAIR TREADS 

AND DOOR MATS 


Double-Duty 
Stair Treads 


Protect the steps against 
traMe and the riser against 
kieking and scuffing. 

Twe widths, 18” and 24”. 


Hi-Quality Colored 
Rubber Stair Treads 


Red, Blue, Green, Brown, Black. 
Size 9” x 18". Black also avall- 
able 24” wide. 


Scraper Rubber 
Door Mats 


The eriss-eross ridges serape the & 
dirt off the bett of 


clean, just 
down and 


Size 15” x 23” A 
Approximate Retail Price $2 iii 


Black Diamond 

Extra Heavy Duty 

1 Molded Rubber 
Door Mats 


A fine utility mat for use ia 
front of sinks and washing ma- 
chines. Every house can use 
eee te elean. Size 


Traps the dirt at the door. Non-slip surface supported by long wearing strips 
of tubing on sides. Ne exposed metal parts. Attractive. Strongly constructed. 


14° x 22%4"" 23%"* x 3412" 
18"* x 28Y2"" 20%" x 3412"" 23%"" x 402"" 
Approximate Retail Price on the 14°" x 22Va"" $1.84 





“WALRUS HIDE” ROLL-RUBBER MATTING 


A quality runner for hallways and on top of carpets. Has a beautiful top surface 
which looks like finest quality black walrus hide leather. 36” wide, ‘” thick, 
in rolls of approximately 50 yards. 


Write Today for Catalog Sheets, Prices and 


BIG FREE SALES PROMOTION BULLETIN 


on free newspaper mats, exploitation stunts, classified ad 
copy, window dispiay ideas, publicity stories, radio copy, etc. 


American Mat Corporation 
"America's Leading Matting Specialists” 
1731 ADAMS ST. TOLEDO 2, OHIO 


























FURNACE 
AIR FILTERS 


| No. 200 Series 
| *The ents filter 
its 


made that fits any fur- 
nace perfectly with no 
“by-pass” possible. 


by ar ae 
RESEARCH 


AIR FILTERS 


_A Natural for Hardware Stores 


Modern trends demand self-servicing equipment. 
search air filters Self-Seal Edge* guarantees a perfect fi 
without sealing tapes or packing felts. Slips easily ink 
place and delivers 93°/, dust—99°%/, pollen removal 
ciency with a proven slower air flow resistance build up. 


Hard-Hitting Merchandising 
PROGRAM FREE SELLING 


AIDS are yours for the asking 
dow and counter display materi 
mats, etc. Also free catalog (at 
of air filter sizes for leading makes 
furnaces and air conditioners. 


Nationally advertised in Better 
and Gardens, American Home 
Newsweek. 


RESEARCH PRODUCTS CORP. 
MADISON 3, WISCONSIN 


HARDWARE AG 
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WARNING 


They’ll Clean 
Your Shelves, Too! 


Spring housecleaning’s next on the calen- 
dar. Get ready to “‘clean up”’ with Tavern— 
the labor-saving Tavern line. 

The reason? So many housewives have 
learned that Tavern Paint Cleaner, Rug 
Cleaner, Window Cleaner, Dry Cleaner, 
Spot Remover and the other Tavern Home 
Products are so efficient, they make light 
work of many a heavy cleaning job. 

That kind of consumer acceptance is what 
makes your job of selling Tavern Home 
Products easier—that, and continuous na- 
tional advertising keyed to build you faster 
turnover and greater volume. 


Better still, every Tavern product is 
so outstanding in its field, it creates 
a demand for the rest of the line. And 
the Tavern line meets just about all 
household needs. 


PutthewholeTavern family to work ‘‘cleaning up” 
on profits for you. Order today from your nearest 
Socony-Vacuum office, orfrom 26 Broadway, New 
York 4, N.Y. In the Southwest, order from the 
Magnolia Petroleum Company, 
and on the West Coast from the 
General Petroleum Corporation. 


| FEBRUARY 27, 1947 


Moke Your Job Easier 


with these 


TAVERN WORK SAVERS! 


Tavern Liquid Wax - Tavern Paste Wax « Tavern Non-Rub Floor Wax 
Tavern Paint Cleaner - Tavern Spot Remover - Tavern Lustre Cloth 
Tavern Window Cleaner - Tavern Furniture Gloss - Tavern Rug Cleaner 
Tavern Leather Preserver « Tavern Electric Motor Oil 
Tavern Dry Cleaner - Tavern Parowax or Paraseal Wax 


Nationally Advertised— Public Accepted— Priced to Please 
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e Oil 
HANDY AS A PENCIL e Butane 
¢ Propane 
Contains No Lead. e Freon 
Contains No Injurious Ingredients. e Air 
e Water 





Always “Reddy” for Instant Use 


POSITIVE SEAL 


¢ Gasoline 

e Steam 

e Acid 

e Gas 

e Brine 

¢ Refrigerants 


NO 


“Reddy” 
SELF-SELLER 


70 


ao MESS 
= BRUSH 
~ WASTE 


FAST TURNOVER 


.@ 





Patented 
Copr 1947 





Write for FREE Sample and Literature 
EXCELLENT PROFITS NATIONALLY ADVERTI 
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5S OL N° matter what type of Metallic Paints or 


s-color dis- | Powders you require, no matter what job 
ler-carton, J is to be done, you can depend on ILLBRONZE 
e CHROME ALUMINUM PAINTS and POW- 


DERS to take the spotlight and turn in a “‘star”’ 
performance. Whether it’s ILLBRONZE NO. 42 
. QUICK DRYING PAINT, with its smooth decorative 
finish —ILLBRONZE NO. 65S, the outdoor Paint —t£tL- 
BRONZE INDUSTRIAL CHROME FINISH, the general 
purpose quality—or ILLBRONZE NO. 800 HI-HEAT RE- 
SiISTANT PAINT, you may be sure of the finest pre- 
war materials and unsurpassed working characteristics 


and durability. 
@> You will also find under the ILLBRONZE label, 


a full line of other metal finishing gequisites. 


ILLINOIS BRONZE 


POWDER CO., INC. 


Dept. HA, 2023 S. Clark St. 
Chicago 16, Ill. 


Export Sales: 
1791 Howard St. 
Chicago 26, Illinois 

° 


gera nts Pacific Coast Distributors: CH R a) M E Fl N | SH 


$ Chemical and 
"Sales Company READY MIXED ALUMINUM PAINT 


Los Angeles 15 *at Proof. Rust Proof - Weather PF 


Calif. - - 
ANUFACTURED 8 . 
ER CO 


Pacific States x ILLINOIS BRONZE POWD 


INCORPORATED 


Equipment Co. ; 
Seattle 4, Wash. HICAGO 
P U.S.A. 


rature 
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By providing a revolutionary new approach to fuel control, this valve 
makes good heaters supremely better. 


Some of the improved features are: 


Connects directly to burner nipple. Eliminates tee, 
fittings, and tubing. 


Due to the position of the metering stem, approximately 
in the center of the assembly, this valve can be tilted 
a reasonable amount without affecting fuel flow. 
Leveling by eye is satisfactory. This saves time at 
assembly and minimized field complaints. , 


Rate of flow to burner is constant with inlet heads vary- 
ing from 2 inches to 84 inches. Permits placing bottom 
of tank flush with top of valve and assures maximum 
heater output as long as there is fuel in tank. 


Makes possible design of heaters of less overall 
height or greater tank capacity. Eliminates “dying fire” 
when fuel supply is low. 


Safety mechanism trips from level of fuel in burner as 
well as level in valve. Results in less pooling of fuel in 
burner if fire is extinguished. 


Magnetic trip mechanism is positive. Will not trip from 
vibration. 


Low flows are extremely accurate and consistent—a 
decided advantage for low pilots,on water heaters 
and furnaces. : % 


Fully temperature-compensated. Uniform fuel flow re- 
gardless of temperature assures full heater output 
at all times. 


Smaller size—neat appearance—only two-thirds the 
size of present valves. Provides greater flexibility in 
heater design. 


Simple to service. Few parts to handle—job takes 
only a few minutes. 
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ETROIT Lusricator Company General 


_ DETROIT &, ae 








Division of American Rapiator & Sieiihiad Sait CORPORATION 


Canadian Representotives ~~RAJLWAY AND ENGINEERING radon LIMITED, MONTREAL, TORONT! o , WINNIPEG 


Offices: 5900 TRUMBULL AVENUE 





CSO 


Detroit’ Neatlile and Refrigeration Controls ¢« Engine Seedy Controls © Safety Float Valves and ‘on ‘Burner 
Accessories ¢ “Detroit Expansion Velves and Refrigeration asonaios © Stationary and ieee 


Lubricators : dl 


HARDWARE Ag! 















EA 
Size 
min 


wit 


FEBRUARY 












MODERN SECURITY 


FOR THE 






MODEST BUDGET 







PADLOCK 
No. 4654 


35¢ SELLER 


(Price Slightly Higher in Far West) 














One look at this smart new Eagle 
padlock will tell you how your cus- 
tomers will go for it. Though surprisingly 


modest in cost, this popular 35c seller combines 

: a EAGLE PADLOCK NO. 4654 * , ‘ 
’ 2 traditional Eagle security and up-to-the-minute 
Size 1%”. Die-cast case finished in alu- E : “= 
; styling to make it an outstanding value on any 
; minum lacquer. Steel self-locking shackle 
t a : ; . : 
@ | Wilh tata ctehat Cette, Sin bey henge. counter. Never before have such good looks been built 
into good locks at such a low price. Better order 


’ . a supply from your jobber today and start cashing 





in on this popular number. 


EAGLE INDUSTRIES, INC. 


GZ. i Hoh Lol ‘ _ Since SE 3I2 Subsidiary of BOWSER, Inc. 





National Sales Representative of The Eagle Lock Company 


110 North Franklin Street, Chicago 6, Illinois 


2 ‘ 4 4 db ay v4 F id District Offices 


& 

‘ Va 

PEG a § Cabinet Lu 
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3 PIEGE PLASTIC BAND ‘SET 


See) - Consisting of 1 slide trombone, 1 trumpet and = 












+ seaxophone i in a gran nee. oe net box. 





AW Wess igs 
Ideal’s colorful, tertai 


Just hum a 
song into it— 
out comes the 

















rocco 
| IDEAL NOVELTY & TOY CO. Date | 
| 200 Fifth Ave., New York 10, N. Y. | 
| Please ship us via ......... ae 
Jose Doz. TST300 (3 PC. BAND SET)................ to retail for $3.00 
po ceeseeeesees Doz. SX100—Saxophone ................s0eseeee to retail for 1,00 
Joc Doz. TP100—Trumpet ..............scceeseceeeeeere to retail for 1.00 I | 
ce Doz. TM100—Slide Trombone .............00++ to retail for 1.00 | 
Min. Ship.: TST300, 1 doz. — other, 4 doz. each. | 
{ INN 5255: 0-400 telous npalvonewececwad boestobaleeounediie aoiitetecebasveannieetineen | 
| IN uciaudonsecdevevorsnstcisoosssesdri blocotenahedtbtsbenseratseivaeuscatcdsstebnepuoegeleas 4 
| Buyer's Signature...... Dept 
AS a ORAL LILES LEGA LTS 

















NEW SERVICE FOR 
DEALERS 


Do sportsmen’s Associations ever 
ask you to donate fishing tackle 
for prizes in fishing contests or 
casting tournaments? Sure... 
we know! That’s one headache 
you can forget, come next fishing 
season. Just,write H-I and get— 
for free — an attractive bronz 
finished plaque, handsomely 
mounted, which any fisherman 
will treasure as a trophy of “the 
big one that didn’t get away” of 
as a reward for his skill with rod 
and reel in tournament work 
Build good will, get valuable pub 
licity with this new H-I dealet 
service. Each plaque has a bronz 
strip where you can have the wit 
ner’s name beautifully engraved. 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing 













Tackle in the Worl 
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BASEBALL'S BEST EQUIPMENT 
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GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 


Empire State Building Public Ledger Building Room 1218 Lincoln Building 
350 Fitth Ave Independence Square 742 South Hill Street 
New York 1,N.Y Philadelphia 6, Pa Los Angeles 14, California 
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AS REPRODUCED 


sy KAYLAN 


Many an old seadog, when his sailing 
days were over, made a hobby of whit- 
tling out of wood, exquisitely carved 
reproductions of boats. Some of these 
carvings showed an amazing craftsman- 
ship. ‘ 

Every boy likes to whittle, but it takes 
a real knife to do it right, just ask any man. 

KAYLAN is your answer, and KAYLAN 
makes a complete line of Kitchen Cutlery, 
too. 


Write today for Illustrated catalog of 


237 WOLF STREET, SYRACUSE, N. ¥Y. 


HERES THE FAST MOVING 
SHOOTER'S EQUIPMENT 


Your customers are asking for 


serge 


“Choice of the experts” 











Attractive pocket size kits, Rods in 
6 inch interchangeable sections. Swivel 
type “T” handle, comfortably fits hand — 
and permits rod to follow rifling. 30 to 
45 cal. sizes have both “Eye” type and 
special jag end patch holder (which 
screws out of jammed patches) Shot- 
gun rods equipped with special expand- 
ing Neoprene tip which snugly fits 
all choke and straight bores 
for thorough cleaning. 
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THE ONLY 
SELF -SHARPENING, 
ONE-PIECE RAZOR 

PRICED FOR 
MASS MARKET! 


HERES THE RAZOR 
MEN HAVE BEEN 
WAITING FOR! (TS 
SUPERG QUALITY ANO 
SELF-SHARPENING FEATURE 
GUARANTEE QUICK , SMOOTH, 
COMFORTABLE SHAVES AND AN 
AMAZING NUMBER PER BLADE. 
ANO THE PRICE ($ RIGHT.... 
FOR YOU AND YOUR CUSTOMERS. 
THIS ALL ADDS UP TO BIG 
VOLUME ANO SURE-FIRE 
PROFITS. SO GET ON 
THE BANOWAGON. 
FEATURE THE NEW 
VALET AUTOSTROP 
IN YOUR STORE. 


Back at Last! 


Fast-Moving, Money-Making 


Five Big Features That : 
Spell Quick Sales 
And Plenty Of ’Em 


Five seconds’ stropping re- 


news shaving edge! 


Non-clogging, one-piece con- 
eataete ie eiccm rie lithe 


Streamline runner-guard 
speeds shaving! 


SJEVe(oMe st teteictemeltite ahartete 
easily! 


Improved Valet Strop has 
specially treated surface... 


does not require strop dressing! 
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POWERFUL 
ADVERTISING 
MAKES THESE SETS 
MOVE LIKE 
HOTCAKES ! 


WORTH-WHILE PROFIT 


Your Cost (12 Sets) . $10.20 
Retail Price . . . 15.00 
Your Profit . . . 4.80 


Packed 12 Sets to Container 
(2 Cartons of Six Sets Each) 


AutoStrop Division 


of Gillette Safety Razor Co. 


Boston 6, Mass. 
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No. 70 MANDREL DISPLAY 


This Display features 6 
of the fastest selling saw 
and grinding mandrels 
in our line. The Display 
is finished in red, white 
and blue, and has ad- 
ditional space in the rear 
for stock. The Display 
measures 23” long, 16” 
wide, and is 26” high. 


No. 1000-5K 
DOOR CHECK DISPLAY 


The Door Check Display 
is given free with every 
one dozen Door Checks 
purchased. The Display 
is finished in black, 
white and orange and 
measures 5” long, 14” 
wide and 24” high. This 
merchandiser will help 
increase your sales. 
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No. 50 PULLEY KIT 


A complete assort- 
ment of 24 pulleys in 
12 popular sizes rang- 
ing from 11/2” up to 5” 
in diameters. All pul- 
leys are for standard 
“A” belts and each 
size comes in 1/.” and 
5” bores. 

The Display Board 
is finished in_ red, 
white and blue, and 
has storage space in 
the rear for additional 

™ sizes. The Display 
“)) measures 14” long, 13” 
wide and 16” high. 


For people who prefer quiet ~ 


NN 
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DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 


CHICAGO 


12, ILLINOIS 


YOU GET 
a BOXFUL of 


AT 


\\ 


plus UTILITY, STRENGTH 











and ACCURACY 1 BRAKO 


when you BUY 


REG. U. S. PAT. OFF. 


KNURLED SOCKET HEAD CAP SCREW 


Time-Savers because the knurled head provides a 
slip- and fumble-proof grip, even for oily and 
greasy fingers; the "Unbrake”, therefore can be 
screwed-in faster and farther before it becomes 
necessary to use a wrench. 

Utility, Strength and Accuracy, because they are 
carefully controlled during manufacture. 

These features make their use increasingly wide 
spread. Write for the "Unbrako"” Catalog of 
Socket Screw Products. 





Knurling of Socket 
Screws originated with 
“Unbrako” in 1934. 











"Unbrako" Socket Set Screw with knurled cup 
point is a Self-Locker because its knurled ooint 
digs in and stays tight even subjected to the 
most chattering vibration. Yet, it can easily be 
backed-out and used over and over again. 
These and the Socket Head Cap Screws are 
available in sizes from #4 to I'/,". 


Kits: pat’d & 
Pats. Pend. pats. pend. 


ee: e You can't screw socket screws in or out with- 


as out a hex socket wrench—so why not get our 
Fy, 
AH] aa 
é 
ae 
‘ 


No. 25 or No. 50 "'Hallowell'' Hollow Handle 
Key Kit which contains most all hex bits.. 


OVER 44 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX gg 
BOSTON + CHICAGO + DETROIT + INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 
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FINISHING WASHERS 
., DiamondG makes a full line of hollow 


and. flush type finishing weshers. 
Availoble in all finishes and types of 
metals. : 





SPECIAL WASHERS AND 
STAMPINGS 


A complete range of sizes are avail- 
able in Diamond G special “C” wash- 
ers. Unusual stampings of all kinds 
produced in Garreti’s modern stamp- 
ing plant which turns out millions of 





















MALL PARTS 


DIAMOND G MAKES THEM! 


—lock 
mall parts 
. washers, snap 
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GEORGE K. GARRETT 


1421 CHESTNUT sT., 
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d ready 
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COMPANY, INC: 


PHILADELPHIA, 2 
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RANCISCO 


KK WASHERS FLAT WASHERS 





STAMPINGS « SPRINGS HOSE CLAMPS 


z= DIAMOND <> PRODUCTS 


stampings. 


_ SPRING STAMPINGS 


Garrett's modern facilities for stamp- 
ing and precision heat treating make 
it possible to produce spring stamp- 
ings of the highest quality. Producing 
special spring stampings to exact 
specifications in an amazingly short 
period of time is a specialty of 
Garrett's. 





SPRING WASHERS 


Diomond G has built an outstanding 
reputition for producing a wide vari- 
ety of spring washers. They offer 
manufacturers an excellent source of 
supply for special shaped, curved, 
dished and cupped spring washers. 


FLAT WASHERS 


Outstanding in the Diamond G line 

of products are the many flat washers 

mode by Garrett's. lf offers industry a 

quick and dependable source of a 

complete line of flat washers includ- 

ing SAE, machine-screw, and air- 

craft washers in all sizes, thickness, 

. metals and finishes. Garreti’s also 

produce a complete fine of snap, 

* “space and retainer rings for all types 
of industrial installations. 


* 


HOSE CLAMPS | 


Garrett's line of hose clamps includes 
both types to provide the manufac- 
tuber with the answer to his problems. 
The Diamond G Muilti-Clomp is the 
ideal clamp of a thousand uses 
which can be used on automotive, 
hydraulic, pneumatic, electronic and 
aviation instsHlations. The Diamond 
G Auto-Seal Clamp is truly the all- 
purpose economy clamp for every in- 
dustrial use ... is rugged and pro- 
vides a tight seal on every joint. 





SNAP AND RETAINER RINGS 



























ODB.E. This Advanced Idea in 






Fastener Merchandising Can Mean 


You may be hearing a lot about “T.F.E.” It’s an 
RB&W sponsored idea that can help you get the 
maximum profit out of your fastener line. 

“T.F.E.” stands for True Fastener Economy — 
the lowest total cost for specifying, purchasing 
and using fasteners. It is explained in the RB&W 
ad reproduced on the opposite page, now run- 
ning in a long list of business magazines. 

You benefit from “T.F.E.” in these ways — 

1. The customer who wants True Fastener 
Economy rather than just Low Initial Cost will 
continue to buy a quality line — good times and 
bad. 














Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Philadel- 
phia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL, 








Lower Sales Expense For You 


keep the cost of using fasteners to a minimum. 


BURDSALL & WARD BOLT & NUT COMPANY 


HARDWARE AGE 
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2. The customer who standardizes on fewer 
types and sizes will buy in larger quantities less 
frequently, saving you paper work and shipping 
room expense. 


3. The customer who insists upon quality is 
less likely to burden you with the costs of com- 
plaints and returned goods. 


To make the most money on the important 
and profitable volume item of fasteners, promote 
“T.F.E.” to your customers... call on us when- 
ever it would be practical to have our engineer- 
ing staff help the customer to standardize on 
purchases and to engineer better fasteners. 


DEPENDABLE FROM COAST TO COAST 





RB&W bolts, bought at random from distributor 
stocks in Boston and Chicago, will be identical— 
the same clean-cut heads, accurate well-finished 
barrels, perfect threads, high physical properties. 
That’s why—when you offer the RB&W Brand, you 
offer an opportunity to achieve True Fastener 
Economy. Every shipment can be depended upon 
for the accuracy, strength, uniformity and finish that 


Lhe Comfplele Quality Line 
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. eee “e It is the many costs of using a fastener that count 

ia ce , ... Nnct just the initial price. True Fastener Economy is 
- the lowest total cost for fastener selection, purchase, 
assembly and performance. 
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1. Reduce assembly time to a minimum by sav- of initial cost, by specifying correct type and 
ings through use of accurate and uniform fasteners size of fasteners 


2. Make your men happier by giving them fast- — §, Simplify inventories by standardizing on 
eners that make their work easier fewer types and sizes of fasteners 


3. Reduce need for thorough plant inspection, 7. Save purchasing time by buying larger quan- 
due to confidence in supplier’s quality control tities from one supplier’s complete line 


4. Kote the number and size of fasteners by 8. Contribute to sales value of final product by 
— using fasteners with a reputation for dependa- 
5. Purchase maximum holding power per dollar bility and finish 





RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY AMM 
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2 that 
n. Plants at Port Chester, N. Y., Coraopolis, Pa., Rock 
° Falls, Ill., Los Angeles, Calif. Additional sales offices at 
Philadelphia, Detroit, Chicago, Chattanooga, Portland, 
ttle. Distributors from coast tu coast. By ordering 
through your distributor, you can get prompt service 
for your normal needs from his stocks. Also—the in- 
dustry's most complete, easiest-to-use catalog. 











Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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Allen Garden Hose Accessories have eye appeal, extra features... 
and sell easier because their standout quality makes a hit. This 
long-established, fast-selling line is backed by SIXTY YEARS of 
experience—all designs tried and tested by nation-wide use. Ask 
your jobber about this 1947 Allen Line. You'll sell more to more 
customers when you display Allen Products. ORDER NOW! 


Allen “BUSY” Lawn Sprinkler 


It’s one of the best water distributors on the market. Allen’s 
BUSY drenches lawns with even, rain-like spray. Fine appearance 
increases sales appeal. Equipped with the improved, quiet running 
“Ideal” sprinkler head. Perfect composition bearings have no 
metal to metal parts. 


Sprinklers 
Nozzles and 
Garden Hose 
Accessories 


ALLEN 


Allen’s “BULL DOG” Cast Brass Clincher 
Hose Couplings and Menders 


Here are popular, easy-selling hose connections that do not rust 
or leak. Heavy, rugged CAST BRASS BODY—with rust-resisting, 
plated steel fingers—stands a world of abuse. 


ORDER FROM YOUR JOBBER! 


ESTABLISHED 1887 


W. D. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street 
Chicago 6, Illinois New York City 7, New York 








R-V-LITE 


rbll- Purpose WINDOW MATERIAL 


Coast To coh 
‘" 


Advertised Regularly 
in 
FARM JOURNAL 
COUNTRY GENTLEMAN 
SUCCESSFUL FARMING 
POULTRY TRIBUNE 


AMERICAN POULTRY 
JOURNAL 


MIDWEST FARM GROUP 


and other national 
consumer magazines 


Gecause tt ts 


“nre-sold” 
by CONTINUOUS 
NATIONAL MAGAZINE 
& RADIO ADVERTISING 


Powerful national advertising 
continuously emphasizes the 
multi-use, low-cost features of 
R-V-LITE, Magazine and radio 
constantly hammer home its 60% 
‘Vitamin D” sun ray transmis- 
sion, transparency, protection 
and long life. In homes and on 
farms the country over, R-V-LITE 
sales are easy! 
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POINT-OF-SALE HELP, 


FREE 


Free Dispensing Display Rack and 
other material remind folks to buy. 


50 FT. AND 150 FT. 


USE IT! 


ROLLS, 36 INCHES WIDE 


Stock up nowl 

ORDER FROM 

PYOUR JOBBER 
TODAY! 


Manufactured Exclusively by 


ARVEY CORPORATION. 


3470 N. KIMBALL AVE. 
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Newspaper and 
Magazine pub- 
licity helps sell 
"6-12" Brand 
Repellent 





Retter Homes 
Pe Ws 1b 
Kote Kits’ % 


National Adver- 
tising to 8 Million 
People “Sells” 
the "6-12" Brand 


Name. 
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Electrotypes and 
Mats for your 
Local Advertising 
Free Upon 
Request. 





Here is the new 12-bottle, counter-display package of 
“6-12” Insect Repellent. This two-color, eye-catching display 
is packed three to a case...on the dealer's counter it keeps 
the familiar "6-12" Repellent bullseye before the customers 
at all times. 

Record sales of “6-12” Insect Repellent in 1946 proved 
there’s a big market for this fast-selling product. Everyone 
who spends any time outdoors needs the protection given by 
“6-12” Brand Insect Repellent. j 

There’s 19.6¢ dealer-profit on every bottle of “6-12” Insect 
Repellent. Order your supply now. 


1 Case Dealer Gross | Dealer Cost | Decler Profi 





36 bottles | $17.64 $19.58 


“6-12” is a registered trade-mark of 


Carbide and Carbon Chemicals Corporation 


Unit of Union Carbide and Carbon Corporation 


UCC) 


30 East 42nd Street, New York 17, N. Y. 


In Canada: Carbide and Carbon Chemicals, Ltd., Toronto 








—when we get what it takes 
to make UNION Tools in the 
quality and quantity you want 


Then, — although we can’t yet set dates, — 
your UNION Lines will be coming through 
in the volume long missed and the Values 
confidently expected. For the lean years on 
the “quantity” side have been abundant in 
quality features perfected. 


As soon as we beat the remaining shortages, 
the goods will be yours to beat the best 
former sales-records. You'll make up time 


in profit-making with the perfected lines 


of UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARDWARE COMPANY 
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w~s war 


TORRINGTON. CONN. 


NEW YORK OFFICE ISI CHAMBERS 





Immediate 
delivery! 


in Any Quantity 


Lasting R-700 


ROOF, BARN 
& INDUSTRIAL 
PAINTS 


Definitely durable, high quality exterior paints made of 
weather-resi t oils and top grade pigments to give 
maximum protection at reasonable cost. Contains no 
resin, gloss oils or other inferior materials. 





APPLICATION: By brush or spray. Brushes easily Will not sag or run. Covers 
in one coat over most surfaces. 


ORYVING: Like other top-quality oil paints, R-700 dries overnight to a high gloss 
finish. Produces an elastic, weather-proof film. 


FLEXIBILITY: Will not harden, crack or peel. Withstands all weather conditions 
and temperature changes. Retains its flexibility throughout the life of the paint 
film. 


COVERAGE: Lasting R-700 Paints cover approximately 250 to 300 feet per 
gallon per coat over average painted metal or wood surfaces. 


DURABILITY: Actucl field tests and accelerated Weatherometer tests have 
proven conclusively that Lasting R-700 Paints are equal or superior to much 
higher priced paints. These paints assure dependable protection as well as 
good appearance. 


EXCELLENT FOR: Tinner’s Red Paint, Metal Roofs, Industrial Structures, Ware 
houses, Tanks, Ventilators, Barns and Farm Buildings, Fences, Garages, Fabri 
cated Steel, etc. 


COLORS: Red, Black, Green, Slate Gray. Please specify colors desired 


DEALERS & DISTRIBUTORS 


There's an excellent opportunity for you in this fine quality, quick delivery paint 
product. Write today. 


JOBBERS, CHAIN STORES 


Lasting R-700 can be furnished with your 


PRIVATE LABEL 


Manufacturers of Quolity Point Products 


FRANKLINTOWN ROAD BALTIMORE 23 MARYLAN® 
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Long Jack Handle 


Extra Heavy Jack 
Screw 


Steel Support 
Collar 


Top Tube of 
Special Steel 


Adjustment Holes 


Range of 
Adjustment is 

4 feet - from 4’ 10 
to 810 


Anti-Rust Paint 
inside and out 














Extra Adjustment 
Holes 


Two 3/4” Steel 
‘Adjustment Pins 


held by cotters - 
200% extra 
Bearing Strength 





Bottom tube of 


Heavy 5/16” Steel 
Bottom Plate 
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Your Customers Need PERMA-JACKS 


To judge by booming sales, every other house in the country 
must have sagging floors. The astonishing demand for Perma- 
Jacks all over the country makes this packaged item one 
of the hottest-over-the-counter sellers in the field today! 


PERMA-JACKS Mean Extra Sales and 
Profits You Didn’t Have Pre-War 


Perma-Jack sells on sight, bringing you entirely new and 
added volume and profits—there simply wasn’t any product 
like Perma-Jack before the war! It opens up brand new 
profit possibilities that mean more money for you. 


PERMA-JACK js the Fully Engineered 
Adjustable Jack Your Customers Prefer 


It’s the top product in its line, the one you can sell with 
complete confidence because you know it has 5 exclusive 
customer- satisfying features that ordinary jacks do not 
offer. Your customers buy it on sight, they stay sold— 
they become your best Perma-Jack salesmen. 


Don’t Miss This Money-Maker! 


Ask your jobber for Perma-Jacks today. And jinsist on 
Perma-Jack—the top-quality jack with the 5 exclusive 
features. If he doesn’t have them, write us today for the 
complete profit-making story! 


ka 
eieieied PERINA-JACK 


The Qualit Adjustable Steel Jack-and-Post for Leveling Sagging Floors 
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The Brush 


With a Name 
WHITING-ADAMS 
BRUSHES 


AceBackAgain|| 7 | 
The Hyde Speedster (No. 80 Scrape) 


GOOD AS EVER does all the work which ordinarily » 


quires several different size scrapen, 





PURE HOG BRISTLES 
AT PRE-WAR STANDARDS 
AND PRICES 


the Be ety of uses include scraping floors, sta 





Blade can be extended sideways to gt 
into hard-to-reach corners. Wide vay 


cabinets, boats, removing paint, enamd 
varnish, etc. Super HYDEX Steel blak 
gives extra strength and durabilif, 


Need Double edge gives double wear. Px 


Write Today for Illustrated Catalog and Price List. ented blade release allows quick rem 
al and insertion of blades simply } 


SUPREME PRODUCTS COMPANY turning wing nut. 


Manufacturers & Distributors 
Specialties for Paint and Hardware Dealers MANU FACTURIN 
1920 BEAVER AVE. PITTSBURGH 12, PENNA. HYDE COMPANY 


SOUTHBRIDGE, MASS., - U. & 

















TAMMS NEW, 
POROUS, PLIABLE 
GUM-RUBBER 
SPONGES 


Nearest Thing To 
Natural Sponge 


Performance... 
a AT POPULAR 
linoleum LOW-COST! ce me 


and EDGE BINDING Here is a ready, money-making USE WET 
opportunity. Tamms new, Wash Woodwork 
° ’ ‘ : 4 : A gum-rubber sponges sell easily 7 Painted Walls 
Casual cuftomers make your register ring if you rivet their roving eyes because people can see and feel Carpets 
with S & W counter display cartons for linoleum binding. These shopper- wane wet Automobiles 
; ” oes E Calcimine 

stoppers are quickly emptied of their twenty-four 2% -sq. boxes of binding. Tamms new sponges are re- mM ff} 

; F . : markably porous—workable! ak ’ 
Each small box comes complete — 12 feet of silvery, pliant zinc, pre- Retain more water, without ‘ USE DRY 
dripping! Their serviceability Clean Wall 
appeals to practical, thrifty Paper 
housewives, auto-owners, and Painted 
, , , ; F decorators. Walls 
Write today for complete information and prices on this profit maker. Write today for prices, early 
delivery. Request catalog on 
Water Paints and Sundries. Dovste.oury 

Address: Sales Dept. 7” xh" x2 
General Household Cleaning Work 


ff. <i 

Iso for painters’ use in stippling 

S & W MOULDING CO. ; : 
980-90 PARSONS AVE. DEPT. H COLUMBUS 6, OHIO : TAMMS SILICA a oF CHICAGO 1, LINO 


shaped and pre-punched with the necessary nail holes . . . plus all the 


necessary nails. 


Shades 
and Blinds 


Calcimine 
Felt Hats, ete 
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ws quick reme 
lades simply 


NEW, 
PLIABLE 


USE WET 
Wash Woodwork 
Painted Walls 
Carpets 
Automobiles 
Calcimine 
USE DRY 
Clean Wall 
Paper 
Painted 
Walls 


Shades 
and Blinds 


ite Calcimine 
a” —s«*Felt Hats, ete 
old Cleaning Work 
s’ use in stippling 
N. LaSALLE 5! 
=AGO 1, ILLINO! 
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ROOM HEATER 





FURNISHES 3 KINDS OF HEAT 
HEATS ROOMS UNIFORMLY 
GIVES MORE AND FASTER HEAT - AT LOWER COST. 

ECON OMICAL- QUICK - HEALTH FUL 








Look at these Big Selling 
Points for Model 1300 


. New Parabolic Chrome Reflector beams 
as well as diffuses heat rays. Furnishes 
natural up-draft circulation. Combines 
REFLECTION, RADIATION and CON- 
VECTION. 


. Infra-Red Rays—properly diffused for 
health. 


. Easily PORTABLE. Wide, EASY-GRIP 
handle, cool even when heater is hot. 


. SAFE! Will not harm finest floor or 
rug. WILL NOT TIP OVER! Design and 
low center of gravity eliminate fire 
hazard. Wiring totally enclosed and 
tamper-proof. 


. Electric-welded steel construction and 
long-life nickel chrome wire (wound on 
ceramic coils of high tensile strength) 
insure DURABILITY and SERVICE. 


. BEAUTIFUL—Heat-proof baked enam- 
el finish, irridescent blue with Chrome 
trim. Wood handle and feet finished in 
blond maple. 





SPECIFICATIONS: 
110-125 Volts 

1320 watts 

AC or DC 

11” high, 1534” long 
10” in diameter 
Ship. wt. 9 Ibs. 


—— Radiant Heat 
--— Reflected Heat 


Convection Heat 
“<> with natural up- 
draft circulation 




















TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVENUE, NO., NASHVILLE, TENNESSEE 








America’s finest wholesalers 


ROYAL. : 
the ORIGINAL 
GLASS-TOP FUSES 


ROYAL-NOARK 
NON-RENEWABLE and 
RENEWABLE FUSES 


ROYAL 
CORD SETS 


ROYAL WIRE 


ROYAL CHRISTMAS 
LIGHTING SETS 


7 


ROYAL 


@3 "Sealed 7ight™ 


TROUBLE LIGHTS - 


s a e 








WRITE FOR 
CATALOGS 


ROYAL 


ually PLUG and 


CARTRIDGE FUSES + FUSTATS 
WIRE + CORD SETS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET -R°! 
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What new promotional and selling ) 


planis reaping rich rewards for hundreds ) 


of alert dealers? mei 


ylesalers 


gR, the SMITH@Way STOKER os 


ae “Protected Profits toe i 
oe a 
——_ at 


—_- ——. 


ne fo 


Learn how you can make more money by tying 
in with the simple, profitable, SMITHway Stoker 
“Protected Profits Program.” 


"FILL IN COUPON 
FOR YOUR 


See how dealers are slashing stoker service costs, 


a POEE COPY reducing parts inventories and stepping up profits. 


‘ hs his pl Raila 
* OF “PROTECTED You'll be enthusiastic about :t sh an that’s as 
modern as the SMITHway Stoker itself. Get your 


PROFITS PROGRAM” free copy of the colorfully illustrated “Protected 
; BROCHURE Profits Program” brochure. Fill in the coupon 
below, and get it in the mail today. 


ITE FOR 
TALOGS 


USTATS 


Clcouaoooenoe ft oes week 
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Good Buildings Deserve Good Hardware 











What's In A Name - Anyhow? 


=) UST because the name Corbin has 
meant superior craftsmanship 

and the most complete line ot 
builders’ hardware for nearly a century, 
it doesn’t mean that Corbin can rest on 
its laurels — not a bit of it. Corbin still 
insists on its exacting standards of 
workmanship, and will continue to 
broaden and keep its line complete — the 
line cherished by so many dealers from 


coast to coast for so many, many years. 











P«F CORBIN DIVISION 


THE AMERICAN HARDWARE CORP. 
NEW BRITAIN, CONNECTICUT 
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write for complete catalog 


and name of nearest jobber 


~ 
#701 Stainless steel Holle t 


ihe ‘* 
REW) RIVERS) 
R ALL G) JD MECHANICS 
e #522 DeLuxe—Assortment of 
12 screw drivers. Every driver 
@ branded and warranted. Re- 
tail from 25¢ to 75c. 


Mar- 
49 Mallet. 
Ant amber —. 
Hickory —_ 
Retail 60¢ eoc™ 


#x877 Assortment of 24 
crew Drivers. Tool steel 
lades. Retail 10c to 40c. 


Unbreakable _ 
dle. 

ssodes Retail 30c 
each. 


e 

J 

we 

& 

h Awl. 
985 Scrate 

4 * 
a 


o 
sTOCK OF 











Re- #806 Recessed Head 
Knives- 
d Paring ¢ 


crew Driver. Extra 
a 


rge handle. Retail 
e each. 








HANDY* WYTEFACE ae a 
STEEL TAPE RULES ) y aa 


14 inch width. Pull it out to any 
length, It stays “put”—won’t creep 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placedin a moment, without taking 
the case apart. It has markings on 
both edges, in inches and , inches. 


Lengths, 72 and 96 inches. 
*Trade Mark 


= WrytTerace* Steel Tape. Your customer 


will take it every time. Show him how easy 


to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WyTEFACE Steel Tapes and Steel Tape Rules. 


Trade Mark. WyTEFACE Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


| J Drafting, Reproduction, Surveying 
JL. a Equipment and Materials, 
ry a ge ae Slide Rules, 
Measuring Tapes. 





KEUFFEL & ESSER CO. 


NEW YORK » HOBOKEN, N..J. __ ium plated ceseconvenie Je ; 4 SIMON 
CHICAGO © ST.LOUIS * DETROIT * SAN FRANCISCO oy as : 4 
LOS ANGELES * MONTREAL -- 
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GENERAL SHARPENER 


FOR SHARPENING KNIVES OW CLOTH CUTTING 
MACHINES OF ANY KNIFE WHERE AN UNUSUALLY 
KEEN EDGE 15 REQUIRED. 


SIMONDS 


ABRASIVE CO. 


—_— _ 


ALL PURPOSE STONE 


FOR SHARPENING SCYTHES, 
SICKLES, TROWELS, HOUSEHOLD 
KNIVES, CHISELS AND ALL 
GARDEN TOOLS. 


ABRASIVE Co. 


——; — 


FOR SHARPENING CARVING, 
BUTCHER AND KITCHEN KNIVES. 


SIMONDS 


ABRASIVE CoO. 


Sharpening stones 


usted 


Fast selling counter items! 


Everybody needs sharpening 
stones. 


Keep these showing on the cutlery 
counter, in the tool department, 
and among the garden tools. The 
Simonds name is renowned for 
quality in cutting tools and these 
sharpening stones are the same 
top industrial quality that has 
made Simonds Abrasive Grinding 
Wheels famous. 


Send for Simonds Abrasive Hard- 
ware Catalog and get the whole 
story of extra profits you can get. 


SIMONDS ABRASIVE COMPANY’ 
is a division of 


Fitchburg, Mass. 
Saws, Machine Knives, Files 


Other Divisions 


Z Lockport, N.Y. 4 


Special Steels 


Z Montreal, Can K 


Sumonds Products for Canada 


SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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Ratchet Threaders Nos. OOR 
and IIR for "/s" to D4” 
pipe are fast, ening 
efficient . 


@ It pays you to sell the least possible bother your 
customers enjoy when they thread pipe with 
these smart little miman>s. Die heads snap into 
ratchet ring from either side, can’t fall out. No spe- 
cial dies needed for close-to-wall threads. Heat- 
treated tool-steel dies for clean smooth threads. 


No. OOR, Ye” sete No. 111R, 4“ to 144". Good money- 
makers, these effi- 


cient durable small | 


RIiGeibs. 


-@) Free handy carrier 
for any group of sizes. 











Bares are avail- 
tractive display 
ked in the usual 
Write for catalog. 


1 a6 ONTARio tt 
PRODUCTS co. CHICAGO w oo 


ac 
ceraaet west: yoRnont 

560 
er Reput 
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z BACKED BY 
;° 93 YEARS EXPERIENCE 


-.. brings you fast, smooth assembly and 


lasting holding power wherever Republic 
UPSON Quality Headed and Threaded 
Products are used. Throughout more than 
20,000 different sizes and shapes, the 
name UPSON represents one unvarying 


Top Quality. 
REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION 
CLEVELAND 13, OHIO AND GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 


; are avail- 


a PREPUBIICL 7: 
~ BOLTS ANDY NTs) 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
95 





¥. 
L. 
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RRUGATED FASTENERS 


Profit Pesibilities! iM 


For mo 
High Sp 
of men ° 
factorie 
other mi 
§ who buy 
S ties, hav 
CLE-FO] 


mum res. 








Your cu 
advanta, 
Speed D 
drilling 
them tha 












Acme Fasteners... 
versatile home 
repair need 


Fast turnover 
steps up 
dollar volume 


7 Self selling 
to save 
your sales efforts 


+ 
o- 
. 1 Di 
2 Dr 


3 Cu 
4w, 


| jee a 
to Be 
: Mack 
‘Gara 


Here’s the 
High Spee 
containers . 








HANDY AS NAILS 
SHARP AS TACKS 
MORE HOLDING POWER 


“Wouldn’t be without ’em,’” home- 










makers say. And no wonder. Time 






and again Acme Corrugated Fasteners 






have proved the answer to home re- 






pairs of wooden articles. Let them 





prove their value in your store. Just 






display them in thc colorful, attrac- 












tive carton of 12 small boxes, 50 fast- , Feature 
> Y/ Lz j window 
eners each. In three sizes, 3x4, 1/x5, / tp home 


5gx5. See your jobber now or write us. 










NEW YORK 7 ATLANTA CHICAGO 8 LOS ANGELES 11 


AUME STEEL CUMPANY 


” HARDWARE AG! 











ease oe REG. U.S PAT. r. OFF. 


For more than 20 years, CLE-FORGE 
High Speed Drills have been the first choice 
of men who operate America’s automobile 
factories, shipyards, machine shops and 
other metal-working plants. These experts, 
who buy twist drills in tremendous quanti- 
ties, have learned by actual experience that 
CLE-FORGE High Speed Drills give maxi- 
mum results at lowest cost. 


Your customers, too, should be told the 
advantages of using CLE-FORGE High 
Speed Drills in all electric hand and bench 
drilling: machines. You can point out to 
them that high speed drills... 


1 Drill harder and tougher material 
2 Drill more holes per grind 
3 Cut faster than carbon drills 


4 Withstand abrasive action. 


ieee They are now available i in. STEEL CONTAINERS, 


to Boost Your Sales to 
} Machinists, Electricians, 
' Garages and Hobbyists 


Here’s the ideal way for you to sell CLE-FORGE 

High Speed Drills! Complete sets of drills in steel 

containers ... compact and convenient. You make a 
good profit on the sale; your 
customer gets a sturdy steel 
case that matches the high 
quality of the drills. 
Ask your jobber for full de- 
tails and prices on these 
CLEVELAND Drill Sets. 
There are many types, hold- 
ing from 13 to 60 drills. 
High speed or carbon steel. 


Feature CLEVELAND Drill Sets in your 
‘window and counter Gao Boost your sales 


(e 
‘CLEVELAND’ 
DISTRIBUTORS EVERYWHERE 


ARE READY TO SERVE YOU 


FF Set \ 
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FILE COMPANY - PROVIDENCE, R 


Awmerrious employees welcome guidance in the 
technical knowledge of the things they sell. They 
need authoritative background that inspires 
customers’ confidence. 


For instance: Knowledge of the use and care’ 


of files— of how to recommend The right file for 
the job—comes with schooling in filing funda- 
tmentals. Yet you, the proprietor, haven’t the time 
to give a behind-the-counter “course” to each new 
sales person. 

Let Nicholson lend a hand. Quite naturally, 
Nicholson has built up a wealth of filing “know- 
how.” As one of many services to the hardware 
trade, Nicholson has compiled a comprehensive, 


wOls 
~ 's= 0 
20.s.A.% 


thorough and easy-to-read digest—for you and 
your sales people. 

It’s the famous Nicholson book, “File Filos- 
ophy” (which already has gone through many 
editions). Contains 48 richly illustrated pages of 
up-to-date information on those indispensable 
tools of mechanics, farmers, householders, repair 
shops, hobby craftsmen, and who not — files: on 
the which, where, what and how of filing. 


Send for one or more copies of “File Filosophy.” 
There is absolutely no charge. 


© There should be at least one member of every hardware store’s 
sales staff, who is qualified as a FILE SPECIALIST—capable of 
giving customers sound advice on any phase of files or filing. 


NICHOLSON FILE CO. ¢ 25 ACORN ST., PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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the AMERICAN chain 


of a Hundred Uses 
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With the same tensile strength as new %" hemp E * “ 
rope, this Tenso pattern chain has many uses scal 
about the farm, the town home, playgrounds, . ; rial 


stores — almost anywhere. With clevis links, aire law 


snaps, swivels, S—hooks or other attachments ireor os 
it 


it can be made into assemblies for special 
uses. You will find this a very popular San aut 
chain-—worth prominent display in your store. ir links — ; ies Sete 
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Informal Editorial Comments... 


Just Among Ourselves 
... By Charles J. Heale 








Lets Look at Hardware Prices 
Based on Historic Facts:— 


N Associated Press news 

dispatch dated “‘Roches- 

ter (N. Y.), Feb. 6” 

reads, in part, as follows: 

“Hardware prices will 
increase about 10 per cent 
in the next six months, The 
New York State Retail 
Hardware Association was 
told today. Luther R. Stein, 
of Louisville, Ky., vice- 
president of Belknap Hard- 
ware & Manufacturing Co., 
told dealers the price rise 
would be justified because 
hardware prices were froz- 
en firmly during the war 
while ‘loopholes’ were 
found to increase on other 
items. 

“He also predicted the 
scarcity of building mate- 
rials, wire screenings and 
lawnmowers would continue 
for another year.” 

With Mr. Stein’s highly 
competent opinion I am in 
complete accord, and I urge 
every wholesaler and retailer 
to weigh carefully what he 
says on hardware prices and 
to remember that hardware 
prices were firmly frozen, de- 
spite rapidly increasing costs 
of labor, material and taxes. 

This news story probably 
appeared in a great many 
newspapers throughout the 
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country and is exactly the 
kind of information about 
hardware prices that should 
be generally known to the 
consuming public, especially 
in view of the easily misun- 
derstood and more widely 
quoted comments, from other 
sources, suggesting that many 
prices are too high. 

Many prices are too high 
but primarily on “soft goods” 
where a change of pattern, 
color, etc., permitted upward 
adjustments with OPA ap- 
proval. This was not true of 
“hard lines,” but too often 
the reading public sees and 
understand only the headlines 
and doesn’t consider the entire 
story. 

For example, on the same 
date and in some instances in 
the same section on the same 
page, many newspapers car- 
ried a news story based on a 
talk made by Gen. Robt. E. 
Wood, chairman of the board 
of Sears, Roebuck & Co., be- 
fore a conference conducted 
by the Chicago Association of 
Commerce and Industry in 
that city. 

The General was quoted as 
saying “Prices in many lines 
of consumer goods are too 
high and should come down.” 

Typical headlines for these 


two stories are these two ex- 
amples: 

For Mr. Stein’s Talk— 
“10% INCREASE 
FORECAST 
FOR HARDWARE PRICES” 


For Gen. Wood’s talk— 
“Woop BELIEVES 
Prices In MANy 
Lines Too Hicn” 


Too many consumers read- 
ing only these two headlines, 
and not reading carefully the 
full text of these two news 
stories, could easily have a 
flash impression that indepen- 
dent hardware distributors are 
trying to get higher prices un- 
fairly and that Sears was the 
“people’s friend” trying to 
get prices down. 

However, a complete read- 
ing of the story based on Gen. 
Wood’s talk clearly indicates 
that he was speaking specifi- 
cally of foods and clothing 
and such luxury items as fur 
coats. He did not mention any 
hardware or “hard lines.” He 
is also quoted as saying, in 
part: 

“There will remain tre- 
mendous latent purchasing 
power in the hands of the 
public, and buying will con- 
tinue if prices do not go too 
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high. Of the three major 
items in the wage earner’s 
budget, food and clothing 
prices should decline in the 
next six months, while rents 
may go up. 

“But the weighted total 
of all three should show a 
decrease which simply 
means more_ purchasing 
power for other types of 
goods.” 

“Values in the women’s 
garment industry have been 
inflated out of all reason... 


the so-called ‘buyer’s strike 
in consumer goods’ to date 
has been largely confined 
to these lines and luxury 
goods In fur coats 
prices got so far out of line 
that buying resistance ap- 
peared first among the 
wealthy.” 

These extracts from Gen. 
Wood’s talk clarify the picture 
of prices that are too high just 
as Mr. Stein’s talk justified, 
simply and briefly, the prob- 
able 10 per cent increase he 


* * * 


forecast in hardware prices. 

Similar news stories will 
probably appear frequently. 
If your customers refer to 
such ostensibly contradictory 
opinions make sure that they 
understand the full historic 
facts involved. Explain that 
hardware prices were severely 
frozen by OPA but that many 
“soft lines” were advanced 
ruthlessly, with OPA sanction, 
through the relatively simple 
expedient of a change of color, 
style, pattern, etc. 


Tax Reforms Very Difficult 
Under Present High Costs 
Of Our Federal Government:— 


}; FFoRTS to reduce indi- 
vidual income taxes and 
levies against business opera- 
tions are facing a major ob- 
stacle because of the present 
high costs of running our fed- 
eral government. Reduced 
personal income taxes should 
provide increased buying 
power and saving deposits 
which would help maintain a 
high level of business opera- 
tions. Similar adjustment on 
business taxes would permit 
expansion, modernization and 
continued high wages. 

But unless government op- 
erations costs can be substan- 
tially reduced it is difficult to 
figure how such tax reforms 
can be affected. 


President Truman’s budget 
for the next fiscal year calls 
for $37,500,000,000 (3714 


billion dollars) out of which , 


$5,000,000,000 (five billion 
dollars) is required to pay the 
interest on the national debt. 
Paying the interest does not re- 
duce the debt and until it is 
reduced that huge sum must be 
paid each year in interest 
alone. 

To get a proper perspective 
on these large amounts of 
American dollars involved in 
currently ruhning our national 
government requires consider- 
ation of similar costs in pre- 
vious years. 

The interest on the national 


* * * 


debt (five billion dollars) is 
more money than the govern- 
ment spent for all purposes in 
any one year from 1921 to 
1933 inclusive and is more 
money than was spent by gov- 
ernment for all purposes in the 
five years before the United 
States entered World War I. 

Prior to 1941, there were 
only two years when the gov- 
ernment’s total tax revenues 
were more than five billion 
dollars—1920 and 1938. 

Unless the present Congress 
has both the courage and the 
ability to reduce operating 
costs as well as the national 
debt the hope for tax relief is 
not too encouraging. 


When Discussing Levying Taxes 
On the Co-operatives — Say This:— 


6¢ | HE co-operatives are in 

business, competing di- 
rectly in a great many lines 
of enterprise. They make 
money. Their earnings : are 
profits, regardless of terminol- 
ogy. It is the law of the land 
that Congress has power to 
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levy and collect taxes on in- 
comes, from whatever sources 
derived. 

“Therefore, co-operatives 
should pay taxes on their in- 
comes—as corporations if 
they have adopted the corpo- 
rate form of organization; as 


partnership individuals only 
if they are partnerships. 


“Co-operative financial 
statements show that they have 
ample ability to pay taxes, 
which is the criterion set up 
under our tax laws. 

**No other issue is involved.” 
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People have long recognized the security afforded by this type of 


lock . . . It is found wherever extra protection is needed - 
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a dependable guardian against intrusion. 
ILCO has long recognized its responsibility in building deadlocks, 
night latches, padlocks and other Security Hardware . . 


The year 1946 will witness new advancements in product design — 
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ey have 
y taxes, 
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new opportunities for ILCO dealers everywhere. 


SECURITY HARDWARE 


volved.” INDEPENDENT LOCK COMPANY . FITCHBURG, MASSACHUSETTS 
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Although emphasizing cool weather equipment, there’s plenty of warm weather items here. 


“The Athletic Side of Sporting 


Ri it what you will, 


philosophy, friendliness or just 
good common business sense, but 
a recent comment by Charles 
Crawford, general manager of 
Barrett’s, Inc., Joliet, Ill., gives 
one of the keys to the success of 


its. sporting goods section. Mr. 
Crawford says, “The athletic side 
of the sporting goods department 
is all personality. You never want 
to chase kids away, so we price 
items for youngsters at levels that 
won’t make them want to shop 
elsewhere when they grow older.” 


With that type of general pol- 
icy the store handles everything 
from low priced athletic and sport- 
ing goods equipment to the real 
top grade lines, making it a sports- 
man’s haven. In fact in its sport- 
ing goods and luggage depart- 
ments, which occupy about 18 per 
cent of the store’s display space, 
Barrett’s enjoy about 25 per cent 
of their retail volume. 


Active in Groups 


“Joliet is full of boys’ clubs, 
lodge and church groups and 
schools with athletic teams. Every- 
one in our store is well known 
in Joliet, and all of us are active 
in civic affairs and in various 


This up-front island display of 
travel equipment has been a big 
factor in building luggage sales. 
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of athletic goods are shown here. 


Matched golf club sets are in the mezzanine. 


Goods Is All Personality” 


types of groups. We sponsor one 
baseball, one bowling and one 
soft ball team in Joliet, only the 
bowling team being comprised of 
employees of the store.” 


Main Floor Location 


Just about everything for ath- 
letic and sports activities is dis- 
played and offered at Barrett’s 
and it’s all in a main floor, front- 
of-the-store location. Trophies for 
competitive sports are sold at Bar- 
rett’s and the firm has, in the past, 
donated trophies both to help pro- 
mote such activities in the com- 
munity and as a goodwill builder. 


Outdoor clothing in wide variety 
featured in this area. Some of 
the jackets are priced up to $45. 
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Barrett's, Inc., proves it by the fact 
that sporting goods and luggate total 
one-fourth of its entire store volume 











Bats, balls, rackets and clubs, 
have long been sold by the depart- 
ment, together with guns, fishing 
tackle and other sports essentials. 

At one time sports clothing was 
limited to hunting coats and trou- 
sers. Now sports jackets are of- 
fered up to as high as $45 each 
and slacks for loafing, golf, or 
what have you, are displayed at 
prices ranging from $5 to $8. As 
Mr. Crawford puts it, “People get 
in the habit of coming to Bar- 
rett’s because we have a big va- 
riety of merchandise.” 

Sports equipment gales often 
lead to luggage sales and so a fine 
variety of travel aids for men, 
women and children, is featured 
adjacent to the athletic and sport- 
ing goods section. Luggage isn’t 
a new ‘item at Barrett’s but is a 
much expanded line today. Some 
time before our entry into the 
recent global conflict the firm of- 


fered a limited line of luggage. 
With the defense program and our 
later entry into the war there was 
a great increase in civilian and 
armed forces baggage needs and 
so the store expanded its stocks 
of such goods to take up some of 
the: war-time slack. Prior to the 
war, $15 to $20 was tops in Bar- 
rett’s luggage lines. They are 
sticking with luggage but are go- 
ing after business in even higher 
brackets with present stocks hav- 
ing men’s bags up to $70 and 
women’s luggage up to a high of 
$35. 


Requires an Investment 


Mr. Crawford, in commenting 
on the line, says, “Most of our lug- 
gage sales are to people who come 
in to buy these items. Other deal- 
ers interested in the luggage busi- 
ness must be willing to invest 





money at the start and have an 
outstanding department. As the 
picture, in these pages, of Bar- 
rett’s luggage display, so plainly 
shows a big island display shows 
matched units and _ individual 
pieces in a variety of sizes, grades 
and types. 

Carrying out the management’s 
thoughts as to friendliness and 
goodwill building, the company 
participates in the Newcomers 
Club, through which it invites 
new residents of the city to visit 
the store. When the club hostess 
calls on newcomers she leaves a 
card from Barrett’s inviting them 
to visit. Those accepting such in- 
vitations are taken on a personal- 
ly escorted tour of the store dur- 
ing which they are introduced to 
members of the concern’s staff. 
Fly casting classes and model air- 
plane building groups have also 
helped win friends for the firm. 


Seed Display Puts Customers in a Spring Gardening Mood 


t The Boomhower 
Hardware, Mason City, Iowa, has 
a bulk seed display in which cer- 
tain seeds are displayed in large 
pails painted white on the exterior 
and red on the inside. There are 
three rows of these pails, four 
pails to a row, and they are so 
placed in a special rack that 
they tip outward, allowing the 
prospect a full view of their con- 
tents. This is an important fact 
in stimulating sales, according to 
M. W. Boomhower, owner. 


Package Seeds 


The management keeps a small 
scale handy at the top of the rack 
as well as bags and envelopes so 
that the custoiier’s seed needs can 
be taken care of without delay. 
An adjacent display showing gar- 
den package seeds is also used 
each year so that both small and 
large garden seed buyers can be 
served. 

These displays are usually put 
out on the floor along in early 
March and are frequently kept 
until mid July in order to accom- 
modate gardeners who make sec- 
ond and third plantings. Garden 
fertilizer is also carried in stock 
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and is pushed extensively through- 
out the season. 

People to whom seeds and fer- 
tilizers are sold are all reminded 
that the firm carries a large stock 
of garden tools as well as a full 
line of insecticides, spraying ma- 
terials, including sprayers. Pro- 
motion of this sort helps to bring 
gardeners back the same season 


in order to buy additional items. 

Seeds get plenty of window dis- 
play at this store along with small 
and large garden tools to get the 
public into the gardening mood. 
Business on the line always rises 
considerably when these displays 
are maintained. Mr. Boomhower 
also uses newspaper advertising 
to call attention to this line. 


Bulk seeds are shown in white pails having red interiors. Customers 
like to let the seeds run through their fingers—then they purchase. 
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Here is part of Stebbins’ visible display of electrical 
sundries which helps identify items customers 
cannot name and enables salesmen to 


show higher-price items by the 
side of those which are 
competitively priced. 
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Two-Way Quality Display Builds Greater 
Profits in Electrical Sundries 


Ua: sales of elec- 


trical sundries at Stebbins Hard- 
ware Co., Chicago, Ill., show a 
much higher amount per customer 
as a result of a novel two quality 
display system developed by Ed- 
win Wolfrum. 

The Stebbins Hardware Co. 
counts upon its electrical goods 
department to provide consider- 
able store traffic. Both homeown- 
ers, doing “fixit work” around 
their own houses, and large-scale 
commercial users have come to 
depend on the firm’s second floor 
electrical goods department. “Our 
inventory covers more than eight 


FEBRUARY 27, 1947 


Stebbins Hardware Co. has more than 800 
items shown on panels comparing higher 
and competitively priced items. Wiring 
diagrams aid customers’ installations 


hundred items,” Mr. Wolfrum 
said. “Many of these were difficult 
to obtain during the war and still 
are. For the most part, however, 
since we are an old and well- 
established account with many 
electrical manufacturers, we have 
been able to keep our customers 
supplied.” 

Mr. Wolfrum predicates much 
of the success which the store 
has enjoyed in merchandising 
electrical goods to the simplify- 


ing of electrical matters for cus- 
tomers. Long ago he determined 
that many people were coming in 
uncertain as to what the proper 
name of a piece of electrical 
equipment was, and how to in- 
stall or use it safely. Likewise, 
he found that many customers 
were after top-notch quality in 
electrical items where others 
were counting pennies and hoped 
to save in making purchases. 
All of these considerations are 
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involved in the system by means 
of which the firm shows and sells 
its line of electrical goods. The 
first thing done was to eliminate 
drawers and stock shelving with 
electrical items hidden away in 
cardboard boxes. 


The Panel System 


In their place Mr. Wolfrum 
substituted 11 panels, 4 by 2% 
ft., which are painted an ivory 
finish with casein paint, and 
mounted to swing as doors in 
front of the old stock shelving 
behind. On each of these panels 
are related electrical items to form 
a 40 ft. display bank which tells 
the whole story so far as hard- 
ware store merchandising of small 
electric items goes. Each panel 
is complete, carrying everything 
which has to do with a particular 
electrical installation, and more- 
over, shows two of each item, in 
two price ranges. 

The first panel, with 28 items 
shown, is given over to sockets, 
both household and industrial, the 
second to throw switches with 
one, two and three throws, the 
third to switch boxes and connec- 
tion boxes, switch plates and 
other home items. Each item, no 
matter how small or large, is 
identified by a round white but- 
ton on which the name, stock 
number and price is printed in 
heavy black ink. 

The fourth panel is one of the 


most complex ever put together, 


according to Mr. Wolfrum, and 
contains a total of 144 electrical 
items of very small size. On its 
surface are fuses, bus bars, wire 
ends, electrical clips, eye ends, 
brackets, clamps, electrical testers, 
solder and a score of other items. 
This attracts more attention than 
any of the other panels, so much 
so that it is placed in the store 
window during electrical sales or 
special merchandising events. 

The fifth panel shows switch 
plates, toggle switches, push but- 
ton units and outlets. On the sixth 
are tapes, rubber bell wire, bat- 
teries for dozens of purposes, 
meters, etc. The remaining five 
panels run from industrial lamp 
shades through bulbs, professional 
soldering irons, cord extension 
lights and general purpose cords, 
to electrical bells, buzzers and 
gongs. There is a total of 880 
items thus displayed. 


Method Ups Sales 


The two-quality system has 
proven ideal for upping the qual- 
ity and consequent amount of 
each purchase. In laying out the 
price ranges, Mr. Wolfrum states 
it this way, “We carry one item 
at a competitive price and one 
in the better price bracket side 
by side. The idea here is that we 
have something to offer even the 
most carefully-budgeted customer. 
If the opportunity presents itself, 
we always have an_ excellent 
means of trading him up to spend- 


Edwin Wolfrum shows a customer how to install a two-throw switch using 
one of the diagrams on the back of a display panel as an illustration. 
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ing a little more for top quality in 
manufacture and durability. This 
is true of the entire lineup of 
merchandise even to the smallest 
fuses, two-throw switches and 
lamp cord. We know that we 
have two types of customers to 
deal with, and that we must 
please both. We try to trade up 
every sale, of course. When a 
customer asks for a toggle switch, 
we inquire whether it is for his 
own home. If it is, we then try 
to get him to buy the top quality 
item, which may be from 40 cents 
to 60 cents more. Usually such 
suggestions work. If the man is 
buying for a rented house, or 
stringing lights in a shed, he usual- 
ly wants the cheaper one.” 


Wins Confidence 


Through steady promotion of 
that idea, the Stebbins Hardware 
Co. has won a lot of confidence 
on the part of electrical customers. 

Mr. Wolfrum credits much of 
the steady traffic in this depart- 
ment to “servicing” beyond mere 
explanation and sales of elec- 
trical equipment. Since the 
homeowner market is so exten- 
sive, there are always people 
coming in who have only a foggy 
notion of how to install electrical 
items. This is a practice which 
Mr. Wolfrum considers both dan- 
gerous and impractical. There- 
fore, the firm has taken it upon 
itself to develop charts and simple 
diagrams which are permanently 
posted on the backs of the display 
panels to explain installation 
quickly to puzzled customers. 

Such a setup is shown. This is 
a chart divided into eight sections, 
each of which was drawn by Mr. 
Wolfrum and gives details for 
safe installation of a specific item. 
Included on this are three-way 
switches, two-way switches, kitchen 
units, burglar alarms, double pole 
switches, heater switches and wiring, 
and heater double pole switches. 
When a customer expresses any 
anxiety in buying one of these, 
or asks for advice, it is a simple 
matter for the salesman to step 
behind the counter, swing out the 
panel, and explain installation 
details from the chart. A careful 


(Continued on page 134) 
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Wallpaper customers can see plenty of patterns in comfort in this department 








Wallpaper Shop Brightens Basement 


LENTY of space, 


ample accommodations for cus- 
tomers and well-rounded stocks 
have combined to make the large 
basement wallpaper department 
a source of ever-increasing prof- 
its for Judson’s Hardware of Big 
Rapids, Mich. 

There was not sufficient room 
upstairs on the first floor for a 
large wallpaper department, ac- 
cording to E. F. Hansen, one of 





Sales Floor at Judson’s 


the store managers, so the base- 
ment area was provided. Several 
excellent display features aid the 
department in functioning efh- 
ciently. 

The floor of the department is 
painted red and the ceiling a light 
cream. Walls and shelving are 
also light in color. There is plenty 
of overhead lighting which makes 
the entire section stand out clear- 
ly. The section is also equip- 
ped with a number of chairs and 












Unique display fixtures, good lighting, 
colorful patterns and accommodations for 


customers combine to aid Michigan firm 
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tables designed to make the stay 
of the customer more comfort- 
able. 

A very interesting’ display de- 
vice is in use in this department 
for the showing of various wall- 
paper rolls. A 20-ft. section of 
eaves trough has been hung up 
on one wall and painted a light 
shade. The rolls of wallpaper, 

(Continued on page 116) 
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nosticators and divine the course time 

of hardware prices. sevel 
Though the answers to the $64 F: 

questions in many instances en- vora 

gendered widely divergent shades cal 
of opinions, the survey did not not | 
uncover any sharp upward spiral ditio 
of the hardware price structure. ence 

Rather, the approach to a free who 

market seems at this period to be eye 
more of a cautious march on the whe! 

part of the hardware manufactur- i 

when the ailing OPA gasped its ers, wholesalers, and dealers 
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Said the Manufacturers 


983 Manufacturers Queried — 148 or 15 Per Cent Replied 


Have you already increased 
your prices? 
Yes — 52 
No — 95 


147 


If you have increased your prices, 
by approximately what percentage? 
23 increased prices up to 10% 
15 increased prices up to 15% 

7 increased prices up to 20% 

3 increased prices up to 25% 

4 increased prices over 25% 


52 


If you have not increased your 
prices, do you contemplate 
doing so? 

Yes — 40 
No — 48 


88 


With the lifting of price ceilings, 
do you feel that hardware prices 
generally will rise to a great 
degree or to a small degree? 
Small degree — 71 
Great degree — 24 


95 
In what lines do you think minor 


price advances may be expected? 
Replies 





Housewares 

Builders’ hardware & const. 
materials** 

Heavy hardware 

Farm equipment*** 

Paint 

67 
*means products’ incorporating 
steel, copper, etc. 
** includes nails, etc. 
*** includes fencing, wire products 


A 
In what hardware lines do you 
believe the greatest price advances 

will be manifested? 


Replies 

Appliances & electrical goods — 11 

Tools 

Metal goods* 

Heavy hardware 

Builders’ hdwe. & construction 
materials** 

Shelf hardware 

Farm goods*** 

Specialties 

Plumbing equipment 

Toys 


secaeiials 55 
*means_ products’ incorporating 
steel, copper, etc. 
** includes nails, etc. 
*** includes fence and wire products 
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How long a period do you estimate 
it will require for hardware prices 
to level off and approach 


2- 3 years 
3- 4 years 
4— 6 years 
78 
Do you anticipate an immediate 
greater flow of hardware 
merchandise off production lines 
now that we have a free market? 
Yes — 59 
No — 53 
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Do you believe that resultant 
higher living costs, even if 
temporary, will result in increased 
labor difficulties during 
the coming months? 

Yes — 85 
No — 14 

99 
From your knowledge of your 
community do you believe that 

increased prices will meet 
consumer opposition in the form 
of buyers’ strikes? 
Yes — 79 
No -e 26 
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Under prevailing market 
conditions do you feel that “fair 
trade”-priced merchandise is 
particularly desirable? 


General hardware — 16 normal? Yes — 62 
Appliances & electrical goods — 14 3- 6months — 23 "No —15 
Metal products* — 14 6-12 months — 30 _— 
Tools — 7 12-24 months — 21 77 














HARDWARE AGE 












1e€ course 


» the $64 
inces en- 
it shades 

did not 
rd spiral 
structure. 
» a free 
od to be 
h on the 
nufactur- 

dealers 
f higher 
scending 
ncurred, 
a year’s 


ediate 

Te 
lines 

1arket? 


ant 


>ased 


our 
that 
>t 
form 









time stabilize itself if not prodded 
severely by labor as in the past. 

Fair Trade merchandise was fa- 
vorably viewed as being practi- 
cal and particularly desirable 
not only under present price con- 
ditions but as a steadying influ- 
ence in the days ahead. Many 
who favored Fair Trade had an 
eye cocked towards the time 
when competition would again re- 
gain its potency. 

And the consumer—about the 
only ones which as a_ group 
seemed to mourn the passing of 
OPA—loomed large as a factor 
in returning the price ship to an 


Ball at Hardware Prices 





By R. S. WILD 


Associate Editor 
of Hardware Age 





In seeking indications of hardware price tendencies, 


Hardware Age recently surveyed its readers asking 
them to express their opinions about price trends in 
the period following the expiration of OPA. It turned 
out that we were asking some $64 questions but we did 
come up with some answers. Here they are: 


even keel. Many a hardware man 
seemed to feel that pocketbooks 
were already down to skimmed 
milk and their owners quite will- 
ing to sit it out or at least look 
about. 

The subsequent paragraphs and 
accompanying tables show what 


hardware men think about when 
they think about prices. 


Question: Have you already 
increased your prices? 


To this question the majority 
of manufacturers (95) replied 
“No,” while 52 said “Yes” they 











Have you already increased 
your prices? 


Yes — 60 
No — 29 
89 


If you have increased your prices, 
by approximately what percentage? 
8 increased prices up to 10% 

2 increased prices up to 15% 

3 increased prices up to 20% 

3 increased prices over 20% 


18 


If you have not increased your 
prices, do you contemplate 


doing so? 
Yes — 50 
No — 16 

66 


With the lifting of price ceilings, 
do you feel that hardware prices 
generally will rise to a great 
degree or to a small degree? 
Small degree — 49 
Great degree — 19 


68 


In what lines do you think minor 
price advances may be expected? 
Replies 
General hardware .............. 19 
Appliances & electrical goods.... 13 
Builders’ hdwe. & const. material* 11 


arm equipment** Pee sata ee 
oe en ell eee 10 
IN iain. 5:25 saeeh ieee oes 12 





Said the Wholesalers 


484 Wholesalers Queried — 97 or 20 Per Cent Replied 


ER Se ee Aner bere 9 
nae 3 
Plumbing equipment ............ 3 

91 





* includes nails, etc. 

** includes fencing, wire products 

*** means products made of steel, 
copper, etc. 


In what hardware lines do you 
believe the greatest price 
advances will be manifested? 


Replies 

Builders’ hdwe. & const. materials* 13 
Appliances & electrical goods ... 13 
MENS Rcevasaves wats cous <oeeks . 10 
ES ee eee 8 
al a rn 7 
| an een eae ee 
Sporting goods ............ } 2 
oo cle 5 > Gig e-ccd-ariced «a 2 
Heavy hardware 2 
62 





* includes nails, etc. 
** means products made of steel, cop- 
per, etc. 


How long a period do you estimate 
it will require for hardware 
prices to level off and 
approach normal? 

3-6 months — 28 
6-12 months — 23 
12-24 months — 18 
3 years — 3 
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Do you anticipate a greater flow 
of hardware merchandise off 
production lines now that we have 
a free market? 


Yes — 60 
No — 25 
85 


Do you believe that resultant 
higher living costs, even if 
temporary, will result in increased 
labor, difficulties during 
the coming months? 


Yes — 73 
No — 8 
81 


From your knowledge of your 
community, do you believe that 
increased prices will meet 
consumer opposition in the form 
of buyers’ strikes? 


Yes — 69 
No — 2l 
90 


Under prevailing market 
conditions do you feel that “fair 
trade”-priced merchandise is 
particularly desirable? 


Yes — 75 
No — 8 
83 
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had increased prices. This pro- 
portion changes with the whole- 
salers, 60 wholesalers having 
raised their prices as against 29 
who did not. Among the retailers, 
a slight majority, 361, had main- 
tained prevailing prices while 314 
dealers signified that they had 
raised theirs. When considering 
these proportions it must be borne 
in mind that the questionnaire 
was mailed in November, 1946, 
a few weeks after all but a few 
price controls had been lifted. 
Therefore at this time, undoubt- 
edly, it is not at all unlikely that 
those who had not put through price 
increases were a definite minority. 


Question: If you have in- 
creased your price, by approxi- 
mately what percentage? 


Here the predominating per- 
centage range of increase among 
the three groups is from 0 to 10 
per cent indicating that the manv- 
facturers, wholesalers, and deal- 
ers were not going overboard but 
were putting through only minor 
increases. Substantial increases of 
from 0 to 15 per cent were put 
into effect by a number of whole- 
salers and dealers but there were 
relatively few in all three groups 
who had increased their prices 20 
per cent and over. Relative to 
wholesalers and retailers, it must 
be remembered that these in- 
creases do not always represent 
increases in their profit or operat- 
ing margins but rather the passing 
on of percentage rises received 
from their various sources of sup- 


ply. 


Question: If you have not in- 
creased your prices, do you 
contemplate doing so? 


To this question the manufac- 
turers by a slight majority, 48 
to 40 replied “No.” However, 
wholesalers, 50 to 16, and deal- 
ers, 219 to 169, said that they 
were contemplating increases. 
Comments made in most instances 
indicated that the wholesalers and 
dealers replied as they did be- 
cause in the event that they re- 
ceived price rises from their 
sources of supply, they would pass 
them on. 


Question: With the lifting of 
price ceilings do you feel that 


112 





Sectional Break-down 
Replies 
NEW ENGLAND — Maine, New 
Hampshire, Vermont, Massa- 
chusetts, Rhode Island, Con- 
necticut 
MIDDLE ATLANTIC—New York, 
New Jersey, Pennsylvania..... 128 
SOUTH ATLANTIC — Delaware, 
Maryland, Districtof Columbia, 
Virginia, West Virginia, North 
Carolina, South Carolina, Geor- 
SS MNS 56 -ishoriie ons s0'6 62 
EAST NORTH CENTRAL—Ohio, 
Indiana, Illinois, Michigan, 
RE rere 174 
EAST SOUTH CENTRAL—Ken- 
tucky, Tennessee, Alabama, 
Ee ae, 
WEST NORTH CENTRAL—Min- 
nesota, Iowa, Missouri, North 
Dakota, South Dakota, Neb- 
a 116 
WEST SOUTH CENTRAL—Arkan- 
sas, Louisiana, Oklahoma, 
/ | a eee ne . & 
MOUNTAIN — Montana, Idaho, 
Wyoming, Colorado, New 
Mexico, Arizona, Utah, Nevada 34 
PACIFIC — Washington, Oregon, 
Re eS ee 4l 


Have you already increased 
your prices? 


50 


Yes — 314 

No — 361 
Regional Yes No 
New England States 30 20 
Middle Atlantic States 72 56 
South Atlantic States ...... 22 40 


East North Central States. 76 98 
East South Central States. 15 13 
West North Central States. 46 70 
West South Central States. 13 29 


Mountain States ee 17 
Pacific States _. ‘ene ova 18 
314 = 361 


If you have increased your prices, 
by approximately what percentage? 
76 increased prices up to 10% 





Said the 


4460 Retailers Queried 
c o 


30 increased prices up to 15% 
40 increased prices up to 20% 
13 increased prices up to 25% 
18 increased prices over 25% 


177 


It you have not raised your 
prices do you contemplate 


doing so? 

Yes — 219 

No — 169 

388 
Regional Yes No 
New England States ....... 17 8 
Middle Atlantic States .... 31 26 
South Atlantic States ...... 24 20 


East North Central States. 56 52 
East South Central States. 11 6 
West North Central States. 34 27 
West South Central States. 17 14 








Mountain States .......... 13 10 
Pacific States : ssa Ma 6 
219 += 169 


Do you feel that prices will rise 
generally to a minor or 
greater degree? 

Minor degree 403 
Greater degree 141 


544 


In what hardware lines do you 
believe minor price advances 
may be expected? 

General hardware .......... 144 

Builders’ hardware and construc- 
tion materidis” ......:...... 

Metal goods** 

Appliances and electrical goods. 87 


Ee eee 80 
Housefurnishings .......... 57 
SS rere Pen 36 
Heavy hardware Gackt: 33 
8... ai ee 32 
Shelf hardware ......... ; 16 
Plumbing equipment ........ 16 














hardware prices generally will 
rise to a great degree or to a 
small degree? 


The majority of manufacturers, 
wholesalers, and dealers felt that 
only minor price advances would 
be instituted with the removal of 
controls. 

Asked to explain their reasons, 
dealers who foresaw a minor 
rise, replied variously as follows: 
supply and demand would soon 
adjust themselves; competition re- 
asserting itself would bar a large 
price increase; labor’s wage is 
about as high as it will go and 
OPA during its lifetime generally 
took wages into consideration 











when establishing prices; con- 
sumer resistance is already in evi- 
dence; wholesalers and manufac- 
turers favor small advances; most 


manufacturers and _ distributors 
still have integrity and are in- 
terested in the future of their 
businesses. 


Those retailers who anticipated 
a major advance, based their re- 
plies on the following: reflecting 
the advances already in effect in 
steel, lumber, coal and labor: 
prices will have to advance great- 
ly to meet labor’s demands and 
will continue to do so as long as 
labor demands increase; shortages 
in raw materials; many manufac- 





HARDWARE AGE 











675 | 


Appli 
Builde 

tion 
Metal 
Tools 





enters 
will b 
advan 
many 
other 

Rez 
factur 
minor 
thoug 
are in 
tend | 
to sec 
ing 1 
costs 
would 





FEB 





Queried 


to 15% 
to 20% 
to 25% 
er 25% 


i your 
plate 


3; «con- 
; in evi- 
ianufac- 
S; most 
ributors 
are in- 
f their 


cipated 
ieir re- 
flecting 
fect in 
labor: 
> great- 
ds and 
ong as 
ortages 
anufac- 


|, AGE 





. e 
Retailers 
675 or 15 Per Cent Replied 
a] 
includes neil ete. : 


** means products made of steel, 
copper, etc. 





*** includes fence and wire products 


In what hardware lines do you 
believe major price 
advances may be expected? 


Appliances and electrical goods. 149 


ree 126 
a ere 82 
ae Rio Sime Giese e606 82 
Housefurnishings ......,....... 26 
Heavy hardware .............. 24 
General hardware ............. 31 
PO I ov as occ coesac 13 
Sporting goods ................ 8 
Plumbing equipment ........... 8 





* includes nails, etc. 
**means products made of steel, 
copper, etc. 
*** includes fence, wire products 


How long a period do you estimate 
it will require for hardware prices 
to level off and approach 


normal? 
3 to 6 months — 16 
6 to 12 months — 305 
321 
l to 2 years — 159 
2 to 3 years — 28 
187 


Do you anticipate an immediate 
greater flow of hardware 
merchandise off production lines 
now that we have a free market? 


Yes — 302 
No — 273 
575 











Do you believe that resultant 
higher living costs, even if 
temporary, will result in increased 
labor difficulties during 
the coming months? 


Yes — 477 
No — 79 
556 


From your knowledge of your 
community do you believe that 
increased prices will meet 
consumer opposition in the form. 
of buyers’ strikes? 


Yes — 381 

No — 2ll 

592 
Regional Yes No 
New England States ...... 30 15 
Middle Atlantic States .... 63 46 
South Atlantic States ..... 38 17 


East North Central States. 91 58 
East South Central States. 20 7 
West North Central States. 71 28 
West South Central States. 27 10 


Mountain States ..... a 12 
a ge ee 20 18 
381 21) 


Under prevailing market 
conditions do you feel that “fair 
trade” priced merchandise is 
particularly desirable? 


Yes — 542 

No — 76 

618 
Regional Yes No 
New England States 36 8 
Middle Atlantic States 105 13 
South Atlantic States 47 11 


East North Central States 131 24 


East South Central States 24 3 
West North Central States 101 7 
West South Central States 31 6 
Mountain States ...... 31 2 
Pacific States ... 36 2 

542 76 








turers have been tied to ceilings 
and will try to make hay while 
the sun shines; high priced labor 
enters into hardware items and 
will bring about a 25-33 per cent 
advance before a decline sets in; 
many items too low in relation to 
other prices. 

Reasons given by the manu- 
facturers for expecting largely 
minor price advances were: al- 
though material and labor costs 
are increasing, manufacturers will 
tend to keep prices low enough 
to secure large volume, there be- 
ing many ways of controlling 
costs and most manufacturers 
would study every means; public 
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is becoming price-conscious; a 
rise in price will create supply 
which will hold prices in check; 
reputable manufacturers will not 
want prices inflated beyond neces- 
sary point; there is greater com- 
petition today among manufac- 
turers for the consumer dollar 
and most manufacturers will try 
to keep price increases to the min- 
imum to insure their retention of 
a competitive position in the mar- 
ket; hardware men are trying to 
hold the line and prevent any 
higher degree of inflation—they 
are also usually satisfied with a 
fair margin of profit; increased 
production will absorb some of 






the increased costs; relief already 
given is satisfactory. 

Those manufacturers who felt 
that advances would be great 
commented that: hardware prices 
will increase to a considerable de- 
gree due to higher costs of ma- 
terials caused by labor demands 
and in some cases due to greedi- 
ness by some manufacturers, dis- 
tributors, etc.; most hardware 
items require a large percentage 
of labor and steel is the basic raw 
material; steel scrap price has in- 
creased; coal will advance; cop- 
per has advanced and these ad- 
vances will all be reflected in 
prices of all hardware. 


The wholesalers, who said they 
anticipated minor rather than 
major advances, remarked: ad- 
vances already made by leading 
manufacturers places them in a 
position where they can’t advance 
too much further; competition in 
the hardware field will permit only 
a small increase to cover actual 
increased labor and _ material 
costs; it is not the practice of the 
hardware industry to increase 
prices out of proportion to the 
actual need, based on costs of 
raw materials and labor; as old 
established manufacturers get into 
full production they will cause 
many of the new manufacturers 
to reduce their prices drastically; 
manufacturers and _ distributors 
are too concerned about the 
shrinking market as prices ad- 
vance to add on more than neces- 
sary; any reputable manufacturer 
interested in the distribution of 
his merchandise will make only 
such increases as may be necessary 
to provide a reasonable return. 

And those wholesalers who fore- 
saw a major advance said: with 
manufacturing labor costs up to 
an average of 53 per cent and 
material costs up approximately 
42 per cent over 1942 costs and 
very little relief received from 
OPA, we can look forward to an 
increase of at least 20 or 25 per 
cent; many lines are comparative- 
ly low and an increase is justi- 
fied—others will be advanced be- 
cause it is in the air; everybody 
wants more and more profit, de- 
spite the fact that it will surely 
bring on inflation and after that 
the worst depression; manufac- 


113 








turers have been operating at a 
loss; we are on the last swing of 
inflation—hardware prices have 
not gone up as fast as other lines 
so they will jump fast but will 
readjust fast. 


Question: How long a period 
do you estimate it will require 
tor hardware prices to level 
off and approach normal? 


Here the majority of opinions 
gravitated to a period extending 
roughly to a year, 53 manufac- 
turers, 51 wholesalers and 321 
dealers concurring in that opin- 
ion. The next greatest majority 
of opinion stated that prices would 
level off in a period of one to 
two years: 21 manufacturers; 18 
wholesalers and 159 retailers. 
Those who felt it would take long- 
er than two years were definitely 
in the minority. 


Question: Do you anticipate an 

,immediate greater flow of 
hardware merchandise off pro- 
duction lines? 


Manufacturers’ answers to this 
question were about equally di- 
vided with 59 saying “yes” and 
53 saying “no.” Those who replied 
affirmatively did so because they 
reasoned that upward price adjust- 
ments on OPA-controlled or hard- 
to-get materials will bring them 
back and permit manufacturers to 
resume production of items taken 
off or forced off the market; be- 
cause of an improved labor market 
and the completion of reconver- 
sion plans; removal of controls has 
wiped out the inequalities that ex- 
isted. 

On the other hand, manufac- 
turers who did not feel that the 
removal of price controls would 
bring about a great flow of hard- 
ware, expressed these various rea- 
sons: stocks are low on metal 
and in fact all manufacturing and 
assembly parts and these must be 
replenished sufficiently to keep a 
uniform production line going 
without constant interruptions; 
production lines were already 
“strained” before the war; uncer- 
tain labor and raw material situ- 
ation; most manufacturers, be- 
cause materials are scarce, will 
continue to operate on a 40-hour 
week, not wishing to increase 
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prices sufliciently to cover time- 
and-a-half costs. 

The balance of opinion among 
wholesalers swung sharply to the 
belief that more hardware mer- 
chandise could now be expected; 
60 asserted that opinion while 25 
replied negatively. 

Those who looked to increased 
production did so because: no 
OPA restrictions; better margins 
for manufacturers; war contracts 
are ended and manufacturers are 
back in civilian production; pro- 
duction will be pushed to offset 
the increase in operating expenses. 
Those who did not expect in- 
creased production said the labor 
situation was still unsettled; lack 
of raw materials. 

A majority of hardware dealers 
also felt that more merchandise 
would soon roll off production 
lines, 302 expressing that opinion 
and 273 expressing themselves as 
doubtful. Largely the dealers 
came to their conclusions by the 
same reasoning expressed by the 
other branches of the industry. 








Home Butchering Fans 
Read This Ad 





Butchering Aids 


BURPEE PRESSURE COOKERS 
CLEAVERS MEATSAWS_ KNIVES 
NO. 2 and 3 TIN CANS 


General Mills True Heat 


$10.15 
RCA Victor "47 Mode} AC, 
DC or Battery 
PORTABLE RADIO 
$59.95 


Heavy Spun Aluminum Regular $1.98 
2 QUART SAUCEPAN 
$1.19 


DINNER WARE 
uM lag Fa 95 Pe. ? oa aaa 
$21.75 $39.95 
TABLE LAMPS 25% OFF 


Open Stock Fiesta Ware 


Blow’s Hardware 











Blow’s Hardware, of Waupun, Wis., 
recently published the “Butchering 
Aids” advertisement shown above at 
a time when many farmers were 
getting ready to butcher hogs. As a 
result the firm cashed in on sales of 
supplies. In its original form, the 
ad was two columns wide and 7 in. 
high and was accorded an excellent 
position in the paper. 


Question: Do you believe that 
resultant higher living costs, 
even if temporary, will result 
in increased labor difficulties 
during the coming months? 

Yes was the almost unanimous 

answer given by the manufac- 
turers, wholesalers and dealers and 
for the obvious reasons, which 
have been spread across news- 
papers these recent months. 
However, a number of the small 
minority opposing that point of 
view, looks towards the new Con- 
gress to settle labor difficulties 
and some also felt that unions 
had gone about as far as they 
would go and _ strikes would 
abate. Manufacturers tallied: 85, 
yes, 14, no; wholesalers, 73, yes, 
8 no; and dealers, 477, yes, 79, 
no. 
Question: From your knowl- 
edge of your community do 
you believe that increased 
prices will meet consumer op- 
position in the form of buyers’ 
strikes? 

Hardware dealers show them- 
selves to be more: definitely of 
the opinion that buyers’ strikes 
will result from increased prices, 
381 concurring in that opinion 
and 211] disagreeing with the ma- 
jority. Seventy-nine manufactur- 
ers felt there was a threat of 
buyers’ strikes as opposed to 26 
who didn’t and 69 wholesalers 
went along with the manufactur- 
ers in their majority opinion with 
21 dissenting. 

However, those who felt the 

threat of buyers’ strikes did not 
feel that these would be organ- 
ized movements but rather a man- 
ifestation of an increased ten- 
dency on the part of consumers 
to resist higher prices by either 
shopping about or just doing 
without the merchandise. Many. 
particularly dealers whose rela- 
tionship with customers is closer 
than either manufacturers or 
wholesalers, said that they were 
already feeling restrictive effects 
of the shrinkage of the consumers’ 
dollar and incomes. 
Question: Under prevailing 
market conditions do you feel 
that “fair trade” priced mer- 
chandise is desirable? 

This question too received an 
almost overwhelming majority of 

(Continued on page 140) 
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More than 300 garden tools of various types are shown in this section of the fixture. 





Garden Tool Department Is Operated 
On 90 Per Cent Self-Service Basis 


Kingshighway unit of Central Hardware Co. 
uses mass display adaptation for showing 

















G ARDEN tool mer- 


chandising is made almost auto- 
matic by the novel mass display 
fixture developed by the Central 
Hardware Co., St. Louis. Instead 
of regarding garden tools as 
something which require “per- 
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sonal selling”, the Kingshighway 
unit of the Central company has 
placed this promotiun on a 90 
per cent self service basis—with 
the result that hundreds of home- 
gardeners literally “help them- 
selves” in buying. 

The first element considered in 
changing over garden tools selling 
to this plan was mass display, ac- 
cording to Eugene Crouther, gen- 
eral manager of the store. “Mass 
display has many advantages in 
hardware merchandising,” he 
points out. “Our experience has 





garden tools ina 35-ft. display fixture 


been that the store which shows 
the largest choice of any single 
item is usually the one the cus- 
tomer remembers. Therefore, our 
garden tools are so laid out that 
the customer will remark about 
the large number shown—and re- 
member it in the future.” 

All garden tools are shown on 
a fixture 35 ft. long by 14 ft. high, 
recessed 1 ft. into the wall of the 
store. Here, on bracket hooks for 
maximum safety, appear over 700 
garden tools, divided into 40 clas- 
sifications and representing a 
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$2,000 inventory all on view. The 
fixture was designed by Central 
to make it easy for any customer 
to find the appropriate tool for a 
specific purpose—as well as to 
“hit them in the eye.” 


Each Item Identified 


Each individual display of 
tools is identified by a small 
printed card in a brass bracket, 
semi-hidden by the tool handle. 
This bears the name of the tool, 
its manufacturer, and a_ stock 
number for stock-checking pur- 
poses and, in addition, each tool 
has the price plainly marked on 
labels or written on the handle 
with crayon. Thus, a customer 
buying a grass whip, merely re- 
fers to the price on the handle 
and makes her purchase. Use of 
the permanent labels has simpli- 
fied inventory greatly, according 
to Mr. Crouther. “We make a 
daily inventory check of the fix- 
ture,” he says, “and simply jot 
down the stock numbers and 
names on any of the labels over 
which nothing is hung or on 
which merchandise is low. Any 
label plainly visible means that 
that particular bracket is out of 
stock—and a requisition goes out 
immediately to replace it.” 

Identification by label also 
makes it easy for a customer to 
find what she needs. In the top 
row, for example, the first sec- 
tion contains straight shovel 
handles, the second rakes, the 
third garden floral hoes, the fifth 
lightweight rakes, the sixth weed- 
ers, the seventh single bend scoop 
shovels, the eighth leaf rakes, the 
ninth light double bend spade 
handles and the tenth heavy. 
double-bend spade handles. More 
sections contain bent fork handles, 
spading forks, juvenile spades, 
hoes, ladies’ home shovels, auto 
and camping shovels, floral 
spades, ditching spades, drain 
spades, garden spades of square 
and pointed tip types, dandelion 
rakes, potato hooks, cultivators, 
lawn and leaf rakes, tar rakes, 
and walk scrapers. The choice is 
almost infinite, including light 
weight and heavy models for 
women and men, and new types 
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of garden tools. For example, 
one section contains grass whips, 
weed whips, hay forks, round 
point spades, wire rakes, lawn 
edgers, home garden plows, and 
many others in a large assort- 
ment. Any customer may quickly 
ascertain the purpose of any tool 
by reading the label beneath the 
handles, to make up an assort- 
ment which fits her particular 
needs. Incidentally, the fixture is 
operative the year round, snow 
shovels, coal scoops, stoker 
scoops, etc., replacing the garden 
tools in season. 

The policy of department sales- 
people is to meet the customer 
courteously when she walks in, 
and ask what size garden is in- 
volved. If it is a small home 
garden, the salesman politely sug- 
gests what she needs and points 
them out. If the customer is 
growing food in a large garden, 
he jots down a list of proposed 
items and hands this to her to 
make her own selection, but is 
always available to answer any 
question in reference to the mer- 


chandise. In all cases, the store 
has found it wise to allow cus- 
tomers to browse through the 
stock, since the shape and gen- 
eral description of the tool often 
“sells far better than talking 
about it.” Since the label tells 
the complete story of the tool, and 
the price is handy on each indi- 
vidual tool, it is not difficult for 
a customer to make up her own 
selection. Industrial customers 
operating nurseries, flower gar- 
dens, or commercial truck gar- 
dens, appreciate the idea equally 
well—and surprisingly, the unit 
sale is usually higher when the 
customer is left to his own de- 
vices than when a salesman makes 
the suggestions, the Central Hard- 
ware Co. management has discov- 
ered. 

Several of the 40 brackets 
which support various garden 
tools show blank labels. These 
indicate at inventory time that 
the tools hung upon them have 
been given out at random. The dis- 
play is worked out so successfully 
that only one regular man is as- 
signed to it. 





Wallpaper Shop Brightens Basement 
Sales Floor at Judson's 


(Continued from page 109) 


which are to be shown to pros- 
pects, are laid in the trough with 
the edges over the top. Then the 
salesman showing the paper can 


® pull the roll and show the cus- 


tomer how the paper actually 
looks on a wall. This does away 
with the necessity of holding the 
paper and also saves much labor. 
As many as eight patterns can be 
shown full wall length on this 
trough at one time. This, of 
course, gives the customer an ex- 
cellent basis for making a choice. 

Wallpaper stock is carried on 
double racks to the right of the 
department. These can be seen 
easily by the prospect at all times. 
Sections are numbered carefully, 
so that the salesman can select 
his samples accurately. 

Mr. Hansen points out that it 
is highly important to keep the 
section clean as dust and dirt 
which is allowed to accumulate 
would quickly deter many wall- 
paper prospects. 

“Our main paint section is on 


the first floor,” says Mr. Hansen, 
“and we always suggest wallpa- 
per to our paint customers. We 
are often able to make additional 
sales because of such suggestions. 
Likewise, when we make a wall- 
paper sale, we always ask the 
customer if he needs paint, var- 
nish or other supplies. 

Plenty of color charts are on 
hand in the paint department for 
the prospect to study. When sales- 
man and prospect go over a color 
card together the merits of each 
color can be more clearly ap- 
preciated by the prospect and this 
is often the deciding factor in 
the sale. 

The store has two excellent dis- 
play windows facing a street with 
a great deal of sidewalk circula- 
tion. Paint and wallpaper get at- 
tractive displays there several 
times a year and this produces 
extra sales. Newspaper advertis- 
ing is also used regularly to pro- 
mote the paint and wallpaper 
departments. 
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Double-Barrelled Tie-Up Promotes 
Appliance Department Business 


a of a 


good appliance department in- 
volves many factors, especially 
during normal times. That is the 
belief of Harold Swarthout, own- 
er of H. D. Swarthout’s, hard- 
ware and appliance store, Portland, 
Mich. Mr. Swarthout, aided by 
his wife, has worked up an ap- 
pliance business which is not 
only bringing in many benefits at 
the moment, but which seems 
destined to prosper even more in 
the immediate future. 

In addition to excellent display 
of appliances, plus the right kind 
of advertising and selling, Mr. 
Swarthout has a number of other 
features which are tied into his 
program and which help build 
business. 

The store is one of the few 
authorized pay stations for the 
gas and electric utility company. 
This brings in numerous home- 
owners and renters regularly and 


Having a pay station for a local utility 
company on his premises together with a 
reciprocal agreement with an electrician 
combine to boost sales for H. D. Swarthout 


helps considerably in _ building 
store traffic. 

The homeowner or renter who 
wants gas and electricity turned 
on or off, comes to the store and 
informs the owners of the fact. 
Naturally, this opportunity pro- 
vides the firm with considerable 
information on newcomers. Many 
of them learn they can buy many 
appliances they need at the store 
and numerous sales result. 


Aid to Friendships 


The newcomer, also, is grateful 
for friendships, and the station 
which the Swarthouts operate 
give them an opportunity to make 
many new friends and to main- 
tain frequent contacts with old 
customers. 


“We have always had heavy 
traffic since we had this station,” 
says Mr. Swarthout, “and many 
sales have been traced to it. There 
is a lot of work connected with 
it, but the station gives us an 
opportunity to meet and serve 
people and is very much worth 
while from that standpoint.” 

Another business-building fea- 
ture which works out very well 
is an arrangement with a local 
electrician. When Mr. Swarthout 
sells electrical equipment he 
turns over the actual installation 
jobs to this electrician. Through 
this sort of close working ar- 
rangement, he is able to provide 
many wiring customers with the 
service they need. 

In reciprocation, the electrician 

(Continued on page 141) 


Although connected to the main store by a doorway, this section is virtually by itself. 
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Glassware is shown along one sidewall with pictures displayed on the ledge above. 


Gift and Housewares Volume 


ein and house- 


wares have been important profit- 
producers for Abbott & Son of 
Marshalltown, Iowa, and during 
the past few years these lines have 
attained an average annual vol- 
ume of $150,000. Large, compre- 


hensive stocks and excellent ar- 
rangement have played an im- 
portant part in producing these 
excellent results. , 

The gift line is nothing new at 
Abbott’s, according to E. E. Bren- 
ner, president. The firm started 
the department 23 years ago, rec- 
ognizing its possibilities as a pro- 


fit and traffic builder. This judg- 


Wall shelving is 
used to excellent 
advantage ir 
many of the win- 
dows in which 
housewares or 
gifts are dis- 
played. The tall 
lamps add a dis- 
tinctive touch to 
this outstanding 
and well rounded 
window display. 


ment has been vindicated, for the 
department has been growing very 
steadily ever since. 

Ordinarily the firm carried 40 
patterns of dinnerware in stock, 
which gives one an idea of how 
large is the selection of such items 
offered. When numerous patterns 
are again available, the firm in- 
tends to stock that many, and per- 
haps more, patterns. 


Display’s the Thing 


According to Mr. Brenner and 
J. H. Crosby, secretary-treasurer, 
one of the reasons why the firm 
does such a large business in din- 
nerware, glassware, pottery and 
gift mechandise, is that extensive 
display is given to the items. For 
example, practically one entire 
wall .area of the long and wide 
store is devoted to a showing of 
glassware, pottery, pictures, and 
allied lines. The customer, coming 
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into the store, and seeing that long 
wall expanse of glassware and 
other items is instantly aware 
that the store maintains a large 
stock and one which will be in- 
teresting to investigate. Numerous 
customers browse through this de- 
partment and numerous sales re- 
sult. 


Pictures Popular 


A wide variety of pictures are 
displayed on the top ledge of the 
wall section. This has been found 
to be an excellent spot for such 
merchandise as it shows up well 
against the light colored wall back- 
ground. Pictures range in upward 
from $3, with a number selling at 
$10 and $12. Religious pictures 


o Oa 


A wide variety of 
gifts were shown 
in an attractive 
fashion here. The 
lamps were again 
featured on each 
side of the shelv- 
ing. Two folding 
tables held cock- 
tail sets which 
added much to 
an interesting 
window. 


are in demand in this section, say 
store officials. 

Flanking the wall section is a 
well placed row of tables which 


Large stocks and attractive management 
combine to do the trick effectively for 
firm of Abbott & Son, Marshalltown, Iowa 


Hits § 


Completely set tables display dinnerware. Pottery is shown on long aisle tables. 
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carry samples of dinnerware and 
glassware. The tables are covered 
with tablecloths of attractive de- 
sign which lends much to the 
beauty of the display. Women 
can’t resist stopping at these tables 
and looking over the items when 
they are in the vicinity. 

Sufficient aisle space in a store 
which does a large business like 
this is absolutely necessary, and 
the Abbott store has plenty of it. 
Customers can move quite freely 
down the aisles without bumping 
into tables. From 50 to 100 people 
are in this gift department during 
rush periods, especially during the 
holiday season. 

Pottery, gifts and oth. 
are displayed at counters along a 
‘couple of the pillar areas, divid- 
ing the store. On these tables pin- 
up and boudoir lamps are dis- 
played. A large number of lamps 
are sold yearly, for gift customers 
are home-decoration minded, and 
lamps fall definitely into this 
category. 

“Gifts and housewares get al- 
most half the display space in the 
store, because the annual volume 
warrants it,” says Mr. Brenner. 
“We find that not only is the gift 
and housewares section a splendid 
profit-maker, but it brings a lot 
of traffic into the store for our 
other lines and departments. It 
has worked out beautifully so far 
as we are concerned.” 

In a department of this sort, 
where such a large annual vol- 
ume is attained, there is neces- 
sarily a lot of housekeeping every 
day to keep stock in place and to 
keep it clean. Mr. Brenner has 
his sales staff trained to the im- 
portance of this display and clean- 
liness factor, and the more than 
10 employees in that department 
work hard to keep the section ap- 
pealing to customers. 

Mr. Brenner says that the store’s 
gift department attracts rural 
women as well as city residents. 
Both farm women and those re- 
siding in nearby small towns 
know that Abbott & Son have a 
wide variety of gifts and house- 
wares and they never fail to come 
to the store when they need mer- 
chandise along these lines. The 
reputation of the store in this re- 
spect has grown through the years, 
and this means a great deal. 


items 


Marshalltown has a population 
of 20,000, is one of the most pro- 
gressive cities in Iowa, and at- 
tracts much business from a con- 
siderable area. The town has many 
fine, clean stores, excellent park- 
ing facilities, good hotels, and a 
progressive chamber of com- 
merce and these combine to play 
a part in attracting consumer dol- 
lars to town. 

Mr. Brenner points out that dur- 
ing the coming year or two, Ab- 
bott & Son plans an extensive re- 
modeling campaign. This will en- 
large the store space and provide 
better fixtures and lighting for gifts 


and other lines. When such a pro- 
gram is completed, Mr. Brenner 
and Mr. Crosby look forward to 
increased volume, resulting from 
better display. 

Gift department employees, as 
well as other employees of the 
store, are right now benefitting 
from a sales training program 
being instituted by the manage- 
ment. Employees are taught the 
fundamentals of selling and store- 
keeping, as well as the handling of 
customers. It is expected that this 
program will also help to increase 
sales considerably in the months 


ahead. 





Signs Remind Customers of Something 
Else As They Leave the Store 


664 YAPITALIZE on your customer 

trafic when it leaves your 
store just as you capitalize on it when 
it enters the store.” That is the be- 
lief of Joe E. Reedholm, owner of 
Reedholm’s Hardware, Boone, Iowa, 
and he finds that it is a profitable 
policy to follow. 

The way in which Mr. Reedholm 
capitalizes on outgoing traffic is by 
means of signs placed where people 
can see them as they prepare to leav> 
the store. These signs, with white 
backgrounds and black and colored 
lettering, are well done and copy on 
them varies. Some pertain to general 
store service and policy, such as 
“Buy With Confidence in This Store,” 
and “We Pledge to Serve You Bet- 
ter,” while others advertise the vari- 
ous makes of appliances, paints and 
general hardware handled by the 
firm. 

The signs are strung across the en- 


tire store width just above front door 
level. Although quite large, they do 
not interfere with a view of the store 
from the street. As Mr. Reedholm 
puts it, “These signs merely occupy 
space which formerly was wasted. 
and they help us sell more merchan- 
dise.” 

Many a time a customer leaving 
the store, with an armful of pur- 
chases, sees the signs near the front 
door, is reminded of something he or 
she needs and thus another sale is 
made. “This is one way we have 
of hammering home the idea of the 
brand names we carry and the ser- 
vices we offer,” says Mr. Reedholm. 

The same copy is on both sides 
of the signs so that people on the 
street and those inside the store can 
read the same message. In this man- 
ner, the store capitalizes on a lot of 
sidewalk traffic as well as actual store 
traffic. 


These signs act as reminders to many forgetful customers. 
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JOSEPH F. LEOPOLD 


I CAN think of no more 
appropriate text for my talk to you 
today than the simple but heartfelt 
prophecy of Eugene Hensel, attorney 
for the National Association of Co- 
operatives, as uttered by him during 
a discussion of the ways and means 
of tax dodging at a recent big co- 
operative meeting. As reported in 
quotes by the Wall Street Journal, 
Mr. Hensel said: 

“Hell’s getting ready to pop!” 

We have not always agreed with 
Mr. Hensel’s law or his economics. 
He has been one of the staunch de- 
fenders of the inalienable right of 
farmer co-operatives to do just about 
what they pleased—to borrow Gov- 
ernment’s money, which is your 
money and mine, on highly preferred 
terms; to reject even the slightest 
responsibility for supporting that 
Government in time of need. 

As a matter of fact, hell’s a-pop- 
ping right now. Our co-op friends 
know it. They are all hot and 
bothered. In the report of the highly 
accurate Wall Street Journal, Mr. 
Hensel went on to say that he had 
recently found a strange and unac- 
countable change in the attitude of 
Treasury Department offcials. 

“Two years ago,” said Mr. Hensel 





*Excerpts from an address before the 
Indiana Retail Hardware Association, 
Jan. 30, 1947, and conventions of the 
Western, Ohio, Wisconsin and Virginia 
associations. 
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Prospects for Tax Equality 








Urging Federal action to place the co-ops on the same 


tax basis as other corporations, Mr. Leopold says, “Often, 
these days, a little co-op is no more than the local retail 
outlet for a multi-million-dollar co-op manufacturer of 
electrical appliances, lipstick and leg make-up .. . Oftener 
than not, the little co-op is a corporation, with all personal 
liability sloughed off the members’ backs. And its aim 
and desire in life is to get big—which it succeeds in 
doing.” Declares co-ops plan minimum rate of growth 
of three-times, four times present volume. 





By JOSEPH F. LEOPOLD* 






Dallas, Tex., District Manager, 
National Tax Equality 
Association 


—and I am still quoting directly 
from the newspaper, “they had little 
knowledge about our co-operative 
operations. “Now,” he added, “they 
are primed with all the arguments 
against continued freedom from 
taxes.” 


Arguments Won't Die 


Mr. Hensel was not alone in his 
sad discovery that something is be- 
ginning to go very much awry in the 
camp of the fair-haired lads of co- 
operation. Another spokesman—un- 
fortunately not named by the Wall 
Street Journal—chimed in the dis- 
cussion with the unhappy observa- 
tion that “The arguments against us 
won’t die out. Some day we may 
lose. Do we want to compromise 
now and settle the issue?” 


And so would-be appeasers turned- 


over a few wet stones and came up 
with some compromise notions, which 
I imagine we shall shortly see dan- 
gled before the eyes of the Ways and 
Means Committee of Congress and 
the Treasury boys. They’re not very 
good offers, but I’Jl pass them along 
to you in the cold, unemotional 
words of the Wall Street Journal— 
you may be sure that they'll be 
dressed up a lot more seductively 
when the co-op propagandists get to 
work on them. 





Number one has an old, familiar 
ring. It was borrowed, I suspect, 
from the story of David and Goliath 
—David being the good little boy, 
in whom there was no evil; Goliath 
being a big, burly so-and-so, who de- 
served to have his fat head chopped 
off. Here it is: Remove the tax ex- 
emption of the big regional associa- 
tions, but leave the little local co-ops 
untaxed, just as they are now. 

I hardly need comment to this 
audience on that offer of another 
Munich. Hardware dealers, little 
coal and lumber yards, established 
grocers, little manufacturers — all 
smal] businessmen, whatever their 
trade—know that the little co-op is 
rapidly getting to be tough competi- 
tion on Main Street. 

Often, these days, a little co-op is 
no more than the local retail outlet 
for a multi-million-dollar co-op man- 
ufacturer of electric appliances, lip- 
stick. and leg make-up, cigars and 
cigarettes, farm implements, corn 
flakes, toothbrushes and vitamin 
pills. 

Oftener than not, the little co-op 
is a corporation, with all personal 
liability sloughed off the members’ 
backs. And its aim and desire in life 
is to get big—which it succeeds in 
doing. 

Compromise proposal number two 
goes a bit further. The co-op ap- 
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peasers suggest a limitation of the 
reserves that can be accumulated tax 
free. Karl Loos, who is their top 
lawyer, is quoted by the Wall Street 
Journal as saying that abuses have 
cost the co-ops much good will, and 
a limitation of the annual accumula- 
tion of tax-free reserves to 1 per cent 
of the yearly volume of business 
might be a reasonable concession, 
with tax to be paid on all money set 
aside each year over and above that 
1 per cent. 

For a co-op, that’s going right far. 
But I think you'll join with me in 
asking immediately: If they’re will- 
ing to pay tax on 99 per cent why 
not go all the way and make it 100 
per cent? 

And then why not pay tax on all 
earnings before distribution — just 
like everybody else? That’s the real 
solution, and it’s the only one with 
which we are willing to do business. 


The Pet of Bureaucracy 


Almost from its beginning, the co- 
operative movement has been the pet 
of bureaucratic government. Less 
than a decade after the pioneers 
opened their little shop at Rochdale, 
100 years ago, the British Parlia- 
ment was passing legislation to favor 
these “friendly societies.” And 
though there was no income tax then, 
the British Parliament liberally ex- 
empted the co-operatives from the 
onerous stamp tax. 

It’s not surprising, therefore, that 
they got strange notions of their own 
almost divine importance—notions 
that they have built up into a realm 
of economic fantasy where business 
is not business but the brotherhood 
of man; where profits are not profits 
but savings or over-deposits; where 
a corporation is a partnership, a cus- 
tomer is an owner and a principal is 
an agent: where factories are free, 
price yardsticks are only half a yard 
long, and though nobody makes 
money, everybody gets rich; where 
Socialism is practiced but not 
preached; where the battlers of mo- 
nopoly are themselves monopolists 
who cannot be prosecuted; where 
the old &nd accepted terms of eco- 
nomics have meanings that econo- 
mists have never heard of — and 
where income taxes are paid only by 
the other fellow. 

It is taxes that I want chiefly to 
talk about. It is in the field of in- 
come taxation that Mr. Hensel 
knows “Hell’s getting ready to pop.” 
For our taxpaying business com- 
munity has at last awakened to the 
unpleasant fact that its life is being 
squeezed out by the tax-exempts. and 
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throughout the Nation the elimina- 
tion of special privileges to co-ops, 
Government-owned businesses and 
mutuals has become a burning issue. 

Congress knows how business 
feels—because you, as_ individuals 
and through associations, have spok- 
en to Washington in no uncertain 
terms. The Treasury knows and its 
easily compliant attitude is chang- 
ing, as Mr. Hensel has reported. The 
tax experts of the Congressional 
Joint Committee have been devoting 
intelligent attention to the problem, 
and they are ready to report. 

The day of reckoning is coming! 

Despite the evident handwriting 
on the wall, however, the co-ops are 
out with boastful and grandiloquent 
plans for more expansion—expan- 
sion that is insolently based on the 
indefinite continuance of their pres- 
ent income-tax freedom. 

Like the Russians, the co-ops have 
five-year plans—and the minimum 
rate of growth they contemplate is 
three times, four times present vol- 
ume. 

Consumers Co-operative Associa- 
tion, Inc., of Kansas City—the mam- 
moth oil co-op—says it will grow 
from $26 million to $104 million in 
volume.... Pacific Supply Co-op., 
Inc., of Walla Walla, Wash., an- 
nounces that it will expand from $7 
million to $25 million in net worth. 


x * * 
“Life in These 
United States” 


FTER completing my purchase in 

a New England hardware store, 

I lingered for a few moments to chat 

with the elderly proprietor. I re- 

marked that hardware stores fasci- 
nated me. 

“Finest busirfess in the world,” he 
replied. “Oh, not to make any for- 
tune, but for satisfaction. Mainly I 
like this business on account of the 
kind of people that come in to trade. 
You see, I can’t abide laziness.” 

I looked puzzled. 

“T:’s like this,” he went on, hook- 
ing a leg over a nail bin. “Say you’re 
in the grocery business. Everybody 
has got to eat, so you’re bound to 
have all kinds in your place. 
But most everything I sell has got 
work connected with it—hinge to put 
on, wall to paint, leaky faucet to fix, 
and so on. That means I’m just 
waiting on folks with some gumption 
about ’em. A hardware store is a 
mighty good place for a lazy man to 
stay out of. Especially this one!”--- 
Joun Lone, Jr. (Fitchburg, Mass.). 
in The Reader’s Digest, February. 
1947. 


Farmers Union Central Exchange, of 
St. Paul, expects to quadruple net 
worth from $5 million to $20 million 
by 1950... And the Farmers Union 
Grain Terminal Association, also of 
St. Paul, having grown in nine years 
from $30,000 of borrowed capital to 
$10 million, now plans to jump im- 
mediately to $25 million and in a 
few more years to reach $100 mil- 
lion, with the announced idea of 
gaining contro] of the marketing and 
distribution of grain products in the 
Northwest. 


The Highroad to Monopoly 


The road these big co-ops are trav- 
eling is the highroad to monopoly! 

As Willis J. Ballinger, formerly 
economic advisor to the Federal 
Trade Commission says in his new 
book “By Vote of the People”—re- 
cently published with much acclaim 
by Scribner’s and praised to the 
skies by many sane and conservative 
economists: 

“The form of business organiza- 
tion advocated by co-operators is mo- 
nopoly. They will have no dealings 
with competition, which they con- 
demn as wasteful and exploitative. 
Should the co-operative movement 
triumph, all business would be col- 
lectively owned by the pepole, but 
each business would be organized 
into a monopoly. Obviously such a 
scheme would result in a terrific cen- . 
tralization of economic power in the 
hands of a few men wiin would di- 
rect the business of America. 

“If private business starts seced- 
ing from Federal taxes on net in- 
come via the co-operative route, the 
government would be forced to elimi- 
nate the tax-exemption privileges it 
so thoughtlessly bestowed upon co- 
operatives. But even if private busi- 
ness does not turn co-operative, 
there is no reason why co-operatives 
should continue to enjoy such privi- 
leges, when the result of co-opera- 
tion, if it succeeds, will be to de- 
stroy capitalism and with it democ- 
racy in America.” 

Whether you go along with Mr. 
Ballinger’s long-range thinking or 
not, the growth of co-operative mo- 
nopoly is a present fact in certain 
lines of industry—and co-operative 
monopoly is no holier than any other 
kind of monopoly, nor is it a cure for 
other monopolistic concentrations 
that occasionally plague our legisla- 
tors. 

For example, the California Fruit 
Growers’ Exchange handles 36.3 per 
cent of all oranges in the United 
States. and 87.5 per cent of all lem- 

(Continued on page 143) 
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The interior of the store gives one an idea as to the completeness of its stocks. 


“We've Got Everything”— a Theme Song 


To Which Everyone Listens 


th. of these days, 


when the clouds of our present 
economic mist have cleared away 
and we look back on the experi- 
ences we have been through, 
one of the things that will be 
remembered most vividly, and 
perhaps with some degree of 
mirth, is the scarcity of supplies. 

Even with rationing gone, 
there was a shortage of soap 
powder, shortening, and _ toilet 
soap; and you couldn’t get men’s 
clothes or women’s nylons, and 
nails and window screens were 
hard to get as well as scores of 
other items. 

It’s all very funny now but a 
few months back, when Mrs. 
Housewife was forced to study 
and plan, not what she would 
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Complete stocks have brought customers 
to the Fairfax Hardware while word-of- 
mouth advertising swells their number 


Manager Reinhardt discusses a hand drill with a customer. 
123 





have for Sunday dinner, but what 
she could get—then it was a 
serious problem. And practically 
all lines of business were affected. 

Many hardware stores were 
cleaned out of certain items in 
daily use and some hung signs or 
placards announcing the items 
they could not supply. 

The question, “When will you 
have it?” brought a shrug and a 
gesture of helplessness, with, 
“Your guess is as good as mine” 
or, “Ask Washington.” 

With the national theme song 
“We haven’t got it,” proprietors 
of the Fairfax Hardware in Den- 
ver, Colo., decided on a theme 
song of their own: “We’ve Got 
Everything” and proceeded to put 
the idea in force. Just where they 
secured their stocks, when others 
were complaining of scarcities, re- 
mains a state secret. They just 
got them. 

This store has a 24-ft. front 
but within its walls is accumu- 
lated a stock of great diversity. 
And, unlike some drug stores 
where almost everything but drugs 
is carried, it continues to feature 
hardware and household equip- 
ment. 

On tables and elevated display 
stands are shown cutlery and 
kitchenware. Electrical supplies 
are just a few steps back—even 
some items that the larger, down- 
town stores haven’t been show- 
ing. On wall shelves, on one side 
of the room, are builders’ sup- 
plies with practically everything 
except heavy hardware. 

On the opposite wall are paints 
and varnishes. Up near the 
front of the store are displayed, 
among other things, chinaware, 
silverware, aluminum, and toys 
in season. And if a farmer 
should drop in—and many of 
them do—in the rear of the store 
are steel goods, chains and other 
implements used on the farm and 
in the garden. 

This is a community hardware 
store, far out on Denver’s East 
Side, in a fast-growing residential 
section. Its clientele is made up, 
largely, of new residents, though 
not by any means confined to its 
immediate locality. In fact its 
policy of, “We’ve got everything” 
brings customers from the ex- 
treme borders of the city’s limits. 
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In framing its policy the adver- 
tising value of this fact was given 
due consideration. The fast turn- 
over in merchandise is the best 
answer as to its potency. 

Old Home Week could be cele- 
brated by former residents of 
practically every State in the 
Union, and with a good attendance. 
And these new citizens, especially 
when meeting with otherg from 
“back home” have a way of do- 
ing a wonderful job of advertis- 


ing. 


Word-of-Mouth Advertising 


Thanks to the telephone, “We 
got our carving set or was it 
chicken wire?) from the Fair- 
fax store without any trouble at 
all—they’ve got everything” 
travels fast and multiplies, and 
neighbors on the opposite side of 
the city take the cue and go there 
for their supplies too. After all, 
“word-of-mouth” advertising is 
hard to beat. 

In addition to the old fashioned 
idea of honesty and a genuine 
desire to serve, the Fairfax store 
sends out a monthly house organ 
to its customers. In this maga- 


zine are items of interest to 
women and children, humorous 
anecdotes, and several pages of 
display advertising calling atten- 
tion to seasonable merchandise. 
This house-organ is syndicated 
and over-printed with the name 
and address of the Fairfax store. 
Its title is Fairfax Hardware 
News. 

But the item that has played 
the largest part in the sales-pro- 
motion campaign of this firm is 
the diversity and completeness of 
its stock, especially when scarcity 
has been the bugaboo in so many 
lines of business. 

A feature of this store, worth 
mentioning, is its clean appear- 
ance. It is never cluttered. With 
shelves and tables closely stocked 
with merchandise everything is ar- 
ranged in an orderly manner, thus 
making strong appeal to the es- 
thetic tastes of the shopper. Ar- 
ticles of like nature: silverware, 
china and other table accessories 
are grouped together — kitchen- 
ware, such as knives, frying pans, 
aluminum cooking utensils and 
roasters, are artistically arranged 
in a “family group,” and is so 
done as to make pride of owner- 
ship a strong ally in selling. 





Club Boosts Business for Entire Town 


N 1939, sixteen young men got to- 
gether and formed the Blue Hat 
Club to encourage new business in 
Mellen, Wis. Meeting once a week 
the club discussed local business 
problems, government and recrea- 
tion. 

As the membership grew, a perma- 
nent clubhouse became a necessity. 
By sponsoring small carnivals, min- 
strel shows, local celebrations and 
dances, the club was able to lease 
a site and a meeting place of their 
own. Two CCC buildings were pro- 
cured from the county and moved 
on the site. 

Now 160 members give a Christ- 
mas party, a Hallowe’en party 4nd 


a Fourth of July celebration when 
all the children get free lemonade 
and ice cream, At all functions or 
meetings the members wear their 
blue hats. 

A skating rink, ski jump and to- 
boggan slide were built for winter 
sports and a baseball diamond for 
summer activities. 

A one-year college scholarship has 
been set up by the club for one high 
school student a year. 

Donations are made regularly by 
the club to the Red Cross, Salva- 
tion Army, Boy Scouts and the li- 
brary. 

Although the 16 young men char- 
ter members limit the age of of- 
ficers to 40, the by-laws were 
changed when the club grew from 
a young men’s club to a city club 
and no age limit either for member- 
ship or officers now exists. 

Entirely self supporting, the club 
has acted as a civic booster organiza- 
tion. When the blue light shines 
on the hill overlooking Mellen the 
townspeople know that the Blue 
Hat Club is meeting. 
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LOW-PRICED 
REMINGTON 22’s IDEAL 
FOR SPRING PROMOTION 

































































Remington “Targetmaster” Model 
510 (bolt action—single shot) 





Remington “Scoremaster” Model 
511 (bolt action repeater with box 
magazine) . 

Remington “Sportmaster” Model 
512 (bolt action repeater with tubu- 
lar magazine) 


Years of salesexperience have proved that 
the Remington 22 caliber rifles shown 
above are just right for spring merchan- 
dising. They’re all modestly priced .. . 
sell strong to boys. And they all have 
these famous Remington safety features: 





RED SIGNAL pro- 
trudes from bolt 
when rifle is 
cocked! 













DOUBLE LOCK- 
ING LUGS assure 
safe shooting and 
fine accuracy. 









STURDILY CONSTRUCTED 
working parts and conve- 
nient thumb safety. Red 
warning dot shows when 
safety is off. 





Targetmaster , Scoremaster, Sportmaster, Hi-Speed, 
Kleanbore are Reg. U.S. Pat. Off. by Remington Arms 
Company, Inc. 
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“IF IT’S 
REMINGTON— 
IT’S RIGHT!” 


gan, “If It’s 


can make it. 








Recently, a customer wrote us and 
remarked that the Remington slo- 
Remington—It’s 
Right!” isa pretty broad statement 
for any manufacturer to make. Per- 
haps it is. But we at Remington 
know that any product that comes 
off our production lines is as “‘right’”’ 
as modern manufacturing methods 


Remingten products are backed 
by 131 years of experience—dating 
back to the day Eliphalet Reming- 
ton made his first rifle in 1816. Con- 
stant research continually improves 













our products. Remington’s produc- 
tion lines have the most modern 
and most efficient machinery ob- 
tainable. And every manufacturing 
step is closely supervised and sam- 
ple-tested by highly skilled tech- 
nicians. 


This means that any Reming- 
ton product—rifle, shotgun, shell, 
or cartridge—has been given Rem- 
ington’s “‘all.”” And of course, proof 
of the pudding is the respect sports- 
men have for Remington products. 
They know “If It’s Remington— 
It’s Right!”’ 














WHAT MAKES A ‘‘22” 
CARTRIDGE GOOD? 


BRIDGEPORT, CONN ., February 27, 
1947. Every time someone shows a 
Remington 22 cartridge and says it’s 
the best you can buy, you’re entitled to 
know why! 

Remington’s technical research pro- 
gram has been aimed toward keeping 
Remington first with the finest sporting 
arms and ammunition products on the 
market. 

A good 22 gives fine accuracy, plenty 
of power, and uniform, dependable per- 
formance. Remington 22’s have all 
these qualities and more. 

Remington introduced Kleanbore 
priming. Remington 22’s were the first 


the gun barrel. 


possible to 





range of the average rifle. 








cartridges that did not rust or corrode 


Remington also manufactured the 
first 22’s with brass cases. This made it 
introduce powerful long 
range Remington Hi-Speed 22’s, add- 
ing up to 100 yards to the effective 





IT’S THE WAY YOU “SELL” 


A GUN THAT COUNTS! 


BRIDGEPORT, CONN., February 27, 
1947. The right kind of sporting fire- 
arms salesmanship builds future busi- 
ness. For a gun is a long-term invest- 
ment, something to bé used and enjoyed 
for a lifetime. The customer is entitled 
to know everything about a Remington 
rifle or shotgun that will add to his en- 
joyment and full appreciation of what 
he has bought. 

You can’t afford to just put a gun 
into a customer’s hands and say, ‘“This 
is it!”’ 

Give a full demonstration first. Show 
all the new features and modern im- 
provements that make the customer 
understand why this is the best gun he 
has ever held. He’ll be proud of the gun 
. . . Show its features to his friends. . . 
he’ll bring you new business . . . cus- 
tomers eager to buy the same type of 
Remington rifle or shotgun. 
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South America on the March! 


Responding to a request made by the 
editors of Hardware Age, the author has 
provided us with this intensely interest- 
ing and very human account of his re- 
cent nine weeks’ tour of South America 


By JAMES FENNERTY DONAHUE 


Vice-President, 


Lamson & Sessions Co., 


Cleveland, Ohio 


ji leading cities of 


Argentina, Brazil, Chile, Colom- 
bia, Peru and Venezuela were 
visited and these six countries 
cannot be taken lightly. They 
cover 5,983,469 square miles of 
South America’s 6,937,551  sur- 
face and contain 80,000,000 of 
her 88,000,000 total population. 
Brazil has 41,000,000 inhabitants 
and is larger in area than the 
United States. 


Trip Made By Air 

The trip was made by air and 
great distances were covered. 
Some of the sights were unfor- 
gettable. The crossing of the 
earth’s mightiest river, the Ama- 
zon, with its 3900 miles of wind- 
ing water and its 140-mile wide 
delta; a view of the living death 
called Devil’s Island of Dreyfuss 
fame, and above all and over all 
the flight across the Andes. We 
left Buenos Aires one bright sun- 
shiny morning, traversed hun- 
dreds of miles of pampas. In the 
afternoon we landed at Mendoza 
on the border of Chile and then 
made the hop. 

We have recently heard a great 
deal of “flying the hump” but 
these mountains which saw-tooth 








their rocky road the entire length 
of the continent are “hump” 
enough for me.. There are 44 
peaks ranging from 20,000 to the 
22,534-foot height of Aconcagua. 
Crack pilots fly these planes and 
the average flying altitude is 
around 16,000 feet. Never do I 
expect to see such majestic gran- 
deur again. It was positively 
breathlessly awe-inspiring. Robert 
W. Service’s lines came to me: 
“Have you gazed on naked 
grandeur 
When there’s nothing else to 
gaze on, 
Set pieces and drop curtain 
scenes galore, 
High mountains heaved to 
heaven 
Which the blinding sunsets 
blazon, 
Deep canyons, where the 
* rapids rip and roar?” 
There was no noticeable sensa- 
tion when we crossed the equator 


about which I had heard so much. 

Our company for years has en- 
joyed the services of very high 
class representatives in all the 
large cities of South America and 
we have done a very fair volume 
of business with the distributors 
there. My objective in visiting 
South America was to get per- 
sonally acquainted with our cus- 
tomers, to find out exactly how 
they did business and obtain 
their views as to how we could 
handle their orders in the future 
so that our company could serve 
them better hereafter. 


Functions Similar 


The function of South American 
distributors is similar to our 
own; they work on the same basic 
principles. In addition to han- 
dling distribution for industry and 
agriculture, as in this country, 
they handle all railroad trade and 
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GLE VELAND links 
store traffic to 


increased sales 


Yes, Mr. Dealer, every person who enters your 
store is a potential buyer of quality Cleveland Chain. 

Chain is used in every home... on every farm 
... in every plant, plane, ship or train .. . it’s a 
household and industrial necessity. 

The Cleveland “security in every link” line 
includes chain for every purpose... for every need 
of every customer. 

Just place your Cleveland line on *display— 
in a prominent spot where every customer will 
see it. Then—watch it sell itself—linking increased 
sales to greater profits for you. 

*Ask your jobber about the Cleveland Reel Salesman 


Display Stand. 
P&P-6008 


Security in Every Link 


3 VELAND [HAIN 


























Proof Coil and BBB Chain. Made from 
open hearth basic steel. 13 sizes, %" to 1%”. 
For general purpose work. 


Liberty Coil Chain. Electrically welded, 
bright finish. Twist or straight link. 12 sizes. 
Lengths of 100 ft. in carton. 


—_ = on 


Buckeye Pattern Chain.* Popular weldless 
steel wire chain (also known as Brown Pattern). 
15 sizes. Finishes: Bright, Electro Galv., and 
Hot Galv. 100 ft. in carton. 

aa a 
“VeS\ic= 
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Sash Chain. Available in 3 grades: Cleveland 
Steel; Monarch Bronze; Super Bronze. 9 sizes. 
All types of sash chain fittings. 


— Lhe Cleveland Chain & ILE 4 Co. Cleveland 5, Ohio 

0 oO 

1e basic ASSOCIATE COMPANIES: David Round & Son, Cleveland 5, 

to han- Ohio * The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. 

try and * Seattle Chain & Mfg. Co., Seattle 8, Wash. * Round Calif. 
‘ountry, Chain Corp. Ltd., So. San Francisco and Los Angeles 54, Calif. Since Bixtcdsne 1869 


ide and Sn, . oe 
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the bulk of the government busi- 
ness. 

I was greatly impressed by the 
universally fine type executives I 
met. They are most friendly, pos- 
sess a high degree of culture, and 
seemed to be attractive gentlemen 
all. They are alert and progres- 
sive; they know their business, 
devote themselves to it and, gen- 
erally speaking, operate successful 
companies. They take time off 
for recreation and are possessed 
of pleasing social graces. They 
seem to be rich and prosperous; 
their companies are well financed 
and there are substantial profits; 
their mark-ups are much greater 
than in the United States. 


Alive to World Affairs 


These men are well read and 
well posted on world affairs. They 
know far more about us than we 
do about them but are unable to 
understand our political goings-on. 
With world markets hungry for 
American goods they cannot un- 
derstand a condition which per- 
mits 4,650,000 men to strike for 
a total of 113,000,000 man-days 
in a year and are eager for in- 
formation and explanation. 

I had heard of South America’s 
affinity for the European countries 
from which they stem and was de- 
lightfully surprised to everywhere 
receive such a courteous reception. 
They apparently were greatly in- 
terested and somewhat flattered to 
receive an industrial representa- 
tive from the States. 


European Competition 


Mildly and in friendly manner, 
yet with a twinkle in their eyes, 
they criticized our inability to 
govern ourselves and to handle 
the labor situation. They frankly 
said that Great Britain and 
Sweden had more stable gov- 
ernments. Incidentally, these two 
countries are making a strong and 
insistent bid for their business and 
if we do not ship increasingly of 
our products to South America, 
and demonstrate superiority of 
quality at lessened cost because 
of our mass production, then I 
greatly fear that in the next few 
years our competition wil! be so 
strongly entrenched that it will be 
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well nigh impossible to obtain our 
share of this huge business po- 
tential. 

These men seemed desirous of 
doing business with us. They free- 
ly said that the western hemi- 
sphere is a separate entity, that 
our interests are identical and 
that if the United States is pros- 
perous it is quickly felt in South 
America and vice versa. They said 
we had sought their business dur- 
ing periods of depression and for- 
gotten them when our booms were 
on. This has been inimical to best 
trade relations. 

There is a great shortage of 
all heavy machinery, of small 
tools and other durable steel prod- 
ucts. Their condition seemed to be 
similar to ours after the Civil 
War just before our great indus- 
trial era began. South America 
has always possessed tremendous 
natural resources but lack of capi- 
tal has retarded its development. 
We expended great sums with 
them during World War II to 
secure badly needed materiel. 
This has given them working cap- 
ital which their strong alert men 
with vision are now using to cre- 
ate more jobs and heighten the 
scale of their living. 


Prosperity Everywhere 


Everywhere I found signs of 
life and prosperity. There is a 
real building boom in residences, 
apartment houses and factories in 
many centers. I saw many 20-story 
apartment and office buildings in 
process of conStruction. 


Rio de Janeiro and Buenos 
Aires are at the top of the list 
of the world’s most beautiful ci- 
ties. Much of their architecture is 
modernistic. Their government 
buildings are impressive, their 
cathedrals as magnificent as those 
of Europe, and strangely each 
building has some intangible 
touch which makes it express in- 
dividuality, getting away from the 
mass production atmosphere 
which is the curse of so many 
of our own cities. 


Prices Are Climbing 


A concomitant of every boom 
is inflation and prices ate steadily 
climbing higher and higher. 

There are some difficulties in 


Chile and Peru due to shortage 
in exchange. As a consequence, 
the governments are trying to 
hold down imports. It is there- 
fore difficult to obtain import li- 
censes or permits. It is thought 
this condition is but temporary. 

The various nations of South 
America know the value of tariffs. 
Some of them are gradually be- 
coming industrialized and are us- 
ing the tariff to protect their in- 
dustries. I am in favor of recip- 
rocal agreements in order to keep 
our tariffs as low as possible so 
as to encourage them to be mod- 
erate in their tariffs. This I believe 
to he most important. 


Must Increase Imports 


We must also endeavor to in- 
crease our imports from them be- 
cause we cannot expect to export 
a heavy volume to them unless we 
in turn purchase from them. 

There is no doubt in my mind 
but that South America should 
be one of our most important out- 
lets for manufactured goods be- 
cause they have a keen desire to 
do business with us. If it were 
possible to make large shipments 
at this moment we could entrench 
ourselves for all time. 

I strongly urge all manufaetur- 
ers who expect to do business in 
South America to send a top flight 
executive who can speak with av- 
thority on his own line and con- 
cerning economic and_ political 
conditions of our country. This 
is a natural outlet for us and it 
will be a shame if we neglect 
proper approach and cultivation. 


400-Year-Old Cities 


There has always been romance 
for me in the other half of our 
hemisphere. As a boy ! used to 
devour Prescott’s “Conquest of 
Mexico and Peru” and thrill as 
I followed Pizzaro and his hand- 
ful of daredevil swash-buckling 
Spaniards as they conquered the 
age-old Inca civilization. We are 
celebrating Cleveland’s 150th an- 
niversary. They have cities 300 
and 400 years old. The country is 
colorful and rich. The pecple are 
pleasant and responsive. More 
knowledge, more trade and bet- 
ter understanding will result in 
mutual benefits for all concerned. 
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yg pENDABLE 


i OVER A 
QUARTER CENTURY 
OUR MANAGEMENT HAS 





MANUFACTURED 
AND MERCHANDISED 
POPULAR PRICED 
BRUSHES. 


a 
\ 


OLONIAL 
PAINT BRUSHES 
Retail at 10° to $3.98 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET+BOSTON 18, MASS. 


TELEPHONE HUBBARD 3588 
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Knowledge of Local Needs An excellent volume 


of business is done by the farm 
e supplies department of the Door 
Helps Build ales County Hardware Co., Sturgeon 
Bay, Wis., as a result of effective 
display and by co-operation with 
® . 
F d farmers and orchard owners in 
in arm an that area. 
Door County cherries are 
. known far and wide, the annual 
Orchard Supplies production running into millions 
of pounds. The Door County 
Hardware Co. helps local growers 


raise and harvest these fruit crops 


Door County Hardware Co. is “in the know” by carrying adequate stocks of 
garden tools, pruning materials, 


as to what farmers and orchard owners . ; 
want and it’s a short cut to profits aging eympennes, Weitere Sor 
picking, crates and the like, ac- 
cording to R. J. Austad, manager. 


The store also carries a large 
stock of dairy equipment, includ- 
ing pails, cans, filter discs and 
allied items, as well as electric 
fencers, farm hardware, harness 
and other articles that farmers 
need. 


Steady Business 


“While it is true that we do get 
a large vacation business because 
of our location near Green Bay 
and Lake Michigan,” says Mr. 
Austad, “we do not forget that 
we have a steady all year around 
dairying area and a large sea- 
sonal orchard business. We have 
found it decidedly profitable to 
study the needs of our farm trade 
and stock things they want to 
buy.” 

Mr. Austad points out that be- 
cause of the extensive fruit grow- 
ing activities in that area, small 
and large orchard owners need a 
variety of supplies from a farm 
department that might differ from 
those in other areas where fruit 
raising is negligible. Around 
Sturgeon Bay such items as 
small and large spray outfits, dis- 
infectants, insecticides, picking 
ladders, boxes, crates and ship- 
ping supplies are in constant de- 
mand from spring until fall. 

Hardware for the farm and 
harness items are displayed on 
the wall not far from the main 
wrapping counter. Much of the 





Harness is hung on pegs and stands out against the light wall. (Continued on page 142) 
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ONLY FIN TOWN 


OR TRADING DISTRICT 2m 4 


Thousands of fine hardware dealers 
make up the BIG FAMILY of Health- 
ware “Franchise” dealers . but 
there’s only ONE franchise dealer 
in each town or trading district. 


The fullest company cooperation in the indus- 
try . . . a comprehensive program to actually 
send customers into Franchise Dealer stores 
to buy. 


Definite help to ‘‘spark’’ your advertising .. . 
bring customers into your store to buy. 


FREE to Healthware Franchise dealers. Vivid 
and colorful . . . a sales-producer to increase 
your profits. Requires less than 6 sq. ft. of 
counter space. 


Healthy PROFITS Too! 


Pre-war 1940-1941 prices; guaranteed large margin of gross 
profit; elimination of local dealer competition on Healthware. 
The Healthware Franchise is a profitable franchise. 


NATIONAL 
ALUMINUM Mfg. Co. 
PEORIA, Illinois 
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DAIRY 
SUPPLIES 


DAIRY = | eet re 
pear : el 











chions, water bowls, 
barn shovels, Cream 
cans, milk cans, milk 
pails of various types, 
milk buckets, glass 
churns, filter disc, 
strainers, dairy clean- 
er, milk bottle caps, 
butter moulds, dairy 
brushes, dairy ther- 
mometers, etc. 


BACKGROUND: 
Center panel of white 
corrugated board or 
painted wallboard. 
Side panels of light 
blue material. Cut- 
out letters of dark 

blue material 
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Dairy Supplies and Plumbing Goods 


For Late March Window Displays 


HARDWARE AGE Original Window Display IDEAS 








PLUMBING 

NEW GOODS 
EQUIPMENT So MERCHANDISE: 
NOWAVAILABLE} : Bath tubs, closet 








combinations, lava- 
tories, faucets, toilet 
seats, drain pipe 
openers, tank floats, 
tank balls, toilet pa- 
per, plungers, bibb 
washer assortments. 
faucet reseaters, etc. 


BACKGROUND: 
Center panel of white 
\, corrugated board or 

painted wallboard. 

ge Side panel of dark 

ane blue material. Cut- 
out letters of d 
blue material. 





























BATH TUBS 
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DAIRY 
PPLIES 
INDOW 


.\CHANDISE; 
stalls, stan- 
water bowls, 
hovels, Cream 
uilk cans, milk 
various types, 
juckets, glass 
filter disc, 
‘s, dairy clean- 
c bottle caps, 
moulds, dairy 
; dairy ther- 
1eters, etc. 


_-KGROUND: 
panel of white 
ted board or 
d_ wallboard. 
mnels of light 
iaterial. Cut- 
ters of dark 
> material 


e Number Attractive Hardware 
Lime fed Dealerships Still Open! 
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Get Big Volume! Big Profits! Stock Now 
and Feature the Complete Line of COSCO 
Step, Regular and Bar Stools. 











IF your city has 10,000 (or less) population, or if you are 


located in an outlying shopping-center of a larger city... Pecat OF Ue 



























write, wire, or phone—NOW! Make plans to stock “<< > 
America’s top-selling, top-quality metal stools . . . the COM- F Gecseiieel by > 
PLETE LINE OF COSCO STEP, REGULAR and BAR Good Rouseheosing 
i STOOLS! ) eace _ - 
4€, STEP=STOOL 45 aovenistd 





Eleven fast-selling models! Early delivery! Fair-traded to 


protect your profits! ° REGULAR, WITH 


BACK — 24” high seat, 
35” overall, semi-tubu- 










Cash-in today—on COSCO’S proved popularity! Con- lar construction, all 
sumer demand for COSCO products is already big — and is enamel. Retail, $7.95. 
still growing! Right now, MORE PEOPLE WANT TO 

BUY MORE COSCO STOOLS ...IN YOUR STORE! 











Yes, COSCO Stools move fast, sell easy . . . because of the 
gay-color, trim-line, sell-on-sight COSCO APPEARANCE! 
.. . the unsurpassed safety-and-service of COSCO DESIGN. 
ENGINEERING! . . . and top COSCO GUARANTEES! 


* Chromium or white enamel with bright trims: red, 





































































IMBING blue, green, or black! 
DODS * Strong, all-steel interlocking construction, tubular 
NDOW -or semi-tubular! Models with or without backs! U 
; . A . . 

. With or without upholstery! Comfort-designed in 
-HANDISE: correct size and proportions for posture-aid! Safer . 
ibs, closet construction! 4A. STEP STOOL 1A, REGULAR STOOL IL, REGULAR STOOL, 
tions, lava- REGULAR — 24” high, 24" high, semi-tubu- WITH BACK —22 
rucets, toilet * Guaranteed by the nation’s leading manufacturer of ee —_aes oe fe ae a ——_ 
rain pipe quality stools! Carrying the Good Housekeeping Retail, $6.95, ; * gion, all enamel. Retail, 

ank Guaranty! $2.75 
is an on ° i “ ... And seven other top-selling COSCO metal stools! 
cottinen bibb oe consumer advertising — coordinated with attractive raat A 

ealer helps — the year ‘round! 

assortments, 
seaters, etc. Send for complete information today! Feature COSCO (amttens M 

otal STEP, REGULAR and BAR STOOLS in your store . . . for Dept. "> Manulacturing Corporation 
c : increased volume, increased profits — for you — today! * olumbus, Indiana 
anel of white Gentlemen: Pie, 
1d board or "0n concernin a send me, without . 

& the complete Cos Obligation, infe 

ew E (Buyer) -OSCO Line of Metal — 

ul of { W550 /f COMPLETE LIN ier Stools 
ial. t. (Sto Wiig is a .. 
ee FROM ONE SOURCE ‘tue 
(Street) a lca 

material. METAL STOOLS a ee : 





(City) —a 





HAMILTON MANUFACTURING CORPORATION 
Columbus, Indiana 
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Builders’ Hardware Quiz 


OW much do you know about builders’ hardware? If you are a bit 

uncertain as to your knowledge on the subject try to see how many of 

the following questions you can answer without referring to the answers. It 

should constitute a pretty good test as to your knowledge of this branch of 

the subject. The following data was taken from Adon H. Brownell’s book 
“Taking the Mystery Out of Builders’ Hardware.” 


The Only Complete 
Text Book on 








BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 


bee 
HARDW ARE 


apon 4. BROWNELL 


compte Soe rm 
tors tke 
gouneene 
Arblished by WAROWARE AGE 





This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 





PP eeeeeee eee eeeseseeesaae svi 


MAIL THIS COUPON TODAY 
Hardware Age, 100 E. 42nd St., N. Y. 17, 
N. Y. Send: 

—— Cloth-bound copies of "Taking the 
onus Out Of Buliders' Hardware" 

per copy In the U. ns 

$3 Foreign Countries—$2.00 

—— Cardboard-bound copies * "Taki 
the wren Out Of . yA Hard 
ware' cop 
tGonods, aa Recctgn Cocntrnn 41 a0 ‘50). 


We Pay Postage If Payment Is Enclosed 
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CHAPTER 43—ADVANCED CourRSE 
Office Building and Apartment Hardware 
. What type of equipment is popular for apartment house entrance doors? 
. In general practice, how high should kick plates be installed on a door? 
. What keying arrangement should be used for locking lavatory doors of 
an office building? 
. Give a brief definition of unit locks. 
. Name a hardware item the government requires on an office entrance doors, 
. What keying system is popular on apartment house work? 
CuHapTER 44—ApvANcED CourRsE 
School House Hardware 
. What function should all classroom door locks possess that many other 
types of locks do not have? 
. Name four types of classroom locks. 
. What two types of hardware are popular where large openings are to be 
closed with doors? 
. When buying sets from the sliding door manufacturer what other hard- 
ware items must you figure? 
. What kind of sash lock is suitable for double-hung school windows? 
. What two items of hardware generally required on classroom doors might 
be termed accessories? 
. Which item of hardware may you be required to furnish in part or in its 
entirety? 
. Name a large dollar volume item which might be furnished in units with 
the hardware. 
. What makes the classroom deadlock different from any ordinary deadlock 
having thumb turn inside? 
. What must you look out for when furnishing hand rail brackets? 
CuHapTeR 45—ApVANCED COURSE 
Hotel Hardware 
. What is the most important feature in connection with the locks on hotel 
doors? 
. Name the six types of keys used to operate the better type hotel locks. 
. When a lock is thrown with the emergency key how many of the six types 
of keys will unlock it? 
. What are the two types of locks most commonly used on hotel room doors? 
. What is often done on closet doors of a hotel room? 
. What locking arrangement is required by law in some states for com- 
municating doors? 
. What hardware accessory is often used on hotel room doors? 
. Name two others that add “plus” business to your sale? 
. What valuable note, concerning twin communicating doors, is mentioned 
on the suggestion chart in Chapter 45? 
. How many lock manufacturers’ names are listed on the suggestion chart 
for hotel locks? 
(Answers on page 208) 








Two-Way Quality Display Builds Profits 


(Continued from page 108) 








admonition to shut off the house 
current and double-check every 
connection before turning it on 
accompanies. The Chicago Fire 
Prevention Bureau has com- 
mended the store several times on 
this rule. 

The charts are busy several 


times a week as customers jot 
down copies of them on conveni- 
ent pads of paper and take the 
result home with them. “A simple 
idea like this has made us many 
friends,” Mr. Wolfrum says, 
“and there is no way of telling 
how many.” 
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MICHIGAN NOISELESS 
LAWN MOWER 





NEW 25-INCH MODEL ADDED TO 
TRIMALAWN POWER MOWER LINE 


In one short season the stand- 
ard 1 hp 21-inch Trimalawn 
mower has won the enthu- 
siastic praise of dealers and 
users. It’s still the most 
wanted, most salable mower 
in the field. Now comes 
Model 86—a 1% hp 25-inch 
mower, with all the Trima- 


FEBRUARY 27, 1947 


lawn exclusive advantages, 
that can handle up to 4 acres 
a day. Ask your jobber about 
this and Model 85-C, the 12 
hp heavy-duty 21-inch Trima- 
lawn that has power to spare 
for steep hills, tough grass 
and continuous daily use. 








| MODEL 85-A 


STANDARD TRIMALAWN 
POWER MOWER 


LAWN MOWER DIVISION * REO MOTORS, INC. « LANSING 20, MICHIGAN 






" Micrometer 


hand blade 
adjustment. 
‘Magic Touch’ 
control. Full- 
floating knee 
action. Many 
other features! 












Sales Exceeding $6,500,000 in ’46 
Reported at American’s Annual Meeting 


Officers and directors of the American Hardware Supply Co., left to right: Wm. M. Stout, executive vice- 
president and general manager: C. S. Newcomer, Mt. Joy, Pa.; W. R. Conaway, New Lexington, Ohio; W. R. 
Ritter, Mechanicsburg, Pa., secretary: Sherwin M. Wylie, Elizabeth, Pa., vice-president; Charles W. Scarbor- 
ough, Pittsburgh, Pa., president: Warren Goodenow, Girard, Ohio; Paul Miller, Pittsburgh, Pa.; J. M. Scott. 
Carnegie, Pa.; M. R. George, Mt. Pleasant, Pa., and E. A. Hastings, treasurer and assistant general manager. 


\* ITH 99 per cent of 


its membership of 318 stores repre- 
sented by attendance, the 37th an- 
nual merchandise fair and annual 
stockholders’ meeting of the Ameri- 
can Hardware Supply Co., dealer- 
owned wholesale house, was held on 
Jan. 27 and 28 at the company’s 
headquarters, 41-43 Terminal Way, 
South Side, Pittsburgh, Pa. 

The meeting established new 
records in all respects. More than 
800 dealer-members, manufacturers’ 
salesmen, and guests were present. 
In addition to the exhibits of 110 
manufacturers, there were numer- 
ous general displays of lines and 
items featured by the firm. Orders 
booked at the meeting were the 
heaviest in history, while total sales 
reported for 1946 reached a new 
high of $6,627,000 with operating 
expense for the year at the lowest 
figure on record. 

Monday morning and afternoon 
were devoted to the merchandise fair 
and a brief stockholders’ meeting. 
At the evening session, Chas. W. 
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Scarborough, Scarborough & Klauss, 
Pittsburgh, president of the firm 
since its formation, welcomed mem- 
bers and guests, expressed gratifica- 
tion for the large attendance, and 
congratulated company executives 
and employeés on their splendid 
achievements during 1946. 


Record Orders 


In the traditional platform sale, 
which followed, many scarce and 
special items were offered that 
brought forth larger and more nu- 
merous orders than ever before. 

Virgil O. Hall, vice-president in 
charge of purchases, in speaking on 
“What to Look for in Merchandise 
in °47,” expressed the opinion that 
many retail inventories are “dry-rot- 
ting” because dealers are attempt- 
ing to obtain their war-time margins 
on “war-born” sub-standard items 
despite the fact that the same items 
of post-war superior quality are 
again available at only slightly high- 
er than post-war costs. One prob- 
lem of the moment, he said, was that 
of inexperienced manufacturers sell- 


ing everything they can le- 
gitimate distributors at legitimate 
prices, then to legitimate distribu- 
tors at any price until they have ex- 
hausted this outlet when they fre- 
quently go to the retailer repeating 
the procedure, following which some 
have even gone to the consumer. He 
pointed out that many bargain- 
minded dealers recalling how tight 
merchandise has been, are under 
these circumstances, inclined to 
“freeze their liquid with over-buy- 
ing.” In concluding Mr. Hall de- 
plored the lack of courtesy on the 
part of some manufacturers who dis- 
carded good business manners as 
unnecessary during the war, and 
who have not, as yet, regained their 
politeness. 

A full color sound picture, the 
“Realm of the Wild,” produced by 
the U. S. Wild Life Service was 
shown through the courtesy of the 
Winchester Repeating Arms Co. 

H. Leslie Gould, vice-president in 
charge of sales, outlined the 1947 
sales plans of the firm and explained 
the theme of the meeting and for the 
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Garden C 
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disc wheel 
dSeet and 
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Jeu as a skater must have perfect balance 
for smooth, easy skating, so must a garden 
cultivator have perfect balance for easy oper- 
ation. Scientifically engineered MAREMONT 
Garden Cultivators are designed for perfect 
balance which makes them remarkably easy 
to operate! 


MAREMONT Garden Cultivators are readily 
adjustable, attractively enameled, constructed 
of rugged steel... with rubber tires and handle 
grips, oil impregnated wood bearings, quick- 
change tool plates. They’re designed for lighter 
weight, easier operation and longer service. 
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GAG AMERICAN, 


Sign illustrating the company’s 

theme “Have Triplets in ‘47”. The 

triplets are “Lower Billing,” “Larger 

Retail Profits” and “Plus American 
Earnings.” 


sales year, which was “Have Triplets 
in "47—Go All American.” This 
theme was used as the decorative 
symbol of the meeting, being illus- 
trated by a stork bearing three trip- 
lets, named: “Lower Billing, Larger 
Retail Profits, and Plus American 
Earnings.” 

E. A. Hastings, treasurer and as- 
sistant general manager, in discuss- 
ing “Forecasting 1947,” advised 
dealers to keep liquid, to watch 
their investment in inventories, and 
to collect their receivables. Concern- 
ing the outlook for this year, Mr. 
Hastings said in part: 

“Forecasting, which contains a 
huge element of guessing, makes me 
recognize that in 1947 these things 
could happen: 

“1. For six years past demand for 
goods and prices have been defi- 
nitely on the upward trend. Prices, 
many of them, are reaching a point 
where they are taking lines out of 
the market. With production catch- 
ing up, this could mean that during 
1947 there would be a reduction of 
prices in some lines and certainly a 
flattening of them in many lines, be- 
hooving all of us to buy for turnover 
and even going to point of keeping 
a close eye on inventories even at 
the expense of sales volume, in some 
instances. A falling market or an 
unstable market can catch you with 
too much stock, hence, freezing 
working capital and can also burn 
you for losses in actual cost. 

“2. I think in 1947, we can be 
reasonably optimistic with reference 
to demand for our products. Employ- 
ment is high and national income 
along with it. Government can and 
should reduce its operating expenses 
by several billions, balancing its 
budget and contributing by so doing 
to health and confidence of our en- 
tire economy. If you have obeyed 
the rules and have the money to pay 
for it, it is a good time to modernize 
your store, but don’t go into debt 
to do it. 
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“3. In 1947 — high wages — high 
employment means you should have 
current receivables—old ones all 
collected. Watch appliance sales and 
get a good stiff down payment and 
make them keep current on their 
payments. 

“4. In 1947 get set for the long 
haul by: 

a. Installing employee incentives, 
knitting your organiaztion to you 
and assuring less turnover in your 
organization. 

b. Employing and keeping a good 
shopping service to eliminate pilfer- 
ing and dishonesty in your store; 
protecting your honest employee 
who is in the majority. 

c. Set your sails to not only mak- 
ing money, but assuring yourself of 
keeping it. 

“5. In 1947—production will ex- 
ceed 1946 in almost all lines. 


“6. In 1947—cost of living will 
come down — hence — for the first 
time since 1932 the value of the dol- 
lar will increase. 


“7, Agricultural and construction 
prices will decline. Taxes will be re- 
duced. The American system of free 
competitive enterprise will prevail.” 


“Forward American” 


Wm. M. Stout, executive vice- 
president and general manager, with 
“Forward American” as his sub- 
ject, reviewed the progress of the 
company during the past 14 years 
that its operations have been under 
his supervision. Figures presented 
by Mr. Stout contrasted the stand- 
ing of the firm in 1933, when he was 
named manager of the company, as 
compared to 1946, as follows: 


1933 1946 
Inventory 1$ 75,500 $1,240,000 
Assets (not 
net) 126,000 1,850,000 
Sales 399,000 6,627,000 


Very substantial profits were also 
reported by Mr. Stout on the year’s 
operations. In explaining the many 
special services the company has 
made available, he urged that they 
be fully utilized. He also pointed out 
that the acquisition of 20,000 addi- 
tional square feet of warehouse 
space with two additional elevators, 
and improved facilities for receiving 
and shipping merchandise had 
placed the company in a better po- 
sition than ever to render efficient 
service. In concluding he said “We 
are starting the year 1947 with high 
hopes for high volume, fair profits, 
good service and plenty of merchan- 
dise plus continued improvements 
in our methods and service—1947 
will be the year when many concerns 
will go backward, some will stay 
where they are, but America must go 
forward.” 

At the final session of the meeting 
on Tuesday afternoon Chas. W. 
Scarborough was re-elected presi- 
dent, and Sherwin M. Wylie, Wylie 
Bros., Elizabeth, Pa., was re-elected 
vice-president. Wm. R. Ritter, Rit- 
ter’s Hdwe., Mechanicsburg, Pa., 
was elected secretary. Two new 
members were elected to the board 
of directors. They were: Paul Mill- 
er, Gilbert J. Miller Hardware, 
Pittsburgh, Pa., and Warren Goode- 
now, Girard Hdw. Co., Girard, Ohio. 
Other directors are: W. R. Conway, 
New Lexington, Ohio; J. M. Scott, 
Carnegie, Pa.; M. R. George, Mt. 
Pleasant, Pa.; C. S. Newcomer, Mt. 
Joy, Pa., and Messrs. Scarborough 
and Wylie. Messrs Stout and Hast- 
ings were reappointed to their re- 
spective offices. The executive com- 
mittee is comprised of Messrs. New- 
comer and George and the officials 
of the company. 

A resolution, unanimously ap- 
proved at the final session, com- 
mended the management on the ex- 
ceptional progress being made. 





American Hardware Supply Co. stockholders enjoy a repast 
beneath the “Have Tripléts in “47” placards and pennants. 
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NATIONAL HYDROZO, INC. 


5234 St. Clair Avenue 9th & W Street 
Cleveland 3, Ohio Lincoln, Nebraska 


Copyright 1947 National Hydrozo, Inc 
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‘Don't forget, Hiram —the lawn wants 
some SPIN-RAIN, too!"’ 


SPRINKLERS 


%% Model G-1 and L-! 





NEW DESIGN 
SLASHES COST 

Modern engineering has now pro- 
duced a quality, low-cost, dependable 





lawn sprinkler that will deliver a true 
and even rain-like spray over a 40 ft 
circle. Lawn and garden owners will =| 
recognize immediately that SPIN | 
RAIN is the ideal —and inexpensive- 

answer to their moisture control 
problem Model L-] is 2 1-2 inches 
high on a base 6 1-2 inches in 
diameter. for borders and lawns 


IMMEDIATE DELIVERY 
Mass production methods make 
SPIN RAIN available in quantity 
NOW! Model G-1 is 24 in high, 
designed for lawn and garden use 





WEST COAST 


MANUFACTURING 
COMPANY 


4707 S. E. 17th AVENUE 
PORTLAND 2, OREGON 





affirmative answers, 62 manufac- 
turers favoring Fair Trade to 15 
unfavorable; the wholesalers, 75 
favorable to 8 against, and the 
dealers 542 for and 76 against 
Fair Trade. 

Comments made by manufac- 
turers regarding the advisability 
of Fair Trade merchandise in- 
cluded the following: the manu- 
facturers today cannot estimate 
when prices may break or who is 
going to start the break—with- 
out fair trading he may be forced 
to lower retail prices and get in 
trouble with many of his accounts 
before he is able to decrease prices 
by improving production meth- 
ods; prevents price wars and 
assures retailers of a fair profit; 
stabilizes markets; the buying 
public. is well acquainted with 
reputable, trade-marked merchan- 
dise at fixed prices; prices fairly 
and properly established should 
be protected to eliminate the ne- 
cessity for manufacturers to raise 
prices—helps in long range plan- 
ning; reduces close-outs and the 
like, which manufacturers must 
make up on future models. 


Manufacturers’ Comments 


Manufacturers’ comments 
against Fair Trade included: 
chain stores will keep indepen- 
dents in line—they will sell things 
as cheaply as possible and make 
a fair profit—competition will 
have to be met or the indepen-: 
dent will be out of business; small 
dealers in isolated places with 
poor customer volume are en- 
titled to a higher percentage of 
profit to meet costs; anything re- 
stricting competition hurts every- 
body eventually; most retailers are 
good business men, let them de- 
termine selling prices; does not 
permit close-outs and specials; af- 
ter production is in full swing 
many economies in cost will result 
which cannot now be anticipated 
and Fair Trade prices will make 
price reductions more difficult to 
introduce. 

Wholesalers favoring Fair 
Trade said in part: if all merchan- 
dise were Fair Traded the con- 


Looking Through the Crystal Ball 
At Hardware Prices 


(Continued from page 114) 


sumer would buy from his inde- 
pendent dealer, otherwise the 
chain stores take advantage; it 
helps the distributor to keep mer. 
chandise in the proper channels 
and also helps to keep prices in 
line by establishing a fair, uni- 
form price; insures a fair margin 
of profit and eliminates price cut- 
ting; because when the slump 
comes, unless we do have Fair 
Trade prices we are apt to have 
a price cutting war; holds chain 
stores in line; it is some insurance 
against loss in inventory if the 
market begins to get really com- 
petitive; gives ali dealers, large 
and small, the same opportunity. 

Among the wholesalers’ com- 
ments opposing Fair Trade were 
these: most manufacturers have 
their prices too high; the buying 
public has not been educated to 
Fair Trade merchandise. 


Dealers Favor Fair Trade 


Hardware dealers favored Fair 
Trade merchandise because: it 
eliminates mail order and cut 
price competition; buying publie 
recognizes the value in this mer- 
chandise and a merchant feels like 
promoting those lines; will reduce 
the number of retail outlets and 
give the hardware merchant a bet- 
ter turnover and enable him to 
carry a larger stock which will 
result in better service to the pub- 
lic; the present situation will not 
last and when the “break” comes 
the protective machinery should 
be generally ready; the consumer 
more readily accepts prices when 
they are announced in printed 
forms; standard brands are more 
desirable and dependable — re- 
placements can be secured for 
them while the new “fly by night” 
companies will go out of busi- 
ness the hard way. 

Comments of the dealers oppos- 
ing Fair Trade said in part: not 
enough margin to offset higher 
overhead; public knows too little 
about it; competition is the factor 
that keeps prices down where they 
belong. 

All States but Vermont, Mis 
souri, Texas and the District of 
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Columbia now have Fair Trade 
Laws. In this connection, it is in- 
teresting to note that in tallying 
the opinions of hardware dealers 
there, they almost unanimously 
favor Fair Trade merchandise. 
Twenty-eight out of 32 dealers re- 
plying to the questionnaire said 
that they felt Fair Trade was de- 
sirable; two were against it, one 
did not know and one did not 
answer the question. 


Double-Barrelled Tie-Up 
Promotes Appliance 
Department Business 


(Continued from page 117) 












buys practically all of his supplies 
from the store. The arrangement 
has been operating for a number 
of years and has been satisfactory 
to both. 

At the present time, Mr. 
Swarthout has his appliance sec- 
tion in a store which is connected 
with his hardware establishment 
by means of a cutaway entrance 
in the wall separating the stores. 
This allows him considerable dis- 
play space for appliances as well 
as the privacy which is very 
helpful in selling this class of 
merchandise. 


In addition to the contacts with 
the trade which Mr. Swarthout 
has with appliance prospects 
through the previously mentioned 
sources, he is also president of 
the Portland Chamber of Com- 
merce and has been active in that 
organization for a number of 
years. 

























Plans Expansion 


“Our little city is growing, and 
I intend to grow with it,” states 
this hardware dealer. “As soon 
a conditions permit, I am going 
to build a new store. This store 
will have a visual front, plus all 
modern display fixtures and fa- 
dilities. Between the city and 
farm trade we believe that our 
appliance volume, plus our hard- 
Ware volume, is going to be ex- 
tremely satisfactory. In our new 
store we think we will be able to 
serve our customers better and 
sell more merchandise through 
better display, and lighting.” 
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Selling Lenk soldering equipment is easy because of Lenk’s 28 years 
of leadership! The dependable quality built into Lenk Blotorches, Elec- 


tric Soldering Irons and Solder has won customer goodwill everywhere. 


Lenk products are available now in quantity to meet the demand. 


Reliable, on am quality | as an expanding national advertising pro- 


y 


gram have kept the road to profits 





open — why break trail? 
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MFG. COMPANY 


DEPT. B, NEWTON LOWER FALLS 62, MASS. 


Manufacturers of Soldering Equipment Since 1919 














Longer fence-line service... 
merchandising . 
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...for the 
Days when 


‘Selling Counts 


Yes, when selling counts, Red Brand Fence and 
Red Top steel posts, will add selling prestige to 
your store. Farmers have long known and trusted 
these two products . 
who handle them. 


. and it reflects to the dealers 


years, of honest 

. Steady national advertising ... 
all have made Red Brand 
and Red Tops sales leaders 
in their field. 


KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 
i dy 
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| fk 
$ BE ANESTONE| va 


‘RED BRAND fence 


Ao RED TOP STEEL POSTS 


Knowledge of Local 
Builds Sales in 
Farm Supplies 


(Continued from page 130) 


stock is hung on pegs against a 
light-colored wall, while some of 
the smaller items are placed in 
display slots on the counter top, 
Farmers can approach this dis- 
play and select items that they 
want without the aid of salesmen. 
Articles in the slots are all priced 
which further saves in selling 
time. Farmers, as a rule, like to 
see prices advertised on farm 
goods. 


Appreciation Essential 


“We have found that in order 
to retain the good will of the 
farmer and get his business, that 
we must appreciate his work and 
problems,” says Mr. Austad. “For 
that reason all of our sales staff 
try to become familiar with farm 
management practices and prob- 
lems. This enables all of us to 
talk intelligently to farmers and 
convince them that we under- 
stand their needs. It has been an 
important factor in helping us 
to get a good share of the farm 
business in this area.” 

Friendliness is another factor 
which wins farmer trade, says Mr. 
Austad. Anyone who sells them 
for any length of time soon 
learns that while the average 
farmer is a quiet fellow, he likes 
friendly people and will continue 
to buy at a store where he sees 
a sincere effort is made to please 
him. 


Information for Newcomers 
Promotes Goodwill 
In Macon, Ga. 


The Contact Club of the Macon, 
Ga., Chamber of Commerce wel- 
comes newcomers to Macon’s com- 
mercial family with a breakfast at 
which they learn something of their 
new home, receive a complimentary 
buyer’s guide and street map, and 
an invitation to use the chamber’s 
information desk whenever neces 
sary. These get-togethers help the 
newcomer to understand his asso- 
ciates and promotes goodwill and 
understanding among all the mer- 
chants. 
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Prospects for 
Tax Equality 


(Continued from page 122) 


ons. The California Walnut Grow- 
ers’ Association handles 80 per cent 
of California’s merchantable wal- 
nuts, and 73 per cent of all walnuts 
grown in the United States. The 
American Cranberry Exchange and 
Cranberry Canners, Inc., dispose of 
70 per cent of the nation’s cranberry 
crop. The Calavo Growers of Cali- 
fornia control 7244 per cent of avo- 
cados. The Co-operative Grange- 
League-Federation Exchange, of 
New York, has done 3714 per cent 
of the total feed, seed, and fertilizer 
business in its area. And the Na- 
tional Farm Machinery Co-operative, 
Inc., looks forward to the time when 
“every farmer in the U. S.” can have 
a co-op tractor. 

These are monopoly figures and 
monopoly plans— with immunity 
from prosecution practically guar- 
anteed by the terms of the Capper- 
Volstead Act. 

But all that, you may say, doesn’t 
jibe with the findings of the Small 
Business Committee of the House of 
Representatives, of which Congress- 
man Patman, of Texas, was chair- 
man last year—but won’t be any 
more. Nor does it agree with the 
recently announced position of the 
great National Association of Man- 
ufacturers. How come? 


Theory and Reality 


The answer is that theory and 
reality are two very different mat- 
ters. Both Congressman Patman and 
the NAM accepted co-op theory, 
without putting that theory to the 
test in the crucible of performance. 

Co-op theory says, for instance, 
that patronage dividends are added 
payments for agricultural products 
in the case of farmers marketing co- 
operatives, and refunds of overpay- 
ments in the case of purchasing co- 
ops, and that therefore such amounts 
can not be taxed as income. 

But if Mr. Patman had taken the 
trouble to read a few co-op financial 
statements he would have quickly dis. 
covered that he had learned only a 
small part of his lesson. He would 
have found in the Eighth Annual 
Report of the Farmers’ Union Grain 
Terminal Association this confession 
of the make-up of patronage, divi- 
dends, as written by the general 
manager. I quote: 

“You will note that your patron- 
age savings from FUGTA are more 
than the commission rate which we 
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CAP SCREWS 


In all popular sizes up 
to 1” diameter and 8" 
lengths. 


BOLTS 


Machine, stove, carriage, 
lag, plow, step and sink. 


NUTS 


Semi-finished, hot- 
pressed, square, hex, jam 
and castellated hex. 


THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue ’ 
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Craftsmen quickly recognize the 
added quality of Vaughan Fine 
Tools, the added scientific design 
and balancing that reduce fatigue, 
and the limitless service these tools 
offer. 











For Industry or Home—Vaughan 
Fine Tools bring Dealers quality 
customers. Display them promi- 
nently. 
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must charge. This means the pro- 
ducer not only gets a patronage re- 
fund equal to the full commission 
charged but also a fraction of a cent 
a bushel in addition. The additional 
savings were made possible by the 
processing, storing and merchan- 
dising of your grain through the 
terminal facilities.” 

Again, he makes this statement: 

“FUGTA does not borrow money 
for its own grain operations except 
on Terminal Warehouse receipts. It 
does, however, borrow funds from 
the Central Bank for Co-operatives 
to loan to farmers’ co-operative ele- 
vators in the country. Your associ- 
tion pays 24% per cent interest to the 
Central Bank for Co-operatives for 
the use of this money. We charge 
the country elevators 4 per cent in- 
terest for the use of this money— 
GTA’s interest savings are part of 
the patronage dividend.” 


Legal Definition Differs 


But that’s not the way the law de- 
fines patronage dividends. The law 
says very plainly that a wholly tax 
exempt co-operative like the Grain 
Terminal Association shall turn 
back to its members or other pro- 
ducers “ihe proceeds of sale, less 
the necessary marketing expenses, 
on the basis of either the quantity 
or the value of the products.” 

It doesn’t say that the co-op shall 
—or even may—turn back the pro- 
ceeds of sales, less necessary mar- 
keting expenses, plus money made 
by processing, storing, merchandis- 
ing, money lending, printing news- 
papers, running truck lines or play- 
ing the stock market. 

Yet all kinds of items like these— 
entirely remote from marketing 
grain or apples or hogs—could have 
been found by Mr. Patman with one 
eye closed and his hands tied behind 
his back—if he had only looked. 

Here, for instance, he would have 
found Southern States Co-operative, 
Inc., of Richmond, Va., reporting in 
its income accoun® for 1943, $89,792 
of interest, $65,179 from accounting, 
$14,651 from rents, and $12,305 
from miscellaneous sources—a total 
of $181,929, or 11 per cent of its 
year’s total, which was derived from 
sources other than the co-operative’s 
major enterprises, which is the pur- 
chase of supplies. 

Here, in another report, he would 
have found that the big Co-operative 
GLF Exchange of Ithaca, N. Y., “ac- 
cumulated very large net margins 
due to rising prices before the price 
control policies of our government 





were completely effective”—income 
that arose wholly from market spec- 
ulation, yet was paid out in tax-free 
patronage dividends. 

In the same way, the Consumers’ 
Co-operative Association, of Kansas 
City, reports income from rents, ser- 
vices, transportation, printing, etc.; 
the Calavo Growers, of Los Angeles, 
report income from “side-line busi- 
nesses” exceeding that from sales for 
members; and the Illinois Agricul- 
tural Association reported “transpor- 
tation savings” (or profits) repre- 
senting one-third of the total income 
of the co-op. 

Can you, as sound businessmen, 
find any difference whatsoever be- 
tween co-op “net margins,” earned 
in the ways I have quoted, and the 
profits of a corporation or partner- 
ship with which you may be associ- 
ated? 

Of course, there is one vital differ- 
ence: The corporation’s profits pay 
a Federal income tax before any 
dividends are declared for stockhold- 
ers and before a penny goes into the 
reserve account. The co-op’s profits 
are tax-exempt, or nearly so. 

There is the further difference 
that the co-operative is able to pyra- 
mid its “refunds to patrons” into 
capital, and thus to finance expan- 
sion of facilities and working capital 
at a rate which is utterly impossible 
to you. 

And yet Congressman Patman 
seriously wrote that the co-ops had 
no substantial advantage over other 
businesses. No wonder “hell’s get- 
ting ready to pop.” 


Not All in Agreement 


Fortunately for all of us Mr. Pat- 
man’s defense of the co-op way of 
doing business is not shared by all of 
his colleagues in Congress. Fortu- 
nately, he is now in the minority, 
and a vigorous young leader of the 
new majority in the Small Business- 
Committee has different views. The 
Congressional Record of an early 
day in the life of the 80th Congress 
carried a letter which was written 
last fall to Mr. Patman by Congress- 
man Walter C. Ploeser, of St. Louis,. 
in which he said: 

“The report says that a co-opera: 
tive ‘apparently has no unfatr tax: 
advantage over any other type of 
firm or corporation which may elect 
to operate on the same basis.’ Any- 


one knows that there are many Cor- , 


porations and firms in the United 
States which could not operate on 
the basis of a co-operative without 
abandoning the profit motive which 
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has been such an important factor 
in the amazing material progress of 
our nation. 

“Co-operative theory attacks the 
whole system of profit in our capital- 
istic economic system and boldly de- 
clares that it seeks its elimination. 
Private business, on the other hand, 
believes in the advantages of profits, 
and in fact, the profit motive and 
profits are an indispensable part of 
free capitalistic enterprise. 

“To say that co-operatives have no 
tax advantage over private business, 
provided private business will aban- 
don the profit motive, is to tell pri- 
vate business that if it does not like 
such advantages enjoyed by co- 
operatives, it must withdraw from 
capitalistic enterprise. Such an argu- 
ment is thoroughly revolutionary in 
its implications and extremely un- 
fair to private business.” 

And having reviewed the facts in 
the matter Mr. Ploeser declared: “I 
do not think that the tax-exemption 
privileges of co-operatives can be 
justified.” 


Many Red Herrings 


There have been many other red 
herrings that the co-ops have 
dragged across the trail in the hap- 
pier days when, as Mr. Hensel wist- 
fully put it, Treasury officials “had 
little knowledge of our co-opera- 
tive operations’”—before they were 
“primed with all the arguments 
against continued freedom from 


The Trenton Co-operative Society, 
Inc., in New Jersey, built a window 
display in its store ... and it proud- 
ly displayed a cancelled check with 
which it had paid its Federal income 
tax. 

Trenton Co-operative Society, Inc., 
made a net profit of $2718.66 be- 
tween January 1 and November 30, 
1946. It lists among its expenses 
Federal and state taxes of $87. But 
if one of you, in an incorporated 
business, had made $2718, net profit, 
you would have paid $589.19 at the 
low-bracket corporate tax rate of 
21 per cent. 

Sure! The co-op paid income tax 
—but it paid according to a formula 
that is altogether different from the 
one that you must use. It paid about 
3 per cent. I don’t call that paying 
income tax—especially when no ex- 
planation is given of the big differ- 
ential that’s involved. 

There’s another favorite co-op 
red herring that you ought to be 
ready to toss on the rubbish heap. 
It says,"“The move to tax co-opera- 
tives is just a cover-up for an at- 
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tempt to destroy the whole co-opera- 
tive movement.” 


Of course, any co-op leader who 
says that is talking through his hat 
—and he knows it. Paying taxes 
isn’t the reason why businesses fail. 
Corporations paid up to 85 per cent 
of their profits in Federal income 
taxes during the war, and yet they 
managed to survive. Surely, co-ops 
can do as well, especially now that 
taxes have been somewhat reduced— 
and if you want proof of that state- 
ment look at the record of their 
earnings. 

The truth is that they’ve learned 
to eat their cake and have it too— 
and they like it. The manager of the 
Farmers Union Grain Terminal As- 
sociation let the cat out of the bag 
when he told his members recently 
that if the wholly untaxed profits 
of 1946 had had to be paid out in 
cash the huge co-operative corpora- 
tion could not have increased its 
liquid capital by $864,399; could not 
have paid off $1,249,650 of mortgage 
debt; could not have purchased ad- 
ditional properties for $817,700. 


Well, probably not. Grain Termi- 
nal] Association made $3,649,598 in 
profits last year. Another kind of 








SUNSET LINES 


‘Precision Built’ For Perfect Casting in Lake, Stream or Salt Water 





ED. W. SIMON CO., 
320 Broadway, 
New York 7 


PRIMO & MARINA — Cuttyhunk Lines for Salt Water 
Fishing 

The CASTMASTER — Waterproof Nylon Bait Casting 
Line for Fresh or Salt Water Fishing 

ARROWHEAD—Tapered and Level Fly Lines, in Nylon 


Five ‘Stripers’ like these are a real catch for even a veteran fisher- 
man... So it’s no wonder 12 year old Brock Settlemier feels proud 
. and like smart, veteran fishermen, Brock uses 
SuNseET Lines, for they are the finest lines money can buy. Made in 
the newest, most modern plant in Amefica . . . 
Linen yarns and the highest quality nylon threads . . 
are tops with the most discriminating sportsmen everywhere. 


More of these fine lines are becoming available every day. 


of his day's sport. . 


SUNSET LINE & TWINE CO. + 564 Sixth Street + San Francisco 3 
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corporation would have paid about 
$1,386,000 in Federal income tax. 
The big co-op paid not a single 
penny. Not a penny for the support 
of the Government that makes its 
existence possible, that protects it in 
war and defends it in peace. 


Modest Volume? 


There’s one more red herring that 
I want to dissect for you—the co-ops’ 
statement that their volume of busi- 
ness is very modest and unimportant 
in the nation’s economy. 

The Farm Credit Administration, 
which is the fairy godmother of all 
farm co-ops, has published as the 
total volume of business done by 
various types of farm co-ops in the 
1944-45 marketing season, the sum 
of $5,645,000,000. The Bureau of 
Labor Statistics of the Department 
of Commerce, which has a watchful 
eye on city cooperation, estimates 
the total volume of city consumer 
co-ops for approximately the same 
period as $557,000,000. 

That’s not the half of it! 

The Co-operative Research and 
Service Section of the Farm Credit 
Administration, which has the job of 
keeping figures of co-op business, 
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tabulates only business done at the 
local retail level, thereby omitting 
all business done by the big regional 
wholesale co-ops and all business 
done by the rapidly expanding na- 
tional manufacturing and financial 
co-operatives. It does this, it ex- 
plains, to avoid duplication—and 
presumably justified the omission 
on the ground that since little or no 
income tax is paid in any event, it 
must also pay tax. The total vol- 
ness is done. 

But the $5,000,000,000 figure then 
becomes, as you can see, a wholly 
misleading statistic. It is as if a 
giant taxpaying corporation, selling 
to wholesale branches which in turn 
sold to retail outlets, were to report 
for taxation only the income arising 
at the retail level. Manufacturers 
would, no doubt, be glad to adopt 
such a practice, but in their case the 
Treasury requires a statement of 
earnings by the manufacturing cor- 
poration, on which tax must be 
paid; a statement of earnings by 
each wholesaler, on which tax must 
be paid; and a statement of earn- 
ings by each and every retailer, who 
must also pay tax. The total vol- 
ume of U. S. business includes busi- 
ness done at al] three levels—and if 
there is duplication, it is to the ad- 
vantage of Uncle Sam who collects 
taxes at all three levels. 

So we must add co-op manufac- 
turing volume, co-op wholesale vol- 
ume, co-op commission volume—and 
do it for both farmer and city co-ops. 
And these corrections bring the 
actual total of co-op business to 
more than $12,000,000,000—with the 
probability that the total will rise to 
at least $25,000,000,000 by 1950. 

Something, as you can easily see, 
has got to be done now for the poor 
taxpaying businessman. This unfair 
co-op competition must be brought 
to a halt. All of the co-ops, big and 
little, city and country, must be 
made to pay their share of the na- 
tion’s tax load. 

The Ways and Means Committee, 
under Congressman Harold Knutson 
of Minnesota . . . is getting ready to 
hold hearings. Congress is alerted 
to the gravity of the threat .. . to 
all small business; in several states 
—Maryland, Kansas and Minnesota 
right now—there are bills before 
legislatures to clip the wings of the 
tax-exempts; and businessmen are 
on their toes in the nationwide ef- 
fort to save our free economy before 
the co-ops can grab it and make it 
theirs forever. 

No wonder Mr. Hensel is alarmed. 
He’s right: “Hell’s getting réady to 
pop!” 
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Champion 


Horetord Heer 






Raised by Phyllis Bonnater, 16, Kes- 
wick, Iowa, this steer took Hereford 
championship at the International 
Live Stock Exposition and also, grand 
championship in the Junior Live Stock 
Feeding Contest. The steer scaled 
1260 pounds and sold for $4.50 per 
pound, a record for junior steers. 

























Champion Fence= 







It takes more than looks to be a fence cham- 
pion—it takes years of all around good service, 
years of longer life, years of proven design and 
years of being the best seller. U-S-S American 
has all these and more—so if you sell fence, sell 
the best—back a champ. 

Production of American Fence, poultry net- 
ting and wire products is at peak capacity. 
Orders are being filled as rapidly as possible 
and we hope that soon you will be able to get 
all the U-S-S American Products you need. 

In the meantime, steady advertising of 
American Fence in leading farm journals will 
continue to bring more customers into your 
store. If you are not now handling U-S-S 
American Fence, write to any of the companies 
listed below for complete information. 







































AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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PERKINS HEADS SALES 
ON J. H. WILLIAMS TOOLS 
Announcement was_ recently 


made by E. J. Wilcox, vice presi- 
dent, J. H. Williams & Co., 400 





JOHN B. PERKINS 


Vulcan St., Buffalo 7, N. Y., of 
the appointment of John B. Per- 
kins as sales manager of the 
company’s Domestic Tools Divi- 
sion. Mr. Perkins formerly man- 
aged the company’s New York 
tool sales district. 

Well known in the metropoli- 
tan New York area, Mr. Per- 
kins has been associated for over 
30 years with the company, 
which manufactures drop-forg- 
ings and drop-forged tools. He 
will make his headquarters in 
Buffalo with Mr. Wilcox who 
will continue his close contacts 
with the trade and direction of 
the company’s sales policies and 
activities. 


SCHLATTER HDWE. CO. 
COMBINES DEPTS. 


The Schlatter Hardware Co., 
Inc., wholesalers, Fort Wayne, 
Ind., has combined the three 
wholesale sales departments into 
one, located on the same floor as 
the general offices. The salesmen 
and the lines they sell are as fol- 
lows: G.D. Van Aman, P. H. Rei- 
ter, Fred Meyer, Clark Diehl and 
Joe Holloman, mill supplies; 
Robert Lipman, sporting goods; 
S. E. Williamson, paint; Martin 


| mar Franke, commercial light- 
ing; Albert Trier, electrical; Lee 
Graves, plumbing, and Ray 
Kohlepp, Roy Whittenbarger, 
Herbert Wietfeldt, Arthur Van 
Anda, Ed Alberding and Clarence 
Seelig, general hardware. 

Bert Hollopeter was recently 
re-elected president, treasurer 
and general manager, Cecil C. 
Van Shoik, vice-president and 
Fred E. Raake, secretary. The 
former officers and Harold D. Pol- 
litt and Ed Williamson comprise 
the board of directors. 





V. R. LINDEMANN MADE 
REGIONAL SALES MGR. 
FOR CROSLEY DIV. 
Victor R. Lindemann has re- 
cently been appointed southwest- 
ern regional sales manager, for 








VICTOR R. LINDEMANN 


the Crosley Division—Aviation 
Corp., 1329 Arlington St., Cin- 
cinnati, Ohio. 

Mr. Lindemann served as dis- 
trict sales manager of Crosley 
from 1939 until 1941, when he 
joined the Air Qorps. Prior to 
joining Crosley in 1939 he was 
sales manager of the Lonergan 
Mfg. Co., Albion, Mich. 


CECO STEEL MAKES 
APPOINTMENTS 
The Ceco Steel Products Corp., 
manufacturers of metal building 
products, 5701 W. 26th st., Chi- 
cago 50, Ill., has announced the 





Franke, builders supplies; Del- 
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appointment ef William W. Forst, 


and William T. DuRell as as- 
sistant managers of the Screen 
and Weatherstrip Division. 

E. C. Bangham has been named 
assistant manager of the Wash- 
ington, D. C., office at 2011 K 
St., N. W. 


BOYLE-MIDWAY TO OPEN 
ATLANTA PLANT 


Boyle-Midway, Inc., manufac- 
turers of household products, 22 
E. 40th St., New York City 17, 
will open its new $750,000 plant 
in Atlanta, Ga., the first week in 
March. With this plant the com- 
pany will be able to service its 
southern customers more eff- 
ciently. The plant will handle 
sales, manufacturing and ware- 
housing for the South. 

E. A. Lesher, southern divi- 
sional sales manager, will estab- 
lish headquarters at the plant. 


TRACY-WELLS NAMES 
MANESS SALES DIR. 


George E. Maness has been 
promoted to sales director of the 
Tracy-Wells Co., wholesale dis- 
tributors, Columbus, Ohio. 

Mr. Maness joined  Tracy- 
Wells in 1928. He was sales 
representative in Ohio and In- 
diana, and later assisted sport- 
ing goods, furniture and jewelry 
and department stores in the 
promotion and sale of special 
merchandise. After serving in 
the Navy, he was made special 
representative for Columbus. 





GEORGE E. MANESS 


CROSSLAND MFG. CO. 
HAS NEW SALES MGR. 
P. Norman Berry, formerly 
Genera! Motors and DeSoto 
sales executive, has been ap 








| P. NORMAN BERRY 


| pointed general sales manag 
| in charge of retail distribution 
and sales for the Crossland Mfg 
Co., Toledo, Ohio, manuf 
turers of Ya-De Mothproof. 

Mr. Berry was with General 
Motors 21 years, first in the & 
pacity of assistant general sale 
manager jor over ten years, i 
charge of dealer organization 
and sales promotion, and for fit 
years he served in a similar & 
pacity for the DeSeto autome 
bile. 


O’BRIEN VARNISH NOW 
THE O’BRIEN CORP. 


The directors of the O’Brien 
Varnish Co., paint, varnish, lae 
quer and protective coating mat 
ufacturers, 101 N. Johnson St, 
South Bend 21, Ind., have 
changed the company name 
O’Brien Corp. The change wa 
made to dispel the impression 
that the company makes only var 
nishes. 


J. J. BURKE PRESIDENT 

OF CENTRAL GLASS CO 

J. J. Burke, formerly treasurer 
of Central Glass Co., Louisville, 


Ky., has been elected president 
to succeed the late C. W. Kendle, 





founder of the company. 
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M. F. COTES, DUO THERM, 
NAMED EXEC. V. P. OF 
MOTOR WHEEL CORP. 


M. F. Cotes, Duo-Therm gen- 
eral manager, has been appointed 
executive vice-president of Motor 
Wheel Corp., Lansing, Mich. 

Mr. Cotes, who will continue 
to serve as head of the corpora- 
tion’s Duo-Therm division, be- 
came associated with Motor 
Wheel in 1932, when he became 
sales manager of the Duo-Therm 
division, manufacturers of fuel 
oil appliances. 


M. F. COTES 


He was elected to the Motor 
Wheel directorate in 1937, and 
has served as vice-president in 
charge of the Duo-Therm division 
since that time. 

He was recently elected to the 
presidency of the Institute of 
Cooking & Heating Appliance 
Manufacturers. 


COLUMBIAN ROPE ELECTS 
R. T. STARR VICE-PRES. 
TO SUCCEED J. REBER 


Stanley W. Metcalf was re- 
cently elected president of the 

lumbian Rope Co., Auburn, 
N. Y., at which time James B. 
Reber, vice-president since 1935, 
announced his retirement due to 
ill health. Mr. Reber joined the 
company in 1914, was made gen- 
eral superintendent of ali mills 
in 1928, and in 1935 became vice- 
President, and a member of the 
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RAYMOND T. STARR 


board, in which latter capacity 


he will continue to serve. 

Raymond T. Starr, formerly 
chief engineer, succeeds Mr. 
Reber as a director. He has 
been with the company since 
1926. 

Other officers elected for 1947 
were: Edwin F. Metcalf, chair- 
man of the board; Harold G. 
Metcalf, vice chairman of the 
board; Stanley W. Metcalf, 
president; and Earl E. Bockstedt, 
Rexford L. Morris, Stewart G. 
Russell, and Raymond T. Starr, 
vice-presidents; Fred M. Ever- 
ett, secretary; Frank J. Lesch, 
treasurer; Edwin R. Metcalf, 
assistant secretary; Frank R. 
Metcalf, assistant treasurer. 

Appointments made were: Ed- 


JAMES B. REBER 


farm department and develop a 
complete program that will en- 
able the independent dealer to 
profitably merchandise and pro- 
mote farm hardware and supplies 


the Canadian Division of the 
Glidden Co., Cleveland, Ohio, by 
A. D. Duncan, vice-president and 





win R. Metcalf, assistant to the 
president; Rexford L. Morris, 
comptroller; Charles H. Mosher, 
general sales manager, and Gard- 
ner P. Dynes, assistant general 
sales manager. 





H. A. LYNES MANAGING 
FARM HDWE. DEPT. | 
FOR TRU-TEST | 


Herbert A. Lynes, head of the | 
merchandise management secticn | 
of the National Retail Hardware | 
Association for the past two 
years, has been appointed man- 
ager of the farm hardware and 


HERBERT A. LYNES 


supply division of Tru-Test Di- 
vision, Oakes & Co., 650 S. Clark 
St., Chicago, Il. 

Mr. Lynes plans to expand the 


in his store. 





MORRISON HEADS 
CANADA DIV. FOR 
GLIDDEN CO. 


Charles Morrison was recently 
appointed managing director of 


general manager of the Glidden 
Co., Ltd., Toronto. Mr. Duncan 
was recently elected vice-presi- 
dent and a director of the parent 
company. 





PIZOR HEADS NORGE 
EASTERN SALES 


R. H. Pizor, formerly manager 
of laundry equipment sales, for 
the Norge division of Borg-War- 
ner Corp., Detroit, Mich., has 


R. H. PIZOR 


been appointed sales manager, 
eastern region, with headquar- 
ters in New York. He succeeds 
E. L. Frohlich, who has resigned 
to become vice-president in 
charge of sales for Warren-Con- 
nelly ©o., Norge New York dis- 
tributor. 

Mr. Pizor joined Norge in 
1934. Prior to and shortly after 
the war, he was a key sales spe- 
cialist. During the war he was 
executive assistant to the man- 
ager of the company’s Muskegon 
plant, in charge of industrial re- 
lations. . 


DOBECKMUN CO. FORMS 
MARKET PLANNING DIV. 


The Dobeckmun Co., 3301 Mon- 
roe Ave., Cleveland, Ohio, plas- 


| tic glazing manufacturers, has 
| established a Market Planning 
Division, 


headed by John M. 
Cowan, formerly sales promotion 
manager, who will direct the 
functions of market analysis and 
marking testing, development of 
sales plans and aids, sales pro- 
motion, advertising and pub- 
licity. 

Alan D. Crowley succeeds Mr. 
Cowan as sales promotion man- 
ager. 
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Franklin Hardware & Supply Co. Renames 


C. F. Parvis, President, at Annual Session 


Approximately 200 stockhold- | Cochran & Allen, Carlisle, Pa., 
ing member-dealers attended the | was named vice-president, and 
annual convention of the Frank- | George R. Park, Jr., of George 
lin Hardware & Supply Co., held R. Park & Son, Wayne, Pa., was 





Feb. 3 and 4, at the firm’s ware- 
house, 918-928 N. Delaware Ave., 
Philadelphia. 

Displays were made by 54 
manufacturers. The warehouse 
was open for inspection and ac- 
cording to F. Leon Herron, gen- 
eral manager, orders totalling 
about $100,000 were written dur- 
ing the convention. 

Charles F. Parvis, of Kugel 
Brothers, retail hardware dealers 
of Philadelphia, was reelected 
president. Mr. Herron, who 
serves as general manager, was 
elected secretary. M. W. Allen, 


elected treasurer. 

The following additional di- 
| rectors were also elected: R. H. 
Imschweiler, of Tremont Hard- 
ware Co., Tremont, Pa.; Walter 
T. Massey, of Walter T. Massey’s 
Hardware, Dover, Dela.; Herbert 


| J. Weber, of Joseph Weber Re- | 


| tail Hardware Co., Philadelphia; 
| Charles P. Reinboth, C. P. Rein- 
|both & Sons, Philadelphia; 


| Maurice Yearsley, M. S. Yearsley 
|& Son, West Chester, Pa., and 
| Harry D. Kaiser, Kaiser Brothers, 
Philadelphia. Mr. Kaiser is the 
past president of the National 


Retail Hardware Association. 














WEIDE JOINS MAY HDWE. 
20-YEAR CLUB 


George J. Weide was honored 
at a dinner given recently by the 
May Hardware Co., 1054 3lst 


GEORGE J. WEIDE 


St., N. W., Washington, D. C., 
wholesalers, in celebration of his 
induction into the company’s 20- 
Year Club. Mr. Weide became 
associated with the May Co. in 
1927, working his way up till in 
1941 he headed the sales of small 
electric appliances. During the 
war he worked with the United 
Nations, and when he returned 
was made manager of the com- 
pany’s government department. 


| Howell, with offices in Seattle, 
San Francisco, and Los Angeles, 
will cover the coastal area, while 
W. H. Connors Co., Denver, will 
| service the mountain states. 
Members of the Osgood & 
| Howell group includes John C. 
Adams and John S. Lewis, in Los | 
| Angeles; Albert J. Howell and | 
| Philip J. March in San ew | 


and Alan A. Green in | 


| cisco, 
| Seattle. 


ROGAN’S PURCHASED | 
BY DOBYNS-TAYLOR 


| Rogan’s Inc. Rogersville, 
| Tenn., has been purchased by 
| Dobyns-Taylor, Kingsport, Tenn., 


| 


| according to S. Flem Dobyns, | Colo. 


| 
| co-owner. He announced the | 


| son 


tail and one wholesale store in 
Kingsport, two retail stores in 
Elizabethton, two in Rogersville, 
and one in Jonesboro. 
Dobyn-Taylor will take over 
Rogan’s on April 1. The pres- 
ent owner is F, H. Rogan, a de- 


scendant of the original owner | 
of the store, which dates back to | 


1820. 


F. L. JACOBS CO. HOLDS 
SERVICE CONVENTION 


The F. L. Jacobs Co., home | 


appliance manufacturers, 1043 
Spruce St., Detroit 1, Mich., re- 
cently conducted a two-day ser- 
vice convention for all Launder- 
all distributor service managers 


and personnel, under the direc- | 


tion of H. D. Stolcenburg, na- 
tional service manager for the 
Launderall automatic home laun- 
dry, at the Hotel Severin, De- 
troit. About 160 distributors 


service men and top executives | 


and service personnel of the fac- 
tory attended the convention. 

J. W. Stigall, national sales 
manager, showed  Launderall 
service slide films, and empha- 
sized the close link between the 
company’s sales program and 
service. 


EMERSON RADIO NAMES 
TWO REPRESENTATIVES 


Clifford Knapp has been ap- 


pointed sales representative in 
the 


Pacific-Northwestern area 
for Emerson Radio & Phono- 


Distributing Co., 


been 


Leslie M. Graham has 


| opening of a new hardware store | appointed sales representative in 


| Elizabethton. yey) 

Mr. Dobyns states that /with 
the addition of four new stores 
his company will have five re- | 


ance 
Electrical 
apolis, Ind. 


and a sporting goods store in| the mid-western area. He was 


formerly manager of the appli- 
division of the Peerless 
Supply Co., 


Indian- | 


RHOADS IS SALES MGR 
FOR BROWN-CAMP H 

E. N. Rhoads has been af 
vanced to the position of saly 
manager of Brown-Camp Hari. 
ware Co., wholesalers, Des Moing 





| 


E. N. RHOADS 


| Iowa. He was formerly merchar- 

dising manager. Mr. Rhoads 
joined the company in 1912 ani 
worked in practically every d- 
partment. 

The company also announce 
| the creation of a complete service 
| department for all major hous. 
| hold appliance lines. Rex Dins 

more, for the past 12 years asso- 
ciated with Standard Appliance 
Co., and Maytag Co., Newton, 
| Iowa, in service work, heads the 


graph Corp., 111 Eighth Ave., | department. 
New York 11, N. Y. He formerly | 
was sales manager of the Lar- | 
Denver, | 


SULTAN BROS. PLAN 
| FACTORY-WAREHOUSE 


Sultan Bros., Inc., 1470 3%) 
| St. Brooklyn 18, N. Y., mant- 
| facturers and wholesalers @ 
hardware has purchased a built: 
ing which it plans to convert inlo 


| a factory and warehouse. 











ADAMS RITE NAMES 
REPRESENTATIVES 

Adams Rite Mfg. Co., builders 
-hardware manufacturers, 540 W. 
Chevy Chase Drive, Glendale, 
. 4, Calif., has appointed two fac- 
tory representatives to service the 
11 western states. Osgood & | 
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OFFICIAL FAMILY of the Oklahoma Hardware & Implement Assn., photopraphed 
at the association’s convention, Feb. 4-7 at Oklahoma City, are, back row, left to right: 
C. A. Fahnstock, Okmulgee; R. R. Smith, Wakita, board member; C. L. Murphey, Still- 
water, director: Stewart Martin, Okmulgee, director; C. S. Springer, McAlester, advisory 
board; O. D. Fenimore, Woodward, director; Wallace Kelly, Tulsa, director; J. E. Lang: 
Perry, director; front row, left to right: Chester E. Young, Fairview, vice-president N. R. 


.; J. A. Wheatley, Yukon, first vice-president; C. G. Pinkerton, Bartlesville, president; 


M. E. Culp, retiring president; R. K. Thomas, Oklahoma City, secretary-treasurer; E. R. 


Bauman, Elgin, director. Not in the photograph is J. Dewey Clements, Ardmore, 


vice-president. 


second 
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wan—who needs salesmanship! 


in volume, you'll find that the more features you know and 
show, the more appliances you'll sell. Suppose you’re dem- 


Everybody knows that today it’s so easy to sell quality 
appliances, you hardly have time to wrap them up. Sales- 
manship is out of style. But when appliances come back onstrating the Manning-Bowman Long-Last Percolator... 


Rap it with your knuckles. Suggest: G Show its capacity. “It makes eight Talk safety. “If you forget this per- 
1. X cups of coffee—has a dripless spout 4} colator, built-in current breaker 
‘ 3 


“Want an unbreakable coffee 
maker? This is for you. All metal— ¢ for easy pouring. Note the chro- * shuts it off, prevents over-heating. 
can’t chip or crack—built to last!” mium finish, inside and out? Handle is fully insulated, too?’ 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 
Makers of M-B quality Toasters, Percolators, Broilers, lrons, Automatic Grills, and Waffle Bakers. 
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AVAILABLE. MASTERCRAFT ELECTRIC ef the wind 


Irving Skolnick, formerly vice- Simon A. 
president, has been elected presi- . 261 Fifth 
| dent and general manager of ‘ a N. Y., by 
| Mastercraft Electric Co., 181 i ‘ be announc 
Bruce St., Newark 3, N. J. Sidney fe 
Blackman, new vice-president, will 
coordinate sales promotion, mar- 
ket research and production 
| schedules. He previously head- 
| ed purchasing and production 
departments. 


cast aluminum. Tapped for 2” 
pipe. Fits inside 4” pipe for 
outside caulking. 


aluminum to fit 3” pipe for out- 








side caulking. 





BRYANT HEATER MEN 
OPEN AGENCIES 


| Philip W. McCoy has estab- 
lished the Bryant-McCoy Co., 
Jamestown, N. Y., and Paul J. PAUL J. SCHAACK 
Schaack the  Bryant-Schaack 
Co., Clearwater, Fla., to repre- 
sent the Bryant Heater Co.’s 
gas-fired heating equipment, 
Cleveland, Ohio. ; z the 
Mr. McCoy had previously en- ones the di ang of 
gnged in the decign of dementis Plumbing & Heating Division of 
heating equipment with Surface the WPB. 


Combustion Co. Mr. Schaack, 
who joined Bryant in 19%, 
serving during the war as a 
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E-Z-DO TO STAGE 
DISPLAY CONTEST 


Twelve prizes to six winning 
stores, one for the display man- 
ager and the other for the closet 
shop buyer in each, will be 
awarded by E-Z-Do, 261 Fifth 
Ave. New York 16, N. Y., in a 
pationwide window display con- 
test to be staged from April 9-15, 
inclusive. 

The prizes will be awarded in 
two classifications: stores in 
cities of more than 100,000 popu- 
lation, and in cities of less than 
100,000. In each class the awards 
will be $50, $25, and $10, for 
first, second, and third places, 
respectively. 

This contest is a tie-in with 
E-Z-Do’s full-color page ad that 
will appear in the Saturday Eve- 
ning Post for April 12. Principal 
requirements for entry in this 
contest are that the window dis- 
play must be based on this ad, 
and must feature E-Z-Do ward- 
robes and chests. Photographs 
of the window display must reach 
Simon A. Goldsmith of E-Z-Do. 
261 Fifth Ave., New York 16, 
N. Y., by May 1. Winners will 
be announced May 15. 





RALPH WUHRMAN 


WUHRMAN APPOINTED 
SALES MGR. BY HOLM’S 


Ralph Wuhrman has been ap- 
pointed sales manager for Holm’s 
Mfg. Co. of Akron, Ohio, 
manufacturers of Holm’s Filor- 
Levl-Post. He served with the 
AAF as contract termination 
and property disposal officer, and 
prior to the war he operated his 
own time sales finance broker- 
age business. 








EDWARD F. FITZGERALD 


RUSSELL A. HAUCK 


RETIRING PRESIDENT AND NEW PRESIDENT of the 





“| CANNOT TELL A LIE, FATHER... 
CAMILLUS HAS THE EDGE!” 


You are absolutely right, George, and one of 
the best reasons why is the many inspections 
made on every Camillus knife. Each manu- 
facturing operation at Camillus is accurately 
checked...and an inspection of each and 


every piece is performed on all _ 


x 
vital operations. On top of all \Q. #7. 


this,a super inspection scru- 
tinizes each finished knife 
ruthlessly for flawless oper- 
ation and pertect appearance. The 
result,is a uniformly-fine quality that 
recently prompted one large hard- 
ware jobber to say, “Your quality 
is unsurpassed in the entire hard- 
ware field.” In quality, as well as 


in cutting, Camillus has the edge! 


Nestern Retail Implement & Hardware Assn. are, left to 
right: Edward F. Fitzgerald, Colby, Kan., and Russell A. 
uck, Unionville, Mo., Mr. Hauck, a hardware dealer, was 
elected president at the Association's 58th annual convention 
and exhibit. Other officers elected were: hardware dealer, 
Harold House, Douglass, Kan., vice-president, and Frank 
» Spink, Kansas City, Mo., executive secretary-treasurer. 
tr. Fitzgerald, retiring president, becomes a director for 
three years. Re-elected to the board for three-year terms 
were Leslie Smith, Westmoreland, Kan.; J. C. Nitsch, Oberlin, 
Kan. ; and Glenn Muncy, Dodge City, Kan., while C. A. 
singer, Independence, Mo., was elected for the board for 
& one-year term to fill the vacancy created by the retirement 
from the board of Lee Oldham, Leoti, Kan. 

Resolutions adopted by the convention urged all members 
to take @ more active part in a political party of their own 
choosing; revision or replacement of the Wagner Act; pro- 
testing against amendment of the Wage and Hour Law to 
extend it to retail and service employees; and favoring 
taxation of co-operatives. 
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one of the oldest and 
largest manufacturers of 
pocket knives in Amer- 
ica, founded 70 years 


Camillus Cutlery Co., N. Y. 17. 
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Lift Inventory Restrictions 
On All But Hard Lines 


Inventory restrictions on 
wholesalers and retailers of con- 
sumer goods were largely re- 
laxed on Feb. 6, when the 
Civilian Production Adminis- 
tration revoked its order L-219. 
The change removes all inven- 
tory restrictions from a group of 
items not essential to the na- 
tional economy, and at the same 
time simplifies the reports re- 
quired of many merchants. 

Partly in connection with the 
revocation of L-219, a number of 
changes also were announced in 
Priorities Regulation 32, the 
over-all inventory control order. 

CPA said that some items for- 
merly listed in Direction 1 to 
L-219 had been transferred to 
Table 3 of PR-32, which specifi- 
cally exempts them from inven- 
tory control. This list includes 
such items as antiques, clocks 
and watches, furs, jewelry and 
silverware, luggage, men’s sport 
shirts and toys and games. 

Others items formerly listed 
in Direction 1 now became sub- 
ject to the practicable minimum 
working inventory restrictions of 
PR-32. These include such 


things as men’s, women’s and 





children’s wear, white goods and 
piece goods, as well as electric 
mangles, electric water heaters, 
mechanical refrigerators, ranges, 
sewing machines, vacuum clean- 
ers and washing machines. 


CPA officials said this action 
was taken now because many of 
the “controlled merchants’”’ 
(those whose business was large 
enough to make them subject to 
L-219), end their fiscal year on 
Jan. 31. Action at this time will 
free them from the necessity of 
a good deal of accounting and 
other paper work. 

CPA stressed, however, that 
lifting of the order does not 
mean that all merchandise is 
plentiful. Many essential items 
are still in limited supply, CPA 
said, pointing out that this ac- 
tion was taken with the concur- 
rence of the Wholesale and 
Retail Soft Lines Industry Ad- 


| visory Committee. 


Order L-63, officials pointed 
out, is not affected by this 
revocation. L-63 provides inven- 
tory control on merchants selling 
“hard lines” such as automotive, 
building and hardware supplies. 








HONOR R. S. CORNELL 
AT INFORMAL LUNCH 


Fourteen friends, including 
former associates, customers and 
competitors, honored R. S. Cor- 
nell, recently retired manager of 
hardware sales in the New York 
area and manager of the Stan- 
ley Works New York office, at 
an informal luncheon, Feb. 6, at 
Nikolaus Chop House, 99 Second 
Ave., New York City. Charles 
Kurzon, Charles Kurzon, Inc., 97 
E. Houston St., New York City, 


R. 8. CORNELL 





was host at the gathering in 
honor of Mr. Cornell’s 52 years 
of activity in the hardware field. 
The total service record of 
hardwaremen present at the 
luncheon was 477 years. 


SEARS JOINS J. T. WOOD 
SALES ORGANIZATION 


Paul H. Sears has joined the 
sales staff of the Joseph T. Wood 
Co., Ware, Mass. Mr. Sears was 
formerly export manager, and 
special representative. for the 
Westfield Mfg. Co., maker of 
Columbia bicycles. 


FIRM FORMED TO SERVE 
L. P. INDUSTRY 

The Anco Mfg. and Supply 
Co., newly incorporated firm at 
Tulsa, Okla., announces a com- 
plete service for the supply and 
marketing of equipment and ap- 
pliances for the Liquefied Pe- 
troleum industry, according to 
Paul R. Smith, president of the 
new firm. 

All types of equipment and 
appliances, as well as -engineer- 
ing services, will be offered to 
dealers, manufacturers, and mu- 
nicipalities in this country and 
abroad. 





| 


| 





Other officials of the company 
include: Thomas C. Shaw, vice- 
president; A. V. McMurray, sales 
manager: W. L. Abbott, assistant 
sales manager; and Marvin H. 
Kelly, chief engineer. 

The firm claims it offers to the 
industry a single source of supply 
for every type of appliance and 
all equipment used with propane 
or butane fuel; a complete engi- 
neering service, either advisory, 
or complete designing and fabri- 
cation of anything from single 
pieces of equipment to complete 
bulk plants. It will also serve 
manufacturers as an outlet for 
products needing national repre- 
sentation. 

Headquarters are in the Atlas 
Life Bldg., in Tulsa. Branch 
offices have been established in 
Chicago, St. Louis, Houston, Min- 
neapolis, and Cleveland and 
others are planned. 


GAROD RADIO NAMES 
MID-WEST DISTRIBUTORS 

The Garod Radio Corp., 70 
Washington St., Brooklyn 1, 
N. Y., manufacturer of electronic 
products, has appointed two dis- 


tributors in the Ohio and Kansas 
Shank-Cobley, Inc., | 
Toledo, Ohio, will distribute in | 


territories. 


Ohio, and Blish, Mize & Silliman 
Hdwe. Co., Atchison, 
wholesalers, will serve Garod Ra- 
dio retailers in the western half 
of Missouri, and most of Kansas. 

The company’s distributor in 


| Boston, formerly known as K 


Stores Co., has changed its name 
to Merchants Distributors, Inc., 
with offices at 1510 Boylston St., 
Boston. In the Idaho territory, 


| Tede & Etchingham, Garod dis- 


tributor, has moved to 234 W. 
Bonneville, Pocatello, Idaho. 


PACKAGING EXPOSITION 
IN PHILADELPHIA 


Alvin E. Dodd, president of 
American Management Associa- 


tion prophesied a return to em- | 


phasis in sales plans on the 


| style and materials of the pack- 


age, when he announced the 16th 
annual AMA Packaging Expo- 


sition to be held in Convention | 


Hall, Philadelphia, April 8-11, 


concurrently with the AMA con- | 


ference on packaging, packing 

and shipping. 

R. S. MULLEN MOVED TO 
OHIO FOR BURGESS 


Robert S. Mullen, who joined | 


the Handicraft Division, Burgess 
Battery Co., 180 N. Wabash 
Ave., Chicago 1, IIl., in 1946, as 
its Vibro-Tool sales representa- 


tive in St. Louis, has been trans- 


ferred to Cleveland where he 
will cover eastern Ohio. 


WASHINGTON FORGE 

OPENS N. Y. OFFICE 
Washington Forge, Inc., Eng. 
lishtown, N. J., manufacturers of 
table and kitchen cutlery, re 





Kan., | 


WILLIAM YUDOW 


| cently opened a new sales office 
and showroom at 4 W. 3lst St, 
| New York City. William Yudow, 
general sales manager of the 
company, will make his head- 
quarers at the new offices. 


F. B. MAYER ADVANCED 
BY GENERAL ELECTRIC 


Franklin B. Mayer has been 
appointed central district refrig- 
erator representative for General 
| Electric Co., 1285 Boston ‘Ave. 
| Bridgeport 2, Conn. Mr. Mayer 
served in the Marine Corps, and 
at the time of his discharge in 
1945, he was a captain. Since 
joining G.E., he has been a re 
frigeration trainee. 


LANKEN-MAGID CO. 
OCCUPIES NEW OFFICES 


The Lanken-Magid Co., elec- 
trical appliance distributor, is 
occupying new offices at 532 Arch 
St., Philadelphia, Pa., with an 
enlarged staff. The expansion 
includes increased showroom 
| space and warehouse facilities. 





MARSHALL-WELLS TO 
HAVE ASSOCIATE MEET 
IN PORTLAND, ORE. 


| The first post-war Marshall- 
| Wells Co. congress will be held 
| in Portland, Ore., March 31 to 
April 2, inclusive, at the Mult- 
nomah Hotel in that city. Dealers 
from Portland, Spokane and 
| Seattle territories will attend, 
with over 200 Marshall-Wells 
| stores expected to be represented. 
| Exhibits will be at the company’s 
| Portland headquarters, meetings 
| at the hotel. 


Company showrooms have had 
| a complete “face lifting” for the 
| Congress. 


HARDWARE AGE 
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Opening covers serve 


against loss of flies. 
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fitting, easy Compact — yet with 
enough space to 
hold flies for a day's 


or a month's fishing. 


wind screen 







‘Hy- Caster” 


offers an amazing improvement in Fly-Box design 


with 10 Exclusive Features 


An INSTANTANEOUS SELLER 


in Attractive, Durable Plastic 


HE True Art “Fly-Caster” has 

more eye appeal—more sales 
appeal—more good sense built 
into it than any other fly-box 
available today! It's new — it's 
different—and it affords dealers 
an opportunity for a good profit 
on a fast seller, retailing for only 


$3.59 


Get your share of early Spring 
sales by having a representative 
assortment of colors on display. 
Just one minute's demonstration 
to any fishing-tackle customer will 
make an instantaneous sale for 
there's never been a Fly-Box so 
unusual in design and so practical 
to use. You can recommend it 


with assurance. 








James Hopper 
149 Temple St., New Haven, 
Spencer ‘‘Jack"’ Waddell 
1011 Elvira Ave., Nashville, Tenn. 
Herbert O. Fischer & Associates 
214 W. 12th St., Winfield, Kansas 


Conn. 


REPRESENTATIVES 





Wm. L. Cratty & Associates 
Wrigley Bldg., Chicago, III. 
McDonald & Co. 

619 Mission St., San Francisco, Calif. 
Jos. S. DeChantigny 
Box 845, Peterborough, Ontario 
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PLASTIC I 


No mistaking the double 
appeal of practical utility 
value and popular selling 
price which makes this 
Lifetime Plastic Knife 
Rack a profit-winner for 
year-round featuring! 
Case is sturdily molded 
of sanitary, washable 
plastic that will not peel 
or chip; comes in clear- 
plastic for see-through 
visibility . . . also white. 
Rack holds 5 knives... 
keeps them safe, handy, 
ready for use. A real 
kitchen necessity that 
ays its way in your 
wares department 
and as a tie-in with cut- 
lery displays. 


SUGGESTED RETAIL PRICE 
Jobbers: write for 


prices and complete 
details. 


























Free! DISPLAY CARD 


Take advantage of this 
attractive, 3-color dis- 
play card which flags 
down customers.. rings 
up sales! Measures 10” 
wide x 13” high; has 
handy easel-back. 
Holds actual sample 
of Lifetime Knife 
Rack. 


Free on request... 


BERNARD-EDWARD COMPANY 


5252 SOUTH KOLMAR, 


CHICAGO 32, ILLINOIS 








EDWIN M. McNEIL 


E. M. McNEIL TO BUY 
FOR R. K. CARTER & CO. 


Edwin M. McNeil was elected 
a member of the board of R. K. 
Carter & Co., 66-68 Reade St., 
New York City 7, purchasing 
agents, at the recent annual 
meeting. Mr. McNeil, who has 
been with the company since 
1902, will move from Chicago to 





ARNOLD GOUGH 


the New York office in the 
Spring to supervise all the buy- 
ing. 

Formerly manager of _ the 
Pittsburgh, Pa., office, he moved 
to Chicago in 1935 continuing 
in the same capacity. He will 
be succeeded in Chicago by Ar- 
nold Gough, who has been with 
the Carter firm for over 20 years. 


manager « 
Division + 
Inc., Pass 

Mr. M: 











CHAS. CARPENTER QUITS 
HARDWARE TRADE 
AFTER 56 YEARS 


Charles H. Carpenter, vice- 
president and a member of the 
board of the Witte Hardware 
Co., St. Louis, Mo., wholesalers, 
has retired after 56 years of con- 
tinuous service in the hardware 
field. 

Mr. Carpenter started with the 
Simmons Hardware Co., St. 
Louis, Mo., in 1891, and traveled 
in Indiana and Ohio for the firm. 
From 1899 to 1919 he repre- 
sented Witte Hardware in cen- 
tral Missouri. In 1919 he was 
made director of sales and ulti- 
mately vice-president and a mem- 
ber of the board. 

Mr. Carpenter, a member of 
the Harpware Ace Fifty Year 


CHARLES H. CARPENTER 





Club, plans to spend the sum- 
mers on a stock farm in Mont- 
gomery County, Mo., and the 
winters in St. Louis. 


CARBORUNDUM MAKES. 
CHANGES IN TEXAS 
The Carborundum Co., Niag 
ara Falls, N. Y., has announced 
the changes in its sales force 
in the Texas area. Fred L. Bom 
will succeed William Crocker in 
the Dallas district. Mr. Crocker 
has been transferred to the 
Houston area, with headquarters 
in that city. James Daar, for 
merly sales representative i 
Houston, is now working in the 

St. Louis territory. 


CURTIS MFG. CO. 
ELECTS TWO VP’S 
The Curtis Mfg. Co., 1905 
Kienlen Ave., St. Louis, Mo. 
has recently elected John D 
Lodwick vice-president in charge 
of sales of the Pneumatic divi- 
sion, and Harry C. Morrison, 
vice-president in charge of sales 
of the Refrigeration division. 


ALUMINUM GOODS HAS 
NEW CHICAGO OFFICE 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., makers of 
Mirro and other aluminum cook- 
ing utensils, etc., has moved its 
Chicago offices to Suite 1129 in 
the Merchandise Mart Bldg. 


HARDWARE AGE 
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G. W. MARSHALL, JR. 


G. W. MARSHALL, JR., 
RAYBESTOS-MANHATTAN 
ASBESTOS SALES HEAD 


George W. Marshall, Jr., has 
been appointed general sales 
manager of the Asbestos Products 
Division of Raybestos-Manhattan 
Inc., Passiac, N. J. 

Mr. Marshall joined the com- 





| public Steel 





pany in 1929 as a purchasing 
agent. In 1945 was made general 
manager of Asbestos Textile & 
Packing Division of the company. 
He will continue in the latter 
position, and in addition will 
direct the sales activities of the 
Equipment Sales Division. His 
headquarters are located at 445 
Lake Shore Drive, Chicago, III. 


GEORGE IS N. Y. MGR. 
FOR BERGER MFG. 


D. Emerson George for the 
past 16 years manager of locker 
sales for Berger Mfg. Div., Re- 
Corp., has been 
appointed manager of Berger’s 
New York City branch. 


Mr. George will be succeeded | 


in his present position by Wil- 
liam J. Young, Jr., a member of 
the sales department. 

Mr. George joined Berger in 
1923, in the old general line 
sales department. 

Mr. Young recently returned 
to Berger after four years in the 


AAF. 








MYERS INAUGURATES QUARTER CENTURY SERVICE 
CLUB: Proud of the 102 employees that have been associated 
with it for 25 or more years The F. E. Myers & Bro. Co., 
Ashland, Ohio, manufacturers of water systems, pumps, etc., 
recently honored them with membership in the newly formed 
Myers Quarter Century Club. A total of 3,587 man-years 
are represented by the entire group, senior member of which 
is F. B. Kellogg, acting secretary and treasurer and a director 
of the company who has the distinction of affiliation with the 
organization for 58 years. Each member of the Quarter 
Century Club was presented with a certificate of membership 
and a jeweled service pin designating the number of years of 
employment. First award of the club was presented to Mr. 
Kellogg by E. M. Myers, junior member of the firm and J. _ 
Myers, Jr., public relations and safety director, sons of J. C. 

yers, president of the company. President Myers paid 
tribute to the charter members of the club. Curtiss Ginn, Jr., 
vice-president and general manager and F. E. Myers, Il, vice- 
President and office manager expressed appreciation to 
members of the club for their continued and faithful service. 
ix members of the club have records of 50 or more years; 
eight have been with the company from 45 to 50 years; 20 in 
the 40 to 45-year group; 16 in the 35 to 40-year class; 17 in 
the 30 to 35-year classification and 35 with records of 25 to 
30 years. Shown left to right are F. B. Kellogg, E. M. Myers 
and J. C. Myers, Jr. 
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FOR YOUR CUSTOMERS 
... GFOR YOU, Too! 
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3 Only AUTOMATIC 
backs up its washers by 
such strong guarantees 


722 For your customers—Service Guarantee Bond, Convere 


=< sion Agreement and Guarantee Bond. 


AND FOR YOU—this Service Warranty which pays you cash 


if service is needed, within one year, on the exclusive ,; 


**Stokes’”’ Patented Ball-Bearing Transmission. 


Made in Newton, lowa Since 1908 by 


AUTOMATIC 


WASHER COMPANY 





| 
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BAUNACH HEADS SALES 
FOR SWARTZBAUGH 


Roy J. Baunach was recently 
appointed to succeed the late 
Jason B. Swartzbaugh as sales 
manager of the Swartzbaugh 
Mfg. Co., Toledo, Ohio. Mr. 
Baunach had been assistant sales 
manager for Everhot products for 
the past six months. 


RUTH B. WALTHER HEADS 
N. Y. ASSN. ASSOCIATES 


During the recent convention 
in Rochester, N. Y., of the New 
York State Retail Hardware As- 
sociation, Mrs. Ruth B. Walther, 





OHIO HARDWARE ASSOCIATION EXECUTIVE BOARD members in session during 
the association's annual convention and exhibit, Feb. 4-7 at Cleveland, Ohio, are, left 
foreground and continuing to left: John B. Conklin, Columbus, secretary-treasurer; H. E. 
Louis, New Holland, and member of State Legislature; Henry E. Carroll, Bryan; Joseph 


Kohstall, Cincinnati; Ira A. Burbick, East Liverpool (new board member); Carl E. 


Graeff, Dayton, retiring president; L. F. Vallery, Waverly, new president; Harold Houk, 


Carey; Fred H. McMillen, Columbus (new board member); Carl E. Fitzgibbon, Rocky 


River, vice-president; A. H. Carpenter, Athens. 
The association passed resolutions opposing extension of the Fair Labor Standards Act 


to retail and service employees; favored revision of the Wagner Labor Relations Act; 
and favoring taxation of co-operatives. 








serve with Mrs. Walther were 
Matt Miller, Binghamton, N. Y., 
The W. Bingham Co., vice- 
president, and N. H. Kiley, Hillds 
Bldg., Syracuse, secretary-treas- 
urer. 


FRIGIDAIRE HOLDS 
FIVE-DAY MEETING 


A five-day national distributors 


RUTH B. WALTHER 


The Cedar Hill Formulae Co., 
New Britain, Conn., was elected 
president of the association’s As- 


meeting was held by the Frigid- 
aire Division of General Motors, 
Dayton 1, Ohio, and was attended 

















sociates Organization. Elected to | by more than 200 visiting sales, 








ELECTED BY THE TEXAS HARDWARE & IMPLEMENT 
ASSN. at its annual convention in Houston, were the follow- 
ing officers (seated left to right in photo): E. B. Read, Dallas, 
first vice-president; James A. Hill, Jr., Alice, president; 
Charles Flato, Kingsville, second vice-president; standing, 
left to right: Ray M. Souder, Dallas, secretary-manager; 
Henry D. Rush, Marlin, retiring president. Two new direc- 
tors, Dick Bower, Houston, and T. L. Gary, Jacksonville, 
were selected to fill vacancies on the board. 

In resolutions the convention called for revision of the 
Wagner Act; requested Congress to make no change in the 
fair labor standards act which would extend the provisions 
of the act to retailing; and favored taxation of co-operatives. 


158 





sales promotion and service man- 
agers. 

P. M. Bratten, general sales 
manager, said the lists of volun- 
tary buyers will diminish during 
the year ahead, and that it’s time 


to sell on the basis of quality | 
| and dollar-for-dollar. | 


Frigidaire officials outlined the 
sales, advertising and training | 
plans to the visiting distributors | 
representing 44 districts through- 
out the nation. This national | 
conference was followed by field | 
meetings for Frigidaire dealers | 


| and salesmen from coast to coast. | 


It was announced that produc- | 
tion is starting on five new range | 
models, and the feature will be | 
a two-oven deluxe range. 


CUSTOMS ADVICE 
FROM ARGENTINA 
As of Jan. 6, 1947 it has been | 
announced that Argentine im- | 
porters must have the original 
bill of lading, legalized commer- | 
cial invoice in duplicate, (dupli- 
cate to be stamped “Para Esta- 
distica”) and legalized consular 
invoice in duplicate to clear 
goods through customs. If the | 
bill of lading is not presented | 
to customs within eight days of | 
the steamer’s arrival, the im- 
porter will be subject to a two | 
per cent fine. | 
SYLVANIA ELECTRIC 
ADDS SALESMEN | 
W. H. Childs, Jr., and G. H. | 
Mackenzie have joined the sales | 
department of the Lighting Prod- | 
ucts Division of Sylvania Elec- | 
tric Products Inc., Salem, Mass. 
Mr. Childs, who will supervise | 


lamp sales service, served in the | 


Army, prior to which he was 
with R.C.A. 

Mr. Mackenzie will head the 
wiring section of the 
sales service department. 


device 


G. H. MACKENZIE 


W. H. CHILDS 
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CALIFORNIA 
Los Angeles 14 


California Electric Service Stations 


1518 W. 7th Street 


Oakland 


California Electric Service Stations 


166 Grand Avenue 


San Diego 


Electrical Appliance Serviee Corp. 


302 17th Street 


* San Francisco 5 


California Electric Service Stations 


400 Mission Street 


COLORADO 
Denver 4 


Midwest Electric Wiring Co. 
323 W. Colfax Avenue 


DISTRICT OF COLUMBIA 
Washington 1 
C. A. Leppert 
914 Eye Street, N.W. 


AGE. 


THE LOCAL SAMSON 


FEBRUARY 27, 1947 


TO PROMOTE GOOD WILL, and to save 
time and shipping costs, SAMSON has 
set up a nation-wide system of Certified 
Service Agencies ... each identified by the 
sign pictured above. 

These agencies stock authentic SAMSON 
parts, and are factory-trained to provide 
quick, efficient repair service...to both deal- 
ers and customers... on models of SAMSON 
Electrical Appliances manufactured after 


MICHIGAN 
Detroit 


GEORGIA 
Atlanta 
Woodall Electric Appliance Co. 
1024 Boulevard, N.E. 


ILLINOIS 


Chicago 54 
Nolan H. McCleary Co. 
1467 Merchandise Mart 


IOWA 

Des Moines 

Service Sales Company 

1600 Locust Street 
LOUISIANA 

New Orleans 

Royal Supply Company 

640 Baronne Street 
MARYLAND 

Baltimore 2 

The Electric Motor Repair Co. 

340 Fallsway 
MASSACHUSETTS 

Boston 

Clark & Mills Electric Co. 

75 Newberry St. 


744 Michigan Theatre Bidg. 
2000 Second Avenue 


MINNESOTA 
Minneapolis 
E. B. Kelly & Co. 
214 South Seventh Street 


MISSOURI 
Kansas City 6 
Boese-Hilburn Electric Co. 
123 West 8th Street 


St. Lovis 


2318 Locost Street 


NEBRASKA 
Omaha 


Sterling Electric Company 
2013 Farnam Street 


Cooley-Van Howe Service Co. 


The Detroit Edison Company 


Kaemmerlen Electric Company Wetherbee Electric Co. 


aie sae IDENTIFIES 


SERVICE AGENCY 


January 1, 1946, with the exception of 
Heating Pads. All Heating Pads must be sent 
to the SAMSON factory for repairs. 

Orders and inquiries for servicing the 
above-specified products, including no- 
charge repairs and adjustments under the 
SAMSON guarantee, should be referred 
direct to the nearest Certified Service 
Agency. For name and address, consult the 
list below. 


PENNSYLVANIA 


Philadelphia 7 
M. E. Arnold & Co. 
1316 Walnut Street 


Pittsburgh 
Quick Service Electric Co. 
1012 Jenkins Arcade 
TEXAS 
Dallas 


NEW YORK 
New York 10 
Appliance Sales & Service Co. 
303 Fourth Avenue ‘ 
OHIO 
Cincinnati 
Burgess Electric Company 
334 E. Sth Street 
Cleveland 


The Kane Company 
2621 E. Ninth Street 


Dayton 


Burgess Electric Company 
2232 N. Main Street 


ctric Appli 


1323 W. Davis Street 


UTAH 


Salt Lake City 
Time and Instrument Company 
57 Richards Street 


WASHINGTON 


Seattle 1 
Electric Engineering Company 
2012 Third Avenue 


WISCONSIN 


Milwaukee 5 
Charles W. Schneck Company 
1333 North 12th Street 





OKLAHOMA 
Oklahoma City 


412 N. Hudson 


OREGON 
Portland 4 


Bressie Electric Company 
909 S. W. Sth Street 


SAMSON OFFERS A COMPLETE LINE OF 
QUALITY-BUILT, POPULAR-PRICED 
ELECTRICAL APPLIANCES 


Shewhened ts Sell! 








JOHN H. GRAHAM & CO., INC., NEW YORK CITY, manufacturers’ agents, held 
its annual sales meeting by touring part of New England in a bus, visiting various fac- 
tories it represents. Shown is the group of salesmen and executives attending, in front 


of Seymour Smith & Son, Inc., Oakville, Conn. 


MILTON J. ELY JOINS 
TOASTMASTER 


Milton J. Ely has been ap 
pointed Toastmaster representa 
tive for New York state and 
Northern Pennsylvania for Toast. 
master Products Div., McGraw 
Electric Co., Elgin, Il. 

Mr. Ely was for many yean 
associated with the Leonard 








J. V. Eichel Jr. Heads Getty Co.; 
Succeeds Late Harry S. Getty 


JOHN V. EICHEL, JR. 


The H. S. Getty & Co., Inc., 
hardware manufacturers, 3348 N. 


|10th St., Philadelphia, Pa., has 


announced the election of John 
V. Eichel, Jr. as president, to 
succeed the late Harry S. Getty. 

Mr. Eichel began his 42-year 
hardware career as a tool and 
die maker with the Philadelphia 
plant of Adams & Westlake Co., 
Chicago. In 1922 he helped to 
organize the Getty company and 
became a partner. Since then 
he has been in charge of design 
and production. He contributed 
the internal gear angle drive 
casement operator for metal 
doors and windows. 











COMPETITIVE BIDS ASKED 
FOR 2,000,000 PACKAGED 
SHAVING BRUSHES 

Approximately 2,000,000 indi- 
vidually packaged surplus shav- 
ing brushes costing about $800,- 
000 will be offered for sale on 
a competitive bid basis by the 
eight WAA regions holding 
them, War Assets Administration 
has announced. 

Minimum lots for the offering 
will be established by the hold- 
ing regions, where samples may 
be inspected and where bids 
should be sent before 5 p.m, 
March 24. The brushes pre- 
viously were offered to priority 
claimants, who may submit bids 
for this offering along with other 
buyers including exporters. The 
minimum purchase lots will be 
fixed so that small as well as 
large purchasers may participate. 

The shaving brushes are light 
with black plastic handles and 
two-inch bristles. They 


160 


packed 216 brushes to a card- 
board box. 

The largest quantity, 1,300,000 
| brushes, is located in the New 
| York region. Other holding re- 
|gions and quantities follow: 
| Kansas City, 269,000; Atlanta, 
| 165,000; Cincinnati, 164,000; 
| San Francisco, 130,000; Boston, 
| 95,000; Philadelphia, 84,000; 
| Chicago, 42,000. 


FORM WALTON EXPORT 
FOR FOREIGN TRADE 


The Walton Export Corp., 121 
Broad St., New York .4, N. Y., 
has been organized as manufac- 
turers export representatives for 
the Union of South Africa, by 
Jack Edelman and Nathan Tish- 
man. Charles Roller and William 
J. Breen are also members of the 
company. 

W. Nissen Pty. Ltd., Capetown, 
Johannesburg, and Durban, has 





are | 


been appointed South African 
representative of the company. 
Mr. Edelman, president of the 





company, was connected with 
Dodge & Seymour Ltd., exporters, 
for 30 years, lately as assistant 
treasurer. 

Mr. Roller, formerly traffic 
manager of Dodge & Seymour, 
will direct the traffic department, 
and Mr. Breen, formerly sales 
director for Dodge & Seymour, 
is vice-president and director of 
sales. Mr. Tishman is vice- 
president and treasurer of the 
firm. 


MILTON J. ELY 





Wholesale Transit Co., appli- 
ance distributors. His headquar- 
ters are in Buffalo, N. Y. 











NORTHWEST HARDWARE CLUB ELECTS KNUDTSON 
PRESIDENT: Here are officers and one of the directors of 
the Northwest Hardware Club, elected at the annual meeting 
in January, at the Curtiss Hotel, Minneapolis, which was 
attended by 78 members and a few guests. Left to right are: 
P. N. Russell, American Fork & Hoe Co., re-elected secretary- 
treasurer; S. A. Ulvick, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn., vice-president; Fred Rockwell, Hall Hardware Co., Min- 
neapolis, new director and E. A. Knudtson, Henry Disston 
& Sons, Inc., president. A. R. Meyers, General Hardware Co. 
Milwaukee, Wis., is a new director. Directors continuing in 
office are: W. A. Moulton, Farwell, Ozmun, Kirk & Co., Rod 
La Belle, manufacturers’ agent; A. C. Granum, E. C. Atkins, 
& Co.; M. MacLean, manufacturers’ agent; H. K. Nilssen, 
Geo. A. Clark & Son and I. E. Dyer, Stanley Tools. On Feb. 
10, during the Iowa convention the club held a dinner at 
the Kirkwood Hotel, Des Moines, Iowa, attended by 58 mem- 
bers and guests. Entertainment at the Feb. gathering wa 
provided by hardwaremen. Les Johnson, manager, Cedat 
Rapids Branch of Harper & McIntire Co., led in singing of 
the “Iowa” song, accompanied by Mal. Whitfield, Chicago 
HARDWARE AGE. Fred Manley, sales manager, Minnesots 
Mining & Mfg. Co., later gave two solo numbers, accom: 
panied by Mal. Whitfield. Feature of the evening was ® 
sleight-of-hand act by C. Neal Turner, manager, Eclipse Law® 
Mower Co., Prophetstown, III. 
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Big Campaign 
19 Leading Garden Magazine 
Spring Season 1947 
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HERE’S THE LINE TO FEATURE IN ’47/ 
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RIDZ GARDEN SPRAY 


For chewing and sucking in- 
sects. The effective and eco- 
nomical way to rid gardens 
of Aphis, Leaf Hoppers, Red 


RIDZ WEED KILLER 


Makes weed killing easy. 
New formula containing 
2-4-D kills the weed roots 
without harming grass. Pint 


RIDZ FUNGICIDE 


Prevents attacks by blights, 
rots, rusts, wilts, conkers and 
other fungous diseases when 
sprayed during growing 
season. Will be in big de- 


Spiders, Scales, Mexican bottle makes enough spray 
Bean Beetles and other de- solution to cover lawn 100 ft. | mand. 

structive pests. Contains x 55 ft. Sure to be a big seller Cwo 
Rotenone, Lethane and D.D.T. through spring and summer. 





Garden Pages 
Sunday Newspapers 
Coast to Coast 





@ATTRACTIVELY PACKAGED! SCIENTIFICALLY FORMULATED! 
By the Makers of 
ANTROL 


Ant Traps, Feeders, Sets, Refills 
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BOYLE- MIDWAY INC. 


22 E. 40th St., New York 16, N. Y. 
5235 W. 65th St., Chicago 38, Ill. 
4820 E. 50th St., Los Angeles !1, Calif. 


DEALERS and JOBBERS 
Write to the nearest Boyle-Midway office 
for descriptive literature and prices! 








LOW PRICED FLEXIBLE 





FISHING RODS 


For the AMATEUR FISHERMAN 
and the GROWING BOY 







Black japanned. 

@ 2-piece. 41/2 foot. 

@ Brass screw insert construction. 

@ Natural, varnished hardwood 
beaded handle, slotted for reel. 

@ Re-enforced tip. 

@ 12 toa box. 


A proven popular seller for years .. . 
available 


again 


A 
SENSATIONAL 
VALUE AT 





SEE YOUR JOBBERS 


Jobbers: Write for our 
jobbing prices 








WIRE GOODS 


UNITED icc? 


Manufacturers of Precision-Made Small Hand-Tools 
Showrooms: 1150 Broadway, New York 1 


New Y 


@ FLEXIBLE solid steel tempered rods. 


TECHNICAL PAINT 
NAMES GEN. MGR. 


James T. Campbell has joined 
the Technical Paint Products 
Co., 2733 Third Ave., Bronx 51, 
N. Y., as general manager. His 
past experience includes 13 
years of management and mer- 
chandising with R. H. Macy & 
Co., New York City, Gimbel 
Bros., of Philadelphia, Auto- 
matic Merchandisers, Newark, 
N. J., and W. T. Grant Co., New | 
York City. 








H. N. ALEXANDER IS 
SALES MGR. FOR 
LENK MFG. CO. 


| H. N. Alexander has been ap- | 
pointed sales manager of the| 
Lenk Mfg. Co., Newton Lower 
Falls, Mass. The company is 
now back in full production fol- 
lowing its recent fire, making 
Blotorches, electric soldering 
irons, and soldering paste, torch 
fuel, and aluminum solder. 








MARGARET A. BARTLETT 


Mrs. Bartlett is quite familia 

with the association’s activities 
having worked closely with her 
husband during the years he 
served as secretary. 
L.&H. NAMES HALL HDWE. 
DISTRIBUTORS FOR 
MRS. JOHN T. BARTLETT | RANGES, HEATERS 

SUCCEEDS HUSBAND A. J. Lindemann & Hoverson 

AS MT. STATES SECT. Co., Milwaukee, Wis., has an 


| Margaret A. Bartlett, Boulder,| nounced the appointment of 
Col., has been elected secretary- | Hall Hardware Co., Minneapolis, 
treasurer of the Mountain States | Minn., wholesalers, as distrib. 
Hardware & Implement Associa- | utors for L & H electric ranges 
tion to complete the term of | and electric water heaters in the 
office of her husband, the Plots Ince served by Hall’s “Our 
John Bartlett. | Own” stores. 














THE PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSN. in convention Feb. 11-13, at the William 
Penn Hotel, Pittsburgh, Pa., elected George R. Park, Jr, 
George R. Park's Sons, Wayne, Pa., president, succeeding 
R. D. Howell, Madsen & Howell, Inc., Perth Amboy, N. J. 
M. Haswell Pierce, Pierce Hardware Co., Milford, Del., was 
named first vice-president and R. H. Imschweiler, Tremont 
Hdwe. Co., Tremont, Pa., second vice-president. W. Glenn 
Pearce, 400 N. Broad St., Philadelphia, Pa., was re-elected 
managing director and Harry D. Kaiser, Kaiser Brothers, 
Philadelphia, Pa., was re-named assistant treasurer. 
Howell, retiring president was appointed to the advisory 
board and J. H. Huston, H. R. Huston Co., New Castle, Pa., 


becomes a member of the executive committee. 

















In the photograph, seated left to right, are: R. D. Howell 
and George R. Park, Jr., retiring president and new president, 
respectively; Standing, left to right, are: R. M. Imschweiler, 
second vice-president; M. Haswell Pierce, first vice-prest ent 
and W. Glenn Pearce, managing director. 
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F. HERBERT SMITH 


Frederick Herbert Smith, 90, 
who had charge of sales in the 
Southern territory for the Nichol- 
son File Co., Providence 1, R. L., 
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F. HERBERT SMITH 








until he retired several years ago, 
died Feb. 8 at his home in Crans- 
ton, R. I. He joined the Nichol- 
son sales force in 1897, and after 
several years, joined the New 
Process Twist Drill Co., New 
Bedford, Mass. Prior to his re- 
fun to Nicholson in 1910 he was 
wsociated with E. C. Atkins & 


Smelting & Refining Co. as an 
engineer in copper mine develop- 
ment in Chile. In 1915 he be- 
came associated with the Rome, 
N. Y., Brass & Copper Co., now 
a division of Revere Copper & 
Brass, Inc., of which firm he had 
been vice-president in charge of 
sales since 1940. 


CHARLES W. EASTWOOD 


Charles W. Eastwood, 64, ex- 
ecutive vice-president and trea- 
surer of the United States Gutta 
Percha Paint Co., Providence, 
R. I., died on Feb. 6. Mr. East- 
wood joined the firm in 1898 as 
an office boy, and eventually be- 
came executive vice-president in 
1941. He was a former vice- 
president of the National Paint, 
Oil and Varnish Association. 


THOMAS G. HOFMANN 


Thomas G. Hofmann, 63, vet- 
eran sales representative for P. 
& F. Corbin, locks and builders’ 
hardware, New Britain, Conn., 
died suddenly Jan. 17, at the 
California Hospital, Los An- 
geles. Mr. Hofmann, accom- 
panied by his wife, was spend- 
ing a‘ few days in Los Angeles, 
after a trip from the Corbin 





&., Indianapolis, Ind. 

Mr. Smith a member of the 
Harpware Ace Fifty-Year Club, | 
was a charter member and a past | 
president of the Old Guard of | 
the Southern Hardware Jobbers | 
Association, and also a member | 
of the Texas Hardware Boosters 
Club. He was an ardent yachts- 
Man. 


F. J. SPRINGHORN 


Frederick J. Springhorn, 62, | 
treasurer of the Diamond Expan.- | 
sion Bolt Co., Garwood, N. J., 
died recently. Mr. Springhorn | 
had been with the company about | 
40 years, and last December was | 
elected a director. 

| 





ROBERT G. SCOTT 
Robert G. Scott, 52, vice- 
president and general sales man- | 
ager of Revere Copper & Brass | 
Inc., 230 Park Ave., New York | 
City, died Jan. 21 in his room 





: R. D. Howell 
new president, 
A. Imschweiler, 
+ vice-president 
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at the Hotel New Bedford, New 
Bedford, Mass., where he had 
gone to inspect the company’s 
plant. 

Mr. 


Scott joined American 


FEBRUARY 27, 1947 


plant in New Britain, Conn. 
In 1900 Mr. Hofmann began 
his hardware career with Baker 
& Hamilton Co., San Francisco, 
where he eventually became man- 
ager of the Contract Builders’ 
Hardware Division. He _ repre- 


THOMAS G. HOFMANN 


sented the Sargent Co., on the 
west coast until 1912, when he 
joined P. & F. Corbin, as Cali- 
fornia and Nevada territorial 
representative. 
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J. R. STEVENS JOINS 
B. F. GLADDING & CO. 
B. F. Gladding & Co., Inc., 


manufacturers of fishing lines, 
South Otselic, N. Y., has ap- 





JAMES R. STEVENS 


pointed James Rogers Stevens 
eastern sales representative. Mr. 
Stevens majored in marketing at 
the University of Pennsylvania, 
and during the war served in 
Europe as an officer aboard the 
USS Philadelphia. 


PAUL G. KREUER JOINS 
ROBERT E. JOHNSTON 
IN SALES AGENCY 


Paul G. Kreuer has recently 
joined Robert E. Johnston, manu- 
facturer’s representative, 770 
Washington Rd., Pittsburgh 16, 
Pa., as salesman. The company 
covers western Pennsylvania, 
eastern Ohio and West Virginia 
for all of its lines. 





NESCO APPOINTS 

HOME ECONOMIST 
Miss Mary E. Brokaw has been 
named home economist for Na- 
tional Enameling & Stamping 
Co., Milwaukee 1, Wis. She will 
direct the activities of the newly 





remodeled Nesco test kitchens 
and will work with the research 
and engineering departments on 
development of new products. 





FRITZ LANHAM OPENS 
FAIR TRADE COUNCIL 
OFFICE IN CAPITAL 


Fritz G. Lanham, who retired 
from Congress, after 28 years of 
continuous service in the House, 
has opened an office in Woodley 
Park Towers, Washington, D. C., 
out of which activities and trends 
of interest to the American Fair 
Trade Council, New York City, 
will be reported. He will make 
available in his area all related 
information which may be re- 
quested of the office. He will 
also represent the National 
Patent Council. 





BADGER PAINT & HDWE. 
HAS NEW OFFICES 


The Badger Paint & Hdwe. 
Stores, Inc., Milwaukee, Wis., 
has opened a _ $200,000 office 
building, at 5001 W. State St. 
The decorating scheme of the 
offices uses 10 harmonizing colors 
ranging from canary yellow 
through pinks, sea greens, ver- 
milions and lavender. The new 
plant addition includes a hall 
for meetings, game rooms and 
lunching facilities. 





L. E. MASON CO. ADDS 
FIVE SALESMEN 


The L. E. Mason Co., Boston, 
Mass., manufacturer of Mason 
juicers and broil-racks, has added 
five salesmen to its force, to work 
from Boston, Philadelphia, Cleve- 
land, St. Louis and San Fran- 
cisco. 


OHIO FOUNDRY & MFG. 
BEGINS 2ND CENTURY 


Alex B. Sharpe, grandson ‘of 
company’s founder, has been ap- 
pointed plant manager of the 
Ohio Foundry & Mfg. Co., Steu- 
benville, Ohio, which now em- 
barks on its second 100 years as 
a manufacturer of heat appli- 
ances. 


Mr. Sharpe, who served as a 
Marine officer in the Pacific 
theater, succeeds Charles J. Gray- 
son, who has resigned from active 
participation due to ill health. 
He will serve the company in a 
consulting capacity. 





BERGEN CO. HARDWARE 
GROUP HOLDS DINNER 


The Bergen County Hardware 
Merchants Association, Inc., 158 
Main St., Hackensack, N. J., re- 
cently held a dinner at Ny- 
strom’s, on Route 4, N. J., which 
was attended by more than 137 
guests. The salesmen attending 
represented 45 houses, while the 
merchants represented 35 houses. 

The main event of the evening 
was a Hardware Quiz, won by 
the salesmen’s team, which an- 
swered 19 out of the 40 ques- 
tions. The merchant’s team had 
14 out of 40. 

NATIONAL SILVER CO. 

NAMES DETROIT MGR. 


Alfred Caplan has been ap- 
pointed district manager in 
charge of the National Silver 





ALFRED CAPLAN 


Co.’s., Detroit, Mich., sales office 
in the Lafayette Bldg. He was 
previously chain store represen- 
tative. Mr. Caplan will main- 
tain a selling staff which will 
service accounts in Michigan. 











The 10th annual Philadelphia 
Merchandise Fair, which will be 
held March 3-6 at the WGS 
buildings, 231 N. 3rd St., Phila- 
delphia, Pa., will have 700 ex- 
hibits by leading manufacturers. 
The slogan for this fair is 
“It’s a Ten Strike Event,” and 
over-all decorating theme will 





MARY E. BROKAW 





carry a bowling motif. Mayor 








10th Philadelphia Merchandise Fair, 
March 3-6, Will Have 700 Exhibits 


Bernard Samuels and Judge Vin- 
cent A. Carroll are expected to 
attend the opening ceremonies. 
Wm. Geo. Steltz, president, 
Supplee-Biddle Co., Philadelphia 
wholesale firm, originated the 
fair in 1934 and has been di- 
rectly responsible for its growth, 
and Mrs. Margaret M. Greene 





G. H. TAYLOR BUYER 
FOR CONRON INC. 
Gilbert H. Taylor, has been ap. 

pointed buyer in the builder 

hardware, paint and steel hard. 





GILBERT H. TAYLOR 


ware departments of Conron, 
Inc., hardware wholesalers, Dan- 
ville, Il. He was with a Midwest 
wholesale hardware house for 
over three years before entering 
the AAF in Oct. 1941. He joined 
the Conron firm in 1945. 





RYERSON APPOINTS 
SALESMAN FOR ROCKIES 


Albert J. Bauer has been ap 
pointed sales representative ip 
the Rocky mountain states with 
offices located in the Denver Na- 
tional Bldg., Denver, Colo., by 
Joseph T. Ryerson & Son, Inc, 
Chicago, wareh steel distrib- 
utors. E. F. Wood, formerly in 











is the acting director. 


charge of the Denver office is 
now manager of the new work 
order department at the Los Ar 
geles steel-service plant. Mr. 
Bauer became associated with 
Ryerson in 1940 after serving as 
a bomber pilot with the AAF. 
He has had wide experience in 
steel procurement and sales work. 





ALBERT J. BAUER 


HARDWARE AGE 
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jue Card Index of Hofit-Makers 


C'S for every well-dressed kitchen 


SS 
2o7”-=A 


—— 


Convenient size for roasting 
poultry, lamb or beef. 
Moisture-seal 
. cover. Over- f 
all dimen- 
sions: - 
162" x7" 
x 8". 


















Covered, Sauce Pots 


Recessed rim retains 
moisture. Inside 
water gauges. 
Come in four 
sizes, 4 qt., 

6 qt., 8 qt., 

10 qt. 





Preuch-Style, Sauce Fam 


Smooth, rounded 
sides permit 
foods to slip 
from pan to 
plate easily. 
Bakelite 
handles. Two 
sizes, 8”, 9”. 
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For further information on the 
Reynolds Lifetime Heavy Alumi- 
num Line, and the nationally ad- 
vertised Reynolds Lifetime ‘Tri- 
ple-Thick Line, write Reynolds 
Metals Company, Housewares 
Division,2008 South Ninth Street, 
Louisville 1, Kentucky. 
























y 

1 qt., 1% qt., ii ; 4 Grooved handles. “a 
2 qt., 3 qt. Bake-Storage Pan: \ 

Size 6” x 9’’x 2”. 

Straight sides. Frosty finish 
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ao ee aged FIT-ONE-FIT-ALL 
Tank Balls to the handy 
counter unit. SEE 
YOUR JOBBER TODAY. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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You’ll be a “Doctor of 







Water Closets” with a stock of 
FIT-ONE-FIT-ALL Tank Balls! 










Designed with a tapered seat to assure 










proper operation on all size flush valves. 






Made of a tough, black synthetic 







compound for top-notch performance. 
gt 474 







COMPACT, COLORFUL 
COUNTER DISPLAY 


12 individually pack- 






TANK BALL 



























HARDWARE BRIEFS 








ALABAMA 


The Mobley Hardware Co., 
Eufaula, Ala., which has been 
operated by Jack Woolf, has 
been purchased by D. M. Wilson 
and Paul Armstrong. The latter 
will continue business at the 
same location, using the firm 
name of Modern Hardware Co. 
Mr. Woolf is not retiring, it is 
reported, but will open another 
line of business at Eufaula. 








ARKANSAS 


Smithers Furniture & Hdwe. 
Co., Benton, Ark., have moved to 
new and larger offices. 


Ralph Turner Hardware and 
| Furniture Co., Mena, Ark., on 
Jan. 1 changed its name to Hil- 
ton and Wimberly Hardware and 
Furniture Co. J. B. Hilton and 
Glenn Wimberly, owners, who 
purchased the business some 
months ago, have added to the 
stock, and recently completed a 
new warehouse. 





Curtis Bates has opened a 
hardware store in a new brick 
building in Sheridan, Ark. 





CALIFORNIA 


Plans have been prepared for 
construction of a warehouse near 
Lankershim Blvd. and San Fer- 
nando Road, Roscoe, Cal., in 
suburban Los Angeles, for the 
Roscoe Hardware Co. The three- 
story brick structure will be 169 
by 82 feet in area. 





FLORIDA 

Cox Hdwe. Co., Crestview, Fla., 
has been incorporated by B. H. 
Cox, Halford Cox and Sam G. 
Cox, to engage in a retail hard- 
ware business. 





GEORGIA 


McBray Hdwe. Co., and the 
Davis Hdwe. Co., have been 
opened at Temple, Ga. 


Miller Hdwe. Co., Valdosta, 
Ga., operated by W. L. Miller, 
Sr., and his two sons, W. L. 
Miller, Jr., and M. F. Miller, 
has announced construction of 
a 7,000 sq. ft. warehouse at Val- 
dosta, to be used for storage and 
distribution to the company’s re- 
tail stores. 


IDAHO 


has purchased the Idaho Hard. 
ware Co., Boise, one of the oldex 
hardware companies in Idaho, 
and will operate it as the Whit 
Hardware Co. Ths staff ha 
been retained virtually  intaci, 
The Idaho Hardware Co. wa 
formed in the ’90s originally x 
the Carlson-Lusk Co., and wa 
operated under that name until 
its sale shortly after World War 
I to Sam and R. K. Davis, broth. 
ers, when it was incorporated as 
the Idaho Hardware Co. 





ILLINOIS 


Ross Englebright has opened 
the Englebright Hdwe. & Supply 
Co., Carmi, Ill. He had been 
with the Fickert Hdwe. Co., in 
Carmi, for 10 years, but resigned 
last fall. 


—— 


IOWA 


The Kehr hardware store, 
Lansing, Iowa, owned by Will 
and Albert Kehr, was destroyed 
in a recent fire. The occupants 
of the apartments above escaped 
to safety but all stock on the 
first and second floors was de- 
stroyed. The loss, estimated at 
$25,000, was said to be covered 


by insurance. 


The Holm hardware - store, 
Story City, Iowa, was virtually 
destroyed by a recent fire which 
resulted in damage amounting to 
$45,000. 


KANSAS 


Roy R. Robe, owner and oper- 
ator of the Rome Hardware and 
Auto Supply Co., 24 E. Sixth 
St., Emporia, Kans., recently sold 
the retail division of his com- 
pany to Roland C. Irish and 
Harold Seybold, both war vet 
erans. Mr. Robe will continue 
his wholesale hardware and auto 
supply business in a section of 
the basement of the building. 





KENTUCKY 


Home Service Inc., Cadiz, Ky. 
has received a charter to conduct 
a retail hardware business, its 
incorporators being Raymond 


Tuggle, William B. Pybar and 
O. T. Maddux. 


The Washington County Hdwe. 


& Supply Co., Springfield, Ky., 
has purchased the Collins Home 





The White Hardware Co., Pay- 





ette and New Plymouth, Idaho, 





Supply Co. 
make no changes in the operation 


The firm plans t 
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of the company or in personnel. 
The incorporators are: Joseph B. 
Greenwell, B. E. Hickerson, and 
Leo J. Schwartzmiller. 





— 
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The Merit Hardware & Fur- 
niture Co., Mayfield, Ky., has 
changed its corporate name to 
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LOUISIANA 


St. Claude Hardware Co., New 
Orleans, La., will construct a 
new $45,000, two-story store on 
the site of the present building, 
4208-10 St.. Claude, according to 





announcement by the owner, 
bware Co. J. J. Lukinovich. The modern 
building will be of brick and 
INOIS hollow tile, and both floors will 


right has opened be occupied by the company, it 


; Hdwe. & Supply § “** stated. 
. He had been eed 
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The building occupied by the 
Martin Licht Hardware store, 
Romeo, Mich., was completely 
destroyed by a $60,000 fire on 


ears, but resigned 


——. 
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Three brothers, Edwin, Wal- 
ter and Alvin Fratzke, who have 
been in the hardware trade for 
20 years in Rochester, Minn., are 
retiring. Their business has been 
purchased by Willard Walker, 
St. Paul, and Allan Larson, Ty- 
ler, Minn., his son-in-law. 





1ardware store, 
i, was virtually 
ecent fire which 
ze amounting to 


MISSOURI 


Jesse J. Wilson has purchased 
the Amery hardware store, Bray- 
mer, Mo., and will continue the 


The Harrison Lumber & Hdwe. 
Co., 4000 Broadway, St. Louis, 
Mo., has been formed by John 
W. Harrison, Clifford F. Harrison 
and Clifford Greve to operate as 
a retail hardware and lumber 


business. 





The Garrison Plumbing & 
Hardware Co., Springfield, Mo., 
has been incorporated by Floyd 
A. Garrison, Arthur W. Jones, 
James H. Kane and Joseph W. 
Cook, Sr., to operate a general 
hardware business, and plumbing 
and heating contracting firm. 





NEBRASKA 


A hardware store owned by H. 
E. Coyne, O’Neill, Neb., was re- 
cently damaged by fire. Mr. 
Coyne, who has been in the 
hardware trade for 25 years, said 
he will rebuild and reopen the 
business, The loss was said to be 
about $10,000, partially covered 
by insurance. 


—_—_—— 


NEW HAMPSHIRE 


Thomas _C. Dunington has 
purchased the interest of the 
Fountain brothers in the Seavey 
Hardware Co., Dover, N. H., and 
has incorporated it under the 
same name. Hawley E. Fountain, 
former owner, will continue to 
own and operate the Young 
Hardware Co., Exeter, N. H. 





NEW YORK 
C. A. Rosbrook, Marcellus, 
N. Y., has purchased the hard- 
ware business of Earl Carter, in 
Philadelphia, N. Y. Mr. Carter 
will take up his residence in 





business. 


Florida. 
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They have Eye Appeal — they look 
as good as they really are. 


They're precision made for vibra- 
tionless drive—therefore they run 
truer, hold their shape, last longer. 


They contain no reclaimed rubber. 
Their double jacket is synthetic rub- 





Their heavy duty cable cords 
are gum-dipped which makes 
for long life and flexibility. 


They are made in a full range of 
sizes for every home, shop and 
fractional horse-power need. 


Write today for com- 
plete information 
about Superior V Belt 
Deals for Refrigerators 
and Washing Machines. 
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NATIONAL SILVER CO. EXECUTIVES, all presidents 
of the Housewares Club of New York are shown during the 
course of the silver firm's annual sales convention held re- 
cently in New York City. Left to right: Barney Marks, mer- 
chandise manager, was president of the Housewares Club 
in 1938; Harry R. Tyler, midwestern sales manager, and 
first president of the club in 1934; James S. Reynolds, as- 
sistant sales manager, president of the club this year; Wal- 
ter Jacobs, general sales manager, president of the club 
in 1941; and Lou Glazer, department manager, and presi- 


dent of the club in 1940. 
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SUPERIOR RUBBER PRODUCTS MFG. CO. 
OFFICES — 4041 RIDGE AVE., PHILADELPHIA 29, PA. 
PLANTS IN PHILADELPHIA, PA. AND EGG HARBOR,N. J. 
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NORTH CAROLINA 


Public Hardware, Inc., Dur- 
ham, N. C., has been granted a 
charter, with an authorized capi- 
talization of $100,000. Incorpo- 
rators are: D. S. Wall, Beulah P. 
Wall and M. V. Barker, all of 
Durham. 

Pleasants Hardware Co., Win- 
ston-Salem, N. C., has been in- 
corporated with authorized capi- 
tal stock of $50,000. The prin- 
cipals include Graydon O. Plea- 
sants, Clifton E. Pleasants and 
Marjorie P. Stockton, all of 
Winston-Salem. 


OKLAHOMA 


The Sawyer Hardware Com- 
pany at Enid, Okla., has been 
purchased by Mr. and Mrs. Lee 
H. Buxton. 

Hardware, furniture, sporting 
goods and household appliances 
will be handled by the new retail 
stores to be operated by Lyle 
Boren, congressman defeated for 
reelection in eastern Oklahoma. 
Capital stock in the new Boren 
Co. is listed at $250,000. Lyle 
Boren is president, with Dale 
Boren, a brother, of Wewoka, V. 
R. Wood, Seminole, and A. C. 
Kidd, Wewoka, vice-president. 
Two stores have already been 
opened, one at Seminole and 
another at Konowa, and present 
plans are that at least three more 
will be opened in the next year, 
one at Enid, another at Miami, 
and the third at a place still not 
decided upon. 





TENNESSEE 


Johnson Hardware Co., * for 
more than 30 years located at 
Market and First Aves., in Day- 
ton, Tenn., moved in December 
to larger quarters next door. The 
former store building will con- 
tinue to be used as a warehouse. 
R. W. Johnson and George Bar- 
nard, his son-in-law, operate the 
firm. They plan to erect a mod- 
ern brick structure on the corner 
later. 

Holston Hardware & Supply 
Co. has opened for business at 
3938 McCalla Ave., Knoxville, 
Tenn. Robert Thompson and 
Glen Weaver are co-owners. 


TEXAS 


The hardware division of John 
C. Ross Hdwe. Co., Austin, 
Tex., operated for 33 years, has 
been sold to Charles P. Davis, 
and the firm’s name has been 
changed to the Charles P. 
Davis Hdwe. Co. Mr. Ross will 
continue to operate his farm im- 








HARDWARE BRIEFS 








The Nolen Hardware & Furni- 
ture Co., Canadian, Tex., has 
been purchased by Laurin S. 
Hardage, and J. T. Hill. The 
former owners were James Reid 
and Herbert Jones. 

R. A. Humble and M. M. Du- 
Rard, who operate the 6-Points 
Hardware Co., Corpus Christi, 
Texas, have purchased the Mack 
Hood Hardware Co. in Corpus 
Christi, and have taken over ac- 
tive management. The store 
manager will be Paul Bluntzer. 

A hardware department offer- 
ing for sale items ranging from 
usual builder’s hardware to pre- 
cision tools has been opened at 
the Chambers Lumber Co., 2401 
North Beckley Ave., Dallas, 
Texas. The new department will 
be managed by Bruce Wade and 
will also offer electric appliances, 
lighting fixtures and hunting and 
fishing equipment. 

Santa Fe Hardware Stores has 
opened its Number 4 store, at 
4432 Lovers Lane, Dallas, Texas. 

Charles C. Barnum, Jr., 
Charles C. Barnum, Sr., and W. 
V. D. Barnum have incorporated 
the Southwest Hardware & 
Equipment Co., to operate a re- 
tail business in Houston, Texas, 
with $20,000 authorized capital 
stock. 





The Harris-Luckett Hdwe. Co., 
McCamey, Tex., has been sold to 
D. Locklin and Oliver Jacobsen 
by Wayne Harris and A. P. 
Luckett. Mr. Jacobsen has man- 
aged the store for 10 years. 





VIRGINIA 

Dyer & Co., Inc., Martinsville, 
Va., has been chartered by the 
Virginia Corporation Commission 
to deal in hardware and building 
materials. Horace G. Byer, Mar- 
tinsville, is president. 





WEST VIRGINIA 


Goldsworth Store, Inc., Keyser, 
W. Va., has been organized with 
capital stock of $25,000, of 
which $20,000 is paid in, to en- 
gage in a hardware business. The 
incorporators include Paul L. 
Goldsworth and Robert C. Mar- 
ker, of Cumberland, Md., and 
S. M. Bright, Jr., Keyser, W. Va. 





WISCONSIN 


The Leonard Hardware Store, 
Blanchardville, Wis., has been 
sold by Ed Leonard to Gaylord 
Erickson, of Madison, Wis. Mr. 
Leonard disposed of the busi- 
ness because of ill health, after 
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ton, Walter and Kiley. 





NEW YORK STATE hardware dealers at the 45th an- 
nual convention of the New York State Retail Hardware As- 
sociation, held Feb. 4-6, at the Seneca Hotel, Rochester, N. Y., 
elected Frank J. Smith, Smith Bros. Hdwe., Hamburg, presi- 
dent, succeeding Russell Selkirk, Cobleskill. Other officers 
elected were: Harry P. Hoblin, Harry P. Hoblin, Inc., Bronx- 


ville, first vice-president; Lyle 
vice-preisdent. Nicholas H. Kiley, 508 Hills Bldg., Syracuse, 
and Frank E. Pelton, Pelton Bros., Herkimer, were elected 
secretary and treasurer, respectively. Newly elected directors 
H. L. Montena, Wardwell Hdwe. Co., Rome; Harris Ha 
mond, J. E. Hammond & Sons, Rochester; C. Ernest Noxon, 
Braley & Noxon, North Creek; F. Leighton Enderlin, Ender- 
H. Dietrich, Dietrich Hdwe. Co., 
Inc., Salamanca, and Harold G. Dye, Sodus Hdwe. Co., Sodus. 
In the photograph, seated left to right, are: Messrs. Hoblin, 
Smith and Selkirk; standing, left to right, are: Messrs. Pel- 


J. Walter, Remsen, second 


m- 


28 years in the hardware bug. 
ness. 

Fire recently destroyed a typ. 
story building which housed th 
Baker Hardware Store at Hap 
cock, Wisconsin. 

Fire swept a store and apar. 
ment building occupied by th 
Four Lane Hardware Store, a 
Madison, Wis., Dec. 28. Damage 
was estimated at $30,000, includ. 
ing a carload of plumbing sy 
plies and equipment which hai 
just been placed on display by 
the proprietor, O. C. Harris, 

Fire caused damage estimated 
at $15,000 at the J. H. Hansm 
hardware store in Rosholt, Wis, 
Jan. 9. 


BACHELOR DINNER 
FOR WILLIAM BRAUN 


About 50 friends and associ- 
ates honored William Braun, buy. 
er, Wm. L. Blumberg Co., hard- 
ware wholesalers, 31 Warren St, 
New York City, at a bachelor 
dinner given him on Jan. 22, a 
the Rainbow Inn, in New York. 
Members of the Blumberg fim 
and sales force and officials and 
salesmen from whom Mr. Brau 
makes purchases, toasted him 
He joined the ranks of the 
Benedicts on Jan. 31. 





PRESIDENT CALLS 
CONFERENCE ON 
FIRE PREVENTION 


President Truman has called 
a national conference on fire pre- 
vention to meet in Washington, 
May 6-8. The chairman of the 
President’s Conference on Fire 
Prevention, Maj. Gen. Philip B. 
Fleming, Federal Works Ad. 
ministrator and Administrator of 
the Office of Temporary Controls. 
More than 2,000 delegates are 
expected to attend, representing 
Federal departments, State, 
county and municipal govern- 
ments and business and civic 
organizations with a basic in- 
terest in the fire prevention 
problem. Conference headquar- 
ters are located at Room 7006, 
Federal Works Building, Wash- 
ington 25, D. C. 

A coordinated program will be 
formulated to revitalize the ne 
tional effort to reduce the na 
tional fire toll which now aver- 
ages 10,000 deaths. 





GOULD REPRESENTING 
CONSUMERS GLUE 
Blake Gould has been 4 
pointed New York state sales 
representative for Consumers 
Glue Co., 1515 N. Hadley St., 
St. Louis, Mo., with headquar- 





ters in Syracuse, N. Y. 
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HANDY MODEL 


Less than 12” tall; shipping weight, 
12% Ibs. Ideal for all general heuse- 
hold and personal water softening 
requirements. Softens up to 500 
fallons of water before regenere- 
tion, which is accomplished with $ 
cupfuls of ordinary salt. 


Either model quick!y and easily 
connects to any household 
faucet—without plumbing 
expense. 


Both models lightweight —port- 
able—easy to carry. 


Both models easily, quickly 
ted with salt. 





Ideal for farm, home, apart- 
ment, barber shop, beauty 
parlor, trailer coach, etc. 


Saves soap, makes clothes 
whiter, dishes brighter, com- 
plexion loviier. 


—we:hmSe Se *& ££... 9 



























Two portable water softeners, with capacity to meet 
the requirements of any family—for dishes, laun- 
dry, shampoo, shaving, bath, etc.—and at an almost 
unbelieveable low initial and maintenance cost! Both 
models portable; both easily and quickly connected 
to any household water faucet without plumbing ex- 
pense . . . and both, immediately available—subject 
to very liberal dealer and wholesaler/jobber dis- 
counts. Rush coupon at once for initial stock order! 


MASTER MODEL 


About, 26” tall; shipping weight 
30 Ibs. Large capacity . . . softens 
up to 1200 gallons of water be- 
fore regeneration . . . makes this 
model ideal for the home laundry, 
under the sink or in the bath- 
room. Regenerated with « few 
pounds of ordinary salt. 





WATER 


SOFTENERS 








CALKINS CORPORATION 
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rogram will be DEPT. 201, SOUTH BEND, INDIANA 
‘italize the na- k MASTER MODEL WIDELY ACCLAIMED | Ship (through a wholesaler) Handy Model, and Master 
educe the na FOR AUTOMATIC HOME LAUNDRIES | Model CALKINS Water Softeners, less regular discount. My whole- 
hich now aver- At the January Furniture Show in Chicago, | salers are: 
. % the CALKINS Master WATER SOFTENER was 

a big hit with washing machine and automatic ] 1 
= home laundry dealers and distributors . . . 
RESENTING * for its ready adaptability and easy installa- | ee ae — — —— 

tion features, and its low initial and mainten- | 
‘S GLUE ance cost. They say, “. . . the ideal softener 3. ; . = 
has been a> By to sell right witl: the washer.” ] 
rk state sales Name 
r Consumers 
1. Hadley St. MAIL COUPON TODAY Address aaa eee crea 
. FOR STOCK ORDER City. mas ek Cl a 
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SUPERIOR QUALITY 
BRIGHT WIRE GOODS 












points, made with high speed 
threading dies. eliminate excess- 
ive wood splitting. Larson threads 
are easy to turn into the wood. | other Larson feature. 










in Larson products. 








A perfectly formed locking curve 
| that actually locks hook into eye 
securely. No squared or triangular 


neck curve and the well rounded 
crown, allowing hook to fit down 


Sharp rolled threads and sharp Note the emooth, graduated goose 
snugly around contour of eye, an- 


















| Shanks are smooth and clean cut, 
without humps or waves. They are 


bends replace the natural curves 






void of unsightly tool marks. Lar- 
son inspection of wire stock elimi- 
nates blemishes and rust. 


Eyes are formed to a perfect circle, | 
not egg shaped. They are tightly e 
closed and pressed to the shank | 

This is one more Larson feature | 
worth considering. 









Full rounded curves and bends are 
formed by Larson dies without 
fracturing of the special Electric } 
Steel wire. Truly clean cut and | 
carefully made products. 
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used to remove bottle 
caps without bending 
‘ - permits recap- 
ping bottle 

used to open vacuum 
jars 


used to start catsup 
flowing 
used to spear olives, 


pickles, and cherries 
from narrow bottles 








OVER 90°, OF ALL VACUUM AND 
SARDINE CANS ARE SOLD WITH- 
OUT KEY OPENERS. THE STURDY 
MASTER-KEY, MADE FROM FINE 
SPRING STEEL, IS THE ANSWER TO 
THAT NEED. EVERY HOUSEWIFE 
WILL WANT THIS MASTER-KEY— 
A PERMANENT KITCHEN TOOL. 


CAN SHE GET IT FROM YOU??? 


ORDER YOUR SHARE OF 
THIS BUSINESS TODAY 


LIST PRICE 50c. 
Immediate Delivery 


Packed 6 & 12 dozen to carton 


Ylorthimore ds WOME PRODUCTS 







P. 0. BOX 756 








a 











DISTRIBUTED BY 


V. H. WORMAN & 
ASSO., MERCHAN- 
DISE MART, CHI- 
CAGO (ILL, IND., 
MINN., WIS., MICH.) 
LYNN & CHEMNITZ, 
LOS ANGELES, SAN 
FRANCISCO, SEAT- 
TLE, (ALL PACIFIC 
STATES). 
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NATIONAL LOCK 
CABINET HARDWARE 


(2 00 easy to sell 



























+ 
PACKAGING 

° Each item is individually packed in 

STYLING an envelope complete with neces- 

Product design is a powerful sell- sary screws and instructions for 







ing force! ese smooth, smartly applying. Eliminates loss of small | 
styled designs mean quick, profit- parts and protects the finish, too! 
able sales. A sure-fire combina- 


tion . . . sheer beauty plus rug- 


ied utility. + aa a find that Smart 
Syling Sells ‘E (a 


NATIONAL 


aoenvas 





: 3 DISPLAY 

' %Modern counter display boards 

with working samples of four pop- 

'+ ular designs in matched sets — 
Attention - getters that increase 

Sales! ; 


df The increasing popularity and demand for Smart- 
ly Styled National Lock Cabinet Hardware is no 











secret. Customers just can’t help taking a second | som 
look at the brilliancy and attractiveness of the No. [| 
140 Display Board shown at right. Here is a 24- 
hour silent salesman that will do a real selling job 
for you. Now that lumber, paints and other build- 


sensoecon 


ing materials are coming back on the market — 
there’s going to be a lot of kitchen cabinet re- 








modeling and refinishing. Alert dealers will take 





advantage of this profit-packed business by order- 
ing a stock with display board TopDay. 














DELUXE PREMIER ARISTOCRAT 


iin 

















NATIONAL LOCK COMPANY 
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ADVANCES 


Some plastic handle screw drivers. Some wrenches. Some mouse, rat traps. 
Flexible gas tubing. One line friction and binder trim. One line push plates. 
Cement. One line flour sifters. Miners’ lamps. Wire rope clips, thimbles. One 


line adjustable steel posts. One line pitcher spout pumps. 








Screw drivers—Leading makes 


of plastic handle screw drivers were 
recently advanced, the increases varying 
according to make and type, but aver- 
aging from 15 to 20 per cent. However 
not all numbers were advanced. 

+ * . 

Wrenches—Since late January 
leading makers have advanced prices on 
most wrenches, advances having aver- 
aged about 10 per cent. 

a7 * a 

Mouse, rat traps — Leading 
makes of mouse and rat traps were re- 
cently advanced about 10 per cent. 

o * * 

Flexible gas tubing—Leading 
makes of flexible gas tubing have ad- 
vanced on an average of about 15 per 
cent since late January. 

* * . 

Sponges, chamois—Prices on 
leading brands of natural sponges and 
chamois have continued their upward 
trend in most grades. 

* * s 

Friction and binder trim—A 
leading maker of friction and binder 
trim has advanced prices about 11 per 
cent. 

. * * 

Push plates—Early in Febru- 
ary one line of glass push plates was 
advanced about 15 per cent. 

of 7 7. 

Flour sifters—An advance of 
about 20 per cent was announced, in 
February, on one line of flour sifters. 

2 . * 

Miners’ lamps—Advances aver- 

aging 20 per cent were made, recently, 


172 





on various makes and types of miners’ 
carbide lamps. 
7 o > 
Wire rope clips, thimbles — 
In mid January leading makers of wire 
rope clips and thimbles made advances 
of approximately 20 per cent. 


. 7 * 


Cement prices raised—Price 
increases ranging from 10 to 20 cents 
per barrel were posted Feb. 12 by a 
number of leading cement producers 
in the northeastern United States. The 
advances, first to be made for cement 
packed in barrels since a 20 per cent 
rise authorized by the Office of Price 
Administration in 1944, were attributed 
to mounting cost of labor and coal. 
Some industry members feel that, al- 
though a wide variation exists in ce- 
ment prices in different sections, ad- 
vances in other parts of the country are 
likely. 

7 + ” 

Lawn sprinklers and noz- 
zles—Most of the popular pre-war 
models are on the market again at 
prices about 33 1/3 per cent above pre- 
war. While wholesalers report that the 
demand continues strong for nationally 
advertised brands, they expect little dif- 
ficulty in taking care of dealers’ needs 
during the coming season. 

‘ * ¢ *& 


“Voluntary channeling” for 
homes—On Feb. 13, OTC substituted a 
voluntary cl.anneling plan for the exist- 
ing priority system, in providing steel 
for home building purposes. The 
change will be effective March 31. OTC 
said steel industry spokesmen have 
promised delivery of . 305,000 tons of 
steel in the second quarter, to producers 








of home building items, such as bath 
tubs. If they fail to meet the commit- 
ments, OTC warned, priorities will be 
reinstated under the Patman act, which 
is valid through December. The volun- 
tary allotment for the second quarter 
compares to enforced delivery in the 
first quarter of 295,200 tons. 


* ¢- # 


Bolt makers need steel — 
Bolt and nut producers say that there is 
little prospect of the “fastener” indus- 
try increasing its production unless 
more steel is made available by the 
mills. Orders are reported at record 
volume, but shortage of steel is sharply 
limiting shipments and increasing order 
backlogs. One large company reports 
orders on hand now approximate six 
months’ production. On some products 
the time required for delivery is 40 
weeks, and on a few others it is even 
longer. “When decontrol came we 
thought steel supplies would improve,” 
a representative said. “Instead, things 
have become worse. At present we 
must operate on a one-shift schedule, 
but if we could work two shifts I think 
we could reduce our customers’ waiting 
time by a third.” According to reports, 
this situation is fairly general in the 
fastener industry. One producer in 
the middle-west is said to be getting 50 
tons of steel where he should be getting 
500, and is able to operate only two or 
three days each week. The industry, 
however, is “keeping its fingers crossed,” 
and hoping that by May, steel producers 
will be able to increase allotments be- 
cause of sustained operations at a high 
level. The scarcest bolts are said to be 
in the small sizes. One maker has 
stopped taking orders for small bolts 
because he sees little chance of being 
able to supply them soon. 


Small motors a bottle-neck— 
The day whez electrical appliances like 
washing machines, ironers and refriger- 
ators will flow steadily to retail out- 
lets, probably may be many months in 
the future.’ One of the main bottle 
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When he asks for a 
Swiss Pattern File... 













You know your customer is doing precision filing-cutting 


er , : ‘ A APPLICATIONS of HELLER “NUCUT” SWISS PATTERN FILES 
and finishing dies or tools to exact specifications...making 








SHAPE CROSS SECTION GENERAL USE 


watches or clocks...working on delicate and intricate parts. 
More than anyone else, he will be interested in the file that 
will do the best and most accurate work possible. What 
shape, size and cut of file is best adapted to the job he has 
to do? The accompanying chart will give you the answer. 
It lists the more commonly used Heller NUCUT Swiss 














HAND Flat Surfaces 
PILLAR 
WARDING 
SQUARE 
3-SQUARE 
ROUND 
3g ROUND 
KNIFE 
CROSSING 
EQUALLING 
BARRETTE 

CROCHET 










Flat Surfaces, Slots 
Slots 



























Corners, Holes 










Corners, Holes 







Corners, Holes 





Corners, Holes 


Slots 







Pattern Files. It also itemizes a number of other shapes that 
will prove successful for certain highly specialized work. 













Holes 


Corners, 


























Slots 









Corners 
Slots 





HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers — Good Tools Since 1836 
Newark 4, New Jersey * Newcomerstown, Ohio 


HELLER FILES 


NUCUT “WAVY-TEETH” + VIXEN CURVED-TOOTH - SWISS PATTERN ~ ROTARY 





Needle Files: For die, too! ond watch mokers. Die Sinkers’ Files: For moking dies. 
Parallel Machine Files: For vse with filing mochines. Rifflers: For intricate work, 
corners, crevices, holes. 
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necks is the shortage of fractional 
horsepower motors. Officials of three 
large motor manufacturing plants, Cen- 
tury, Emerson and Wagner, report that, 
while their companies are producing 
great quantities of these small motors, 
their output simply cannot catch up 
with the demand built up during the 
war years. One official “doubted if 
there was a single motor manufac- 
turer in the country who did not have 
orders running well into 1948.” Also 
hampering motor manufacturers are 











scarcities in copper and some types of 
steel. These also are used in the 
manufacture of the electrical household 
appliances themselves, and in the pro- 
duction of automobiles and such “com- 
peting” lines also in huge demand. One 
is completely at a loss to know when 
the capacity for production can catch 
up. Another “competitor,” from the 
householders’ point of view, is the de- 
mand for larger motors—of one horse- 
power and up, used for filling station 
pumps, commercial refrigerators, stok- 













SALES OF 1,454 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


December, 1946, Comparisons 





Dec.’46 Dec.’46 


No. vs. vs. 
stores Dec.’45 Nov.’46 
oO 1,454 +36 +17 


Dec.’46 Dec.’45 Nov.’46 
$19,305,232 $14,213,195 $16,470,987 





1946, $200,038,215: 


1945, $141,789,654 


12 months, 1946, showed a gain of 41 per cent over 1945 









































CINCINNATI 2, OHIO 





Percent Change 
Dec.’46 Dec.’46 Percent 
com- com- Change 
Number pared pared Dollar 12mo °46 
States of firms with with Sales vs. 
reporting’ Dec.’45 Nov.’46 Dec.’46 12mo’°45 
WALL SHIELDS ee ere 17 +37 +9 282,068 +37 
NS ere 179 +20 +20 3,502,647 +39 
of transparent acetate NORD :6.3:50<cu0's 18 +29 +17 154,859 +41 
Connecticut ........ 13 +90 be et pe 
ee i re 6 30 a , + 
RIGHT NOW . .. stock up Florida ............ 14 +49 +10 219,024 +40 
for the Spring h ¥ i BENE <6. codveisivaven 23 +31 —2 263,316 +38 
pata P a wtgrne>. = gaan 10 434 +16 122/536 +39 
emand and for the terrific B/ tlinois ............ 110 +46 +25 1,117,338 ce) 
call for new construction and a ot eecccecees - + = poste +$ 
a 7 IEA ae : 
reconstruction or repairs. DOD. incited Sookie 32 42 12 262,317 +35 
— Sh tenn oes 13 +23 + 2 224,312 +37 
— paianiacs 13 +74 422 148,371 +56 
— = ws oround a 6 +42 —5 88,416 +32 
on a. repr, Massachusetts ...... 39 +40 +26 514,054 +47 
heavier and better quolity, Michigan .......... 65 +33 +25 811,930 +39 
scalloped edge for beauty, re ‘. 101 +48 +23 377,555 +41 
WILL NOT CURL, stays flat NDR 6 a. ecuaveoe-e 15 +49 +18 283.769 +58 
equaled the well ON See 26 +50 +17 150,235 +50 
v New Jersey ........ 23 +47 +19 382,646 +22 
New Mexico ........ 6 +41 +45 141,798 +33 
Single shields retail for 15¢ cd York .......-. Fe +8 y yee +35 
Double shields retai | ee ee a ot + ’ 4,62 +50 
ge yaa Oklahoma ......... 40 421 425 531,905 +30 
| ere 28 +46 +25 550,311 +42 
Pennsylvania ....... 125 +38 +11 1,574,119 +40 
IMMEDIATE DELIVERY Rhode Island ...... 14 +45 +29 163,962 +53 
So. Carolina ........ 10 +33 +14 117,144 +34 
WRITE TODAY DME . Svatwwuds 260 44 +26 —3 535,768 +34 
for samples and prices ae sete teeeees ; = + 80,006 +43 
; rer ere — 117,2 
ATTRACTIVE JOBBER'S Washington ........ 33 T33 +19 568908 He 
DISCOUNTS AND PRICES WISCGGEN § 6scecs sec 71 +36 +22 753,759 +43 
Chicago, Ill. ....... 37 +42 +22 309,174 +37 
WALL SHIELD CO. Los Ang., Cal....... 29 +4 + 6 895,652 +48 
r i Portland, Ore. ...... 8 +26 +21 165,412 +41 
Plastic Specialists 2. Louis, Mo....... 1l +51 +28 131,090 +45 
an Fran., Cal....... 20 21 22 145,943 
347 W. FOURTH ST. Seattle, Wash. ...... 6 40 +35 55,345 + 















Note: (1) Number does not apply in all cases to the year-to-date figures. 
Compiled by Bureau of the Census, U. S. Department of Commerce. . 
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ers, oi! burners, fans, blowers, water 
pumps compressors, coffee grinders, 
sausage machines, power tools and other 
heavy equipment—which, of course, re- 
quire the same materials used in smaller 
motors, only in greater quantities. Cer- 
tainly, therefore, the early outlook is 
not too bright for householders or other 
users of small motor-driven equipment. 
Some of these items will continue to be 
advertised “less motor,” until the sup- 
ply catches up with the demand, 
“some months hence.” 


“Steel goods” and shovels— 
Makers of hand farming tools report 
dificulty in filling the orders which they 
took from their old accounts last fall. 
Jobbers fear there will not be enough 
“steel goods” made to take care of the 
demand, and say that some factories are 
declining any additonal busiress. Shovel 
manufacturers are running as much as 
six to eight months behind, in filling 


their orders. 
a ° . 


Glass, tools and pruning 
shears — Larger supplies of grass 
shears, grass hooks, etc., are available 
this season, but demand is still running 
ahead of supply of popular styles. Hand 
pruning shears are in fairly good sup- 
ply, in the regular patterns at $1.00 to 
$2.00 retail. Distributors say, however, 
that prewar competitive lines have 
practically disappeared from the mar- 
ket, due to the high cost of malleables. 
Long handle pruning shears are scarce, 
because of the difficulty in securing han- 
dles in sufficient quantity. 


* * . 


Lawn seed and fertilizers— 
Due to the shortage of higher priced 
lawn seed, the popular mixtures are 
much higher priced this year. Probably 
most dealers are expecting to secure 
their larger volume in mixtures con- 
taining a smaller proportion of Ken- 
tucky blue grass and white clover. Job- 
bers says that Kentucky blue grass is 
now priced around $1.25 per lb. to 
the dealer. Good average mixtures are 
quoted at about 64 cents per pound to 
the retailer. Demand for plant food 
and fertilizers continues strong, and no 
price advances are looked for. Some 
delays in delivery are expected, due to 
certain labor difficulties and carton 
shortages. 

+ : . 

More paint, but not enough 
—More paint will be manufactured this 
year than in 1946, but still not enough 
to go around. The industry expects to 
attain a long-dreamed-about but never- 
attained goal of a $1,000,000,000 out- 
put to appease the huge market. These 
statements were reported, in a recent 
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That's the unanimous verdict 
of sportsmen coast to coast. 
They mean HODGMAN FISH- 
ING WADERS—incomparable 
for complete waterproof pro- 
tection, free-action comfort, 
hard-wearing, long-lasting gen- 
uine quality! 

The No. 304 Wadewell Boot 
Foot Waders are the most 
popular in the country. Extra 
strong and heavily reinforced 
to take plenty of punishment. 
No. 301 Wadewell Stocking 
Foot Waders are designed to 
a fisherman's "T" — tops for 
toughness and dependability. 

Here is merchandise your 
customers have been wanting 


and waiting forl 
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WADER ACCESSORIES 


No. 312 WADER No. 319 WADER 
REPAIR KITS SUSPENDERS 

For ‘‘on-the-spot” repafr- Excellent grade of hand- 
ing of hook holes and doubled coated fabrie with in- 
— — Rl Ad sert of fine quality elastic 
oath —— o 538" two webbing. Button holes rein- 
large tubes of rubber forced and stitched. Extra 
cement — inetruetions en — permit proper adjust- 
“How to Use.’” Paeked ment, 

in handy fibre tube. WEIGHT (per dozen): 


WEIGHT: 8 oz. 24 o7. 
No. 312 Wadewell Repair Kit for Waders Nos. 301 & 304. 


HODGMAN RUBBER CO. 
FRAMINGHAM, MASS. 


261 Fifth Ave. 173 W. Madison St. 121 Second St. 
Now York 16,N.Y. Chieage 2, 111i. San Francisee 5, Cal. 











More Profit per Sale. A substantial unit 
of sale, worthy of your time and effort. 





A Sales Policy that Protects You. Prime 
sells only through recognized jobbers, 
relieves you of service worries. 


{ 


Acceptance and Standing. Prime offers a 
12-year record of success, and experience 
| unequalled in the industry. 





Consistent National Advertising. Prime 
controllers have been advertised regular- 
ly for more than 12 years in the farm 
Papers your customers read. 


Safety. Every Prime hi-line controller 
bears the label of Underwriters’ Labora- 
tories, Inc. 





be 


bs 


Yes, there is money in electric fence con- 
trollers—when you concentrate on Prime. 
Prime controllers deliver the strong, de- 
penable shock farmers want. That makes 
friends for Prime—and for you. 


Prime’s new models give you more to 
sell than ever—new features—new talk- 
ing points, See your jobber and order 
your requirements now, 


: The Prime Mfg. Co. 


Milwaukee, Wisconsin 


WYeu Model 


with the new Shock 
Control and Multi- 
ple Signal Lights... 


For the first time 
—a controller that 
tells the user auto- 
matically — not if 
but bow much shock 
is on the fence. 
110-120 V 60-cycle 
A.C. Model 486... 
Retail price $44.50 





published interview, by G. M. Herr- 
mann, president of the American-Mari- 
etta Co. “It will take two more years 
before we can take care of the demand 
for paint,” Mr. Herrmann said. “We 
cannot obtain sufficient raw materials 
to manufacture all the paint we could 
sell. Pigments, vegetable oils, synthetic 
resins and other necessary materials are 
short. Total sales of paints reached 
$800,000,000 last year. This was three 
times the average of the three previous 
years. In 1947, the industry hopes to 
attain a record goal of $1,000,000,000. 
The 40,000,000 dwellings in this coun- 
try have an average deterioration of 
$100 because of wartime paint and labor 
shortages.” However only about 25 per 
cent of the production will be in resi- 
dential paints and finishes, Mr. Herr- 
mann said. More than $500,000,000 
worth will be in industrial finishes and 
several hundred million gollars worth 
will be in non-residential maintenance 
materials. In the meantime, the U. S. 
Commerce Department has announced 
that 90 per cent of all the houses in the 
nation need a good coat of paint, and 
describes the paint business as a 
“promising field.” 
” + * 

As to cutlery—The general 
opinion among cutlery manufacturers is 
that prices will remain steady for the 
balance of this year on most lines. In 
some instances, where prices have ad- 
vanced out of proportion, there may be 
slight reductions. Cutlery plants say 
that they hope to get increased produc- 
tion from their help this year, but that 
this will be reflected more in the quality 
of their product, than in the price. 

* * 


More and better toys—The 
feeling among toy buyers is that this 
year will be different from any they 
have had for some,time. Everyone is 
looking for better grades in metal toys, 
and manufacturers do not feel that 
there will be a shortage of any kind of 


toys this year. Toy distributors, who 
normally would start placing advance 
orders in January, have been waiting 
until the Toy Show, to be held in New 
York in March, so as to get all the 
newer items that will be coming out. It 
is likely that this year some of the toy 
manufacturers who have sprung up in 
the past three or four years, will fade 
out of the picture. 
. - . 

Electric shavers — Despite 
doubled 1946 production over the 1941 
pre-war peak, electric shavers cannot be 
produced fast enough to meet current 
demand. This comment is ascribed to 
W. E. Chollar, vice-president of Reming- 
ton Rand, Inc., and general manager of 
its electric shaver division. 

* * * 

Ward sales at peak—Sales of 
Montgomery Ward and Co., in the 
fiscal year ended Jan. 31, topped $1,- 
000,000,000 for the first time. The com- 
pany reported sales were up 47 per 
cent to $1,035,674,684, compared with 
$704,686,754 in the preceding year. 
January sales reached a new high for 
that month also, gaining 26.6 per cent 
over -January, 1946. 

+. = s 

Not bad for retailers—Sales 
of retail stores in 1946 reached an all- 
time high of $97,000,000,000, and De- 
cember sales of $10,280,000,000 were 20 
per cent above those of 1945, the U. S. 
Commerce Department reported re- 
cently. There was further slow-down, 
however, in the latest reported depart- 
ment store sales. These gained respec- 
tively, only 2 and 11 per cent for the 
week and four weeks ended February 8, 
over similar preceding periods, accord- 
ing to the Federal Reserve Board. 

> * & 

Pumps, cylinders, etc.—There 
is still a marked shortage of pumps of 
all types, due to foundry troubles, and 
factories probably will not be able to 
catch up with the demand this year. 








Hardware Wholesalers’ 1946 Sales 
Exceeded Billion and a Half 


F the nation’s total “service and limited function” wholesalers sales of 

$55,000.000,000 in 1946, those of general wholesale hardware wholesalers 
accounted for $1,59:3,000,000 reported the Office of Business Economics, De- 
partment of Commerce. This was a 54 per cent gain over 1945, when sales 
totalled $1,035,000,000 and was an increase of 60 per cent over 1941. 

Sales of all types of service and limited function wholesalers in 1946 showed 
an increase in dollar value of 28 per cent over 1945 and of 60 per cent over 
1941, according to the department’s announcement. The summary said that 
these tabulations excluded sales by “such groups as manufacturers’ agents, 
assemblers and brokers who also engage in wholesale trade.” Further the 
summary stated that, “It appears that about one-half of the gain in dollar 
volume for 1946 as compared with both 1945 and 1941 accrued from price 














increases.” 
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Take a good look at the many weed killer markets that 
await you this year! Are you ready to supply the thousands 
of home owners, the farmers and ranchers, the mainte- 
nance managers of golf courses, estates, parks, camps, 
schools, railroads, highways and cemeteries? 


They are ready to buy! Some are already placing orders 


Make More Money 
With Dow Products for 


Home and Farm (cf Today! 


for 2-4 Dow Weed Killer, Dow Contact Weed Killer, Dow 
Selective Weed Killer and Esteron 44. They have read 
about chemical weed killers, talked about them—and 
many have used them. Wouldn’t it be good business for 
you to write or wire for Dow Weed Killer literature and 


discounts—today? 





ADVERTISING 
large Dow Weed Killer ads 
will appear in many publi- 
cations this year. Millions 
will see them. 


THE DOW CHEMICAL COMPANY «¢ MIDLAND, MICHIGAN 


Detroit * Chicago « St. Louis 


PUBLICITY 


Newspapers and magazines 
everywhere have spread 
the news: ‘‘Chemical weed 
killers are easy to use!” 


e Washinaton « Cli 


— 





New York © Boston ¢ Phil 


MERCHANDISING 
Valuable point-of-sale assist- 
ance is yours for the asking: 
free counter cards, window 
banners, newspaper mats, 
CHEMICALS INDISPENSABLE 
TO INDUSTRY AND AGRICULTURE 


Houston e San Francisco e Los Angeles « Seattle 


Dow Chemical of Canada, Limited, Toronto, Ontario 
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Bait Casting Line 
A POPULAR AND FAST SELLING LINE 
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Meets the most exacting demands of the world’s best 
fishermen ... Stronger and smoother than other lines of 
equal diameter . .. Braided by our special slow, careful 
process which insures greater strength and distance in cast- 
ing. Made in nine tests; black, white, or gray. 


Test e ° ° ° 9 12% 15 20 25 30 35 
List per spool (50 yd.) $1.30 1.35 1.50 1.85 2.00 2.35 2.50 
Packed two 50 yd. spools connected. 


Test . ‘ . ° ° 42 50 
List per 100 yd. ° - §6,15 6.75 
42 and 50 test on 300, 400, or 1000 yd. tubes, universal 
winding, cellophane protected. 


Ask Your Jobber Salesman 
“Nothing better was ever made for fishing than a Norwich Line” 


NORWICH LINE COMPANY, Inc. 
NORWICH, N.Y. 


Pitcher spout pumps have been 44 
vanced by one maker to $2.90 

but deliveries are still far behind. Wy 
points are scarce due to pipe shortage, 
with manufacturers six to eight months 
behind on deliveries. Pump leathen 
are scarce, and are priced about 75 pe 
cent above prewar, due to the hid 
situation. 





* * * 


Wheelbarrows — Manufaety. 
ers are having great difficulty in secu. 
ing steel in gages suitable for tray, 
While there is general hope that this 
picture will change, there is actually 
nothing to indicate that deliveries of 
needed sheets will improve for a num. 
ber of months. 

. = 7 


Poultry supplies — Manufac. 
turers of poultry supplies also complain 
of slow shipment of galvanized sheets. 
Some have notified their jobbers that 
they will have great difficulty in filling, 
on time, the orders placed last fall. 


* * * 








. | MADE OF TRANSPARENT PLASTIC 
USE FOR TROLLING OR CASTING 




















soe game fish. 


LENS “Atl el 


ye ee ee Keeps minnows alive for days. 






The counter display shown here is 
printed in 4 colors and is a sure- 
fire way to move Live-Lure. The dis- 
play carries 12 Live-Lures that can 
be removed easily by dealers but 
are so secured that they cannot be 
pilfered. Available now. 


Dealers and Jobbers— WRITE 
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RICE ENGINEERING CO. 


912 STEPHENSON BUILDING 
DETROIT 2, MICHIGAN 








Bass, Pike, Pickerel and other 4 
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American makers “take 
over”—Imported wares from Europe 
have returned to the china, glass 
and pottery markets and stores, but 
the impressive quality of exhibits by 
U. S. makers has accentuated the 
swing-over to American products, which 
began in the late 1920s. World War II 
substantially reduced the flow of im- 
ported items, and thereby increased the 
dependence of buyers here on American 
wares, but imports began to diminish 
long before the war. Up to 1928, Ameri- 
can imports of household china and 
porcelains were running around $8,770; 
000 annually. Then imports began to 
decline, slipping to $2,598,000 in 1939, 
and finally to only $1,018,200 in 1945, 
and that mostly from the United King- 
dom. American manufacturers now say 
they can compete on equal terms with 
porcelains from abroad, both from the 
standpoint of quality and price, unless 
much “hand work” is involved in a par- 
ticular pattern. American manufac- 
turers also can make cut glass pieces of 

beauty equal to the Czech work, but 
the domestic product is much more ex- 
pensive. 

Adjustable steel posts—The 
Holm’s Mfg. Co. of Ohio, Akron, Ohio, 
recently reduced its retail and wholesale 
prices on Holm’s Flor-Levl-Post, an ad- 
justable steel post. The new suggested 
retail price is $9.95, compared with the 
previous price of $11.95. Increased pro 
duction and greater labor efficiency were 
the chief reasons cited for the reduced 
price. 


News for fishing fans—After 
a year of unsatisfied demand in which 
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18,200 in 1945, dust purchaser an Admiral Duster. 
e United King @ Call attention to its sell-on-sight 
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both from the 

. H. D. HUDSON MANUFACTURING COMPANY 
d price, unless 589 East Illinois St., Chicago 11, Illinois 
volved in a par- Branches in all Principal Cities in the U. S. 











Pre-Sold for You with 
NATIONAL ADVERTISING 


Favorite magazines reaching millions of homes. 
farmers, poultrymen, carry Hudson Admira 

Duster advertising. All the year round your cus- 
tomers read about this remarkable duster, learn- 
ing how it assures a better, more economical, 
more efficient dusting job with less work. 
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POINT-OF-SALE SUPPORT 


Right in your own store, the new Admiral Window-Counter display 
ties up with national advertising — rings the cash register for you. 


















































2] posts—The Free display packed with every dozen dusters. Free hand-out and 
. Akron, Ohio. mailing folders, too. 
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a 
WUCO- ALLIGATOR 
PRUNING SHEAR.. 


just what you and 
your customers have 
been waiting for! 


% 


Wg 
Von 


A big money-maker for a 
big market: home gardens, 
orchards, farms, nurseries, 
vineyards, orange groves. 
Long, narrow, “easy feel” 
hard grip for hard-to-get- 
at-places. Safe: No pinched 
hands while using; hidden 
springs. Easy operating 
safety lock keeps closed 
when not in use. Steel 
blade holders; lock nut 
keeps blades in line; no 
spreading. Cutting blade, 
hardened, tempered, 
leaves perfect cut. Light 
weight (only 14 ounces). 


U.S. 
Patent No. 
2287303 


Sold only through wholesalers 


BARCO 


MACHINE 
PRODUCTS 


~ COMPANY 


1975 EAST 65TH STREET 
CLEVELAND 3, OHIO 


G 


SALES OFFICES: 
WESTERN RESERVE BLDG. + CLEVELAND 13, OHIO 





fishing tackle manufacturers became 
almost as numerous as fishermen, the 
familiar names and brands, exhibited 
at the International Sportsman’s Show, 
seem to be nearing their prewar status. 
Most newcomers to the field are bait 
manufacturers, and these have appeared 
in great numbers and with a great as- 
sortment of lures. Most major com- 
panies, too, have achieved capacity pro- 
duction, but the demand of dealers look- 
ing for worthy merchandise to sell to 
“hordes” of vacation-conscious custom- 
ers seems to be unlimited. The Shakes- 
peare Co. says it cannot match the de- 
mand for rods and reels for at least a 
year. Although Shakespeare now has 
only about 15 types of reels on the 
market, the line has been extended to 
include all price ranges. The making of 
reels, in general, has heen held hack by 
materials shortages and the difficulty in 
getting skilled assembly employees. 
Hooks have heen hard to get, since in 
the prewar years about 95 per cent of 
all treble hooks came from Norway, 
but a few United States manufacturers 
now are turning out good treble hooks 
in some quantity. 
2 °* 6 


As to fishing lines—The short- 
age of fly-lines is most acute, and that 
of tapered lines is critical. Line manu- 
facturers are amazed at the growing 
number of fly-rod fishermen, and all 
agree that the market for fly-lines is a 
postwar surprise. One important change 
in the line business has been the ease 
with which nylon leaders have usurped 
the position once held by Spanish silk- 
worm and gut, just as nylon lines are 
ousting silk. The increase in the cost of 
silk seems to have priced that material 
out of the market. as far as fishing lines 
are concerned. The cost of silk line to 
the consumer is about twice that of 
nylon. The shortage of silk has been 
another factor contributing to the grow- 
ing use of nylon, although there are 
many reports of deterioration in the 
quality of Japanese silk. Production of 
deep-sea, salt water lines has been held 
back by the limited quantity of good 
linen being imported from Ireland. 

** @ 


In paint circles—The shortage 
of cans has been a contributing factor 
in the scarcity of paint lines. Can 
thakers still anticipate undiminished de- 
mand this year. It is said the industry 
has ample manufacturing capacity to 
meet all requirements for cans, but they 
are limited by the amount of tin mill 
sheets that can he produced. It was 
announced recently that the Navy has 
discontinued manufacturing some types 
of paints which it uses. During the war, 
the Navy manufactured most of its re- 
quirements of paint and varnish. Here- 
after, the regular paint manufacturers 


will bid on such types as the Navy no 
longer manufactures. Of prime inter- 
est to brush makers and users, the 
government has announced it will sell 
its stockpile of natural bristles. The 
government-owned surplus consists of 
1,000,000 pounds of China and India 
bristles for which it paid approximately 
$6,000,000. These are to be offered for 
about 60 per cent of the purchase price. 


Steel production—By straining 
every piece of equipment and using all 
of the shortcuts learned during the hec- 
tic wartime periods, the steel industry 
this week set a new peacetime record 
with ingot operations at 94.5 per cent of 
rated capacity, up one point from last 
week, according to The Iron Age, Feb. 
20 issue. Even with this high output, 
however, it may be June or July before 
the current tight situation in the ma- 
jority of steel products can be relieved. 
In its effort to raise output and make a 
hole in the unprecedented volume of 
unfilled steel orders, the industry is run- 
ning into higher steelmaking costs. 
Marginal or high cost equipment is 
being utilized and outlandish prices are 
being paid for scrap, while at the same 
time unusual efforts to get the maxi- 
mum amount of steel produced are cost- 
ing steel firms more than would be the 
case if normal equipment were utilized 
and production reduced to a more eco- 
nomical level. A check by some steel 
companies as to the position of their 
customers with regard to steel supply 
versus actual needs indicates no letup in 
demand for any type of products. Out- 
standing information shows further that 
the biggest headache among steel users 
continues to be unbalanced inventories. 
This situation is so severe in some man- 
ufacturing activity that production 
schedules are far below what they would 
be if a steady and balanced flow of com- 


ponent parts were possible. 
* 2 6 


Warehouse scarcities con- 
tinue—Few steel warehousemen are at- 
tempting to build inventories, some- 
thing that is practically impossible on 
most products. The scarcest steels are 
the lighter gage or smaller diameter 
products. Many sizes of sheets, shapes 
and plates are particularly hard to ob- 
tain. Buyers of warehouse steel nowa- 
days constitute a variety of customers, 
much more diverse than in the prewar 
normal period of business. Small manu- 
facturing companies in particular are 
trying to get more of ‘their steel from 
local distributors. The price situation, 
while establishing itself on a much bet- 
ter pattern, still displays numerous in- 
consistencies. Jobbers say that the mills 
themselves are still highly confused on 
the new extras. A number of ware- 
houses are revamping some of their 
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PHILCO 


NO RIVETS + NO SCREWS 
Simple adhesion methods 
assure durable, colorful 
product identification 
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Conditions under which this 
“Divine” buffer operates dem- 
onstrate Meyercord quality. 















Double-duty, low-cost Meyercord Decal nameplates advertise as 
they identify. They offer full color for quick brand recognition! 
Divine Brothers Co., Utica, N.Y., has used them for years as trade- 
marks of colorful distinction on quality buffing wheels. They resist 
vibration, fumes, moisture, abrasion, acids, wear and constant use. 

Advertise your brand-name for the life of your products with 
tough, flexible Méyercord Decals! They can be applied at produc- 
tion: line speeds. No screws, rivets...no sharp edges. Washable, 
durable! Smooth, lasting adhesion on any commercial surface, 
curved or flat...even on rubber or crinkle finish. Trademarks, 
operating or lubrication guides, patent data, etc., can be produced 
in any size, colors, designs. Learn how Meyercord Decals add more 
“sell’”’ to nameplates! Write today for free Meyercord Decal Selec- 
tor...it shows where and how to use Decals. Address Dept. | 1-2. 


SeMEYERCORD®. © 
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HAMMONDS — fhe Safe Line 


“Safe” —It is widely recognized that, product 
for product, (1) no line has greater functional 
value, and (2) no line has a greater safety fac- 
tor for the user! That reputation will never be 
sacrificed to “fads”! 
































SLUG SHOT-famous (dust or spray) control of chewing and 
sucking insects and fungous diseases. A national favorite. 


GRAPE AND ROSE DUST - prevents mildew and black-spot 

KIX —all-purpose rose, flower and vegetable spray 

COPPER SOLUTION — for fungous diseases 

DOG SKAT-—animal repellent 

WEED KILLER — kills all weeds, grasses, etc. 

NO-CROW -— crow and bird repellent 

ANT GAS -kills ants 

STABILIZED (ROTENONE) ‘'75'° DUST—controls all insects on 
vegetables—for gardens, etc. 

EGG PRESERVATIVE — for preserving eggs 

HORICUM - lime sulphur solution for dormant spray 

DIKILZ—D.D.T. spray for certain insects, diseases 


SAFE — Preferred by generations of gardeners, truckers, and farm- 
ers, Hammond's obviously is the SAFE line for you to handle— 
to push! 

KEEP STOCKED —This is the oldest best-known line. Thousands 
of users in every part of country. Dealer Aids and Electro Sheet 
upon request. Large Profits and Steady Repeat Sales. A Safe Line 
to handle. Send for latest Catalog and Price List. Also Point-of- 
Sale Helps desired. Write today. 


HAMMOND PAINT & CHEMICAL ©. 


412 Hammond Building Beacon, New York 









































Thousands of sizing 
punches, every one preci- 
sion made and tested down 
to .0001”, are required in . 
Johnson’s final inspection in 
the Johnson die department. 
This is one of the reasons 
for the close size tolerance 
of Johnson Music Wire at 
your wholesaler. 





JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 1, MASSACHUSETTS 


AKRON CHICAGO LOS ANGELES 








NEW YORK DETROI! TORONTO 














purchasing policies as to size, etc, 
while trying to get better clarification 
on certain quality and quantity extras, 


s. ¢+ # 


More lumber available — 
Washington has estimated that 2,300, 
000,000 board feet of lumber will be 
available for millwork for residential 
and other construction in 1947. The 
civilian production branch of the Office 
of Temporary Controls says this esti- 
mate is about 100,000,000 board feet 
above the year’s anticipated require 
ments, and 700,000,000 feet more than 
was available last year for making 
sashes, doors, sills and other mill work 
products. CPA said its estimate of re- 
quirements is based on the “assumption 
that more than 1,000,000 dwelling units 
will be completed in 1947, and that non- 
housing construction will continue at 
the $50,000,000 average weekly maxi- 
mum now in effect.” 


Use of rubber increases — It 
is announced that rubber consumption 
by American manufacturers rose 28 per 
cent over the 1945 mark, in the first 
eleven months of 1946, totalling 941,322 
long tons. The highlight of the gain 
was the very sharp increase of 146 per 
cent in the use of natural rubber, large- 
ly, of course, because it was becoming 
available. 

* = = 

Leather output near peak — 
United States hide and leather produc- 
tion is close to the largest volume in 
history as a result of current record 
cattle slaughtering. Cattle slaughter, 
and therefore hide production, has risen 
steadily since the decontrol of live 
stock prices last fall. Estimated Janv- 
ary out-turn amounted to 1,400,000 cat- 
tle, the highest on record for the month 
and only 100,000 less than the all-time 
high. Although there is a necessary lag 
between animal slaughter and leather 
tanning, hides have been available long 
enough to bring a marked improvement 
in supplies of leather goods, industry 
members say. They assert, however, that 
demand also has risen, and still ex- 
ceeds production. Much of the finished 
leather is going into shoes, and manu- 


facturers predict an early end to the . 


sellers’ market in the shoe industry. 
s * = 


More luggage on way — Sup- 
plies of luggage are improving slowly, 
but “normal” stocks are unlikely for 
some time to come. This was reported 
recently by H. M. Rockwell, president, 
National Luggage Dealers Association, 
at the organization’s annual convention. 
Stocks of fabric items will be the first 
to reach “normal,” perhaps by the end 
of the year, he said. Leather goods 
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will be slower, depending on the gen- 
eral leather situation. Tanners report 
the flow of hides still show a relatively 
high proportion of lower quality hides 
as a result of inexperienced take-off. 
However, with exports being held down, 
the domestic market is being better sup- 
plied with leather. Luggage manufac- 
turers use only about 5 per cent of the 
total leather supply. Expansion of the 
seven basic styles of luggage permitted 
during the war has been a slow pro- 
cedure. Meanwhile, luggage prices are 
apt to remain firm, the association presi- 
dent said, but dealers are hoping for 
better quality merchandise. 
os > * 

New businesses multiply — 
U. S. Department of Commerce says 
that new businesses started up in 1946 
at double the rate for prewar 1940 and 
1941, while the rate of business discon- 
tinuances in 1946 was about half that 
of 1940 and 1941. A department com- 
pilation showed about 227 new firms 
started for every 1,000 firms in opera- 
tion at the beginning of 1946. By com- 
parison, the rate of entry in 1941 was 
135 per 1,000, and in 1940 it was 108. 
The most popular field for new enter- 
prises last year was the contract con- 
struction industry, followed in order by 
wholesale trade, manufacturing, service 
industries, and retail trade. 

- * * 

‘Gas ranges—D. S. Sharp, as 
sistant sales manager, Tappan Stove 
Co., Mansfield, Ohio, said recently that 
the shortage of gas ranges has been 
caused primarily by the pressure of an 
abnormally heavy demand rather than 
the lack of normal production. Speak- 
ing before home service and sales per- 
sonnel of gas utilities throughout the 
nation attending the American Gas As- 
sociation’s Home Service Convention, he 
pointed out that in 1946, according to 
the Gas Appliance Manufacturers’ As- 
sociation, approximately 1,600,000 gas 
ranges were produced. “This figure 
represents as Many ranges as were 
manufactured during any year in the 
history of the gas range industry with 
the exception of 1941. Production last 
year was 70 per cent of 1941, which was 
the industry’s peak year,” Mr. Sharp 
said. Citing G.A.M.A. figures, he point- 
ed out that today there are nearly 12,- 
500,000 homes using obsolete ranges 
over 10 years old, which is equivalent to 
the total production of the entire gas 
range industry from 1932-1941. “It is 
apparent,” he remarked, “that produc- 
tion of gas ranges will be required to 
double the pre-war rate for at least the 
next six years to replace existing ranges 
over 10 years old, to take care of fami- 
lies switching to gas from other fuels 
and to provide for the gas industry’s 
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Cellar Post Jack, to help 
bear the burden of your 
house. 6'5” closed posi- 
closed position with 6” tion with 6” adjustable 
adjustable lift. Capacity lift. Capacity 15 tons. 

15 tons. List Price $9.95. 

List Price $9.95. ‘ ~~ 


Porch Jack, a permanent 
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Why Not? 


Have Your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


EASTERN 


COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 


Insure Your Earnings . . . Protect All! 








ACCIDENT POLICY PAYS 
$5,000.00-$10. 

FOR ACCIDENTAL 
DEATH 
$25.00-$50.00 

FOR WEE 
DISABILITY SICKNESS 
Estimated Annual Cost $15 


SICKNESS POLICY PAYS 

10,000.00 $25.00 PER WEEK 

FOR CONFINING 
SICKNESS 

$10.00 PER WEEK 

KLY FOR NON- CONFINING 


Estimated poten Cost $24 








MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at work, 


around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE 
COUPON 


TODAY 
—_ 








PP tee esSeeeeseeeeeee ee ee eee esses eeeaeeeee 
John 8S. Whittemore, Sec.-Treas. 
Eastern Commercial Travelers 
80 Federal St. Boston 

Without obligation, please send complete information and 
application for membership to 











Insecticides 
Fungicides 


THAT PEOPLE TRUST 


It takes years and years to build 
up a reputation in this field. For 
people too often are confused 
about the products that “come 
and go”. But they all know—and 
trust—the “ogen” line. They know 
that each “ogen” product is the 
best that can be had for the pur- 
pose, For instance: 

Largest-Selling 


* 
Tri-ogen Plant Treatment 


Complete, balanced 3-way spray. 








Sales leap every year. Endorsed 


by world’s leading Rosarians. 


Other fast-moving “ogen” prod- 
ucts include these popular items: 


CRABEX-—crab grass and weed killer. 
KILLOGEN—insect killer for fine plants, 
MOLOGEN-—Kills the mole in his hole. 
FUMEOGEN—¢d0g, cat, rabbit repellant. 
FUNGTROGEN-—fungicide—stimulant. 
TOXOGEN-—contains DDT, kills insects. 
CORN EAR WORM DROPS-banishes 
corn worms, increases yield, quality. 


RAF INSECT KILLER — for roaches, 


ants, fleas and other insects around homes. 


NATIONALLY ADVERTISED 


—in leading garden, women’s and 
farm magazines, Sunday news- 
paper garden sections. Dealer 
helps supplied. Electrotypes, etc. 
available free. Names of local 
buyers furnished. Excellent store- 
traffic builders. These are unex- 
celled feature items for your cat- 
alogue and mailings. 


STOCK COMPLETE LINE 


Don’t make the mistake of just 
carrying a big stock of Tri-ogen. 
Stock the complete line. It’s a 
fast-moving, long-profit, —" 
line that people trust—and buy! 





LIBERAL DISCOUNTS 


7 Write today for price list and 
trade terms. Get information, 
stock up and be prepared. 


Dept. B-12, Ogen Bidg., Beacon, N. Y. a 








share of millions of new dwellings that 
are expected to be erected within that 
time.” It was emphasized that short- 


ages of basic materials prevent gas . 


range manufacturers from expanding 
production sufficiently to meet the un- 
precedented demand. 

* * - 


Suppliers’ inventories eased 
—An interesting new action by OTC 
provides for the relaxing of inventory 
restrictions on wholesalers and retailers 
of consumer goods, by the revocation of 
long-familiar CPA Order L-219. This 
now removes all inventory restrictions 
from items not essential to national 


economy. A number of changes also . 


have been made, for similar easement, 
in Priorities Regulation 32, the over-all 
inventory control order. 

* = s 


Detrola sales—Sales of Inter- 
national Detrola Corp. and subsidiaries 
during January totaled $6,549,962.72 
and aggregated $17,582,892.72 for the 
Company’s first quarter ended Jan. 31, 
President C. Russell Feldmann an- 
nounced recently. These figures compare 
with $2,209,185.83 for the month and 
$6,408,252.93 for the quarter a year 
ago. The recent figures include opera- 
tions of the Newport Rolling Mill divi- 
sion and the Hardy-Burlingham Mining 
Co., acquired last August. The figures 
also compare with sales of $40,810,- 
028.22 for the entire fiscal year ended 
Oct. 31, 1946. 

a 

Emerson sales — The annual 
report of Emerson Radio & Phono- 
graph Corp. and its wholly owned sub- 
sidiaries describing operations for the 
fiscal year ended Oct. 31, 1946, showed 
the highest level ever recorded in a 
peacetime year with net sales of $23,- 
088,881 as compared with $32,490,805 
for the year ended Oct. 31, 1945, when 
practically all deliveries of goods were 
to the government for military purposes. 

* ¢ @ 


Ekco sales—Consolidated net 
sales of Ekco Products Co. for the year 
ended December 31, 1946, were $30,- 
300,000 as compared to $16,400,000 for 
the full year 1945, Lee B. Thomas, 
president, reported recently. Sales vol- 
ume increased consistently throughout 
1946 and Mr. Thomas predicted that 
sales for the first quarter of 1947 would 
equal or exceed the $10,000,000 volume 
attained in the fourth quarter of 1946. 


s ¢s 8 


Washer sales set record — 
Speaking of washers, it was announced 
recently, by the American Washer and 
Ironer Manufacturers’ Association, that 
factory sales of household washers in 
1946 broke all records, totalling 2,023,- 





981 units, compared to 1,959,887 in 
1941, final prewar year of full produc- 
tion. 1946 ironer sales, however, de 
clined to.124,616 units, from 215,994 in 
1941. 

+ e * 

Noma sales—Sales of Noma 
Electric Corp. in 1946 exceeded $32,. 
000,000 compared with $13,386,000 in 
1945, Henri Sadacca, president, an- 
nounced recently. 


* o * 


Tin uses relaxed—On Feb: 6, 


OTC eliminated all tin quota restric- 


tions for the current (first) quarter, and 
authorized additional uses. Tin com 
trols expire March 31, but President 
Truman included this metal in the list 
for which he asked a further year of 
controls. The new easements in tin 
order M-43 include: 1. Permission to 
use tinplate of specified weights for do 
mestic kitchen equipment (formerly not 
permitted) ; also permission to use 0.25 
pound tinplate for the types of crowns 
and closures formerly restricted to 
blackplate. 2. Pure tin pipe is now re 
garded as pig tin, and may be used for 
the manufacture of food and beverage 
dispensing units, including soda foun- 
tains. 3. Tin oxide may now be used in 
the production of earthenware plumbing 
fixtures. 4. Tin may now be used to 
plate snap fasteners, hooks and eyes. 5. 
The percentage if tin permitted for use 
in solder is increased. Other changes 
include reduction of the 6,000 Ib. small- 
order exemption from tin allocation to 
4,000 Ibs. Pig tin will be allocated 
throughout the first quarter, with allo- 
cations held to 18,500 tons, a slight in- 
crease over the preceding quarter. Tin 
content for soldering end seams on all 
solder-seamed cans is raised from 26 
to 30 per cent. For soldering electrical 
equipment and other specified uses, the 
permitted tin content in solder is 
raised to 50 from 40 per cent. The use 
of 3% per cent tin in ingot bronze for 
production of plaques, markers and 
monumental castings is allowed, and tin 
is now permitted without restriction in 
wrought copper base alloys. 


Prices and values—Comment- 
ing in a recent conference as to dis- 
tribution in 1947, one of the speakers, 
General Wood, Sears, Roebuck chair- 
man said: “Everything revolves around 
the question of prices and values. The 
question of price hinges greatly on the 
efficiency of labor and to a smaller de- 
gree on markups of manufacturers and 
retailers.” Gen. Wood maintained, 
however, that high wages do not always 
mean high costs. Given greater produc 
tion by each man, labor can get better 
wages, yet labor costs may not increase, 
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and prices may not have to go up. 
Stating that labor is unjustly blamed 
in some lines for inefficiency and lack 
of production, he nonetheless laid most 
of the blame for excessive building costs 
at the door of the building trades. In 
no other line of industry, he said, is 
there “such a lack of improved tools 
and machinery, such restrictions on out- 
put, such inefficiency, and lack of pro- 
duction.” Buying resistance in 1947 
will vary in the various lines of mer- 
chandise in direct ratio to increases in 
costs, says General Wood. The lines 
showing the greatest percentage of in- 
crease in costs will be the first to ex- 
perience buying resistance this Fall. As 
an example of the many shifts which 
the war has brought in consumer buy- 
ing, he pointed out that relatively few 
washing machines were sold in southern 
cities before the war. Now that the 
supply of domestic help has dwindled, 
with sky-rocketing charges for laundry, 
there is a frantic demand for washing 
machines from householders in every 
city in the South. Summarizing, Chair- 
man Wood added: “If our system of 
free enterprise is permitted to function, 
we shall have little unemployment, large 
production, large retail sales for a 
number of years. And all we need 
right now is a halfway efficient govern- 
ment, and some degree of cooperation 
between labor and capital. I believe 
both will come.” 
ee 6 

Farm outlook for 1947—Peak 
production of most farm crops is in 
prospect for 1947, according to a report 
by the U. S. Bureau of Agricultural 
Economics. Enumerating the factors 
which will bear upon yields, it paints 
an optimistic picture. Fall and early 
Winter conditions have been favorable 
over most of the country. Crops in 1946 
were harvested early and fields prepared 
for Fall and Spring planting. Quality 
seeds are in ample supply. More com- 
mercial fertilizers and new farm ma- 
chinery will be available. Soil mixture 
generally is adequate. The supply of 
farm labor is expected to be much 
greater than during the war. “Taking 
all these factors into account and as- 
suming average growing conditions, 
1947 crop yields per acre seem likely 
to average about 30 per cent higher 
than during the 1923-32 pre-drought 
period,” the report says. “This would 
mean the year would be exceeded only 
by 1942, 1944 and 1946. This prospect, 
of course, may change as the season 
progresses, according as the weather 
turns out. In years to come, the per- 
formance of America’s farmers during 
the period 1937-46 may stand as a 
record. New and improved ways of 
farming have helped to tip the scales 
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Sell your customers Fulton tarps for their combines 
to protect the canvases from dew and rain — for 
tractors, grain drills. all machinery exposed to 
weather. This tough, all-weather protection adds 
years to the life of equipment. It’s protection for 
your customers — profit for you. 














Fulton is built for hard, all-purpose service around 
the farm. Rope holes are triple reinforced, lined with 
rust-proof metal grommets... the strong, tightly 
woven canvas is permanently “pressure impregnated” 
with Fulton’s exclusive weather and mildew treatment. 














Fulton tarps, backed by 75 years of reputation for 
value, are sold only through appointed dealers. 







Eight factories are strategically located to give you 






quick service. 
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JOBBERS — DEALERS 


WHILE WRITING THIS COPY, 
A MIXED CARLOAD OF THESE 
“3 SISTERS" IS BEING LOADED 
ON OUR SPUR FOR A WEST- 
ERN WHOLESALER. 


What Means This? 
ANS.—THEY SELL AND SELL 
— WITH PROFITS — REPEATS 


} Le SISTERS 


(a) Just hook ‘em 
in—the job's done. 
(b) Support Flow- 
ers, Vegetables bet- 
ter. 

(c) Termite and 
rot proof. No Rag 
Ties. 

(d) Baked in gar- 
den green enamel. 
{e) So simple a 
child can place. 
(f) 5 gross to individual gardeners. 

(g) Processed stiff steel of varying thick- 
nesses to suit required support. 


FROM 10,000 TO 2 MILLION 

















IN 5 YEARS 
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List 
$1.35 
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We have a nice supply of steel. 
Not enough for 6 mos. but enough 
to fill your early orders— Big or 


Small. 


Write Today for Jobber Sheets & 
Literature. Counter Color Card. 
Well Advertised. 


ONLY MADE BY 


GOULARD & OLENA, Inc. 


CHEMICAL MANUFACTURERS 
SKILLMAN, NEW JERSEY 


SPECIFY ZONE 5 




























in favor of bigger yields per acre. In 
the South,” continues the report, “and 
to the east of Texas and Oklahoma, the 
outlook is for better cotton yields than 
last year. However, cotton yields are 
not expected to equal those of 1942 
through 1944.” 
7 a « 
Yields and prices forecast— 
The Bureau’s estimate for individual 
crops per harvested acre, for this year, 
lists corn at 34 bushels; wheat, 17; oats, 
34; and barley, 25; tame hay, 1.4 tons; 
cotton, 250 lbs.; soybeans, 19 bushels, 
dry beans, 900 lbs.; potatoes, 155 bush- 
els; and tobacco, 1,075 lbs. Fruit 
crops are expected to average only 7 
per cent below last year’s record-break- 
ing harvest, and are forecast at 50 per 
cent above the 1923-32 average. Demand 
will be fairly strong, and prices for 
some products are uncertain, with 
prices for most declining to some ex- 
tent as the season progresses, the 
Bureau believes. However, the general 
price outlook is good, and prices for 
most products will still be higher than 
before the war. 
- + * 

Lumber trade warned—The 
Department of Commerce has called 
upon lumber dealers to stabilize their 
prices at a lower level, or face the pos- 
sibility of a loss of markets. A report 
by the forest products section said that 
lumber prices have turned upward more 
than prices of other building materials 
since decontrol, and that there are al- 
ready indications that consumers are re- 
sisting higher prices. “This loss of 
markets could easily happen,” the re- 
port said, “particularly since there has 
been great technological improvement 
in competing materials, and the pro- 
duction of lumber substitutes is now ex- 
panding.” The Department estimated 
1947 lumber production at 36,000,000,- 
000 board feet, a 2,000,000,000 foot in- 
crease from 1946. The minimum 1947 
requirements will be around 34,803,- 
000,000 board feet, it said, including 
600,000,000 board feet for export. Do- 
mestic requirements are, roughly, broken 
down as follows: Residential building, 
7,589,000,000 board feet; other new 
construction, 5,873,000,000 board feet; 
maintenance and repair, 8,941,000,000 
board feet; factory use, 4,800,000,000 
board feet; boxes, crating and dunnage, 
7,000,000,000 board feet. In addition 
2,800,000,000 board feet will be needed 
to “refill the pipeline” between mill and 
consumer. 

e * . 

Service revival important — 
U. S. Commerce Department experts 
have taken official notice of a recon- 
version problem that has been upper- 
most in the minds of many retailers, in 








view of the approaching buyers’ mar- 
ket and increasing competition. The 
Commerce Department refers to a most 
important phase of postwar readjust- 
ment, a changed attitude toward the 
customer. It advises retailers to return 
to prompt, efficient, and courteous ser- 
vises, “if they are to survive and pros- 
per in the highly competitive period 
ahead.” In time, customers will forget 
the shortages and buying hardships they 
suffered as a result of the war, but they 
will not continue to patronize stores 
whose employees are untrained, un- 
skilled, and discourteous. Sales clerks 
must learn poor selling methods, indif- 
ference, and discourtesy lose trade and 
reduce profits, and this in turn means 
less opportunity for higher wages. A 
thorough training program for retail 
sales personnel is essential. Neverthe- 
less, with the war ended a year and a 
half, very few stores appear to have 
made an effort so far to end the rude- 
ness and indiffereatte of clerks, which 
was a prime customer complaint during 


the war. 
* > * 


What do customers think? — 
More and more large retailers recently 
are using the services of trained inter- 
viewers, to learn by home-to-home calls 
just what the stores’ customers are 
thinking, and what changes in lines or 
services are desired. One “professional” 
organization, devoted to such research, 
and based on the belief that if stores 
are to continue to grow and prosper, 
they must get back to the original rela- 
tion where the storeowner knew in de- 
tail the wants of his market, is the 
Johnson System of Customer Rehabili- 
tation. This national customer opinion 
research organization formed four years 
ago, uses as its interviewers young, at- 
tractive college women. Trained in re- 
search techniques, they manage to get 
past the housewife’s door, to query her 
about what she does and dosen't like 
about a given store. Such a survey, 
even if conducted less formally, or by 
tactful local assistants, would help any 
store serving a community too large for 
the owner’s personal contact, and might 
prove to be for him a surprising “eye- 
opener.” 

. s © 


The farmer doing well — 
Farmerss’ cash receipts, including those 
from marketings and government pay- 
ments, will rise 30 per cent to $4,000,- 
000,000 in the first two 1947 months, 
the Agriculture Department reported re- 
cently. High prices accounted for about 
25 per cent of the increase. Income from 
livestock will be about 50 per cent 
above the corresponding 1946 period, 
the department said. January cash re- 
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Up-to-the-minute styling 4 
give NESCO stoves an 
appearan 

oes are as easy to C 
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ELBOW-ACTION CONTROLS. 
Nesco burners are regulat 
by the exclusive elbow . 
controls that provide -_ 
flame adjustment. No rat - 
ets, cogs, gears or cams! 





Y, HEAVILY INSULATED 
BOON. Measures 1614 4 
1244”"x 1834,”—lerge enous 

to hold big roasters. Heavily 
insulated with glass wool to 


save fuel, keep kitchen cool. 
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STREAMLINED BEAUTY 


nd careful craftsmanship 
ranges a smart 


modern 


porcelain-on-steel sur- 
beautiful. 





ENIENTLY SPACED _BURN- 
ee are scientifically 
spaced, 101.” between centers, 
to permit full flame coverage 
of 3 large utensils. Fuel tan! 
easily accessible from top. 





HEAT INDICATOR. Accu- 
pap heat indicator gives 
user the interior temperature 
at all times. ——s pm 

ight chromium frame @ 
> easily read numerals. 
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Here is the famous Nesco 
short chimney burner 
“that actually generates “ 
its own gas, burns with 
clean blue flame. No 
smoke, soot or smell. 
Wide temperature range, 
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NESCO 


KEROSENE RANGE 


The oil range that cooks 
like a gas range 





Dealer enthusiasm over, the new Nesco kerosene 
stoves, ranges and heaters is high. And no wonder, 
considering the splendid opportunity for profit and 
prestige this fine line offers! 


Outstanding features, many of them exclusive with 
Nesco, assure many years of efficient, trouble-free 
performance—and the attractive styling of these 
gleaming beauties wins instant approval from house- 
wives everywhere. 

To top it all—the big NESCO national advertising 
program for 1947 will attract thousands of new 
customers—making your NESCO franchise the most 
valued in the new oil range and heater business. 


NATIONAL ENAMELING AND STAMPING COMPANY 
Executive Offices: 309 N. 12th St., Milwaukee 1, Wisconsin 


Sales Offices: Merchandise Mart, Chicago e« Candler Building, Atlanta 
200 Fifth Avenue Building, New York « Ambassador Building, St. Louis 
Western Merchandise Mart, San Francis.- 
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PERMA- 
GLOW 


THE NUMBER 
THAT GLOWS IN THE DARK 


The Fastest-Selling Item 
Ir House Number History 
a 


10 Doz. Assoriments in Attractive 
Display Box I5¢ retail orice 
S 
Packed in Transparent Bag 
with Screws 
Available Through Your Jobber 


“REFLECTO LETTERS 


411 East 101st St New York City 
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Available Through Your Jobber 











ceipts of $2,100,000,000 were about 40 
per cent above January last year. In- 
come of farmers from marketings for 
all of 1946 were $23,950,000,000 a 15 
per cent increase from 1945. 

” os * 

New sales reports — Record 
sales for any fiscal year in its history 
were reported by Sears, Roebuck & Co. 
The total for the year ended Jan. 31 
was 1,694,567,781, an increase of 55.6 
per cent from the preceding year. Sales 
in January amounted to $133,955,237, a 
26.6 per cent increase over the com- 
parable month last year. F. W. Wool- 
worth sales for January, $37,048,172, 
were 13.6 per cent ahead of the similar 
1946 total, while S. S. Kresge Co. re- 
ported January sales of $15,712,824, an 
increase of 9.3 per cent. A shrinkage of 
the recent rate of gains in department 


store sales for the country was reported 
by the Federal Reserve Board. In the 
week ended Feb. 1, such sales were only 
10 per cent ahead of a year ago, and 
they gained only 17 per cent for the 
latest four weeks, compared with the 
same 1946 period. 
” . . 

New “Sunbeam” record — 
Sales of the Sunbeam Corp., formerly 
the Chicago Flexible Shaft Corp., last 
year reached a record high of $15,603, 
309, its executives stated in their an- 
nual report. In 1945 sales totaled $11, 
638,977. Net earnings rose, but were 
short of 1941 profits, because prices of 
major items were restricted most of 
last year by OPA, to a maximum of 18 
per cent above 1941 levels, while the 
cost of labor and materials advanced 
beyond that figure. 








Pheasant Tail Feathers Make Christmas Tree 


It is something new in sports and had its beginning when Lyell Bremser on 
the KFAB (Omaha, Neb.) “Sports By Bremser” broadcasts, offered, during 
pheasant season, a 12-gage automatic Remington shotgun to the hunter who 
sent in the longest pheasant tail feather. A total of 3,004 tail feathers were 
mailed to Lyell—enough to make a large Christmas tree. The longest t 

feather measured 261, in. and was sent in by Charles Beatty, a 16-year © 

Holdrege, Nebraska, high school boy. Above at right is Lyell Bremser holding 
the Remington shotgun and at lower left is of Charles Beatty, the winner 
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BASEMENTS, 
FURNACES, PIPES 


Yes... Cres-Lite SYNCHROME Aluminum Paint is 
truly ‘“The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 


One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 


SPRAY OR BRUSH « SELF-LEVELING » resistance to heat, moisture, fumes, weather and cor 

INTERIOR + EXTERIOR + QUICK-DRYING rosion. Its high hiding power and durability make it 

+ UP TO 800 SQ. FT. PER GALLON « the best protective coating for any interior or exterior 
ell Bremser 0D 1 COAT COVERS MOST SURFACES . surface. For complete details write for a free copy of 
offered, during RESISTS HEAT UP TO 600° F. “A Guide to Using Aluminum Paint”. 
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ceipts of $2,100,000,000 were about 40 
per cent above January last year. In- 
come of farmers from marketings for 
all of 1946 were $23,950,000,000 a 15 
per cent increase from 1945. 

2 . * 

New sales reports — Record 
sales for any fiscal year in its history 
were reported by Sears, Roebuck & Co. 
The total for the year ended Jan. 31 
was 1,694,567,781, an increase of 55.6 
per cent from the preceding year. Sales 
in January amounted to $133,955,237, a 
26.6 per cent increase over the com- 
parable month last year. F. W. Wool- 
worth sales for January, $37,048,172, 
were 13.6 per cent ahead of the similar 
1946 total, while S. S. Kresge Co. re 
ported January sales of $15,712,824, an 
increase of 9.3 per cent. A shrinkage of 
the recent rate of gains in department 


store sales for the country was reported 
by the Federal Reserve Board. In the 
week ended Feb. 1, such sales were only 
10 per cent ahead of a year ago, and 
they gained only 17 per cent for the 
latest four weeks, compared with the 
same 1946 period. 
o * 

New “Sunbeam” record — 
Sales of the Sunbeam Corp., formerly 
the Chicago Flexible Shaft Corp., last 
year reached a record high of $15,603, 
309, its executives stated in their an- 
nual report. In 1945 sales totaled $11, 
638,977. Net earnings rose, but were 
short of 1941 profits, because prices of 
major items were restricted most of 
last year by OPA, to a maximum of 18 
per cent above 1941 levels, while the 
cost of labor and materials advanced 
beyond that figure. 
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mailed to Lyell—enough to make a large Christmas tree. The longest tail 
feather measured 261/, in. and was sent in by Charles Beatty, a 16-year © 

Holdrege, Nebraska, high school boy. Above at right is Lyell Bremser holding 
the Remington shotgun and at lower left is of Charles Beatty, the winnet- 
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SPRAY OR BRUSH « SELF-LEVELING + 
INTERIOR © EXTERIOR + QUICK-DRYING 
¢ UP TO 800 SQ. FT. PER GALLON - 
1 COAT COVERS MOST SURFACES * 
RESISTS HEAT UP TO 600° F. 
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BASEMENTS, 
FURNACES, PIPES 


Yes ... Cres-Lite SYNCHROME Aluminum Paint is 
truly ‘““The Paint of 1001 Uses’ 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 

One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 
resistance to heat, moisture, fumes, weather and cor 
rosion. Its high hiding power and durability make it 
the best protective coating for any interior or exterior 
surface. For complete details write for a free copy of 
*‘A Guide to Using Aluminum Paint’’. 


Manufactured by 


CRESCENT Bronze Powder Company 


1841 South Flower St., Los Angeles 15, California 











































‘Whipster’ Aerates, 


Mixes and Decorates 


Sullivan-Waldron Products Co., 814 
Second Ave., Seattle 4, Wash., intro- 
duces the “Whipster” which aerates 





mixtures. Hand plunger forces air 
under pressure into cream, top milk, 
evaporated milk, etc., to create smooth 
textures. Made of aluminum, with a 
luster finish. Designed for whipping, 
blending and mixing. Spout end deco- 
rates. Maker states user can whip and 
decorate in less than one minute. Blends 
cocktails. Recipe book included with in- 
structions for butter, cocktails, custards, 
ice cream, malts, waffles, jellied salads. 
To retail for $8.95, “Whipsters” are 
packed in individual cartons, 4 by 4 by 
9% in., and weigh 13 oz. each. 


‘Power-Pak’ Fills Tires, 
Extinguishes Fires 


The “Power-Pak” Emergency Unit 
consists of a steel cylinder, valve with 
handwheel and flexible tire hose. Ca- 
pacity is 10 oz. of carbon dioxide, and 
unit weighs 2 lbs., 6 oz. and measures 
12% by 1% in. Unit holds enough 
pressure to fill three average size tires 





190 


from 0 to 30 lbs., says maker. “Power- 
Pak” also is said to smother oil, gas 
and electrical fires quickly. Can be re- 
filled. To retail for $6.45 including tire 
hose. Power-Pak Products, Inc., Buf- 
falo 2, N. Y. 


Postal Zone Chart 


Mason Box Co., Attleboro Falls, 
Mass., has revised its parcel post rate 
and zone chart, which is divided into 
horizontal and vertical columns which 
list alphabetically 150 U. S. cities. 
Copies may be obtained for 75 cents. 





‘Martin’ Outboard Motor 


The Martin Model “60” is an altern- 
ate firing twin, streamlined outboard 
motor. Mechanically controlled pop- 
pet valves are made of aluminum and 
steel. The valve head is of extruded 
bar aluminum and the stem of ground 
steel. Maker states it is almost im- 
possible to flood, making it possible to 
troll with very low speeds, or attain 
high speeds. Full swivel; centralized 
controls; vertical stern adjustment; un- 
derwater exhaust; 360 deg. steering; 
totally enclosed starter, and shock ab- 
sorbing propellér clutch are some of 
the features of this outboard motor. 
Martin Motors, Eau Claire, Wis. 





Major Appliance 
Delivery Trailer 


The “Charioteer” Trailer with high 
sides and low center of gravity, was de- 
signed for transporting heavy appli- 





ances with speed, safety and a mini- 
mum of handling effort. It can be 
hitched to a passenger automobile, and 
hauled at high speeds without dam- 
age to tall refrigerators or automatic 
phonographs. “Charioteer” has a web 
strap 12 ft. long ball hitch, bumper 
clamp, safety chains, tail light and red 
safety reflector. Trailer capacity has 
been tested to over a ton in road tests. 
Six-ply heavy duty tires are mounted 
on all-steel Timken-bearing wheels. 
Platform is only 14 in. high. Model 
A, with 60 in. long body, weighs 440 
Ibs., and is to retail for $189 plus 
$9.80 excise tax. Model B, with 72 
in. long body, weighs 470 lbs., and is 
to retail for $229 plus $10.50 excise 
tax. Warmac Inc., 1059 Main St., Buf- 
falo 8, N. Y. 


Garden Hose Nozzle 


New “Crescent” Hosnap equipped 
nozzle, model 200, is ready to connect to 
any standard garden hose. It is inter- 
changeable with any “Hosnap” equip- 
ped sprinkler, and nozzle adjustment 
will give any type spray. Swivel action 
is said to eliminate twisting of hose. 
Crescent Steel Co., 155 W. Congress St., 
Detroit 26, Mich. 
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Mosuloid 


HEATING SYSTEM SEAL 


STOPS LEAKS 


in Heating Systems 
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It can be I ; 
nobile, and 1 
thout dam- ! 
automatic l 
has a web ! 
h, bumper | 
ht and red Now, for the first time it is possible to make lasting rey | 
pacity has repairs for all leaks without tools, fuss or bother. The FIG. NO. 1 - , 
road tests. reason is... MOGULOID.. . the amazing chrome a FIG. NO. 2 
= mounted and copper colloidal—does all 4 jobs fast, stops leaks in radiators, piping, valves, i 
heel boilers and hot water heaters. You merely add Moguloid to the water in your heat- | 
S wheels. ing system as directed on the can and turn the heat up to normal operating level. ] 
th. Model Presto! Leaks are sealed with a lasting metallic bond. \ 
veighs 440 Fig. 1 shows how only a Moguloid Repair seals with a solid metal bond from the 
$189 plus outside into the thickness of the parent metal. Fig 2 is typical of poultice seals which I 
, with 72 contain vegetable matter and can only act as a temporary inner plug. i 
8.5 and is Moguloid Is A Leader In The Automotive and Industrial Fields : 
50 excise Moguloid for more than twenty years has been used to eliminate porosity in pressure 
a St., Buf- castings. Tests have proven that a Moguloid repair will withstand pressures up to I 
2100 Ibs. and heat up to the distortion point of the casting itself. In the automotive | 
field Moguloid has achieved outstanding success with fast, low cost repairs of cracked I 
blocks, heads and all cooling system leaks. It is used and recommended by car owners, 
e leading engine rebuilders, garages and repair shops everywhere. Get started with i 
high-profit Moguloid today! 1 
a . it’s A Hot Item With A Big Profit : 
_— 4 List price $4.95 packed 12 qts. to the case with counter card and 25 folders. Your 
Py inter- profit per can $1.98. Order a case today. I 
Feat WRITE FOR BULLETIN M-21 DISTRIBUTORSHIPS AVAILABLE i 
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AEROSOL 
INSECTICIDE 
BOMBS 


This is Navy Surplus 


Packed 
25 


in a Case 


Shipping 
Weight 
58 Lbs. 


a Manabactured by 
| dgepont Brass Compo? 
| Enidgepon Coor 


Your 

Price 

$1.40 
per Bomb 
Dealers Only 
F.0.B. Stockton, Cal., or Chicago, Ill. 


Send Orders to 
ARTHUR S. LA PINE & CO. 


121 W. Hubbard St. 
Chicago 10, Il. 














RENEWS FAUCETS 


& QUICKLY 


EASILY 


EAL SAL 


REPLACES THE OLD STEM AND 
WASHER WITH A SMOOTH TURNING 
PRECISION MACHINED VALVE 
ELIMINATES WASHER SCORING 


AND CHATTER 
ae 
| 


Wrte 
CLEVELAND 
VALVE CO. 

+ aa CLEVELAND 11 
for 


12000 LORAIN AVE 
AND 


OHIO 
NE DOZEN DISCOUNTS 


D SUCCESSFULLY FOR 8 YEARS 


WHATS NEW 


‘King Edward’ 
Door Chime 


“The King Edward” is a new addition 
to the Rittenhouse door chime line. It 
affords choice of three melodies for the 





front door; eight notes, four notes and 
a novelty tune for party nights and two 
notes for rear door, and one for other 
purposes. Chime has adjustable volume 
control, and shut-off switch. To sell for 
| $49.50. This model has a plastic hous- 
ing around a blue plate-glass mirror 
with brushed brass tubes. The A. E. 
Rittenhouse Co., Inc., Honeoye Falls, 
N. Y. 


| ‘Reel Line-Drier’ 


“Reel Line-Drier” is made by Davis 
Mfg. Co,. 612 Gas Electric Bldg., Rock- 
ford, Ill. It has a rubber covered 
spring clamp which snaps onto casting 
rod. End of wet line is fastened to one 
of the four reel arms of the drier. By 
| turning “Reel Line-Drier” clockwise, 
| line is wound quickly. Unit when 
| folded flat will fit in tackle box. 








FINGER TIP TILTING 
DISTRIBUTES LINE EVENLY 
DURING WINDING 


FOLDS FLAT TO FIT 
YOUR TACKLE BOX 














SHELBY —DEPENDABLE HARDWARE 


LU 


I 





| the time... 


} Home owners and 





Now is 


builders are step- 
ping ahead with 





| repair and replace- 
[| ment of worn out 
» hardware. 


4 Shelby PUSH 
| PLATES will be 
} one of the items 
4 they'll want... along with the 
4 hundreds of other items in the 
| Shelby Hardware line. 
) is the time to get ready for this 


Now 


plus business! 


1 Your Jobber has Shelby PUSH 
(| PLATES and a complete line 
Y of Shelby Hardware. 
4 Now and specify SHELBY! 


Order 


SPRING HINGE CO 


SHELBY, OHIO 


DOUBLE 
PROTECTION: 


@ LIFETIME GUARANTEE 
@ GUARANTEED PRICES 


Nationally advertised line of 
fast-moving sprinklers with the 
patented uniform spray-pattern 
and gritproof bearing. 


Prices guaranteed against de- 
cline for 90 days after your order 
received. Sold through jobbers 
only; if yours is not stocked, write 


PARK 


SPRINKLER MFG. CO. 
Plant—Jacksonville, Florida 
Jeff A. Hedden, Sales Manager 
Sales Office—399 Peachtree St. NE, 
Atlanta, Georgia 
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fellow just pitching in to a new job! But it’s our guess 
| that his answer will be: “looking better, folks . . . looking 
| better already!” Maybe that’s a little wishful thinking, but 
} we could be right. At any rate, everyone here is digging 
] in with Joe to do the very best job possible . . . to keep 
FEDERAL Practical HOUSEWARES moving to you in 
greater and greater volume ... and to get production under 
way on some new items that you'll find well worth featuring! 
We're confident you'll be seeing the results soon . 
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"Well — how do things look, now that you've had a chance 
to roll up your sleeves and get to work?” 











»y PUSH 
lete line 
. Order 
TLBY! 


)—) —): 








re 1 >. » NEW YORK ° ST, LOUIS ° MEMPHIS ° SEATTLE ° DENVER sd DETROIT 
Kenresertatiues mW. MINNEAPOLIS @ KANSAS CITY © LOUISVILLE ¢ PITTSBURGH e DALLAS e ATLANTA 








ON: 









acces HANDY PACK 
PES for You: 












FAST-MOVING, HIGHER 
UNIT SALES 


Your Customers: 


“BARGAIN PACKAGE’”’ 
OF TABLE SETTING BEAUTY 
























ne of Traffic stoppers, “self-sellers” at many times your past lace 
th the paper unit sales. Milapaco HANDY PACKS will spark your 
vattern paper sales department to faster turnover and higher profits 
— with less effort and attention. Each PACK contains 100 
beautiful Milapaco Lace Paper Place Mats or Doilies of a 
st de- single design — with the design illustrated in full size on 
order the outside of the pack and “use” suggestions for the house- 
wife on the back. Easy to display, handle, stock, and re- 
»bbers 
: order, Order now for future delivery. 
, write 
, oe MILWAUKEE LACE PAPER CO. 
0. - Y = , ¢ ie - - 1306 East Meinecke Avenue, Milwaukee 12, Wisconsin 
™ . Established 1898 
io Branch Offices and Warehouses: 98 Bleecker St., New York 12.N Y 
9 1018 Santa Fe Ave., Los Angeles 21, Calif 
NE, 
ARE AGE FEBRUARY 27, 1947 










































Neatslene Co., Omaha 8, Nebr. 














PROFITABLE 


Hardware Store Items 








Contains Mutton Tallow 
Made in Stick and Liquid 


From the foot bones of beef 
animals processed in Omaha 
Packing Houses comes the 


Pure Neatsfoot Oil used in 
Sheps Neatfoot Oils. 

















Owen meee 


Three grades: Pure — Prime — No. |. Sheps 
Neatsfoot Oils and Sheps Neatsiene Harness 
Oils. Best for Leather in all Kinds of Weather. 
Softens—Preserves All Leather. 


ff 











Liquid Saddle Soap 


A Leather Cleaner 





‘ ' 
Highly concentrated. For saddles, 
SADDLE) shoes, boots, leather jackets, golf 
SOAP . ;. 
ne bags, riding and harness equip- 
av ment—all fine leather. Cleans— 
Softens—Preserves. 


A Superior Soap for the Shine Trade 
Sold by jobbers everywhere 


ROY W. SHEPARD, "SHEP" 





— — 
EVERGREEN | 
The Fast-Selling 4 


NON-POISONOUS 


GARDEN SPRAY 


PROTECTS GARDENS 
AND GARDENERS 


e Fast-selling, nationally 
advertised, well-known, 
time-tested and_ effective. 
Recommended by garden 
experts everywhere. Kills 
garden pests but is non- 
poisonous to humans. Order 
early. 











Setter Vusecticides 
MCLAUGHLIN GORMLEY 
KING COMPANY 


Makers of Insecticides Founded 1902 
MINNEAPOLIS, MINNESOTA 


‘Flash-Bob’ Lights 
When Fish Bite 


“Flash-Bob” has a tiny mercury 
switch that flashes the bulb the second 
a fish takes the bait. Operates on 


casting rod or fishing pole. In casting 
“Flash-Bob” may be reeled right to tip 
of rod. Available in red, green yellow 
or white plastic. Both pen-light battery 
and bulb are replaceable. To retail 
for about $3.00. S. & H. Mfg. Co., Rus- 
sell, Kan. 


Illuminated Rotary 
Display Machine 


Neon illuminated, the “Glas-Lite” 
Rotary Display machine carries mer- 
chandise weighing up to 200 lbs. Dis- 





play machine has one-half in. plate 
glass discs. Four way switch permits 
rotation-light off, rotation and light, 
light on-no rotation, and off. Neon fix- 
ture is portable. Equipped with a 
“Nite Lite.” “Glas-Lite” is available in 
1, 2, or 3 tier machines, and each type 
is equipped with 18 in., 24 in. or 30 in. 





discs. Black or ivory rotary display 


WHATS NEW 





~ St. Clair Ave., Cleveland 14, Ohio. 












machine operates on AC current only. 
Ornamental ball has slot for show card, 
and flat cap screw for use of entire top 
disc is included. One, two, and three 
tier machines. List prices range from 
$109.50 to $195.50. Rotary Display Mfg. 
Co., 554 Atlantic Ave., Brooklyn 17, 
N. Y. 






‘Mystic Foam’ Display 

A “Mystic Foam” floor display stand, 
4% ft. high, 2 ft. wide and 18 in. deep, 
finished in yellow, blue and red, is 
offered free as part of the Mystic Foam 








WORL 





Spring deal. Has space for additional 
stock in rear. Mystic Foam Corp., 2003 





Ladder ‘Safe-T-Step’ 


J. S. Ackerman & Co., 11 S. LaSalle 
St., Chicago 3, IIl., offers “Safe-T- 
Step,” a platform to fit all extension 
and rung-type ladders. Maker states it 





* GOO 


+ EASY 
has withstood laboratory test of 5000 OPE! 





Ibs. Hardwood platform is 12% by 
5% by % in., and main brackets are of 
steel % in. thick. Lower rung grips ad- 
justable and tighten into place by wing 
nuts. May be moved from rung to 
rung by one hand. Metal parts are all 
zinc or cadium plated. Weighs 7 lbs. 
Suggested to sell for $3. 
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COMPLETE QUALITY LINE® 
3 Keys to Business Expansion 


1. FULL PROFITS—Make full profit 


on cach sprayer and duster you QT aN NHN Ro 


sell. The Lowell line has no “cheap 
sprayers” or Joss leaders to “waste” 
customers. 


2. SELECTIVE DISTRIBUTION — Only 
highly ethical distributors may Write for full details today! 


sell Lowell Sprayers and Dusters. 
[LoweLL 


3. COMPLETE QUALITY LINE— There 





is a Lowell Sprayer and Duster for é 3 
every need. Permits easy expansion (Waniffacturing Ca. 
because of rapid turnover on small DEPT. 51, 589 EAST ILLINOIS STREET 
inventory. CHICAGO 11, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY Ul Pa VA V4 / 
4 = S CU) 








- STURDY - PRECISION.Buyj,> * 


Powered by the 
Famous 


* GOOD LOOKING POWELR-PAIT 


* EASY TO , = An advanced design . . . modern-to-the-minute rotary 
OPERATE (fg eee mower chock-full of sales points and customer satisfaction. The 
J scanty ; MOW-MASTER is powered by a 2 H. P. POWER-PAK Gasoline 
. power head weighing only 19 Ibs. Easy to start 
,  « smooth running . . . rugged and dependable. 
Economical on fuel. Quickly adjustable to vari- 
ous cutting heights. Adjustable handle. Zero pres- 
sure rubber tires on sturdy disc wheels. Cuts 21" 
swath through grass. 
The MOW-MASTER does a quick easy job on 
cutting grass and weeds. It's good looking . . . and 
popular priced. You'll sell a lot of MOW-MASTERSI 


There is a wide and fertile sales field for this quality WRITE or WIRE TODAY... 
for Illustrated Literature fully illustrating and describing 


mower. A few choice territories still open for dealerships. tone tase Ee nas ddl Ga ek ane 


PROPULSION ENGINE CORP. , bept. 1050—7th and White Eagle Rd. Kansas City, Kansas 
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YOU can stock and sell any Pecora 
product with the full assurance of cus- 
tomer satisfaction. For every product 
bearing the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 


with cautious buyers. 


OUTSTANDING BEST SELLERS 


FROM THE 
PECORA QUALITY LINE 
CALKING COMPOUND 


A leader since 1908. Will not dry 
out, crack or chip when properly 


applied. Gun and knife grades. 
ROOF COATINGS 


Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 


paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 


also Black Asphaltic Waterproofing 


in paste or liquid form. 


ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 


ROLE RB EMME ELLE ATE 
196 


Fusion ‘Super Solder’ 


Fusion Sales Co., 1838 Euclid Ave., 
Cleveland, Ohio, offers Williams Fusion 














rosin and acid core wire solder. Made 
in three types—Super “G,” black top, 
for general duty; Super “E,” blue top, 


for electric and radio work; and Super 
“T,” red top, for tinning and coating 
jobs. Four-color counter display is avail- 
able for counter use. Two oz. size is to 
retail for 60 cents; 334 oz., for $1.00, 
and 10 oz. for $2.50. 


Salt and Peppers 


New line of ivory plastic salt and 
pepper shakers made by Amerline, 1753 
N. Honore St., Chicago 22, Ill. Holes 


in screw top of salt shaker form an 
“S,” and in the pepper shaker form a 
“P.” Eight shakers, service for four 
persons, come in box suitable for hold- 
ing shakers when not used. 





Curb Service 
Food Warmer 


Newsome Bros. Co., 3321 E. Slauson 
Blvd., Los Angeles 11, Cal., is intro- 
ducing its new “Babeez” Curb Service 
Food Warmer. It is made of spun 
aluminum and steel and clamps on any 








make car. “Babeez” is 334 in. deep and 





WHATS NEW 


“Super Solder,” a paste alloy to replace 











3 in. in diameter, large enough to ac- 
commodate baby bottles and canned 
baby foods. Is made by Brubaker-Ugrin, 
Beverly Hills, Cal. 





‘Push-Lock’ Bench Vise 


The Hartmann “Push-Lock” Bench 
Vise has a compression locking device 
instead of screws. Outer jaw slides 
into position, and the locking lever 
compresses the piece to be held. Said to 
lock positively at any degree of pres- 
sure. Replaceable jaw faces are har- 
dened. The vise can be clamped to a 








bench with the handwheel screw or per- 
manently bolted. Black crackly finish. 
Hartmann Mfg. Co., 1600 Junction Ave., 
Racine, Wis. 


Combination Toy Truck 


The “Garland Red Flyer,” is a combi- 
nation dump truck, push cart or 
scooter. It is equipped with a hydraulic 
cylinder that lifts the load box and 
automatically lowers the tail gate to 
dump sand. Toy is constructed of 16- 
gage steel, and pin hinge joint between 
cab and rear deck permits easy steer- 
ing, says maker. It has clamp-on han- 
dle bars for truck cab, and stud 
mounted seat in load box, for use as a 
push-cart. Seat may be folded to per- 
mit use as a knee-scooter. Garland 
Mfg. Co., 10533 Gratiot Ave., Detroit 
13, Mich. 
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The KNIFE 


SHARPENER 
is going to TOWN- 


COUNTRY, RESTAURANTS, 
INDUSTRY—Here’s why! 






@ Anyone can use it, because it is the only 
knife sharpener that doesn’t require 
any skill on the part of the user. 


@ The guides hold knife at exactly the 
right angle to put the edge where it 
belongs — on the edge. 








@ Puts a keen, uniform edge on any kitch- 
en or butcher knife from heel to tip. 


@ It protects blade temper (slow action 
abrasive wheel). 


@ It puts a bevel on the blade, then just 
a few strokes keep the blade sharp — 
won't grind knives away —no “nicks”, 
no “bellies”. 


@ SHARPENS HOLLOW GROUND 
KNIVES PERFECTLY-—it’s the perfect 


partner for fine cutlery. 


“STANDARD” MODEL . 
—for Hotels, Restaurants, 
Farms, Industry and other | 
heavy duty users. 2 abras- 
ive wheels (1 for grinding 
—1 for honing). Over-all © 
dimensions: 3“ x5"x4%". | 
Weight, 2 lbs. 6 ozs. RETAIL & 
PRICE: $7.00. Replacement 
Head (Complete) $5.00. 

Individually boxed. 3 





















CE 





“HOUSEHOLD” MODEL 
—for Homes, Luncheon- 
ettes, small businesses and 
industrial establishments. 
1 all-purpose abrasive 
wheel—red plastic handle. 
Over-all dimensions: 2%" 
x 2%" x5%". Weight, 10% 
ozs. RETAIL PRICE: $3.00. 
Replacement Head (Com- 
plete) $1.50. Packed 6 to 
the counter display carton. 


NATIONAL ADVERTISING 


in Farm Journal ¢ Parents’ Magazine 

House Beautiful * House and Garden 

American Restaurant * Restaurant 

Management ¢ Institutions Magazine, re he 

aiaieee §=has proved that there is a big market Bhan mens te My 
ages for HOLCO in the home, on the farm \ge,gmrernonue 


ety. and for all professional users. 


GORDON W. CLARK & CO. 


154 NASSAU STREET + NEW YORK 7, N. Y. 

















ll 
VARANTEED 






























National Sales Agents—"Holco” Products 
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3%” in Diameter 
—Easily fits into 
any Tackle Box, 
Tool or Sports 
Kit. 


Every sportsman, craftsman, and home-workshop 
hobbyist knows he must guard his prized equip- 
ment against rust and mildew caused by dampness! 
So—when you sell fishing tackle, hunting, golf- 
ing, tennis or photographic equipment, or tools 
—sell Tamms MIDGET DRI-AIR units and 
make easy, extra profits! 


NATIONALLY ADVERTISED— 


Retails at 69¢ Tamms MIDGET DRI-AIR is the 
first product of its type to be 
\ nationally advertised to sports- 
men, craftsmen and hobbyists 
since the war . . . Offering them 
this kind of extra safeguard against 
dampness used so widely by U. S. 
Armed Forces during the war. Be 
among the first dealers to cash in 
on this early opportunity for easy 
sales! Immediate delivery! Mail 
coupon today! 


Send me full details on selling MIDGET DRI-AIR for use 
with sports, hobby and household articles—as soonas possible. 


DE Jutuiian did icok hat pee caeeesne VIE awSN 6 CANS San ered oe 


CE cin cugedadun dines tevaraeehdeunbivessouwiabetad 


CHECK PRINCIPAL LINE: Sport Goods ( ) Hardware ( ) 
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Simple, Efficient, 
Durable, Popular 


THE 
HARD WAY 
SRT 


Dealer’s Price List 4 . 
Sent On Request 


BRE wy 
oF 8) 

309 E. SARATOGA STREET 

BALTIMORE, MARYLAND 





A LEAK 





BpRECO 
SALLEZ 


{ ; 
Immediate Shipment + 22 
In Unique eae e . 
Display Cartons —t 
nee be am 
Retail Price h 





-&' PROOF 





WATER HOSE 
COUPLING 
for LAWNS 


4OME LAUNDRIES 







aa GREEN HOUSE AES, 










THE BRECO 
4/0 ning WAY 


































vat UNIVERSAL 


CLAY PRODUCTS CO. 





1535 EAST FIRST STREET 


SANDUSKY, OHIO 











WHATS NEW 





Auto Service Light 


Model 147, “Lawpro” Auto Service 
Light has plug end which is said to fit 
all cigarette lighter sockets. It has long 





cord, and is packed in boxes of 1 doz. 
lamps. Each carton contains display 
card. Lawson Products Inc., 486 Paw- 
tucket Ave., Pawtucket, R. I. 


Sidewalk Snow Plow 


The “Maxim” Sidewalk Snow Plow 
is designed to do away with lifting 
snow. User merely pushes the plow 
along the sidewalk to clear snow. Made 
of steel throughout, with all welded 
construction, the plow will move either 
to the right or left by flipping plow up- 
side down, and the handle automatically 
assumes the proper position. Plows a 
swath about 20 in. wide at a time and, 
says the maker, will plow 10 in. of 
light snow down to the walk. Flat shoe 
on bottom of blade prevents cutting 
sod, and curved tab on front of blade 
allows plow to go right over small ir- 
regularities. Weighs 35 lbs. The Maxim 
Silencer Co., 85 Homestead Ave., Hart- 
ford 1, Conn. 


Garden Tool Set 
The “Steel City’ Garden Tool Set 


consists of trowel, cultivator and trans- 
planter in an all-steel carrying tray. 
Tools and tray are finished in two-tone, 
aluminum and red, baked-on finish. 


Tools can be sold in sets or individually. 
Single tools to retail for 19 cents; set 
$1.19. Gary-Pioneer Steel Corp., Gary, 





Ind. 
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THE PUMP THAT'S 


Thee Talk of the Trade 


BARNES NEW UNIVERSAL 
DRIVE 14-INCH AUTOMATIC “SA 
CENTRIFUGAL PUMP... “Wige> , 


It’s feather-weight and midget-sized—but as rugged and KS , 
as potent as the atom when it comes to delivering a pres- —, PU 
sure-packed torrent of water—is this brand new 3MU Uni- 
versal Drive 114-inch Automatic Centrifugal Pump. And 


it’s designed to utilize any power source—belt driven from pressure up to 35 pounds per 


tractor, jeep or any gasoline engine or direct shaft-coupled square inch. The same Automatic 
to electric motor. Prime, Barnes Superseal, Direct 15 


‘ : . ‘ Flow Suction, Non-Clogging Im- 

So light (35 Ibs.) it can be carried with Ad a peller and all other special | Pras found in Barnes’ fa- 
its powerful non-clogging impeller wil ‘oie - mous “33,000 for 1” Pumps are in the new 3MU Auto- 
torrent of water up to 5700 gallons an hour wit matic Centrifugal. It’s the handiest implement on the place 

for contractors, industrial plants, municipalities, farmers 

and gardeners or wherever a power source is available. 







































ARN ES MANU FACTU a NG co. You get all these in Barnes’ New 3MU Automatic Cen- 
Quality Pump Manupacturers far 50 Years trifugal Pumps, plus the fact that they are now ready for 
MANSFIELD, OHIO delivery. If you order now, there'll be no waiting. 
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Sale 


Canning in tin cans saves timel 
Seves flavor! Saves the product! 1947 Burpee 
Can Sealers and Burpee Pressure Canners 
are being distributed to dealers on the mest 
equitable basis possible. 


WAY 
Is the Modern Way 


BURPEE CAN SEALER COMPANY 


Barrington. Illinois 

































FAsT SELLERS 


To @ Home CRAFTSMEN 
@ INVENTORS 
@ FARMERS 
@ MILLWRIGHTS 
@ SERVICE SHOPS 












O 


yor" 


The COX line of bearing blocks, 
bearings, shafting, couplings, col- 
lars, and reducers satisfies the huge 
demand for low price, quality, light 
power-transmission equipment. Re- 
tails profitably ... steps up the sale 
of pulleys, V-belts, motors, power 
tools, and related items. 


Write for Illustrated Bulletin A22 for 
complete data and price list. 


COX meta prooucts co. 
3249 N. 26 St., Milwaukee 6, Wis. 





WHATS NEW 


Attachment Converts 
Hand Mower to Power 


A lawn mower attachment, made from 
a magnesium alloy, converts a hand 
lawn mower to a power motor. Parts 








are numbered for simplification of as- 
sembly, which is said to take less than 
l hr. Engine is 4 cycle, 1% H.P. gaso- 
line type. Has 2 in. bore, 1% in. stroke 
and displacement of 5.9 cu. in. Com- 
plete assembly to retail for $87.65; the 
attachment alone, $27.80, and engine 
alone, $62.15. Royal Oak Lawn Mower 
Shop, 431 N. Main St., Royal Oak, 
Mich. 


Window Shade Clamps 


“Imperial” Snap-on Window Shade 
Clamps facilitate fastening of any type 
cloth or paper window shade to roller, 
without tacks, glue or brads. Clamps 
may be reused and are easily removed 
from roller. Two pair of clamps to each 
pick-up type, colored display card. Re- 
tails at 10 cents per card. Imperial 
Products, Inc., 525 Walnut St., Cincin- 
nati 2, Ohio. 





Auto Trouble Light 


The “K-Lite” Auto Trouble Light has 
a completely enclosed bulb. May be 
held in hand, laid down or hung up. 
Furnished with 15-candlepower bulb, 
12-ft. extension cord, and plug which 





fits cigarette lighter outlets. Body is 
red Bakelite and the lens is Plexi- 
glass. National Waterlift Co., Kalama- 














zoo, Mich. 





KEY BLANKS 


Made from the 
finest brass stock 
\ obtainable, nicke] 
finish only. Care. 
fully selected for 
easy cutting and 
smooth finish. 
Accurate milling 
and correct di- 
mensions provide 
blanks that fit 
perfectly. 





WRITE FOR FREE 
CATALOGUE AND 
ADDRESS OF NEAREST 
JOBBER 


Mfrd. by 


HUGO MANUFACTURING CO., INC. 


6470 Epworth Blvd., Detroit 10, Mich. 
SOLD ONLY THRU YOUR JOBBER 











DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 


Drep Forged « Malleable-iron © Steel 





Drop-Forged * Heat Treafed + 2 Sizes 
Durbin-Boomer F-1—2 swivels, 3%, % or 44” chain 
Duroin-Boomer F-2—2 swivels, 4%, 4 or 54” chain 


Malleable fron ¢ Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 14’ chain 
DELTA No, 1—1 swivel, % or %" chain 
any No, 1—2 swivels, % or ¥4" chain 
E STAR 1—2 swivels, 16, % or % “chain 
LONE STAR 2—2 swivels, 7 Ys, 4% or %” chain 






" WIRE STRETCHERS 
Dy STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, 26. ” rope 
No. 33—3 Pulleys, roller bearings, % rope 
No. 4—4 Pulleys, plain bearings, 4%" rope 
No, 44—4 Pulleys, roller bearings, %" rope 
No. 88—4 Pulleys, roller bearings, 14” rope 


ALL-STEEL ROLLER BEARING HOISTS 











No. — oe a. Date Construction 





12 %" | 2000 6 lbs. _| Drop Forged Hook 
13 %” 1000 | 2% lbs. |Malleable Hook _ 


























Shipped with or without rope. 


Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Levis 5, Mo. 
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ING CO., INC 


troit 10, Mich. 
OUR JOBBER 








‘Juice King’ Display 







or counter use, the display measures 11 
by 14 in. Available also to tie-in with 


mats, circulars, etc. National Die Cast- 
ing Co., 3635 W. Touhy Ave., Chicago, 
Ml. 


Sherwin-Williams 
Presents Wallpapers 
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Sherwin-Williams Co., 101 Prospect 
Ave., Cleveland, Ohio, is offering over 
350 new wallpapers in the 1947 “Style 
Perfect” line. Many are washable, -and 
several ceiling papers have designs made 
with DDT insecticide. Cedar wall- 
papers, for lining interiors of closets 
and storage chests, also have the DDT 
feature. Available are ensemble color 
schemes for one or two rooms and hall- 
way or for an entire floor in two or 
three different figured patterns, each 


with blending colors, or in stripe and | 


figured pattern combinations. Much 
red is used in kitchen patterns, for use 
in modern kitchens. Many new 
papers resemble hand-painted wall- 
papers of years ago. 





‘Little Sharpie’ 
Paring Knife 


The Fuller Paring Knife named 
“Little Sharpie” has a stainless steel 
blade, is hollow ground, and is shaped 
to pare and core. Handle is finished in 
black enamel. Suggested to retail for 
25 cents. Fuller Tool Co., Inc., Garri- 
son & Faile Sts., Bronx 59, N. Y. 


“Juice King” national promotion are | 


The Single-Stroke “Juice King” | 
point-of-sale display unit is finished in 
four colors. Adaptable to window, table | 






















‘ Jaster-Setter 
SURFACING 


OF IMPERFECTIONS 


| ath DURATIT 


Only ONE application 
for the overage fill L 














ms % Pe 
For fine finishing on wood, metal, plastic or an 
commonly used material, Duratite Wood Dou 
(for large cavities) Duratite Surfacing Putty (for 
; smaller cavities). In seven wood colors everyone 
» wants, in tubes and cans in a variety of sizes. Ask 
» your jobber or write 


WEBB PRODUCTS COMPANY 
238 South G Street ¢ San Bernardino, California 
Dept. H, Norcross, Georgia 


Wal 
Used by millions 
since 1923. Flexible... 


waterproof... heatproof 


ARROWHEAD 


= DURATITE 
Swoop 008 i Sa ~or- 
we | P CEMENT 
Write for catalog of 


WOOD DOUGH and SURFACING PUTTY (=s=Es 






























HARDWARE DEALERS 
FROM COAST TO COAST 


— depend upon the complete Wilcox-Crittenden line 
of heavy and shelf hardware. The new 1947 catalog 
is ready. It features, among other items, drop forged 
shackles, wire rope clips and sockets,connecting links, 
turnbuckles, thimbles, hooks, eye bolts and ring 
bolts that are an integral part of every hardware 
dealer’s stock in trade. If you have not received the 
new catalog, it will be sent promptly on request. 


WILCOX, CRITTENDEN 


& & Co., INC. - 
<< 77 South Main Street P 
C Middletown, Conn, 

















FEBRUARY 27, 1947 





<a HK oom) 






























vow AVAILABLE! 
Galvanized 


i all 


PROFITABLE! Selis on Sight! 


Bronze—16 x 15 Mesh .010 Ga. 
Galv. —15 x 15 Mesh .012 Ga. 
 Saaene from 24” to 48”. . . all 100-ft. 

rolis. 
WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 





| ALENTINE EQUIPMENT CO. 
_WASHINGTON BLVD., CHICAGO, ILL, 


ay 








BIG DISCOUNTS 
St Yow 
ey 0) 4. NOW 


FOR NEXT SEASON!! 


% 


NATIONALLY ADVERTISED i 


GIEHRIRYE 
TANK 


**STANDARD THE COUNTRY ¢ 


Both on 


America's 
FINEST LINE 


TANK 
HEATERS! 


FAVORITES 
with Stockmen 
Everywhere! 


DISCOUNTS 
Feb. 5% 


Mar. 4% 
Apr. 3% 
May 2% 


) 
Jun. 1% 


IMMEDIATE 
DELIVERY 


SPEBiUMHC MFG. CO. 


200 Main St., GEORGE, IOWA 


202 





WHATS NEW 


Light Control 


An automatic light control that turns 
the light on when door is opened, and 
turns it off when door closes, for attics, 
closets, dish cabinets, etc., is being 


made by J. Fanzoi Inc., 5407 Oriole 
Ave., Chicago 31, Ill. Distribution 
handled by Kedson & Co., Inc., 4614 N. 
Kedzie Ave., Chicago. 


Plastic Insect 
Screen Demonstrator 


A demonstrator to illustrate its plas- 
tic insect screen’s resistance to impact 
has been devised by Lumite Division, 
Chicopee Mfg. Corp., 47 Worth St., 
New York City. A “Thumper” auto- 
matically drops a 5 |b. iron ball at 9 
second intervals on a framed section of 
Lumite insect screen cloth. The base 
for the unit is 42 in. high by 22 in. sq. 
and operates with an electric motor. 
Can be used for display purposes with 
a folding backdrop, 6 ft. by 4 ft., which 
has a photograph of the new Lumite 
plant in Cornelia, Ga. 


Kitchen Electricity 
Planning Booklet 


The Westinghouse Electric Corp., 
306 Fourth Ave., Box 1017, Pittsburgh 
30, Pa., has issued the first of a series 
of manuals on-space requirements and 
construction details for accommodating 
electrical equipment in the home, en- 
titled “Planning the Kitchen Electri- 
cally.” 


Wilcox, Crittenden 


1947 Catalog 


Wilcox, Crittenden & Co., Inc., Mid- 
dletown, Conn., has published its 1947 
catalog, containing 151 pages. Includes 
specifications, weight, price and descrip- 
tions of its line of boat equipment, 
marine hardware, lights and plumbing, 
heavy and shelf hardware, etc. 
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New EVANS | 
Skate Strap 
Pads 


A quick 20¢° seller. Soft 

sponge rubber. One pair 

to card. 2 gross cards to 

earton. Weight 35 Ibs, 

Price : $10.80 gross f.0.b, 

. Also cloth covered Lock- 

‘ing Chains, Velocipede 

| Pedal Blocks, Tire Fluid 

— fj Hub Shiners, ete, 

ee se Prompt delivery. 

EVANS ROYAL SUPPLY MFG. CO. 
Established 1915 

446 Adelphi St. Brooklyn 17, N. Y. 











Templeton, Kenly & Co. 
Chicago (44) Il. 
Better, Safer Jacks Since 1899 
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OIL BURNER AND 
SPACE HEATERS 


We specialize in a complete line of 
Oil Burners, Cook Stoves, Oil Space 
Heaters, and all parts — Fitting, 
Wicks and Safety Valves. 


For complete information write to 


ARTHUR HAHN 
7 Jewell Ct. Hartford, Conn. 














TROY 
) BEST 


FILE HANDLE. Assures better workmanship snd 
safety to user. Kt can't split. 


FILE CARD—cleans files, taps and dies quickly and 
HOG SCRAPERS—f ingle or double ond. 

TROY FILE WORKS 
Troy, Est, 1831 Nw. Y. 











SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., LEW YORK 57,0. ¥. 
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The Lest ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, Illinois 


























Big Season Coming Up! 


for 


MIDGI-MOWER 


the new lawn trimmer that gets the 
ragged edges left by the 
lawn mower. 


~~) JOBBERS 
“si DEALERS 
Midgi - Mower \ Order yours 


eliminates 





stooping, squat- 4 NOW! 
ting, ———- 

. makes lawn 
trimming easy. A real 
It’s new, it’s dif- seller 
ferent, it’s sensa- 
tional! Here’s an at 
item — ayy ~ 
quick sales for jo 
bers and retailers. $14.95 
Midgi-Mower is 
sturdy, efficient, easy retail 


to use. And easy to 
sell! Write for details. \ 
We are exclusive sales 
agents. din 


LEHR 


EQUIPMENT SALES, INC. 
98 South 6th St. 
RICHMOND, INDIANA 
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Aluminum Alloy 
Rubber-Tired Casters 


Aluminum alloy rubber-tired caster in 
rigid and swivel types is made by Aerol 
Co., 1823 E. Washington Blvd., Los 
Angeles 21. Use of Timken Tapered 





roller bearings on the race is said to 
assure straight, even tracking and sen- 
sitive swivel action. Aluminum grease 
retainer ring seals grease in and keeps 
foreign particles out, says maker. Solid 
rubber tires. Made in a large range of 
sizes. 


Cleveland Model Planes 


Cleveland Model & Supply Co., 4505- 
33 Lorain Ave., Cleveland 2, Ohio, is 
introducing two new models, the Tether 
“Streamliner,” a 25 in.-span class B 
pusher-type, and the Grumman Seabee 
Amphibian design. Kit, GPL-5024, less 
power unit, has parts bandsawed to 
shape. Suggested to retail for $4. Wing 
is sheet balsa covered type; fuselage 
pod is built up and planked, tail sur- 
faces are solid. Grumman model SF- 
88, is made of built-up balsa, tissued 
covered, has 28 in. span. Could he 
flown as a “gassie” with Class A en- 
gine with slight alterations. To retail 
for $3. 


‘Lynloc’ Plier Wrench 


The “Lynloc” Lock Wrench is said to 
have a grip as powerful and permanent 
as a vise. This pipe or end wrench ad- 
justs for quick setting, and will hold 
templates, patterns for scribing, metal 
sheets for welding, etc., according to 
maker. As a plier, it affords a secure 
grip on short ends, and a firm hold on 
heated pieces says Lynn Products Co., 





321 E. Ontario Chicago 11, Ill. Wrench 
is constructed of alloy steel, with a 
finish said to be corrosive resisting. 


Model 10, weighing 19 oz., 10 in., up to 
1% in. jaw adjustment, is to retail for 


$1.95, and model 7, weighing 11 oz., 7 
in., with jaw adjustment to 1% in., for 
$1.65. 





Fasten machines and heavy 
fixtures to concrete, brick, 
tile, marble or stone with 
Paine Steel Anchors. Their 
large gripping area resists vi- }} 
bration and stress. They hold 
effectively in bottomless or 
exact depth holes and can be 
reused with same security by bending 
jaws back in position. 


2943 Carroll Avenue 











Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 


Bors * Plates * Sheets © Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes °* Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels * Tool 

Steel © Babbitt Metal * Wire © Chain 
Bolts © Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants af: 


CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 














Ask Your Jobber or Write for Catalog 
THE PAINE COMPANY 





Morris 4/1 43) 






Cicane 12, MMinols 


















* 
PROTECTING 


AMERICA'S 
HAND POWER 





THE BOSS MFG. CO., KEWANEE, iilL., U.S. A. 












Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 





Projector Spot-Flood 
Lamps 


spot and projector flood lamps are of- 
fered by General Electric Lamp De- 
partment, Nela Park, Cleveland, Ohio, 





to meet a demand for lighting equip- 
ment combining fluorescent and _fila- 
ment lighting, particularly in the store 
lighting field. Lamps are equipped with 
side prong bases, reducing lamp-and- 
socket over-all length about 2 in., as 
shown by illustration, permitting a like 
saving in over-all fixture thickness. De- 
signed for installations recessed in ceil- 
ings, show windows, display cases, etc. 
Side prong base will fit standard female 
separable connectors, but should be 
used with only heat resistant connectors. 
List price, not including tax is $1.80 
each. 


Power Tool Catalog 


A new “Blackhawk Porto-Power” 
Hydraulic equipment catalog, of 24 
pages, explains uses of all-directional 
Porto-Power hydraulic jack equipment 
and pipe benders for maintenance, pro- 
duction, and laboratory work. Black- 
hawk Mfg. Co., Milwaukee, Wis. 





‘Ayers’ Grass Edger 


Geo. E. Ayers Co., 2606 Dunlavey 
St., is making a grass edger that has a 
shears type cutter. The cutters are made 
of tempered steel, ground to a shearing 
edge, and the hardwood handle is fin- 
ished in natural wood. Grass Edger has 
an adjusting screw for wear, and is self- 
sharpening. Replacement parts are 
available. Weighs 3 lb., 4 oz., and is 
suggested to retail for $3.75. 





Compact, 150 watt PAR-38 projector 

















EEE, 


FOLDING 


CHAIRS 


Upholstered and 
Plain. Many styles 


Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 








1142 BROADWAY 
ee Sts 
a 


-ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, .¥. 





PAINTER’S, TIME SAVER 
Paint Off Glass 


and wallpaper. Every 
paint and brush buyer 


a, ¥ 
Woodwor-~ 













ce —a “prospect.” Ideal 
Pri when painting, varnish- 
10¢ ing or oiling window 


sash, moulding and all 
tti 


= doz. in attractive 
display carton. Ask your 
Jobber. 
HARDWARE PRODUCTS CO. 
New York 7, N. Y. 














wrepree, vole ty 


Registered U. S. Pat. Offes 





e GIBSON GOOD TOOLS, INC. e 
Box 26B Orange, Mass., U.S.A. 








‘GUNSHINE 
arench only 
cHAM 


MADE IN U.S.A. 


ASK YOUR JGOBSBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TD THE CONSUMER 


HOYT & WOATHEN TANNING CORP 
HAVERHILL. MASS 





DONT LET THEM DOWN! 


HARDWARE AGE 
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Sharon 


SOCKET SET SCREW 
and WRENCH ASSORTMENT 





8390 PIECES 
ALLOY 
STEEL 


sizes: 
3/165% 
te%E% 


@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 
counter dispensing packages. Com- 
pact stock has high profit margin, re- 

“quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes 3/16 x 1/4 to 3/8 x 1/2 
With wrenches to fit. 


Sharore lel and Sghba Co 


BOSTON 10, MASS. 

















DEALERS — JOBBERS 


An Efficient New Kitchen Utensil! 
FOR IMMEDIATE DELIVERY 
“SMOOTH-CUT" 


(Patented) 


CAN AND BOTTLE OPENER 


A precision-made tool 


FEATURES 

SAFE! Rolls back the edge of top as 
well as edge of can. No sharp edges. 
PRECISION-MADE! Machined and 
hardened alloy steel ratchet wheel, 
for trouble-free action, long life. 
HANDY! Bottle opener grips cap at 
any point. No need to fumble for a 
“high point.” Convenient screw driver 
for kitchen use included. Folds com- 
pactly; takes no more room than a 
paring knife. 


NOW IN DEMAND 


at 6% retail price. Good profit item. 
Write today for trial order. 


MACHINES & 
INSTRUMENTS, Inc. 


64 Hamilton Street, Paterson, N. J. 


WHATS NEW 


Dairy Product 
Receptacle 


The “Dairyaid,” a dairy product re- 
ceptacle, is weather-tight. On inside 
cover surface it has five indicator dials, 
each marked with a different product 
for ordering. Receptacle is made from 
steel, electrically welded at corners, 
and finished in white enamel. Heavy 
wire rack in box is easily removed for 
cleaning. Two spring clips inside the 
box, hold bills and special orders. 
“Priryaid” Junior, which holds 4 qts., 
is to retail for $7.45; Standard, 8 qt., 
for $8.95; and Jumbo, 12 qt., for 
$9.45. The Yankee Craftsman Products 
Co., Framingham, Mass. 














Lock-Grip Screw Driver 


The “Dura-Craft” Lock-Grip Screw 
Driver, holds from the start until the 
screw is driven home, says the maker. 
Designed for use in electrical, elec- 
tronic or machine work, where a drop- 
ped screw might cause much damage. 
Handy when only one hand is free 
to handle screw driver. Heat-treated 
steel spring, in tubular shaft, grips 
screwhead firmly in bit. Overall length, 
8 in. Bit 5/16 in. Takes No. 6 to 14 


| screws. Dura-Craft Industries, Inc., 308 
| W. Washington St., Chicago 6, Ill. 
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Handy Laundry Rack 


The “Hide-A-Way” Laundry Rack is 
made of steel wire, electrically welded. 
Said to be rust-proof and stainless, 
being plated with cadmium. Unfolds 
and hooks on door top, towel bars, 
back porch, etc. Its capacity is 20 ft., 
and uses 22 in. of space. Weighs 3 
Ibs. Folds to 18 by 1 in. Each rack 
is wrapped in heavy kraft paper. 
Packed 24 per carton. Fair traded to 
retail for $1.95 in East and $2.25 on 
West Coast. Immediate deliveries. 


Ralph S. Palmer Co., Detroit 21, Mich. 































Six tumblers in a neat box 
—easy to display— easy 
to sell. Two blue, two tan- 
gerine, two green. 


Of most attractive design 
with flared rim which 
permits easy pouring and 
gives rigidity. Highly 
durable—good for long, 
satisfactory service. Size, 
814 oz. 

They make attractive dis- 
plays and move fast! An 
excellent item to feature 
now. Ask for folder A-1 
and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET CLEVELAND 4, OHIO 

















4 3 
SAVE FUEL Y 





fn pliable, plastic 
weatherstripping. 
Easily and quic 
a to windows, 
doors, baseboards. 
Stops expensive heat 
leaks. 


Just press into 
place. Mortite does 
not shrink or crack. 
Keeps out dust and 






























































Above is one of the advertisements running In 
American Home Saterday Evening Post 
Better Homes & Gardens Time 
House & Garden Parents’ Magazine 
House Beautiful Popular Mechanics 
and other national magazines and newspapers. 

Sales are growing for Mortite, in its 4th suc- 

cessful year . . . an improved product now 

in new, transporent moisture-proof package. 
ORDER THROUGH YOUR JOBBER 


4. W. MORTELL CO., 508 Burch St, Kankakee, Iii 


Safely 


REG. U.S. PAT. - 


BELT LACING 


The all purpose belt lacing 
with the patented steel 


binder bars, that: (1) hold = 
hooks permanently in align- * \34 
ment, (2) lap over and = 


protect belt ends, prevent 
fraying and add to belt 
life. 





Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer , 
or put on with a hammer if | 
you have an_ inexpensive 
Safety TU-WAY Hammer 
or Vise Lacer. 


SAFETY BENCH LACER 


Applies all standard make belt hooks. Belt 
thickness adjustment assures “perfect fit. 





SAFETY BELT-LACER CO. 








5390 N. Menard Ave. Chicago 30, U.S.A. 





206 





Electric Flat Iron 
Replacement Element 


The “Clairel” Flat Iron Replace- 
ment Element is said to fit 90 per 
cent of such irons of from 5 to 6 





lbs. 


Heavy die-cut mica forms are 
wound with flat Chromel or Nichrome 
resistance wire for 600 watts on 110 
to 120 volt AC or DC service. A slot 
about 3% in. by 11/32 in. through 
center of element, permits easy align- 
ment with the frame_and clamping 


screw during installation. Both leads 
have flexible asbestos or fibre glass 
loom which can be cut to required 
length. St. Clair Electric Products Co., 
St. Clair, Mich. 





Drophead Threader 


The ‘Vosper’ No. 00 Drophead 
Threader handle is 18 in. long, and 
the ratchet pawl, located on center line 
of the handle, is said to add to tool 
strength, and positions the pawl by key- 
ing the knurled knob in the yoke. 
Conical wedges keep the die chasers 
positioned, according to the maker. 
No. 00 Vosper threader handle can be 
used with all standard dropheads. 
V-Mac Industries, Inc., Guilford, Conn. + 
Available in % in. to % in. sizes, 
Ratchet handle to retail for $3.05; 
single die heads also for $3.05. 





Farm Wiring Booklet 


Comprehensive 44-page booklet cover- 
ing each step of farm electrification and 
wiring has been published by Westing- 
house Electric Corp., 306 Fourth Ave., 
Box 1017, Pittsburgh 30, Pa. Available 
for 25 cents per copy. 





Salt and Pepper Mills 
The “Marvel Mill” Salt Shaker, with 


a companion unit in which pepper 
berries can be ground, are made by 
National Products Co., 6100 Wilson 
Ave., Kansas City, Mo. Molded of 


transparent Lustron plastic. Concealed 


beneath the cap of each is a metal 
grind wheel. It separates caked salt 
particles, or brings pepper down to 
granular size. 














ARMSTRONG-BRAY 


§i EE i GR Prompt deliveries 
res 


Pex 


ARMSTRONG- BRAY 


WIREGRI 


BELT LS) 


i 6 














both types! 


WIREGRIP Belt Hooks that can be ap- 
plied with any make lacing machines, have 
double (patented) aligning cards that hold 
hooks in perfect alignment, prevent han- 
dling ‘aiid’ card-end loss — every hook sale- 
able and ‘usable. Made in 6 sizes. 


STEELGRIP Belt Lacing is applied with 
a hammer. Comes in 11 sizes, in standard 
boxes, handy packages or long lengths for 
wide conveyor belts. Have 2-piece hinged 
rocker pins. 
Priority Business 

—is waiting on belt lacing ot local 
plants: and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago 30, U.S.A. 























THE On cena 







LIST PRICE 
$138 


MPLETE 





em 


Th ds of h holders need this prac- 


tical device that keeps drains open and 
saves plumbing bills. It's simple. Any 
woman or child can use it effectively. 
Simply attach to faucet, press cup over 
drain and flush away the trouble under 
75 ibs. pressure. For kitchen, bath, laun- 
dry and basement drains, industrial traps, 
etc. Made of quality materials. Looks 
like Big Value and is! 





If your jobber cannot supply you, order 
direct, or write for detailed circular. 


SYMOVDS AND COMPANY 


CHICAGO 






1414 S. MICHIGAN AVE. 


HARDWARE AGE 
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a Away theca,  WIL-BOND 


| at local : During the war the refinishing of walls, floors, woodwork, 
etc., was sadly neglected. But today householders everywhere 
are planning extensive renovations. And that’s where Wil-Bond 
comes in. This remarkable new liquid prepares any dull or 


co. 
glossy surface for refinishing at a single stroke! 


le”’ 
yo 30, U.S.A. Simply dampen a clean cloth with Wil-Bond and rub it over 
the surface. Dirt, grease, wax, etc., wipe off cleanly. And, in 
the case of a varnished or enameled surface, the gloss is dulled 
—thereby preventing the new finish from crawling or pulling 


away. 








Wil-Bond also sets up a slight tack. This causes the new 
finish to spread easily, cover evenly, and bond perfectly. 


IMPERIAL Rapid BRUSH CLEANER 


Here’s another extra-profit item which will be 
welcomed by your paint customers—Imperial 
Rapid Brush Cleaner, the ready-to-use cleaner that 
starts to dissolve paint instantly. No mixing, no 
stirring, no overnight soaking! Leaves bristles 
with their original spring and liveliness. 





Feature Wil-Bond and Imperial Rapid Brush Cleaner—and 
recommend these products every time you seil a finish. Your 
customers will be grateful for the introduction to these time- 
saving short-cuts, and you'll ring up an extra profit on every 
sale. 





WILSON-IMPERIAL COMPANY 
Dept. H-27, 115 Chestnut Street, Newark 5, N. J. 


MAIL COUPON FOR INFORMATION or Advertising Displays 


SEE RE SERB EE EB ee Se Te 


effectively. 


cup over 
ble under ;. Wilson-Imperial Co., Dept. H-27, 115 Chestnut St., Newark5, N. J. 
ath, laun- g Iam now handling the products checked below. Please send 
rial traps, § me advertising displays on them. 


O WIL-BOND [(] IMPERIAL Rapid BRUSH CLEANER 


I am not at present handling the products checked, but would 
like complete information concerning them. 


O WIL-BOND [(j IMPERIAL Rapid BRUSH CLEANER 


Is. Looks 





ou, order 


sere | OX Fipre BRUSH CO, INC. 


PAY) FREDERICK, MARYLAND 


CHICAGO 


STREET 


2. ae rim . STATE _ 
Baaseaeeanee Se S22 SS SS SS SS eS eS eS eS ee ee ee ee eee ee 
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is a‘ Gilo-ler” prooucr 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 


If your 
Jobber 


has not yet 
seen you 
about this 

rofitable 


. write ; : 
direct for rea Ave. 








los Angeles 35, Calif. 





* te Registered trade mark of Corning Class Works ( 

















A New “Hello” Book 


EUDER, PAESCHKE & FREY 
CO., Milwaukee, Wis., has pro- 
duced a new booklet entitled “Hello.” 
Through the receptionist it welcomes 
visitors, whether buyer or supplier 
and gives a brief history of the coin- 
pany. The new booklet is another 
indication of the advanced public re- 
lations program adopted by the re- 
cently elected officers of the com- 
pany. 

“Our intentions,” says August 
Paeschke, president, in the booklet. 
“are four-fold; To welcome you and 
try to make you feel at home; to help 
ycu pass the time while you are wait- 
ing; to acquaint you with our person- 
nel and to make you familiar with 
what we do here.” 

The company, established in 1880, 
has grown from a “tin shop” to a 
multi-million dollar organization. 
manufacturing galvanized and porce- 
lain enameled housewares and dairy 
utensils, all-metal ironing tables in 
its “Met-L-Top Division,” steel pack- 
ages for shipping paints, oils, chemi- 
cals, insecticides and other such 
products. The “contract division” 
specializes in the fabrication of sheet 
metal stampings and seamless drawn 
work built to customer’s specifica- 
tions. 

















SPECIAL PRICE 


Toilet Paper Holder. . $1.75 doz. 


Cup Holder ........ $1.75 doz. 
Tooth Brush Holder. . . $1.75 doz. 
Soap Holder........ $1.75 doz. 
IN WHITE ENAMEL 
coe 


WRITE FOR THE LURIE FLYER 


— 
a a et 


O. nc. 
552 West Lake St., Chicago 6, Ill. 

















The “Live” Weight 
Of a Dead Deer 


66 OW much did that big buck 

weigh when he was alive?” is 
a question which puzzles many deer 
hunters. There is a way to determine 
. the “live” weight of a dead deer, ac- 
cording to Henry P. Davis, public 
relations division, Remington Arms 
Co., Bridgeport, Conn. 

“Few deer hunters have facilities 
to weigh their kills immediately after 
the deer has been bagged,” says Mr. 
Davis, “and all are anxious, and 
properly so, to ‘dress out’ the animal 
as soon as possible. However, there 
is an old rule which will allow one 
to easily compute the ‘live’ weight of 
a deer by weighing the dressed ani- 
mal. Naturalists, biologists and orni- 
thologists have found, through exten- 
sive experience, that a pretty safe 
tule to follow is to consider the 
weight of a dressed deer as .78612 of 
the ‘live’ weight of the same animal. 
That’s drawing it down to a fine 
point, but those figures can be de- 
pended upon. 

“For example, if a buck ‘dresses’ 
200 lbs., you can bet that the big 
fellow weighed a small slice of veni- 
son less than 255 Ibs. when he roam- 





are wrong, anyway.” 





Builders’ Hardware Quiz 
Answers 
(Questions on page 134) 
CHAPTER 43—ApvANCED CourSE 
Office Building and 
Apartment Hardware 


- Push and pull bars. 

2. Two-thirds the height of the bot- 
tom rail. 

3. All office door keys should oper- 
ate the lavatory door locks. 

4. They are factory assembled 
locks. 

. Letter box plates. 

6. The Maison system. 


_ 


on 


CHAPTER 44—ApDvANCED CourRSE 
School House Hardware 


1. They should permit exit at all 
times. 

2. (A) Bit key classroom dead 
locks; (B) cylinder classroom 
locks; (C) auxiliary bit key 
classroom locks; (D) recessed 
face bit key classroom locks. 

3. Accordion doors and sliding fold- 

ing doors. 

. Butts, bolts and locks or pulls. 

. Signal sash locks. 

. Room numbers and card holders. 

. Stair rail brackets. 

. Wardrobe door units. 

. The classroom dead lock thumb 
turn will unlock but will not lock 
the door. 

10. To furnish the correct type of 

screw, bolt or toggle. 


OmBNQAN 


CHAPTER 45—ApDvANCED CourRSE 
Hotel Hardware 


. Keying. 

. Guest key, maid’s key, matron’s 
key, housekeeper’s key, guard 
key and emergency key. 

3. Only the emergency key. 

4. (A) Locks with a spring latch 
which automatically locks when 
the door is closed. (B) Locks 
with dead bolt which compels the 
guest to lock the door with the 
key from the outside when leav- 
ing the room. 

5. The closet door is keyed alike to 
the room entrance door lock. 

6. The communicating room doors 
be locked by a key. 

7. Chain door fasteners. 

8. Room numbers and guest room 
knockers. 

9. Check space between doors to 
ascertain if knobs or flush han- 
dles are required. 

10. Twelve. 


Noe 
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Featuring 
A Complete Line: 


BASIN SUPPLIES e BASIN COCKS e BALL JOINT SHOWER 
HEADS @ CENTERSETS © COMBINATION FAUCETS e 
DUO STRAINERS @ FLUSH ELLS @ TANK LEVERS e P.O. 
PLUGS @ SHOWERS @ STRAINERS @ TRAPS @ VALVES 


Send for our Current Illustrated Catalog 


VISAR BRASS MANUFACTURING CO., Inc. 


100 NORTH Ist STREET . BROOKLYN 11, N. Y. 
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= PLUMBING SUPPLIES 
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Red Barn and 
Roof Paint 
Industrial Red 


Supreme quality red paints oe 
— specially made for wood, bd 
brick, and metal surfaces. 








& the Speed-Heat heater is made for small spaces, yet 
These unusual formulations contain a Treated Oil vehicle * designed to do a big job. Hot water in 17 minutes, 
that affords a fine gloss and durability ... in a deep, e thermustatic control, stainless steel tank and AC 
beautiful red color. Accepted eve: ywhere where a special e or DC current are but a few of the many features. 
paint of this nature is required. For further particulars, 4 Write today for more information. 
write to Dept. HA. . 
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Shetticld Zroreze 


PAINT CORPORATION 
CLEVELAND 6, OHIO 


“Wainy 2180 PACIFIC AVE 


Oe Pavey 
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Now, at last, an electric automatic hot water heater 
* that is guaranteed to give results, Compact, sturdy, 

















MORE THAN 


400 tor 


MANUFACTURERS 


to the manufacturers’ own 
show, with all the big 
names, all the new products 
and all the merchandising 
ideas of more than 400 
prominent manufacturers. 





THE 


1947 
NATIONAL 


Housewares and 
Major Appliance 


EXHIBIT 


April 27 to 
May 2, 1947 


Convention Hall 
Philadelphia, Penn. 


NATIONAL HOUSEWARES 
MANUFACTURERS 
ASSOCIATION 


{Inc. not for profit) 
Executive Offices: 
1402 Merchandise Mart 
222 Bank Drive, Chicago 54, Ill. 








Coming Conventions and Events 
Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Associa- 
tion annual convention and exhibit, May 
21-23, 1947, at the Municipal Audi- 
torium, Birmingham, Ala. Hotel head- 
quarters, Tutwiler Hotel. Mrs. J. H. 
Crowe, 509 No. 19th St., Birmingham 3, 
Ala., is secretary-treasurer. 

American Hardware Manufac- 
turers Association, 92nd semi-annual 
convention meeting jointly with the 
56th annual convention of the Southern 
Wholesale Hardware Association, April 
14-17, 1947, at the Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association and T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association. 

American Toy Fair, March 10-22, 
1947, in New York City with permanent 
exhibits at 200 Fifth Ave., 1107 Broad- 
way and other year-round display rooms. 
Temporary exhibits at the Hotel Mc- 
Alpin. Horatio D. Ciark is secretary of 
the sponsor association, the Toy Manu- 
facturers of the U.S.A., Inc., 200 Fifth 
Ave., New York. 

Boston Gift Show, March 3-7, 1947, 
at the Hotel Statler, Boston, Mass. 

Florida Retail Hardware Assn. con- 
vention in May, 1947, at Orlando, Fla. 
William W. Howell, Waycross, Ga., sec- 
retary. 

Georgia Retail Hardware Assn. con- 
vention in May, 1947, at Atlanta, Ga. 
William W. Howell, Waycross, Ga., sec- 
retary. 

Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich. Sponsored 
by William H. Pfau and his organiza- 
tion. Permanent headquarters of show, 
240-44 Convention Hall, 4484 Cass Ave., 
Detroit 1, Mich. 

Missouri Retail Hardware Associa- 
tion convention and exhibit, March 
11-13, 1947, at Hotel Jefferson, St. 
Louis. Louis C. Kreh, 323-324 Wain- 
wright Bldg., St. Louis 1, Mo., secre- 
tary. 

National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 

National Housewares Show, April 
27-May 2, 1947, at Convention Hall, 


Philadelphia, Pa. Exhibit sponsored by 
the National Housewares Manufae- 
turers Association, 1402 Merchandise 
Mart, Chicago. A. W. Buddenberg, ex. 
ecutive secretary. The association is a 
new group formed by the merger of 
The Housewares Manufacturers Asso- 
ciation of Chicago and the New York 
Housewares Manufacturers Association. 

National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

New York Gift Show, Feb. 24-29, 
1947, at the Hotels New Yorker and 
Pennsylvania, New York City. 

North Dakota Retail Hardware As- 
sociation convention and exhibit, March 
25-27, 1947, at the Municipal World 
War Memorial Bldg., Bismarck. Miss 
Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., secretary. 

South Dakota Retail Hardware As- 
sociation convention and exhibit, March 
18-20, 1947, at the Coliseum, Sioux 
Falls. Earl Erlandson, Cottonwood, 
S. D., secretary. 

Southern Wholesale Hardware 
Association, 56th annual convention 
meeting jointly with the 92nd semi- 
annual convention of the American 


Hardware Manufacturers Association,’ 


April 14-17, 1947, at the Palm Beach 
Biltmore Hotel, Palm Beach, Fla. T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the Manufacturers’ association. 

Store Modernization Show, first 
annual, week of July 7, 1947, at the 
Grand Central Palace, New York City. 
Sponsored by Store Modernization 
Show, Inc., Grand Central Palace, New 
York, with John W. H. Evans, managing 
director. 

Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, At- 
lantic City, N. J., will be headquarters 
for American Supply & Machinery 
Manufacturers’ Association, Inc. The 
National Supply & Machinery Distrib- 
utors’ Association and the Southern 
Supply & Machinery Distributors’ As 
sociation. R. Kennedy Hanson, 1108 
Clark Bldg., Pittsburgh 22, Pa., is gen- 
eral manager of the American associa- 
tion; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer of the National association, E. L. 
Pugh, Volunteer Bldg., Atlanta 3, Ga. 
is secretary-treasurer of the Southern 
association. 
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DESIGN 


Copyright 1946 
Barrows Lock Works 


In builders hardware, as in the building 
itself, design is a major consideration. 
The Barrows line of builders hardware 
offers a notable selection of design — 
traditional and contemporary — to har- 
monize with and accent the artistry 
and individuality of the architect's plan. 
Barrows moulds in metal with an eye 
for charm in appearance, but, too, with 
sound provision for the important 
virtues of easy application, depend- 
able operation and lasting satisfaction. 


BANK ON 





RROW 


NORTH CHICAGO, ILLINOIS 
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CUTTING TIP... 
HARD, STRONG 























© TAKES HOLD QUICK! 
© CUTS CLEAN! 
© DRILLS FAST! 
© CAN'T STALL! 
© STAYS SHARP! 

































The Kennadrill fills a long-felt need for a rotary 
drill bit that cuts fast and true, and keeps its edge 
under the heat and abrasion of drilling in non- 
metallic construction materials. This new bit saves 
time and labor drilling holes in al] types of 
masonry—brick, stone, sewer pipe, cement, etc. 
One contractor using Kennadrills reports: ‘Drilled 
50 holes, 114" deep, in glazed tile before resharp- 
ening Kennadrill. Time—40 seconds per hole.” 

Kennadrills take hold quickly (no starting punch 
required), do not chip or crack glazed surfaces, 
and drill through in a hurry, because their cutting 
edge is Kénnametal—the tool metal that is far 
harder and more durable than hardened steel. 

Kennadrills have Kennametal tips in heat-treated 
steel shanks. They fit any standard rotary electric 
drill, and are designed so that chips are ejected 
freely and smoothly—no binding, stalling, or 
danger of overloading drill motor. Available in 
following cutting diameters—14"", 54", 34", 4", 
5", 34", 72", and 1". Ask your jobber about 
Kennadrills, or write for Folder 46-5. 









































_ 
Distributors Wanted! 
*Kennadrills have cut- Write for particulars, tell- 
ting tips of the “‘magic ing us territory you cover. 
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multiply its output at a 






SUPERIOR CEMENTED CARBIDES 











KENNAMETAL GDae., LATROBE, PA. 
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new post-war 
light weight 


Lawn 


ee eg ee Two different 16" models. 
Many outstanding features. 


Customers instantly appreciate their light 
weight, easy action and practical design. 
Tough aluminum alloy castings protected 
by long wearing hardened steel bushings. 
Smooth cutting, five blade, ball bearing reel. 
Crucible tool steel knives. Shock resisting 
rubber tires. These lawn mowers are as 
strong and durable as specialized experience, 
quality materials and precision workmanship 


can make them. 
order now 


and assure yourself Immediate 
Delivery. Write, wire or phone 
for complete trade information. 


\Z Canufacturing Copan 


Springfield, Ohio 


LAWN MOWERS 
SINCE 1880 





Innisfallen Ave. 




















|NEWMAN| 





WE ARE PLEASED TO 
ANNOUNCE THE ADDITION OF THE 600 SER 


TRIMMING AND PRUNING. 


FORD TO HAVE ONE. 








N, TREE SAWS 

\y THE 1100 SERIES 
TREE SAW PROVIDES FOR CUT- 

| TING THE LARGER LIMBS. IT TOO 


1S ECONOMICALLY PRICED. 


OTHER NEWMAN TOOLS 


HAND PRUNERS 
LOPPING SHEARS 
HEDGE SHEARS 
ALUMINUM LAWN RAKES 
PORTABLE & BENCH VISES 
PLASTIC HANDLE SCREW DRIVER 
WRITE OR WIRE F/R PRICES 


MANUFACTUKED BY 


NEWMAN MFG. & SALES CO. INC. 


KANSAS CITY (2), MO., U. S. A. 






























A GREAT NAME IN THE 
PRUNING TOOL INDUSTRY 


TO THE NEWMAN LINE. THIS TRIMMER EM. 
PLOYS THE SAME DOWNWARD-CYCLE MO. 
TION CUT WHICH HAS REVOLUTIONIZED TREE 


IT IT SO ECONOMICALLY 
PRICED THAT EVERY HOME OWNER CAN AF. 





IES 





Packes 
fiber ¢ 











MOLE TRAPS 


“No mole can pass under this trap and live.” Property 
owners in all mole areas are ready buyers of traps to 





destroy this burrowing pest. Sell with confidence — 


thousands in use testify to their effectiveness. 








FITS MOST TRACTORS 

@ Adjustable for pipes up to 
34%,” diameter 

@ Installed in a “jiffy” 

@ Made of die cast aluminum 
—won't rust 

Every tractor operator needs and wants one, LIST PRICE 

Keeps rain out tractor exhaust pipe and 

muffler. Stops rusting valves and rain flooded 50 


pistons. Keeps out dirt and aids easier start- 
ing after rain storms. Deflects fumes from 


operator. Eliminates ‘‘tin can’ ona. Noth- Com- 
ing to replace or A wro A_red hot = plete 
for quick, ec ling. L eral dealer dis- 


count. Jobber Toquitles invited. 


H. M. SHEER COMPANY 


ORDER TODAY 


| 202 | SHEER BUILDING 


lontil, Tan 4 ILLINOIS 










plunger—no chance to break or shear. 


STEEL COILED SPRING—1 x 474” Steel 
Wire creates vigorous recoil action. 





*—— RUGGED FRAME—% x .135 steel con- 
struction makes trap rigid, sturdy. 





SELF SETTING— Trigger sets automatically. 
Safe, convenient. All working parts 
above ground. 














~4—_NeEDLE SHARP TINES are sharp, long and 


A a. tapered to penetrate and kill instantly. 











THE WASHBURN ean Y 


FACTORIES: WORCESTER, MASS. * ROCKFORD, ILL. 
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d-MOTH 


NEW! 
POWERFUL 
MOTHICIDE! 


Moth Goods Will Be 
Scarce This Year! 


DRUM CHEMICAL 
introduces d-MOTH, 
positively guaranteed 

_ to control Moth Larvae 
4 andCarpet Beetles! Lasts 
.. Longer—Goes Further— 
More Economical! 








ns 
Impartial laboratory tests prove d-MOTH 
the most effective Moth Crystal on the 
Market today. 


Packed to Sell! in an eye catching red, black and gold 
fiber can. (Crystals only.) 


Priced right! 
Retails at 


64¢ in 1 Ib. cans 
$1.59 in 3 Ib. cans 


Generous discounts. Order NOW. Don’t be caught 
short at the height of the Season. 


DRUM CHEMICALS 


34 Hicks Street, Brooklyn, N. Y. 
Telephone MA 5-2965 








Get MORE BUTTER...HIGHER PROFITS with the 


















FAST .. . ECONOMICAL 
—Simple to Operate! 
—Easy to Clean! 


No other churn like it! The Dixie- 
Maid Electric Churn, built for 
many years of trouble-free service, 
comes complete with glass jar, 
handle and lid. Heavy duty, life- 
time motor gives greater churning 
efficiency. Rustproof, Propeller- 
type dasher agitates ALL the milk 
. . . FASTER. A quality product 
manufactured to the most exacting 
standards. Praised by users every- 
where. 
















DISTRIBUTORS: 
Dixie-Maid Electric Churns are 
in great demand by farmers, dairy- 
men and other butter producers. A 
few territories are still open. 


Write for Description and Prices Today. 


SOUTHERN ELECTRIC PRODUCTS 


ANDERSON, SOUTH CAROLINA 
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Unit 


a 


ts 


® UNDERWRITERS 
LABORATORIES 


® 


POPULAR SELLING 


Here’s one of the finest postwar 

electrical appliances. It’s a high- 
profit, reasonably priced item that 
practically every one of your cus- 
tomers will want. Many uses — 
farms, homes, camps, etc. 


HOT WATER BY THE PAILFUL 


Easily operated — a pail of water 
hung on switch arm sets unit in 
operation... when pail is removed, 
switch shuts off automatically. 


en 2On ee -a-8 a 2 
s hung by slot- 
bracket fram small 
nails, or screws 


walls, posts, etc 


APPROVED 


HIGH PROFIT 


PRICE 
* Order from Your Jobber or Write to 


CHROMALOX 
witty THE NATIONAL IDEAL COMPANY 
DEPT. HA, TOLEDO 4, OHIO 


GENUINE 
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THE F. E. MYERS & BRO. CO, 
Dept. H-42, Ashland, Ohio 

















More Myers Water Systems Are In Use Than Any Other Make 
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CHAMPION 


| Coat and Hat Hooks 


Cast Aluminum 
No. 7406 













Cast aluminum, packed with 
screws, rustproof. Cast alu- 
: minum hardware fills the long 
sought need for rustproof 
hardware that can be sold at 
i reasonable prices. 










































Supplied in bright aluminum AL finish, dull 
brass, C, or D J, dull japan. 


CHAMPION 


Costumer Hooks 


| 
Although designed primarily for costumers, 
these hooks serve admirably in the cloak 
rooms of finer residences and of clubs where 


this distinctive pattern may be more particu- ly 0 














larly adapted to the style of furnishings. Pro- 
jection—3!/2 inches. 


Be sure to stock a com- 
ot plete line of BANA 

° pist Products—one of Amer- 
Nearly all hardware jobbers handle some KUTOMATIC ate ica’s best selling, fast- 


products in the big CHAMPION line. est growing families. 


all BANA products 














THE CHAMPION HARDWARE COMPANY 





BANA COMPANY #116 New Montgomery St., San Francisco 











Increase Your 
Average Sale of 
Kitchen Cutlery 


Clever dealers are finding that, 
whatever brand of cutlery they 
carry, they can raise buying in- 
terest from one to several knives, 
when they display an attractive 
assortment in a Kler-Vue Knife 
Rack and sell the knives and 
rack as a unit. 





Kler-Vue Knife Racks are very 
popular and quick-selling, profit- 
able merchandise in themselves. 
They protect knives against dust 
and moisture and provide safe, 
modern, visible storage of the 
Kitchen Knife equipment. 





Carry a good stock, you'll find 


them fast movers. AVAILABLE NOW 


No. R-I "Regular" Rack, 1234" 


x 9" x 2/44", holds 8 knives and one steel. Red, White, Ivory e - 
or Natural. List $2.95 ea. Net $1.80. in B.A.B. finishes 


No. J-R “Junior Rack, 12!/2" x 6" x 2!4", holds 5 knives. Six 

in box. List $2.25 ea. Net $1.45. All prices F.O.B. wholesaler. ANDIRONS, FIRESETS & SCREENS 
Kler-Vue Racks are fully guaranteed. They are patented in the 
U. S. and Canada. Fair traded. Order a stock with full 





Contact us or your nearest 








— ROYAL FIXTURE JOBBER. 
“KLER-VUE" KNIFE RACK CO. INC. 
1776 Broadway New York 19, N. Y. CHATTANOOGA IMPLEMENT & MFG. CO. as 
CHATTANOOGA 6, TENN. 
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DEALERS— 
The Demand For COMPAX 
The COLUMBIA-built PARATROOPER BIKE 


-~) 
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THE STANDARD BICYCLE WHICH 
FOLDS TO PACK EASILY IN 
CLOSET, CAR, PLANE, BOAT OR TRAIN 





PEN ER 





Exclusive National Distributors 


FOLDING CYCLES, INC. 


29 West 46th Street 
New York 19, N. Y. 


tock a com- 
of BANA 
ne of Amer- 
lling, fast- 
gy families. 






































SALES? 


AUTO) “GEST 


WANT TO INCREASE 
A FAST-SELLING 10¢ RETAILER || ‘OUR SPORTING Goons SPECTACULAR 





| Cellulose acetate case with | 
| binding on two sides and | | 
opening for insertion of 
* automobile registration. The 
metal spring goes around 





_ the steering post of the ve- 
| hlele and is clasped in the . 
metal eyelets. Here’s a solid, flexible metal rod, light 


in weight with the desirable characteris- 
ae ie 


tics of bamboo without the undesirable 
characteristics of a heavy rod. Automatic 
onufacturer of 





thumbing action eliminates backlash and 
necessity of thumbing reel or line. The 
automatically level-winding and free-run- 
ning reel plays out just the correct length 
of line for cast desired and weight of 
bait used, without the usual over-run. 











| 


Contact Us For Complete Details 




















We manufacture to your specifica- PLAST Self-drying and positive line control at all times. 
tions in quantity. c Ic jmple construction . . . adaptable for casting left 
ELLULOSE anded. Supplied in colors approved by all fisher- 
F M p R E S S ACETATE men. Combination can be. readily dis-assembled. 
-EENS LEATHER and A sturdy carrying case is supplied for protection. 
N O V E LT Y C 0 " OTManETTE Order now for immediate 
ow Priced delivery. 
501-507 EAST 171s ST. NOVELTIES on 
BRONX 57, NEW YORK & NOT Now 
87, NEW YORK | & NOTIONS Waite e” WOT aa 
ce. Petes = MANITOWOC,WIS. 
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THE 
EASICST, SAFEST 
WAY TO DO Away 

WITH TRASH 


1 
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HT 
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OIL STORAGE TANKS 


The outstanding feature of 
this new improved type 
faucet is the FULL open 
FLOW action supplied by 
its rounded venturi type in- 
terior passageway provid- 
ing up to 50% more flow ca- 
pacity than average type 
faucets. Supplied in three 
popular sizes—%/,”, 1” and 
144”, these faucets are a 
proven fast moving item. 


Ae 
| 
I | 
JOBBER SALES TERRITORIES AVAILABLE H non-sagging, smoulder-proof 
WRITE FOR INFORMATIO Pat Volcano Bottom. Send fordescrip- 


Bit as — d 
MADISCO INDUSTRIES |iigpeemneaaned 
1720 NEW BRIGHTON BOULEVARD UNION STEEL PRODUCTS COMPANY 
MINNEAPOLIS 13, MINNESOTA 126 North Berrien Street. Albion, Michigan 
Ce ee 


SAVE 
FUEL! 


Clean furnaces, oil, coal 





¢ It’s true that demands for 
“ZIPPER TOP” Burners are 
GREATER rapidly increasing. But produc- 

FLOW tion is steadily gaining. Every 


CAPACITY day more are coming your way. 
Profit by the fast-selling features 




























of this convenient burner— 





Equally efficient for light 
or heavy liquids in warm | unique, lose-proof zipper top and 
or cold weather. 


























Seymour Smit 


<gnap- Jock 


De. PLIER-WRENCH 






and wood burning stoves, 






Serves As 
A PLIER 
A WRENCH 






brooder stoves, flues and 





chimneys with 


































SOOT-RID IM 200USTA0L 7. 
- ADJUSTABLE 

A Clam TOGGLE ACTION 
A non-inflammable, non-explosive soot : Blov 
and fire scale destroyer that saves fuel and |) "hie sig ond flog pavers es ee fr 
money etc. Easily and quickly unlocked. Used also without lock- ian 

; ing as a plier. Thousands of uses wherever mechanics work. 
Easy to use and easy to stock,“ builds No. 1607, 7" size; No. 1610, 10" size. Full details on re- mult 

J : , quest. Sold only through jobbers. 

repeat business. Write for trade prices any 

today. SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears Dist 

Sales Representatives: 
V A - A co NM Pp A NY JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N. Y. 
700 W. Root St. Chicago 9, Ill. 
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STEVENS 


NO. 555 LINE LEVEL 








The Little Level with the Big Sale 
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Stevens No. 555 Line and Surface 
Level is made of hard drawn 3%” 





hexagonal aluminum tubing, 3” 
long, nickel silver hooks, weight, 
each ¥4 oz. 








Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 
50 cents. 


E. A. STEVENS LEVEL co. 


Newton Falls, Ohio mes" | 














































WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 
MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


J 
Special Features 
Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 









HIP-ROOF 
CANTILEVER 
MODEL with 

4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 


FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAIN! 


Order from your Jobber. Write direct to us for new Catalog Sheet 
illustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woodstock, Ill. 






























A POWERFUL 
FLAME IS GENERATED 
BY THE DEPENDABLE 


BLOW TORCH 


Zp... more than half a century, C&L 
Blow Torch has been recognized as the leading 
torch in the industry. Skilled workmanship and 
research engineering have combined to produce 
multiple-use torches that can take it— under 












any conditions. 





Distributed through leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 







1718 DIXIE HIGHWAY LOUISVILLE 10, KENTUCKY 
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Good News 
for 


Gusy Builders 


New ELE 


crRicy 


— MODELS 


70 and 86 








Here are two new ways to cut construction costs— 
the Model 70 and Model 86 MallSaws. Designed for 
| the building field, these new MallSaws have capac- 
| ities of 244” and 27%”, respectively, on straight cuts 
in rough or dressed lumber . . . 2” and 2 5/16”, re- 
spectively, on 45 degree angle cuts. They cross-cut. 
rip, bevel cut, dado, groove and sudiiale cut with 
speed and accuracy. Special blades equip each saw 
for grooving asbestos board, tile and concrete and 
for cutting light gauge metals. Available in two 
voltages—110-volt AC-DC or 220-volt AC-DC. 


| Ask your Jobber for these nationally advertised products. 
POWER TOOL DIVISION 


MALL TOOL COMPANY’? 


South Chicago Avenue 
Chicago 19, Ill. 































BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known "KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
Dancap Mail Boxes separately were win- 
nin approval of the trade. Now, together 

yy br Products they will endeavor to ren- 
y an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER SPRING HINGE CO. BROOKLYN 5, N.Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 














SPRING HINGES 


THE NEW Streamline 
"SIMPLEX" SPRING BUTT-HINGE 


~ One 


@ Combines every important 
feature of proven advan- 
tage with the beauty of 
modern design and sim- 
plicity of application. 


@ Quality in every detail in- 
sured by our sixty years 
experience in the design 
and manufacture of spring 
hinges. 





Double Acting Type BUT900! 


Trim and Streamlined . . . the "Simplex" Spring Hinge is designed 
to harmonize with the most ‘modern requirements in builders’ hardware. 

Application direct to door casing without the use of a hanging 
strip is both simple and economical, requiring a mortise cut in she 
door only. 

Here is a product that maintains our tradition for quality . 
tradition that has guided us through more than 60 years of ation 
manufacturing requirements. 








Chica 


ago Spring Hinge Co. 


CHICA U.S.A. NEW RSLS 





The best selling 
Giant Pig Bank on the Market 


because of the merry little twinkle in the pig’s eyes. 
This merry little twinkle just catches the youngsters. 


Made of terra cotta composition, furnished in three pastel 
tints, pink, blue and white, with handpainted decorations 


A WORK OF ART 


in every detail. 


#4952 Z 
15 inches long: 7 inches wide; 8 
inches high. Weight 65 lbs. to 
the doz. Retails for $3.00. Packed 
lf, doz. in carton $19.50 per doz. 
in less than doz. lots $21.50 per 
doz. 





#4953 Z 
91/. inches long; 51/4, inches wide: 534 inches high. Weight 25 
lbs. to the doz. Retails for $2.00. Packed % doz. in carton 
$12.00 per doz. In less than doz. lots $15.00 per doz. 





SEND FOR OUR COMPLETE SET Z PRICE LISTS OF 
MONEY-MAKING GIFT GOODS, SENT TO ANY 
HARDWARE STORE ON REQUEST. 








Salesmen wanted to sell these Giant Pig Banks to 
e-orders. 











dealers. Liberal commission on orders ond r 
' 333 & 335 Z 
LEO KAUL ictney.ne South Market St. 


Chicago 6, Ill. 














NOW'S THE TIME TO SELL 
FIREPLACE 
ACCESSORIES 

ELECTRIC 


@eeeerceee 


IMMEDIATE [ig 
DELIVERIES [ea 
Write Today for Catalog and Prices 


Westchester 2rickote Products Co., Inc. 


1528 WILLIAMSBRIDGE RD., NEW YORK 61, WN. Y. 
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BECAUS 


WIRE 
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IMMEDIATE DELIVERY 


NEW 
SIMPLEX 
SLICER & SLAW 
CUTTER 


SIZE 42 x 1012 
RETAIL 50¢ 


NEW SIMPLEX 
MEDIUM SHREDDER 





per doz. SIZE 4/2 x 1012 

E LISTS OF RETAIL 50¢ 

“4 ANY 

: ASK YOUR JOBBER OR WRITE 
Banks to 

re-orders. 

“« ]1/ DANDEE INC. 
3 & 335 Z STURGIS, MICHIGAN 

cago 6, Ill. 








) SELL 
E 

£3 
ELECTRIC 


Co., Inc. 


RK 61, N.Y. 
ee 


WARE AGE 





BECAUSE FHEY ARE MADE BETTER 


WIRE DISH DRAINERS 


fl, Ol}! 
Zell NS ai ul Ci) 3 
\ Wey i * 


Y he 
a ih ‘1am ee Vv 
SUP rim 
> Ve alt aed 


Minimum package 3 dozen Shipping Weight 60 Ibs 
FO B East Hampton. Conn 4/80 per dozen 

\) 290 7” 
New York Sales Office 200 5th Ave Room 208 
Balumore Sales Office 205 W. Lombard Si 


ARTISTIC WIRE PRODUCTS CO. 


EAST HAMPTON, CONN. 


FEBRUARY 27, 1947 


NOW approved by America’s 
smartest housewives! 
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id Stainless 

2 A C g TABLESPOONS 
. as open 
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BUILT-IN SPRAY 
A Fast Retailer at $1.50 


Double use . . . double popularity .. . 


kitchen. 


DO NOT CONFUSE WITH ORDINARY WIRE STRAINERS! 


In handsome red and black bakelite, a fast-moving 
item in an ATTRACTIVE NEW PACKAGE. 


NO ADVANCE IN PRICES SINCE 1939 
No. 125 — Still $1.25 
No. 150 (with built-in spray) $1.50 
Box 6 Doz. Filter Pads — .50 Retail 
These Prices Are Fair Traded 
IMMEDIATE DELIVERY 


Ask for details of our Co-operative Advertising Plan. 


double SALES! The 
scientific filter removes all rust, dirt and microscopic organisms 
from water. The built-in spray for washing dishes and vegeta- 
bles makes the combination Filto-Kleen indispensable to any 








FILTER-KLEEN M’F’G. COMPANY 


EVERETT 49, MASS. 














GARDENERS AND 
GREENKEEPERS 
PREFER THE 


E-Z TRIP MOLE TRAP 


@ Effective in any type soil. 

@ Sensitive, positive action trigger activates two sets of jaws 
that catch moles coming from either direction. Movement of 
1/16” trips trap. Two powerful 36” oil-tempered springs. 

@ Easy to set. When sprung, trigger rises to signal catch. 

@ 14-gauge steel, rust resistant finish. 

@ Overall length 17”; inside width 514”; opening of trap in 

e 

& 





mole runway when set 3”. Instructions attached to each trap. 
Shipping wt. cartoned, 2 doz. 18 Ibs. 

Sold exclusively through independent hardware jobbers. To 
be retailed at $1.80. Customary trade discount. F.O.B. fac- 
tory. Catalog 

pages, literature 

and _ electrotypes 

furnished on re- 

quest. If your 

jobber can’t sup- 

ply you, write di- 

rect, giving job- 

ber’s name. 


E-Z TRIP 
MOLE TRAP CO. 


4809 N. Detroit Ave. 
Toledo 12, Ohio 























What can you look for ina 
sprayer? 


Look for a. 

stainless. steel 

tank—for only 

stainless steel will 

resist corrosive insect- 

icides. That’s why we 

% say, “Once you own a 

LOFSTRAND sprayer, you'll 
never need another”. 


SEE YOUR DEALER, OR WRITE DIRECT TO: 





We've 
Mawed 'em 
down! 


Thanks to the famous Savage Engineering 
Skill, we've just about mowed down the 

last of our manufacturing problems. To 
our patient and understanding dealerswe {°/ 
send our sincere appreciation and the / 
assurance that shipments of Savage 
Mowers will be greatly speeded 

in 1947, 


MASTER-CRAFTSMANSHIP- 
SELLS THE 
SAVAGE LAWN MOWER 


SAVAGE ARMS CORPORATION 


LAWN MOWER DIVISION 
CHICOPEE FALLS, MASS., U.S. A. 





‘“DIXIE’’ 
NOZZLE 


“Dixie’’ Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 
ately priced. The “Dixie” is one of a complete 
line of Nelson Noz- 
zles. All Nelson 
sprinkling equip- 
ment is sold only 
through Hardware 
Jobbers. 


Manufacturers of Rifles and Shotguns, Lawn Mowers and Refrigeration Equipment 








BLONDIE 


IS THIS . 
A NEW 


The LOFSTRAND Co. 


966 SELIM ROAD, SILVER SPRING. MD. 
=> —= THE NAME “LOFSTRAND” STANDS FOR 

liste 16 YEARS OF PIONEERING RESEARCH | | 
agg 7 AND ENGINEERING ACHIEVEMENT. L. 
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PEORIA, ILLINOIS 


HARDWARE AGE §@FEBRUAR 














RATION 


Le 
rigeration Equipment 





| MFG. CO. 


YWARE AGE 











#H50. 5 ounce. 7% inches long 


RETAIL PRICE 


#100. 10 ounce. 82 inches long 


RETAIL PRICE 


Additional discount of 5% if 
paid within 10 days from 


te 2 erin. CANFIELD SCREW MACHINE CO. 


STRATFORD, CONN. 


SOUTHINGTON, SWISS —_ 
SCREWS 2 BEST-SELLERS! CHOICE OF 


2700 DEALERS EVERYWHERE! 
For Wood or Metal 


: : SWISS PLASTIC-METAL repairs cracks, dents, scratches 
Southington Wood Screws, Drive in auto bodies and fenders, 


yer ws ALL STEEL 


seu” BALL PEIN HAMMERS 
mee 


NICKLE PLATED - KNURLED HANDLE - EASY GRIP - TWO SIZES 


Immediate delivery from stock and regular continued deliveries. 
Orders for four or more dozen of each item will be accepted 
direct. Contact your jobber or write direct. 























refrigerators, sinks, stoves, furniture. Patches rusted-out sections 
Screws and Sheet Metal Screws in auto fenders. Dries quickly—adheres permanently to bare 
. ° ° metal. Big discounts and jobber's bonus. 

have upheld their quality since 
1867. All standard sizes with vari- SWISS PLASTIC-FLO ™2**s things slow! One coat of 
] f h d e. th this enamel covers any wood or 
ous sty. €s 0 eads in e most metal surface. Won't chip, crack, peel. NO brush marks. 20 
called for types. Send for screw beautiful colors, including many that duplicate original auto body 


colors. Big dealer's and jobber's discounts. 


eatalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 











Driver fits se- AY Supply the > 
euscly i : creasing de- 
— sai mand for these 
. modern, time- 
will not slip saving screws. 
out, or work to All standard 
one side. sizes. 
THE SOUTHINGTON in Oe ess s-- 2 
I di0.<uiletes a ake apes 1.50 
Hi DW E. M FG. Cc 0. ‘ "SWISS PROTECTS THE JOBBER” 
it; SOUTHINGTON, CONN. iss; | SWISS LABORATORY cieveiand, ohio 

















— AND AFTER ALL OF OUR 
ADVERTISING, TOO! 





FRANKLIN GLUE 


lf Blondie had used 
Franklin Glue the 
joint would have 
been stronger than 
the wood itself. 
Franklin is genuine 
hide glue in liquid 
form, ready-to-use. 


THE FRANKLIN GLUE CO. 


COLUMBUS 15, OHIO 



























ai=\= oH tt) N 
an 7 ml Copr. 1946 King Feat ; 
AND World rights p L not rep 
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RadDevil ¥ 


ELECTRIC FENCEF 


THE LEADER SINCE 1872 
Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there's no substitute for quality. 

Send for Catalog 18 


RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 








—MILL-ROSE— 
GUN BRUSHES ond ROD 


a 




















eae Rok” Sil Menthe, i.Surtnmin Samed, "See" Chase 

un ’ - jumin. L 

a yt Revolvers, Shet Guas in all sizes—Phespher Breaze 
” 








The MILL-ROSE Companye 1987 East 59th Street © Cleveland 3 

















You can hang your reputation on 


MOORE 


PUSH-LESS HANGERS 
PUSH-PINS 


They’re dependable! Needed in every home 
for hanging light and heavy mirrors, pictures 
and wall decorations. 

Use MOORE Marking Tacks 

on your own display boards 


ORDER FROM YOUR JOBBER 


MOORE PUSH-PIN COMPANY : Since 1900 
113-25 Berkley Street, Phila. 44, Pa 

















FINE TOOLS 


MAYDOLE Machinists’ Ball Pein Hammers as well 
as MAYDOLE Claw Hammers have been recognized for 
more than 100 years as a standard by which Hammers are 
judged. With MAYHEW Chisels, Punches, Screw Drivers, 
Bit Extensions, etc., they carry complete satisfaction to the 
user and full profit satisfaction to the Dealer. 


“Ask your Jobber Salesman”’ 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 











FLUID CEMENT 


REG U.S PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales“ producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 


LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansas 








“Always BETTER than Putty— = > 
; Now it is CHEAPER, too! ! 
i oo ae oof GLAZING 

7 exisea “COMPOUND 


Always sold in the same price class as S: P. 10% 
White Lead Putty — today, due to the doubling 
of Linseed Oil prices, it sells for less than S. P. 
Linseed Oil Putty. Furthermore, Linseed Oil re- 
mains extremely scarce even at high prices, but we 
can deliver Flexiseal in any reasonable quantity. 

You tan make sales and satisfied customers by 
boosting this superior product. 


LANDEN PUTTY WORKS 
45 Irving Street Malden, Massachusetts 


— 


me 
- 
me 

















There's no waste circulation — your Help Wanted, Ac- 
counts Wanted, Sales Representatives Wanted and Business 
Opportunities advertisements go straight to the hardware 
trade—the very class you want to reach. You can run a 





Hardware Age Takes Your Sales Message To Over 32,000 Subscribers 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York 17, N.Y. | 


fifty-word, set solid, classified sales message under any of 
these headings for five dollars; or a Position Wanted ad at 
a Special Rate of only two dollars. Send check or money 
order (only) to - 
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ELECTRIC FENCEF 


fou 
‘=a 
N 35 


ee eee. MATES LEVE cs; = i 


MAYES GUARANTEES ACCURACY. SERVICE ; 
ASK Roan DEALER *AND DURABILITY: . CATALOG FOR 


maves Toors MAYES BROS.TOOL MANUFACTURING CO.,Inc. PorrAustin. Mich. 











PTD TOL M aa TION 80. SOK — Screw Driver 
Knife . A single blade 
;. : all around pocket knife auw 
- ‘ which can also be used 
as a screw-driver Priced 


for quick sales — 


NOW AVAILABLE — —_~ = ous | Se 
IN TEN SIZES J 4 > ; a = Sy your cosr — 


To RETAIL AT ad tj aa a any No. FR—SS” Long Slipfit Solid Aluminum Rod with 
POPULAR PRICES {14 ‘ Aum =| 9" Butt, YOUR COST — $7.80 per doz 


olf 4 " No. RB—36” ROD BAG made of Heavy Canvas 
. a mt A 7 
Made entirely of steel and used Ae? ES = owas” Se 


by practically all drill manufac- “1 a pgs riety || IN COMBINATION — No, FR ROD ond No. RB 
$ s may ht * . ++ U ST — $9.7 
turers, for packaging their prod- a rere 75 per doz 
° ° 7 i* z, No. 13 BCR — Bait Casting Reel... A new All Purpose Single Action Fish- 
ucts. Sturdy, indexed, time and ‘ mie : — low-priced reel made of Brass and Steel ~~ ag: Sem ans x —_ wt 
i § : Nickel-Plated, with features formerly avail- ozs. Tree eeling umi 
space saving — your cue to ‘Se able only in higher priced reels. od num except knob. Fits all rods 


greater sales. Each Reel comes packed in a Self-Selling Formerly $9.00 pond doz 
Display Box. Place on top of counters for YOUR COST NOW— 
quick turnover $5.40 per doz 


Huot Manufacturing Co. F write for Complete Cato | BERNARD GOLDWEBER !!°° 88OADWAY (cox. 26m St.) 


log of Pocket and Hunt- 
Mir. & Mirs, Ri tat — Ph WAtk 9-6693 
ROSSMOR BLDG. ST. PAUL, MINN. eyes Lem 2% Cash Slossunt 7 et ceameniien cae Net 10 days to 


ment and Sporting Goods 
rated firms. All prices FOB. NYC. Jobber Inquiries solicited. 












































4AMMERS 


E TOOLS 


imers as well 
ecognized for 
Hammers are 
crew Drivers, 
faction to the 


TS, Inc. 


ER, too! ! 
ZING 
OUND 


P. 10% 
loubling 
in S. P. 
Oil re- 
but we 
quantity. 
mers by 








OVER 80 YEARS’ EXPERIENCE 


’ PRIEST'S 
CLIPPERS 


Triple plate — copper, 
With 150 feet of 18-Ib. high quality cotton line nickel, chromium finish. 


wound on a rust-proof al reel, ss 
to waterproofed wood stakes lacquered ae Ball bearing, easy action. 
orange and green. ‘ , , ; 
THEY SELL FAST AT $1.25 ‘ Over 80 years’ experience. 
CONSUMER ADVERTISING IN: 3 “a ASK YOUR JOBBER 
» BETTER HOMES & GARDENS 3 
NEW YORK TIMES MAGAZINE 


poemeen anes maeieees FE AMERICAN SHEARER MFG. CO. 
Ks L Distr ibutor: S GUILFORD.CONN. NASHUA, NEW HAMPSHIRE, U.S.A. 





























For 
FINISH: Green Enamel. 


"gei ube. (row times | | BUILDERS HARDWARE 


stronger than common black 
pipe.) 7 feet long x I'/,-inch 


diameter. ‘ ° 
HOOKS: New design, strong, Ask Your Jobber to See 
heavy, with plenty of line 


space. Our Complete Line 


SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
concrete. Black enamel 


PACKED Fou. come ow Y 120 HARDWARE 
. r WEIGHT: 56 Ibs. per set of ' CORPORATION 
Immediate Delvery ee em | | SiBERS NROWARE sce 


CHENEY INDUSTRIES, Dept. H Trenton, N. J. e AND sree ' ALTies | Brooklyn 5, N. Y. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 
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GRIFTIN 


HINGES 


* 


( SRIFFIN 


nufacturing (bmpany 





ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. 





BOSTON: 115 Bread Street 


SAN FRANCISCO: 703 Market St. 











MATS 
AVAILABLE 


ANOTHER 
FULLER 
WINNER 









HOLLOW GROUND CUTLE RY SET 
STAINLESS STEEL 
Carving-slicing knife, cook's knife, TO RETAIL 
and paring knife. Hardened and AT ONLY 


tempered stainless steel blades with 
a bright mirror finish—hollow ground 
to razor-edge sharpness. Black plas- 
tic handles. 


$3.29 


ALSO AVAILABLE 
IN OPEN STOCK 


FULLER TOOL COMPANY, Inc. 


GARRISON AND FAILE STREETS, BRONX 59, NEW YORK 













































MOLLY CORPORATION 
2-260 General Motors Building — Detroit 2, Mich 






HARDWARE AGE 





PLACE 


$1.35 


LESSEI 








OTHER 
JLLER 
NNER 


Y SET 


TO RETAIL 
AT ONLY 


$3.29 


LSO AVAILABLE 
| OPEN STOCK 


NY, Inc. 


9, NEW YORK 


TION 
oit 2, Mich 
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FASTER TURNOVER 


means 
BIGGER 


PROFITS 
from 


CONGRESS 
DRIVES 


} When you feature Congress Pul- 
7 leys you have a stock of 50 pulleys 
in the 27 most popular sizes. A 
special inventory card and con- 
tainer diagram enables you to re- 
order as you sell. 





Congress Drives are na- 
tionally advertised—na- 
tionally known to be of 
the highest quality. The 
3-color display above 


The plan works! Dealers tell us 
it enables them to have the 
proper sizes on hand all the time, 
keeps stock well balanced without 
money tied up in slow moving 
numbers. Your original invest- 
ment of only $15.00 brings you 
merchandise gou sell for $26.40— 
and $11.40 profit on $15.00 is 
O.K. with most of the boys. 


Order from Your Jobber—or Write for Information 


CONGRESS °*:::°° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 


ties in your store with 
our national advertising 
program. Display _ it 


prominently. 


























MEANS SALES 
UNLIMITED! 


FLUSH-LIF 


(PATENT PENDING) 


. .. A New, Tested and Proved Flush 
Mechanism That Stops _— Toilets 


¢ Assures Positive Seating 
© Fits All Lever Type Tanks | 
¢ Simple—Easy To Install 


e All Aluminum Construc- i 
tion Pore 


« Handy Package Kit 


nee 


Available for 
Immediate Delivery 


Handy package kit contains:— 
Cam bar with self adjusting cam 
and knurled nut, cam cup with 


PLACE YOUR ORDER NOW! rubber _ bumper, lift rod, swivel 


connection, and rubber tank ball. 


$1.35 LIST. LESS 50% FOR ONE GROSS OR MORE. 
ONE DISPLAY FREE. 
LESSER QUANTITIES $.90 EACH. DISPLAY $2.00 EACH. 


Valuable territory still open. 


G & H MANUFACTURING CO. 


2017 N. LEITHGOW ST. PHILA. 22, 
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because (éccago Locks 


ANE 
@ stronger built 
-inside and out! 


@ lock BOTH SIDES 
of Shackle 


@ assure DOUBLE Locking 
—DOUBLE Security 


” e 

U. S. Stronger 

PAT. Built 

No. inside 
2141748 and Out! 

a e 





Today War Veterans Tell Dealers 


—"Give Us CHICAGO Locks” 


—because so many saw CHICAGO Locks prove 
their Super-Stamina”" in toughest battle tests . . 

By actual experience—they know how much more 
protection CHICAGO LOCKS assure . . . Dealers 
—sell more Protection—sell CHICAGO Locks .. . 


Investigate entire CHICAGO Line . . . "ACE" 
locks, padlocks, cylinder locks, etc. . . . TODAY. 
Zone 14 





2024 N. RACINE AVE 
CHICAGO, iLt 


od tier. Tereme Mel or Gi eren 















Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9% by 12 inches over all; writin i area 
'/p by I1'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1! 
for 200 sheets (400 pages) plus 25¢ mailing charge. 



































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
as design. 


From the many suggestions received this sheet was designed | 


to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets beeause they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 






















































































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer andertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


SUietnneNEEimneawnded USE THIS COUPON .cccccase auenennenscounssasunét 
2-27-47 
HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 
More te my $:......6.5 2 Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
ae GOES Sane A Ae > ae ey, Pere a 
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HARDWARE ! 
DEALERS! 


More and More of your 
customers will call for 


NATIONALLY 


ADVERTISED 
WEED-A-WAY and HI-LITE 
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THIS PUMP 
FREE 
WITH EACH 


QUART [: 
OF ali 


Mew Thirvacts 


WEED-A-WAY 


THE MIRACLE 
WEED KILLER 










WORLD'S FINEST 


LINOLEUM FINISH 
he eens 


sé nm 
a 
Liquid Plastic 


LINOLEUM FINISH 


NO WAXING » NO SCRUBBING 


Ll 


For More and More PROFIT 


WRITE TopAY—IMMEDIATE DELIVERY! 


MISSOURI 
KANSAS 
OKLAHOMA. 
TEXAS 





ints ss aia Wis tn in es en em ce ae a 








“0.2.” Model No. 120 


E New "“C.Q.”* Model No. 120 is a most 
welcome addition to the line. It is offered 
as a leader, being reasonably priced and of- 
fering all the features usually found only in 
more costly grindstones. Displayed where 
your customers can see it, it moves rapidly. 
The New “'C.Q.”’ Model No. 120 is one 
of twelve numbers designed to present the 
hardware trade of 1947 with a well-rounded 
offering of the best grindstones available 
anywhere. Backed by decades of manufac- 
turing experience, the ‘‘C.Q.”’ Line is well 
known .. . you will find many of them in 
use throughout your territory. 

There is customer appeal in the at- 
tractive, weather-resisting finishes that 
protect each model. Many have appealing 
color combinations. Grindstones are the 
finest obtainable ... will last for many years. 


There are extra profits coming /~>—~ 






... order “C.Q.” Grindstones now 


and get your share of them. 


Send for This Gree Golder 


A complete listing of the “C.Q.” 
~ line is given in this attrac- ST] 


lb 





| QUARRIES COMPANY 


ca tive folder. Send for it. It's free. —~“ 
| Gee) /4f CLEVELAND 











1128 GUILDHALL BLDG., CLEVELAND 15, OHIO 
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| elaasified Aduertaing Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 


(Special Rate) set solid, essnanes 
50 words 


Allow Seven Words for Keyed Address 
or Your Address 











Set solid, maximum, 50 — bawee . $5.00 
Each additional word......... 10 





s Help Wanted | 


WANTED EXPERIENCED HARDWARE 
COST AND PRICE CLERK. Good at figures. 
Office of Large Manufacturing and Distributing 
Firm. In lower Manhattan. Permanent position. 
State experience and starting salary. References 
required. Address Box L-102, care of HARDWARE 
Ace, 100 East 42nd St., New York a0; We Be 











WANTED SHIPPING CLERK, CAPABLE 
OF BECOMING MANAGER OF DEPART- 
MENT, for Wholesale Hardware and Farm Equip- 
ment Business in North Carolina. State age, 
marital status, experience and other qualifications, 
together with salary expected. Address Box 
L-101, care of Harpware Acez, 100 East 42nd 
St.. New York 17, N. Y 


[Sales Representatives Wanted | 


SALESMAN 


Experienced te House to House Sales Wanted by 
Manufacturer of Line of First Class Stalatess Steel 
Kitehen Ware to work on commisesien basis. Only 
experienced people with good references apply in 
writing to 


WILLIAM VON ZEHLE & CO. 
25 West 43rd St., New York 18, N. Y. —X333 

















WANTED 


EXPERIENCED HOUSEWARES 
SALESMAN TO REPRESENT 
INTERNATIONALLY KNOWN 
MANUFACTURER OF COOK- 
ING UTENSILS CALLING ON 
THE RETAIL TRADE. EXCLUSIVE 
TERRITORIES OPEN ON COM- 
MISSION BASIS IN THE FOL- 
LOWING KEY CITIES WITH 
SURROUNDING TERRITORY 
AS FOLLOWS — ATLANTA, 
JACKSONVILLE, CINCINNATI, 
ST. LOUIS, OKLAHOMA CITY, 
MINNEAPOLIS AND MIL- 
WAUKEE. 


All Replies Treated Confidentially 


Address Box L-90, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 


Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency oe oT gua on Classified 


REMITTANCE eer ACCOMPANY ORDER 


Send check or money order, 
not partite or stamps. 











Samples of Merchandise, Literature, Catalogs, 

etc., will not be forwarded to aes number 

advertisers unless accompanied by sufficient 

postage for remailing. 

one tac AGE is pana « wm other 
Thursday. Classified { 5 days 

goomeas to date of i ty 

Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 











WANTED: SALESMEN TO CALL ON 
HARDWARE, PAINT STORES AND LUM- 
BER YARDS with our Line of Hardware 
Articles. Part or full time. 
Write to: Factories Outlet Co., 408 S. Michigan 
St., South Bend, Ind. 





WANTED EXPERIENCED SALESMAN TO 
SELL OLD ESTABLISHED LINE of House 
wares and Cutlery to jobbers and chains, etc. 
Protected, exclusive territory. Liberal commis- 
sions. Several territories open, including Iowa, 
Missouri, Kentucky, Kansas, Nebraska. Address 
Box L-94, care of Harpware Acg, 100 East 
42nd St., New York 17, N. Y. 


Commission only. | 


SALESMAN WANTED TO SELL IRONING 
BOARDS WITH PAD AND COVER, Lawn 
Furniture, Play Yards, Folding Chairs, Gas Hot 
Plates, Steel Bridge Sets to jobbers and dealers. 
Address Box L-98, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


SALESMEN WANTED — SIDELINE OR 
FULL TIME. Sell to Hardware, Furniture and 
Variety Stores: lamps, breadbaskets, medicine 
chests, rakes, kitchen stools, toasters, heaters, 
bath mats, aluminum ware, beach chairs, and 
many other articles just becoming available. Seven 
per cent commission. Address Box L-77, care of 
HARDWARE losses 100 East 42nd St., New York 
17, 8. ¥ 








WANTED -—-EXPERIENCED SALESMAN 
TO SELL ESTABLISHED LINE OF CHROME 
PLATED MEDIUM PRICED BATHROOM 
ACCESSORIES. Liberal commissions. 
territories open. Must know trade. State experi- 
ence and territories thoroughly covered. Address 
T.V.T. Products Company, Inc., Division of 
Chrome-Tex, Inc., 2187 East 2nd Street, Cleve- 
land, Ohio, Attention: Carl E. Teich. 


SALESMAN WANTED 


LEADING MANUFACTURER OF COLORS IN OIL 
IN TUBES AND LARGER SIZES WANTS MAN 
NOW CALLING ON PAINT MFGR. AND WHOLE- 
SALE HARDWARE JOBBERS FOR GREATER 
NEW YORK AREA. COMMISSION. WRITE BOX 
L-106, CARE OF HARDWARE AGE, 100 EAST 
42ND ST., NEW YORK 17, N 











SIDELINE SALESMEN WANTED 


Men of character and integrity now calling on Retail 
Hardware Stores and/or Locksmiths—to handle lock- 
smith supplies and security hardware for aggressive 
and progressive jobber acknowledged tops in the field. 
Many territories open. Commission basis. Give full 
details, stating age, experience, references, territory 
covered, other lines carried, ete. 


Address Box L-105, care of panewane fo 
100 East 42nd St., New York 17, 








WANTED 
MANUFACTURERS REPRESENTATIVE 


T. 
ER, REFERENCES AND LINES YOU 
ARE NOW_CAR G. 
ATLAS INTERNATIONAL CO. 
4418 W. MADISON ST., CHICAGO 24, ILLINOIS 














SALES REPRESENTATIVES 


WANTED 
AT ONCE 


WE WANT TWO REPRESENTATIVES IN THE 

SOUTH AND MIDWEST FOR NATIONALLY 

ADVERTISED OIL BURNERS, WATER HEAT- 

ERS AND ACCESSORIES. MAY BE HAN- 

DLED AS SIDE-LINE. FULL DETAILS UPON 
INQUIRY 


PILGRIM OIL BURNER 
MANUFACTURING COMPANY 


SALESMEN WANTED WHO ARE CALL 
ING ON HARDWARE, HOUSEFURNISH- 
INGS, MILL SUPPLIES, LUMBER, PLUMB- 
ING SUPPLY AND INDUSTRIAL TRADES, 
to handle as non-competing side line on commis 
sion basis complete line of Twines, Cords and 
Ropes. Exclusive territories available. Furnish 
full particulars and references. Address Box L-70, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. 





WANTED 
SALES REPRESENTATION 


FOR COLORS IN 2 Avraaeriye PRICES, 


HIGHEST QUALITY. MANY ITORIES 
OPEN. GOOD, COMMISSION. PERFECT SIDE- 
LINE, WRITE FOR FULL DETAILS 

BENGAL CO. 


214 ST. NICHOLAS AVE. NEW YORK 27, N. Y. 








SALESMAN WANTED 


Chemical Specialties Manufacturer wants Salesman 
to call on Hardware and Plumbing Supply Whole- 
salers. New York City and State, New England, 
New Jersey, Pennsylvania, Delaware, Maryland and 
District Columbia. Only man interested in covering 
the Entire Territory need apply. Salary, Commission 
and Travel Expenses Paid. State age, experience and 
qualifications. No Manufacturers Agents. 
Address Box L-88, care i et AGE 
100 East 42nd St., New York 17, N. Y. 











SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 


McCUTCHEN-SIMPSON, ee. 
9822 N. E. 2nd Avenue Miami 38 











MANUFACTURERS AGENTS 
WANTED 
For Exceptional Product 
c A_REMARK- 

aut Tia as ehERAats 

AL CONSUME 
roe y oer or te 
TERRITORIES TO AGENTS NOW CALLING ON 
JOBBERS, CHAINS 


E 
CARRIED. AND A FEW REFERENCES. ADDRESS: 


BOX T, CARDINAL ADVERTISING CO. 
220 BROADWAY 





BOX 812, HARTFORD, CONNECTICUT 








NEW YORK 7, N. Y. 








HARDWARE AGE 
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Classified Opportunities Section... 








Sales B iwes Wanted 


REPRESENTATIVES WANTED FOR FAST 
GROWING LINE OF SHELF HARDWARE. 
Address Box L-92, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 

REPRESENTATIVE— MANUFACTURER’S. 
rO CALL ON PLUMBING, HARDWARE 
AND MILL SUPPLY JOBBING HOUSES. 
Could be handled with non-conflicting lines. Many 
territories open. Address Box L-89, care of 
HarpwarE AGe, 100 East 42nd St., New York 
7, N. ¥ 








EXPERIENCED HOUSEFURNISHINGS 
AND HARDWARE SALESMEN REQUIRED 
FOR FULL OR PART TIME OUT OF TOWN 
SELLING. Representing well known New York 
Organization, references required. Contact Per- 
sonnel Division, Gurbob, Inc., 812-814 Broadway, 
New York 3, N. Y. 





SALESMAN WANTED TO REPRESENT 
A WELL ESTABLISHED DISTRIBUTOR IN 
NEW JERSEY. Must have a following among 
the hardware and paint dealers. Excellent oppor- 
tunity for aggressive salesman. Write full de- 
tails regarding business history. All replies will 
be held in strict confidence. Address Box L-107, 
care of Harpware Acz, 100 East 42nd St., New 
York 17, N. Y. 





PAINT BRUSH SALESMAN WANTED: TO 
SELL A COMPLETE LINE OF PURE 
BRISTLE BRUSHES to Retail Trade. One man 
to cover Central Pennsylvania and Lower New 
York and one man to cover Western Pennsylvania 
and Western New York. Reply in confidence with 
full references. Address Box L-100, care of 
7. Ace, 100 East 42nd St., New York 
17, N. 





MANUFACTURER REQUIRES SALESMAN 
to sell one or all of the Following Classes of 
Trade direct to hardware dealers, accessory, hobby, 
sporting goods, paint, and department stores. 
Products include hand tools, power tools and paint 
specialties. Domestic and export. Address Box 
L-83, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





WANTED TWO SALESMEN -FOR ESTAB- 
LISHED LINE OF HOUSEHOLD CHEMI- 
CALS NATIONALLY ADVERTISED. Sales- 
men who personally know household and hard- 
ware buyers of both large and small hardware, 
irug and department stores, as well as buyers for 
jobbing houses in States East of Chicago. Gener- 
ous commissions, Exclusive territory. National 
Mirra Chemical Company, 225 North Michigan 
Ave., Chicago, Illinois. 


SALESMEN WANTED: Immensely Successful 
New Low Cost Hardware Item sold to Retail 
Hardware and Lumber Dealers, long discounts, 
large commissions, sell 3 or 4 dealers per town, 
repeat commissions. State territory and lines car- 
ried. This item first class in every respect for 
men particular about what they offer their trade. 
Address Box L-86, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 








SALES REPRESENTATIVES OR ORGAN- 
IZATLONS WANTED by New York Manufac- 
turer of Quality Line Patented Plastic House 
Wares. Must have chain and jobber following; 
all territories except Metropolitan New York 
Open. Reply in detail stating experience, trade 
and territory covered. Address Box L-93, care 
of Harpware Ace, 100 East 42nd St., New York 
iw; B. Fi 


SALESMEN WANTED WITH SMALL 
TOWN COVERAGE; SELL POPULAR 
PRICED LINES. Eight Models Triple Chromium 
Plated Tubular Steel Chairs and Stools; Chrom- 
ium Beach Chair; Aluminum Cookware Sets, 
Open Stock; Attractive Aluminum Juicer; New 
Type Aluminum Food Grinder. Liberal com- 
mission. State present coverage and products. 
Address Box L-96, care of HArpware Ace, 100 
East 42nd St., New York 17, N. Y 





OLD, ESTABLISHED NATIONALLY 
KNOWN EASTERN MANUFACTURER OF 
TABLE FLATWARE, CUTLERY AND SIL 
VERWARE, is re-arranging its sales set-up in 
several key territories, which are now open for 
representation on a strictly commission, protected 
territory basis. Will only consider selling organ 
izations who, through their other lines, have 
an established following among the wholesale 
hardware, housefurnishing, specialty jobber, chain 
store, department store and premium trade in their 
territory. All replies will be held in strict con- 
fidence. Address Box L-73, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


| ficcounts Wanted } 

















| 


LINES WANTED FOR NEW ENGLAND, 
by Salesman covering Hardware, Electrical and 
Plumbing Jobbers; also Department and 
Stores. 25 years means a lot when looking for 
volume. Address Box L-81, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 





MANUFACTURER’S REPRESENTATIVE 
SEEKS EXCLUSIVE LINE of_ Hardware, 
Plumbing, and Building Supply. Now contact- 
ing jobbing trade only in Kansas, Nebraska and 
Western Iowa. Prestige representation with out- 
standing accounts in this territory. Only imme 
diate unlimited deliveries considered. Address 
Box L-95, care of HArpware Acg, 100 East 42nd 
St.. New York 17, N. Y 





SELL MORE THROUGH SELMOR. Aggres- 
sive Firm offering Wide Coverage in Eastern 
Pennsylvania and Neighboring States Wishes to 
Represent Manufacturers of Quality Merchandise 
—plumbing, heating, houseware, hardware, ete. 
If you have it we can sell it. Write Selmor 
Sales Company, 4443 Chestnut Street, Philadel- 
phia 4, Pa. 





MANUFACTURERS ATTENTION 


AGENT FOR THE PROVINCE OF QUEBEC 
WISHES ADDITIONAL LINES IN HARDWARE, 
ELECTRICAL APPLIANCE AND AUTO SUPPLIES. 
COMMISSION BASIS. 


CONTACT LUCIEN CLEMENT, 


CLEMENT FRERES LTD. 
4520 HINGSTON—N.D.G., MONTREAL, CANADA 








WE INVITE ADDITIONAL LINES TO 
DOVETAIL WITH OUR PRESENT SALES 
OF PAINTS AND HARDWARE SUNDRIES 
to Wholesale, Retail, and Export Outlets. icasa 
oe Company, 1803 Murl Street, New Orleans 
4. 





FACTCRY REPRESENTATIVE—TWENTY 
YEARS’ personal contact among chain store syn- 
dicates hardware and electrical distributors in 
greater New York seeks line—references fur- 
nished. Address Box L-76, care of Harpware 
Ace, 100 E. 42nd St., New York City 17, N. Y. 





MANUFACTURERS AGENTS WANTED 
To handle new complete lines of Insecticides 
using either D-3, DDT or ANTU. Also Aluminum 
Products as Mail Boxes, Fishing Tackle Boxes, 
Sand Boxes, etc.; Plastics Building Materials, 
and other products. All Territories Except 
Florida. 
Address Box L-83, care HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 











YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes 
the shape of additional domestic sales trans- 
actions. You are relieved of all details and 
worries. BETTERBY’S resident representa 
tives abroad promote your sales and its staff 
of expertly trained export personnel —- 
tently handles all corr a an 
and other documents for shipments all over the 
world. BETTERBY also eliminates your credit 
risks by paying for all goods in New York. 





BETTERBY — Exporters 


230 FIFTH AVENUE 


* NEW YORK 1, N. Y. 











MANUFACTURER’S SALES .AGENT 
WANTS LINES OF SAWS, AUGER BITS, 
HAND AND BREAST DRILLS, BRACES, 
ETC. If quality is right, prices competitive and 
deliveries can be made promptly in quantities, we 
can secure contracts for large volume now and in 
the future as this is not fair weather business. 
Write Donald A. Brown, 2912 Delaware Avenue, 
Room 1, Kenmore 17, New York. 





ATTENTION MANUFACTURERS 


YOUNG MAN WITH 10 YEARS’ EXPERIENCE, 
AGGRESSIVE, GOOD PERSONALITY, WHO IS 
ACCUSTOMED TO SHOULDERING RESPONSIBIL- 
ITY, SEEKS nae hee WITH REPUTABLE 
FIRMS IN HARDWARE AND ELECTRICAL SUP- 
PLIES LINES AS REPRESENTATIVE ON COM- 
MISSION BASIS. WRITE TO— 


CHARLES R. CROSAS 
P. 0. BOX 3887 SAN JUAN 19, P. R. | 








ESTABLISHED DISTRIBUTOR 
SEEKS NEW LINES 

ESTABLISHED, NATIONALLY KNOWN 
DISTRIBUTOR WITH SALES FORCE AND WARE- 
HOUSE, SEEKS DESIRABLE LINES. HAVE 
DOMESTIC AND EXPORT CONNECTIONS. WRITE 
SENDING CATALOGS, PAMPHLETS, PRICE 
LISTS AND DISCOUNTS. 
CETRUTER-—00N 501 

NEW YORK 7, N. Y. 


WELL 


20 VESEY ST 








— MANUFACTURERS — 


Large Eastern Dealers Co-Operative wishes to 
contact Manufacturers of Hardware, Plumbing, 
Roofing, Wire Fencings, Water Systems, Barn 
Equipment, Steel Pipe and Fittings and other 
items suitable for farm use. 


Address Box L-84, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








EXPORT EXECUTIVE 
LEAVING SOON ON EXTENSIVE WORLD 
TRIP. DESIRES ADDITIONAL LINES, PARTIC- 
ULARLY BUILDING MATERIALS, AUTOMO- 
TIVE PARTS, TOOLS AND MACHINERY. FROM 
MANUFACTURERS AND WHOLESALERS ONLY. 


Address Box L-80, care of manewart AGE 
100 East 42nd St., New York 17, N. Y. 








MANUFACTURERS REPRESENTATIVE 


DESIRES ADDITIONAL LINES FOR 
CHAINS—DEP’T STORES — JOBBERS 
ILLINOIS — INDIANA — WISCONSIN. 


Address Box L-42, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











EXCLUSIVE FACTORY SALES 
AGENCY COVERS CANADA 
AND CAN SELL YOUR PRODUCTS TO ALL 
HARDWARE ye] CHAIN AND DEPART- 
MENT STORES C OAST TO COAST ON COM- 
MISSION. STATE FULL DETAILS OF YOUR 

PROPOSITION. 
Address Box L-79, care of mane art AGE 
100 East 42nd St.. New York | ve 
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[Accounts Wanted = | 





MANUFACTURERS OF ALL KINDS OF 
HARDWARE INTERESTED TO BE REPRE- 
SENTED BY WELL ESTABLISHED 
AGENCY IN SOUTH AFRICA, Please Write 
to Box L-82, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURERS’ AGENTS’ DESIRE 
LINE FOR NEW JERSEY, Contacting Lumber 
Yards, Hardware Dealers, Mill Supply Houses, 
12 years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
L-103, care of Hanpware Aoe, 100 East 42nd St., 
New York 17, N. Y. 





KENTUCKY AND SOUTHERN INDIANA 


Strong Line Wanted by Aggressive Manufacturers 
Representative for above territory. We guarantee 
monthly coverage of all Jobbers, Chain, and Direct 
Buyers. Our knowledge of the territory and Buyers 
assure i distribution. If you 
desire RESULTS write P. 0. Box 361, Louisville, 
Kentucky. 











WESTERN STATES 
SALES REPRESENTATION 


LIVE WIRE Sales Organization traveling 12 repre- 
sentatives with selling “KNOW-HOW” desires Qual- 
ity Lines for Department Store, Hardware, and Drug 
Trade in eleven Western States. Inquiries invited. 
HOBSON and SCHULTZ SALES COMPANY 
1151 S. Broadway, Los Angeles 15, California 








EASTERN CANADA 


MANUFACTURERS' AGENTS SELLING TO 
WHOLESALE HARDWARE TRADE DESIRE TO 
REPRESENT ESTABLISHED FIRMS ON COM- 
MISSION BASIS. 


H. V. ARMSTRONG & CO., LTD. 
410 ST. NICHOLAS ST., MONTREAL, CANADA 











NATIONAL DISTRIBUTORS 
Established—Reliable—Aggressive 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Branch Offices 
New York - Philadelphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We will carry the 
secounts or you can bill direct. 


Write for further information and references. 








MANUFACTURERS 


AN ENGINEERING CONCERN WANTS TO REP- 
RESENT ogg eh al ad HARDWARE 
AND PAINTS ON THE ISLAND OF PUERTO 
RICO. INTIMATELY ACQUAINTED WITH THE 
TRADE ON THE ISLAND. A-! REFERENCES 


ED. 
TOTTI & TOTTI 
Engineers and Architec 
BOX 500 SAN JUAN, ‘PUERTO RICO 








DISTRIBUTORSHIP WANTED 


preferable Heavy Industry, Building Materials, Farm 
Supplies. We have a substantial business, have sales- 

meu covering 10 States. Have additional 10,000 square 
feet on railroad siding available. Wil) invest sub- 
stantial amount if necessaiy. Interested only in 
Standard Merchandise. Seeking contacts with manu- 
facturers and principals. 

Address Longwear Paint & Varnish Works 

North Kansas City 16, Mo. 


REGISTERED FACTORY REPRESENTA- 
TIVE, INTRODUCING NEW LINES AND 
PROMOTING ESTABLISHED PRODUCTS. 
Young Woman, Merchandising 20 years, would 
like Additional Line, Electrical preferred. New 
York, New Jersey, Pennsylvania, Delaware, Mary- 
land, District of Columbia covered. Jobber dealer 
set-up Syndicate Stores. Contract agreement only 
commission basis. Florence M. Reessing, Hotel 
Penn Sheraton, Philadelphia 1, Pa. 


COMPLETE SET GENUINE HELLER 
WALL FIXTURES (HARDWARE), FLOOR 
TO CEJLING (USED). Slomin’s Hardware, 
Merrick Road, Seaford, L. L, N. Y. 





Corpus Christi, 


FOR SALE HARDWARE STORE IN ONE 
OF BEST LOCATIONS IN ENTIRE CITY. 
New building. new merchandise well selected. 
Reason for selling, owner needs his time in other 
business. If interested write P. O. Box 3267, 
Texas for complete particulars. 





MANUFACTURER’S REPRESENTATIVE 
DESIRES ADDITIONAL QUALITY LINES 
for the Wholesale Hardware, Automotive, Elec- 
tric, Plumbing and Industrial Jobbers. Now trav- 
eling two men, covering Texas, Oklahoma, Arkan- 
sas, Kansas and New Mexico. Have covered most 
of the territory for the past 12 years. Address 
Box L-99, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





| Positions Wanted =i 


equipment. 


BOTTLED GAS HOOKUPS: We have a Few 
New I.C.C. 100% Propane Cylinders and Bottle 
Gas Equipments over our requirements that we 
will sell to hardware dealers wanting in the bottle 
gas field but who are finding it difficult to obtain 
Write Indiana Bottled Gas Company, 
Box 11, Peru, Indiana. 





FOR SALE — WELL ESTABLISHED 
WHOLESALE HARDWARE BUSINESS 
WITH STRONG FOLLOWING IN GREATER 
NEW YORK 
turers. Reduced inventory about $20,000. Ex- 
cellent opportunity for small capital investment 
or for salesman wanting to start in wholesale 


Buying from leading manufac 


Address Box L-104, care of HArpware 





WANTED BY EXPERIENCED SALESMAN 
COVERING MICHIGAN AND OHIO, calling 
on wholesale and retail hardware, builders’ supply 
houses, mill supply and automotive jobbers, com- 
plete line mechanics hand tools or hardware 
staples. Something with someone who is looking 
for volume and has a competitive line. Address 
Box L-97, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





POSITION WANTED—JOB IN HARD- 
WARE OR GENERAL STORE, with privilege 
of buying interest in same at a later date. Best 
of reference. Address Box L-87, care of Harp- 
warRE AGE, 100 East 42nd St., New York 17, 
N. Y. 





SALES MANAGER, EXPERIENCED EX- 
ECUTIVE OF ABILITY, 49, SEEKS PRE- 
LIMINARY CONFERENCE WITH MANU- 
FACTURER requiring increased annual volume 
of sales through Wholesale Hardware, Mill Sup- 
ply, Department Store; Allied Domestic and 
Foreign Jobbers. Sound background, capable or- 
ganizer, modern understanding advertising and 
sales promotion. Present connection nets $10-12M 
but transfer of Corporation’s Stock indicates ad- 
visability of change during 1947. Reply Box 
L-91, care of Hanpware Acz, 100 East 42nd St., 
New York 17, N. 


| Bainess Opportunitiea | 


WAR SURPLUS—WOOD MAULS, 16 Ibs., 
8” Face, 10” Head, 28” Handle, Price $1.00 each, 
minimum order 24. Constructors’ Equipment Co., 
24-16 Jackson Avenue, Long Island City 1, N. Y. 
Telephone I[Ronsides 6-2924. 











NEW WAR SURPLUS 
ROPE — TOOLS 


Immediate Delivery For 
EXPORT—WHOLESALE—RETAIL 


5000 steel double blocks, 6 & 8’..... o 13 ao. 
64,000 rolls Vulcanizing tape, % Ib. 

ME euetteedocaeddeuveus csece 6, Oe 
17,000 ft. 1” brake lining........... 03/2 ft. 
500 press-o-lite Torch outfits......... 3.00 ea. 
6000 asst. sizes construction wrenches.. .25 ea. 


1,000,000 yds. of Khaki — 
to i>" wide; write for samples 
prices. 
Address Box L-6S. cere of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











Ace, 100 East 42nd St., New York 17, N. Y. 








STEEL PIANO HINGES 


72 x | x .050 with Brass Pin, indentations pore | 
entire length of hinge spaced one inch apa 
for spot welding purposes. One hundred cases, 
each containing 1200 feet, available for im- 
mediate Delivery. 


ROYAL SWITCHBOARD CO., INC. 
464 DRIGGS AVENUE, BROOKLYN 11, N. Y. 








WE WILL PURCHASE FOR CASH 
COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 
HOUSES 
Write Us What You Have To Offer 
MILTON SUPPLY COMPANY 


U. S. ROUTE #1 XFORD, PA. 
No Stock Too Large Or yoo Small. 











STIRRUP PUMPS 


4 GAL. CAPACITY 

BRAND NEW—IN CARTONS OF FOUR EACH 
PRICE: 75¢ EACH F.0.B. ALLENTOWN, PA. 
MINIMUM QUANTITY TWEN TY PUMPS OR & 

ARTONS. SPECIAL PRICE ON LARGER QUAN- 
TITIES UPON APPLICATION 

LEHIGH MOTOR COMPANY 

723 CHEW STREET ALLENTOWN, PA. 








LAMP SOCKETS 


S.esene OUT 8000 BRASS SHELL TURN KNO 

ND PUSH THRU eer Ry SOCKETS. 
SWITCHES. PLUGS, ALL CORD SETS 
CLAMP LAMPS, PIN-UP LAMPS, FREPAIR PARTS 
FOR LAMPS, ETC. CATALOG. 


S. J. GEARON 
4348 BROADWAY CHICAGO 13, ILLINOIS 




















WOODRUFF KEYS 
NICKEL STEEL 
BOX—100 KEYS NO. | ASSORTMENT 
CASE—50 BOXES 
MINIMUM—I CASE AT $37.50 
F.O.B. ELIZABETH. NEW JERSEY 
REMITTANCE TO ACCOMPANY ORDER 


UPHOLSTERY NAILS 
BROWN ENAMELED—NEEDLE aed 
4"" ROUND HEAD—%" LON 
MANUFACTURED BY HILLWOOD MFG. co. 
PACKED 100—! LB. re TO CS. $38.50 PER 


SE 
F.O.B. ELIZABETH. NEW JERSEY 
REMITTANCE TO ACCOMPANY ORDER 


REGENT SALES COMPANY 
521 WESTFIELD AVE. ELIZABETH, N. J. 
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ete particulars. 
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NGES 


tations alon 
e inch apa 
indred cases, 
ible for im- 


O., INC. 
N 11, N. Y. 


IR CASH 
MENT OF 
NT STORES, 
NG SUPPLY 


o Offer 


[PANY 
KFORD, PA. 
Small. 


»S 


JUR EACH— 
ITOWN, PA. 
UMPS OR 5 
IGER QUAN- 


*ANY 
TOWN, PA. 


's 


TURN KNOB 
L SOCKETS, 
ORD SETS, 
PAIR PARTS 


3, ILLINOIS 



























srampane 
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featuring... WOODRUFF KEYS 


PACKED FOR THE JOBBING TRADE 


NICKEL 
BRONZE 
ALUMINUM 






WOODRUFF KEY ASSORTMENTS 














“Stanho” 756/ | Prodi CT eee IORSE SHOE WAILE—— 
SUV I DYN 40 1 @):) <a P-V| a OL@) 410) -8-U1@) 


MACHINE KEYS (ALL TYPES) TAPER PINS 1947 


COTTER PINS e is our 75th 
Anniversary 


Year 





“KOOLHEAD” FOUNDRY CHILL NAILS 


Mannce 1872 NEW BRIGHTON, PA. 


SINCE 1872 














RAT-TU 
Containing ANTU 


The New Sensational 












For Track- Death-Dealing Chemical! 
ing: 25 

Watch the sales roll in with this 
Retail new superior ANTU rat poison! It’s 


i ir 
60c RAT-TU with rat-killing ANTU 
—_— your customers are hearing about. 


For Bait- Comes in handy canisters. Order 
ing: 5% RAT-TU now! 


Positively Larger Jobber and 
Dealer Discounts 


MOST ay ty PRICED 


/ 
——— MANUFACTURING CO., MT. VERNON, N.Y 


SALES OFFICE — 10 W 6st Street, New York 


U 
Retails for 

















SELL PLANTING @ EASE 


THE GARDENER'S DREAM COME TRUE 











Takes the PLANTS 
Back-Breaking ACCURATELY 
Effort Out of 

Planting SAVE SEED — SAVE TIME 


With the SIPCO Jitter Boy Planter, 
gardeners can get off their knees 


and plant with ease. Jitter Boy 
Sabens has control on handle for regulat- 
applied for ing seed flow of beets, carrots, 


swiss chard, lettuce mustard, onions, 
parsnips, radishes, spinach, turnips, 
peas, beans and many flowers. 
Write for details and prices. 


SCHARTOW IRON PRODUCTS CO., Dept. 107-B, RACINE, WISCONSIN 


SIPCO Jitter Boy PLANTER 
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> WORKS FAST 


Thousands of Uses 
Millions of 


Users ; 
Easiest, most effective 
method of graphitoid lubrication 
—clean, quick, convenient! Colorful 


displays sell for you. Order today. 


MANUFACTURING CO. 
MILWAUKEE 1, WISCONSIN 


re 

Cc 

& 

> 

wv 

v 

bo) 

> a 

~< 
eeeeoeeeveeee 
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MINUTE MOP USERS! 


© Simple, Ingenious Device! «© Quickly Attmshed by 
Anyone! 


inute Mop 
sales getter, a profit-bullder that fite 
8 ae een Looks 

du Pont Cellulose Sponge Mop-head ommey te handle. 
Retall on es = — ef leney. Ne need te retura your 
Li and of for this improvement. Simply erder 
vy Price HANDLE. TIGHT CLAMPS today from your jebber— 
A i for IMMEDIATE pty 
PIECE Packed . CLAMPS to a box; 

sy in “a shipping carton. 


MINUTE MOP (0. 13,623.35" 











Quality 


OIL BURNER S¢ 


AND BOX WICKING em 
All ashestos yarn woven with brass. Double set 
of wicks in each box 6”, 7” and 9”. 

REINFORCED WITH 
ay a CHROME STEEL BAND 

, Manufacturers and 
7 distributors of ail 

range oll burners 

and supplies, 
water heaters, 
compression fit- 


FLORENCE tings. 

























CAST ItRON 
BURNER BASE 








ASBE stOs PROMPT DELIVERY 


KINDLERS \ pilgrim Oil Burner Mfg. Co. 


5S-1l WHITNEY ST HARTFORD CONN 


<= 
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For your gardening customers 2 WORK -SAVING, 


HIGH-PROFIT ITEMS BY THE MAKERS OF VIGORO! 





End o Pest End o Weed 


... new, improved weed-killer 

dooms weeds to certain death 
. roots and all! 

End o Weed kills over 50 weeds. 

‘ Applied’ with any type spraying 

Customers who have garden pest equipment, 8 ounces treat 2,000 


! 

| 

. all the protection most | 
problems will appreciate End o square feet of lawn area. 

| 

I 

| 

I 

| 


gardens need from chewing in- 
sects, sucking insects and fun- 
gus diseases. 


Pest. End o Pest helps control Every Vigoro customer is a 
all 3 major types of garden potential End o Weed buver. 


pests. For fruits, vegetables, Mention End o Weed. Make an 
shrubs, flowers and trees. ther sale and profit. Available 
in all popular sizes. Order now! 


Order End o Pest now. Comes 
in dust gun and cartridge refills, 
small sifter-top and large econ- 
omy packages 


SWIFT & COMPANY 
Plant Food Division 


U. S. Yards Chicago 9, fil. 


231 





















HERE’S A REAL 


SPRING FEATURE! 





] KEES SCREEN DOOR GUARDS Push-Bar)” 

j Yes, Kees Screen Door Guards are a universally popular seller 

| every spring. They protect screen cloth against pushing, bagging 
: out, and pulling loose. Telescope to fit doors up to 36” wide. 


Write for 
KEES 
Catalog 
Today 


Mis 
F. D. KEES MANUFACTURING CO. 


Box K-8 Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 
























































































¢ IMPERIAL Self-Closing 


| BARREL FAUCETS or stet. sarres I 
















Made with Metal-to-Metal Seat 
No Washers to Wear Out 


Holds oil, gasoline, ker- 
osene, alcohol, thinners, 
solvents, clear lacquers, 
light varnishes, etc. Easy 
to operate . . . closes automatically. Can be locked 
open or closed. Many millions in use. Has 34” 
pipe thread. Here’s a fast moving item you'll 
want to handle . . . and use in your own store. 

No. 261-G ... Barrel Faucet 
IF YOUR JOBBER CANNOT SUPPLY YOU, WRITE TO 


THE IMPERIAL BRASS MFG. CO. cage ScRASINE AYE. « \ 
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< 
Trade Mark \ | 
THE $ “ANLEY WORKS, NEW BRITAIN, CONN. N 


a 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


re silence 


[ STANLEY | Sx 

















Ask your Jobber 


DOMES of SILENCE, Inc., 35 P 








Qudex Jo 


Adwentisew 








A 

Acme Steel Co.. 9 
Adirondack Chair Co.. .... 204 
Allen Mfg. Co., W. D.......... . a 
Allied Hardware Corp....<.... . 223 
Aluminum Company of America. 9 
Aluminum Goods Mfg. Co....... 2 
Aluminum Industries, Inc..... 35 
American Chain & Cable Co... 100 
American Chain Division........ 100 
American Grease Stick Co....... 79 
American Mfg. Co..........+.++: ! 
American Mat Corp............ 68 
American Pad & Textile Co.. 40 
American Shearer Mfg. Co.. : 223 
American Steel & Wire Co..... . 147 
Animal Trap Co. of America.. 60 
Armstrong Bray & Co........... - 206 
Artcraft Resales Blind Mfg. Co. 8 
Artistic Wire Prod. Co., Inc.... 219 
Arvey Corp........ sys 82 
Atlas-Ansonia Co. . oalektee tee 
Automatic Washer Co.. 157 

B 
Bana Co., The 214 
Barcalo Mfg. Co.. 44 
Barco Machine Products Co.. 190 
NE I MDs cw ccscss secre . 199 
Barrows Lock Works. 2u 
Bennett-Ireland, Inc......... . 56 
Bernard-Edward Co. ........... . 156 
Bommer Spring Hinge Co....... 218 
a, ll” Sa 204 
| Boston Woven Hose & Rubber Co. 43 
Boyle-Midway, Inc. pied 161 
Breco Mfg. Co..... 198 
SE Mvded sccrddeacedee 19-20 
Buckeye Aluminum Ce..... . = 
Bunyan Bait Co., Paul...... . 40 
Burpee Can Sealer Co. .. 200 
Bushman Saw Division 16-17 
c 
Calkins Co., The.. 189 
Camillus Cutlery 153 
Canfield Screw Machine Co..... 221 
Carbide & Carbon Chemicals 

eae 83 
Champion Hardware Co. 214 
Chattanooga Implement & Mig. 

SS cite dtinereda 214 
Cheney neato, Inc. 223 
Chicago Die. Casting Mfg. ‘Co. 78 
Chicago Lock Co............ 225 
Chicago Roller Skate Co..... : 39 
Chicago Spring Hinge Co....... 218 
Clark & Co., Gordon W. —. 
Clarke Sanding Machine Co. 67 
Clayton & Lambert Mfg. Co..... 217 
Cleveland Chain & Mfg. Co. 127 
Cleveland Quarries Co...... 227 
Cleveland Twist Drill Co.... 7 
Cleveland Valve Co. Y 192 
Geteman Ge, IW6.......0000- 6 
Collot Supplies, aa 202 
Colonial Brush Mfg. Co., “Inc... 129 
Columbia Steel Co............. 147 
Columbus-McKinnon Chain Corp.. 42 

Co. 209 
Congres Die Casting Division .. 225 

Ces Sales of Philadel- 

BR a ae 
Ghete Heater Corp eRe 23 
2 2 eae . 9 
Cox Metal Products Co....... 200 
Crescent Bronze Power Co....... 189 
Crescent Tool Co... : 21 

1] 
DanDee, Inc. ..... : 219 
Darra-James Corp. nonay 18 
Detroit Letvloater” Riese 72 
Diamond Calk Horseshoe Co..... 64 
Dobbins Mfg. Co. .............. 64 
Domes of Silence.............. . 232 
Dominion Electric Mfg. Inc....... 52 
Dow Chemical Co.............. 
Drum Chemicals ............... 213 
Durasol Chemical Co.......... 34 
Durbin-Darco 200 
| 
E | 
EZ Tip Mole Trap Co....... 220 | 
Eagle Industries, Inc........... _ 
Eastern Commercial Travelers... 183 | 
































Lurie Hardware dusep Inc., The... 208 
Lux Clock Co. seoddeennen % 















Ekco Products Co........ a -— 
Electrite Fence Co............... 
SS a errr 24 Machine: 
Empire Brush Works............-. 66 Madisco 
Empress Novelty Co............. 215 Mall Toc 
Evan's Royal Supply Mfg. Co... 202 Manning 
— 
=. 
F Markal 
Marshall 
Federal Tool Corp..............5+ Martin-S 
Filter-Kleen Mfg. Co...... a Mast-Foc 
Florence Textile Products Mayes | 
Folding Cycles Inc.... Inc... 
Franklin Glue Co.. 5 ve Mayhew 
Fuller Tool Co.. 1, 22 McGill | 
Fulton Bag & Cotton Mills...... 185 McKinney 
wee 
Metallizi: 
S Meyercor 
Decal 
Namep 
6G. & H. Mfg. Co.. at 225 z 
Garrett Co., inc., Geo. K.....13, 79 — 
General Paints, Inc., Cutlery Div. 219 edthcies 
General Steel Warehouse Co...16-!7 Minute h 
Gibson Good Tools, Inc......... 204 Molly C 
Gilbert Clock Co., William L. 56 Senge: F 
Gillespie Varnish Co............. 222 Mortell ( 
Gillette Safety Razor Co......... 77 Myers & 
Gladding & Co., Inc., B. F....... 60 
Globe Sporting "Goods oe Co. 75 
Goldweber, Bernard ‘ 223 
Goulard & Olena ,............-+.- 186 
Gorn. Wie. Ce... ccccccccccses 224 
Gutridge, Don B..............-- .m National 
— 
ey nes 
nt National 
ers Ass 
Hohn, Arthur........ 202 ae 
Hamilton Mfg. Cor! a Sationel 
Hammond Paint & ‘Chemical Co. 132 siidtional 
Hardware Products Co........... 204 National 
UNL x cataasdccceeevevncses 152 cadens 
Hedden Co., Jeff A............. 192 + sr nee 
Heller Brothers Company........ 173 “tame 
Hedell Chala Co...........c..00. 30 Nicholsor 
Hodgman Rubber Co............ 175 - 
Noblitt-S; 
Horrocks-Ibbotson Co............ 74 Ascii 
Hoyt & Worthen Tanning Corp... 204 Siasatchh 
Hudson Mfg. Co., H. D......... 179 Not? Mf 
Huenefeld Co., The.............+ 236 9 
Hugo Mfg. Co..........cccceceres 200 
Huot Mig. Co..........scccceores 223 
Hurd Lock & Mfg. Co.. 4) 
Hyde Mfg. Co.......sscccsccceces 8 
Oakland 
Ocean C 
! Ox Fibre 
Ideal Novelty & Toy Co........ 74 
a Bronze Powder Co........ 7) 
—— Brass Mfg. Co......... 232 
lependent Lock Co............. 193 oe 
Panef M 
J Paragon 
— we 
ecora 
Johnson Steel & Wire Co., Inc. . 182 Peerless | 
Peerless 
Corp. 
K Pentagon 
Perma-Ja 
ere Phoenix | 
NN Cas ceccscvcnssee 215 Pilgrim C 
Kaul sell Agency, Inc., Leo 2/8 Pioneer R 
Kaylan Cutlery Co. .............+ 7 Plymouth 
EE MEME. ci ccssseccosseuvs 32 Prime Mf 
Mose Mie. Ges, ©. Bo..cccccvese. 232 Propulsio: 
Monmmetel, Une. ..ccccccccccece . 2 Pyramid 
Keuffel & Esser Co..............-- 72 
Keystone Steel & Wire Co....... 142 
Kler-Vue Knife Rack Co., Inc.... 214 
Krasberg & Sons Mfg. Co., R.... 25 
RUE SEED. Soedepesescosusics 57 — 
L 
Lake Chemical Co..... , . 70 
Landen Putty Works............. 222 Reano C 
Landers, Frary & Clark......... 48-49 Red Devi 
LaPine & Co., Arthur S........... 1” Reflecto | 
Larson Co., Charlies O........... 170 Remingto: 
Lasting Products Co.............. B4 Reo Mot 
Lavelle Rubber Co............... Division 
Lawncraft Mfg. Corp......... Republic 
Lebus Rotary Tool Works Research 
Leech Products Co.............. . 22 Reynolds 
Lehr Equipment Sales, Inc........ 203 Rice Engi 
Saar 14! Ridge Tox 
Lofstrand Co., The............... 220 Robertsha 
ee ere 1% Roller De 
Rose Mfg. 
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we aig 225 
» &....88% 7 
sutlery. Div. 219 
use Co...16-17 
_ eee 
liam L... 56 

222 














M 


Inc... 


Machines & Instruments, 
Madisco Co. 
Mall Tool Co. . 
Manning, Bowman & Co.. 
M + ve Products, 












SRR hile cot. 1 SG 137 
Markal Co. (cr seawen 70 
Marshalltown Trowel Co. 223 
Martin-Senour Co. ............... 33 
Mast-Foos Mfg. Co. ............. 212 
“ Brothers Tool Mfg. Co., 

PE EIS ee Oe re 223 
B.. Steel Products Co.. . 222 
McGill Metal Products Co....... 203 
McKinney Mfg. Co................ 145 
McLaughlin, Gormley, King Co.. 194 


Metallizing Company of America 191 
Meyercord Co. 

Decal Division 
Nameplate Division 





Mill-Rose Co. ........... ‘ 
Miller, Inc., Robert E.......... ae 
Milwaukee —_ peel Co.. . 193 
Minute Mop Co. .. ... a 
eee 224 
Moore Push Pin Co............... 222 
ee rere 2 


Myers & Bro. Co., 


National Aluminum as Co.. 131 
age E & ping 





National Housewares Manufactur- 


ON FRPDEIOD: ceccnccececesess 210 
National Hydrozo Co............ 139 
National Ideal | ee 213 
National Lock Co.. er, 
National Mfg. Co............... . 67 
National Screw & Mfg. Co....... 235 
OE rere i94 
Nelson Mfg. Co., L. R........... 220 
Newman Mfg. & Sales Co....... 212 
Nicholson File Co.. 98 


Noblitt-Sparks Industries, inc. ... 51 





Northmore's Home Products Co.. 170 
Norwich Line Co., Inc............ 178 
Nott Mfg. Co......... : .. 3 
° 
Oakland Engineering Co....... 38 
Ocean City Mfg. Co............. 15 
Ox Fibre Brush Co.... 207 
P 

Paine Co., The ........ 203 
i re 231 
Paragon Utilities Corp.......... 22 
Park Sprinkler Mfg. Co.......... 1$2 
Pecere Pata? CO......ccccccscccee 19% 
Peerless Industries ......... 63 
— Pump Div., Food Mach. . 

SS a ES RE ey I 6 
Pentagon Products, Inc........... 24 
Perma-Jack Corp., The....... 85 
Phoenix Mfg. Co.. 215 
Pilgrim Oil Burner Mfg. Ge... . 21 
Pioneer Rubber Co............ . 4 
Plymouth Cordage Co............ 12 
OS eae 176 


Propulsion Engine Co 95 
Pyramid Adjustable Post Co. 183 


9 


Queen Stove Works, Inc. 47 


Ondex Pars Rdwenrtinenrs | 








| Royal Electric Co., Inc........... 

NED GOR... 6vaicoccesccdeee 10-i1 

Russell, Burdsall & Ward Bolt & 

Nut ‘Co. SASS NCR K CDE Set 81 

Ryerson & Son, Inc., Jos. T 203 

Ss 

S & W Moulding Co.... &6 
Safety Belt Lacer Co..... 206 
St. Louis Cordage Mills... 1 
Samson United Corp........ 1S9 
Savage Arms Corp.......... 220 
Schartow Iron Products Co....... 231 
Sharon Boit & Screw Co.... 205 
Sk Mick ccdnwedees sees 212 
Sheffield Bronze Paint Corp...... 209 
Shelby Spring Hinge Co....... 192 
Sherman Mfg. Co., H. B. ..... 37 
Sherwin-Williams Co., The.. ~~ ae 
sebring Bile. GCo......:.00ccs0- . 202 
Simonds Abrasive Co....... - 
Smith Corp., A. O.........- a oe 
Smith & Son, Inc. Seymour...... 216 
Socony-Vacuum Oil Co., Inc... 69 
Southern Electric Products.. 213 
Southington Hdwe. Mfg. Co., The 221 
Sperten Cen, TRC...<cscccses 202, 204 
Standard Horsenail Corp........ 231 
Standard Pressed Steel Co......45, 73 
Stanley Works, The......... . 232 
Stevens Level Co., E. A... 217 
Sunset Line & Twine Co.. 144 
Superior Plastics ....... 199 
Superior Rubber Products ‘Mig. 

PS ae Se 167 
Supreme Products Co...... 36 
Swain Nelson Co............ . 14 
BE TOE Goin ccc cccccccces oe 5 
Oe SS ee 23! 
Swing-A-Way Steel Products Co. 53 
Swiss Laboratory ...... . 221 
Symonds & Co. 206 

T 
Tamms Silica Co..... .. 86, 197 
Templeton, Kenly & Ga... 202 
Tennessee Coal, Iron & Railroad 

SR erereeines: 147 
Tennessee Valley Associated 

Marketers ........... Rocca ee 
Triplex Screw Co....... 143 
Troy File Works........ 212 
I EO Se sip aesvescedanes 155 
Tru-Test, Division of Oakes & Co. 233 
Tuffy Toys Lieewiesease > 
Twix Mfg. Co., Inc. 42 

U 
Union Hardware Co... 84 
Union Steel Products Co. 216 
United States Rubber Co.. 7 
United States Steel Corp...... 147 
United Wire Goods Mfg. Co. 162 
Universal Clay Products Co. 198 | 
Universal Engineering Co. 76 

Vv 
Vaco Products Co. 94 
Val-A Company ...... 216 
Valentine Equipment Co. 202 
Vaughan & Bushnell Mfg. Co.. 144 
TL. <b) tadiniwess-osenes 31 
Visar un Mfg. Co., Inc. 209 
Vision Products Co.. 163 
Wie Ver Garp.......0- 234 
Vichek Tool Co. 205 

Ww 
Wall Shield Co... 174 
Walton Products Co... 217 
Washburn Co., The... 212 
Webb Products Co., Inc... 201 
West Coast Mfg. Co..... 140 
Westchester Brickote Products Co. 2!8 
Westinghouse Electric Corp., 

OND TY. osscccsce 26-27 
Wilcox. Crittenden & Co., Inc. 291 
Wilson Imperial Co.. 207 
Witt Cornice Co. 55 


Y 





R 

Reano Co., The....... 233 
Red Devil Tools....... ee 
Reflecto Letters Co............... 188 
Remington Arms Co., Inc.. 125 
Reo Motors, Inc., Lawn Mower 

ED Skt oadwonstescvetecen 135 
Republic Steel Corp.............. 5 
Research Products Corp.......... 68 
Reynolds Metals Co.......... ... 165 
Rice Engineering Co.. 178 
Ridge Too! Co. .......... 94 
Robertshaw geo Co. 46 
Roller Derby Skate Co... 233 
Rose Mfg. ee 184 
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Yale & Towne Mfg. Co 











_* 
and 


ton. 


Box is hangar. 
long x 9%” 
Packed 2 and 3 doz. in 
Weight 12% and 18 Ibs. 
Write— 


TUFFY 
Thunderbolt 


A quick selling unbreakable, 
colored plastic airplane that 
changes into a jet plane by 
removing propeller. 
by string attached to either 
wing. Built in whistle gives 


in the air. 


Size: 
wide x 3” 


TUFFY TOYS 
Cleveland 5, Ohio 


8200 Harvard Ave. 





Flown 


Flies 


lands at high speeds. 


10%” 
high. 
car- 





OFFICIAL 


pot 


NOW AVAILABLE! 


ROLLER DERBY SKATE CO. 
4533 Payne Ave., Cleveland 3 














A COMPLETE LINE 


OF 


FISHING EQUIPMENT 


SPORT 


COMMERCIAL 


— CALCUTTA FISHING RODS — 


WRITE FOR FREE CATALOGUE 
"IT PAYS TO PLAY" 


LOS ANGELES, CALIF. 


2727 SO. MAIN 


-THE REANO CO. 
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dising- 


MR. sg 
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ucts consistent Pech gold to © — 
Predverti Fe herdwer® -] : 
‘“ well-rate sted | hardwere deale — 
one Test ond 0 ee aeen erchor 
with ~ eo tein ™ 
¢ ultimate 
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TRU-TEST 08" “a “ct 3. Coens? * 



































BOILING WATERPROOF / WEAR - PROOF! 
j bewrovag, 


ALCOHOL- PROOF 
, 





VITA" LOX 


Reg. U.S. Pat. Off. 


Quick Drying 
MARINE SPAR VARNISH 


In worldwide use on ships, its extra hard film proved its astonishing 
ability to take abuse without signs of wear. Withstood all climates, all 
weathers — sun, rain, snow, salt sea spray. Now, dealers everywhere 
are building unusual varnish business by featuring the tougher protec- 
tion and longer-lasting beauty it gives to floors, woodwork, furniture. 


colc 
hea 


e DRIES QUICKLY © APPLIES EASILY <r Ws = 
© WON’T TURN WHITE e@ LASTS LONGER 
A: 


e FOR INTERIOR AND EXTERIOR USE ge ae 
mere ship 
Preserves, Beautifies, Protects catcl 


FLOORS * WOODWORK °¢ FURNITURE 


bd 
SPAR 


aon Ehol WY Ganon. Say vara, 


=] 
PAINT ENGINEERS SINCE 1888 + NEWARK, NEW JERSEY none 





— 


lun I 


2 


AARINE 
SPAR 
ARNISH 


s 
‘Mame Toh 








Colorful Labels 


ON “NATIONAL’S” 
NEW PACKAGES 


Simplify Selling 











“National’s” bright new pack- 
ages make it easy for a hardware 
man to find the type of screw he 
wants quickly. A color scheme 
on the labels shows which are 
steel, brass or blued steel; also 
it quickly shows which have 
flat heads, round heads or oval 
heads. The color of the back- 
ground shows the metal; the 
color of the printing shows the type of screw 
head. A table showing “‘National’s” color scheme 
is on this page. Show it to your salespeople. 
As fast as supplies permit, Stove Bolts, Machine 
Screws, and all other “National” fasteners will be 
shipped to the hardware trade in these eye- 
catching containers. 
These attractive new boxes, with easy to read 
labels, help to make “‘National’s” quality line the 
most desirable one to handle. 


The most complete line of fasteners made by one 
manufacturer. Sold by leading distributors. 


THE NATIONAL SCREW 








Color Scheme on Labels of 
“NATIONAL’’ WOOD SCREWS 


COLOR OF PAPER COLOR OF INK 


White = Steel Black = Flat Head 
Yellow = Brass Red Round Head 
Blue = Blued Steel Blue = Oval Head 





Example: (1) Black printing on white label 
means flat head steel screws. (2) Red printing 
on blue label means round head blued steel 
screws. 


(Cut this out and show to your salespeople) 











& MFG. CO., CLEVELAND 4, 0. 
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Kerosene Ranges 


FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT—Everything in 


beauty and convenience plus the low cost economy of Kero- 
sene. Lustrous porcelain finish...easy to clean. Finest BOSS 


Utility Features, including glass in oven door for visible 
baking, roomy utensil compartment, useful shelf splasher. OVENS 
Fast efficient cooking heat...safe...odorless...sootless. 


Remember Boss .. . See Boss... Buy Boss. 
THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 





See the above Ad... 


in the leading 
women’s magazines 
and farm journals. 
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